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PROFITS 


A Challenge You Must Answer! 


Read how these 4 


MultiKopy Carbon Paper, if properly sold, returns a larger net 
profit than any other line of merchandise or any other depart- 


ment in your entire store. 


Admittedly a bold statement. But a true statement. Consist- 
ently advertised to the consumer for 22 years, the complete 
Webster Line supplies every single need of your customers. 
Remember that sales and profits are not synonymous. You, as a 
good business merchant cannot afford to overlook this positive 


challenge to profits. 


F. 8S. WEBSTER CO., INC. 


(Est. in 1889) 


332-342 CONGRESS STREET, BOSTON, MASS. 
CHICAGO , NEW YORK . PITTSBURGH . SAN FRANCISCO . PHILADELPHIA . MILAN , PARIS . LONDON 





merchants met the 


Profit Challerze! 


fase No. I: KANSAS 
CITY, Mo. —*“With the 
guidance of your Sales 
Promotional Depart- 
ment we opened up 182 
new accounts. Total sales 
over $3,000, exceeded our 
fondest hopes.” 


Case No. 2: DETROIT, 
MICHIGAN — “Webco 
dealer co-operation is the 
finest sales producing 
program that has ever 
been offered by any sta- 
tioner manufacturer. 66 
new accounts and actual 
sales 400% ahead of esti- 
mate.” 


Case No. 3: CEDAR 
RAPIDS, lOWA—“Webco 
Sales Promotional plans 
proved to us there were 
diamonds in our back 
yard. Most helpful of all 
is your instruction in the 
modern method of pre- 
senting carbon paper and 
typewriter ribbons ” 


Case No. 4: TopEeKA, 


KANSAS—“77 New Web- 
co accounts in 6 days. We 
certainly were overlook- 
ing a bet which your 
Sales Promotional De- 
partment uncovered. 
Our sales force is better 
equipped than ever be- 
fore to sell carbon paper 
and typewriter ribbons.” 








§ OFFICE APPLIANCES 
isa news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Itscompre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agent efor the various office 
machines, devices and sup- 

lies, commercial stationery 
aealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


{ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year,$2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 
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by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


> 


{ No person, firm or cor- 
poration, either directly or 
indirectly connected with 
theindustry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


{ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
ageis enclosed by thesender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


§ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


{ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


q “Office Appliances”’ is reg- 
istered in the United States 
Patent Office, Washington, 
BC. 


{ COPYRIGHT. Contents 
covered by Copyright, 1931, 
by The Office Appiiance 
Company. 
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tween advertisers 
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and 


between 


ADVERTISEMENTS 


These advertisements present the products of 
the leading manufacturers in each division of 
Because of the ground for honest 
differences of opinion the publishers obviously 


cannot undertake to guarantee transactions be- 


customers. They do, 


however, offer their service in resolving any 


advertisers and cus- 


tomers, which result from relations established 


through the journal. 
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Carbon Papers 
(See Ribbons and Carbons) 
Card Cases, ww 
Gardner, P. Leather Wks. 
Impr. Boe 1 Binder Co. 
Card Index Boxes & Trays 
Art Metal Construc. Co. 
Art Steel Co... 
Automatic ag a ‘Index Co. 
Bentson Mfg. 
Cole Steel AY Co ‘int 
Columbia Steel Equip. Co 
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Diemer, John F., Co....... 206 Ravenswood Off. Spec. Co. .211 
meta oe, The.. a 4 =”Eg eee 188 
mperial Methods Uo...... 
Macey Co., The........... ie by Be & Co 23 
Press Products Co... 2.212: 17 beher We. Ge... aan 
Sainberg Urs ecakaenese 188 Ravenswood ¢ “Off, Spec. Co. .211 
Shaw-Walker Co. ......... 163 Sainberg & Co 188 
Steel Furniture Mig. C 182 Superior Se Spec. Co... 202 
Wagemaker Co., The...... 140 Wagemaker Co : a an 
Weis Mfg. Co...... .8 8 Se oe eee eee 
Yawman and Erbe........ 75 Desk Pending-Letters Holders 
Cash Boxes American Clip Co......... 165 
Art Steel Co., Inc... ...00< 184 Desk Trays 
Cole Steel Equipme nt Co...213 Art Steel Co., Inc......... 84 
Casters, Shoes, Ete. Automatic File & Index Co.103 
PIG cause ceesasces 66 Baxter, R. H.. Sales Corp. ..118 
Sun Rubber Co... 2.2.2.2: gs Berger Mig. Co........... 121 
‘hai Cole Steel Equipment Co. ..213 
€ oe Mats Fox, Geo. E., & Co........ 73 
“fe ee 199 General Fireproofing Co... .151 
Chair Pads and Gaapiees Globe-Wernicke Co. ....... 137 
ot, Gem. Th, GH Gee c csswce 73 Imperial Methods Co...... 88 
Pe ee Se) ene eae me 199 Jamestown metal Desk Co. .100 
DE 28 GI bas ccedewen 188 Macey Co., The........... 130 
Dam Buber Ge. 2... cccsace 98 Metal Office Furn. Co..110, 119 
For the benefit of the subscribers the lines 
advertised are here classified. Many of the 
requirements of the modern business office are 
represented. Should subscribers be interested 
in any article of office equipment not listed 
here, they are cordially invited to communi- 
cate with the service bureau, through which the 
information will be promptly and cheerfully 
furnished by letter, without obligation. 
Chairs Rateieer & Gd. o «04.2.0 040 4s 88 
General Fireproofing Co... .151 Weis Mfg. Co..... 67 9, 70 
Worcester Wire Novelty on 201 


Gunlocke, W. H., Chair Co.. 63 
High Point Bend. & Ch. Co.199 


Jasper Chair Co........ 0. 217 
Jasper Seating Co......... 90 
Milwaukee Chair Co....... 167 
New Indiana Chair Co.... 80 
Pierce, 8S. K. Son Co. 183 
Se GM acnwescnketas bam 162 
Sturgis Posture Chair Co. ..212 
Toledo Metal Furniture Co. .112 


Vanderbilt Mfg. Co 89 
Wark-Beacon Steel Furn. Co.196 
Check Protectors & Writers Mfrs. 
po Nk eee 204 
Check Protectors — se — 
Reliable Tw. & A _y 


Check Sorters 

Kohlhaas Co., The........ 192 
Checks, Stamped Metal 

Meyer & Wenthe.......... 203 


S Paper (See Paper Clips) 
n Bags, Trays Ine. Wrappers 


“Art 7 Oe eae 184 
Downey. The C. ~ er 210 
Copyholders a 
American Clip Co......... 165 


Copying Devices and Supplies 
Yawman and Erbe Mfg. Co. 75 

Costumers 
Furnas Furniture Co...... 190 
Globe-Wernicke Co. le 
Jamestown Metal Desk Co.. 
Quigley Furniture Co...... 200 
Sanymetal Products Corp... 

Crayon 


Weber Costello Co......... 168 
Cuspidor Mats 

Pare? TEE. GO. ceccvccvecss 199 
Cuspidors 

Bee Beek Gey 2. 0006020226 184 

Cole Steel Equipment Co. ..213 


Detroit Metal Spec. Co..... 200 
Cutters, Paper and Card 

Ideal School Supply Co..... 186 
Dating Stamps 


Amer. Number Mach. Co...174 

Fulton Specialty Co....... 212 

Melind, Louis, Co......... 208 

Meyer & Wenthe.......... 203 
Desk Calendars 

Baxter, R. H., Sales Corp. ..118 

Defiance Sales Corp........ 184 

Typo Trading Co.......... 76 
Desk File Racks 

Automatic File & Index Co.103 

Impr. File & Rack Co..... 208 
Desk Pads, Blotter 

Boorum & Pease Co....... 72 

Fox, Geo. E., & Co........ 73 

Seinberg & Co... .cccccces 188 

Sam Mumber CO... cccscvce 98 

Superior Office Spec. Co... .202 
Desk Pads, Glass 

Fox, Geo. E.. & Co........ 

POR GE. Dooce vcccewcues 199 


Desk Work Distributors 


Automatic File & ee Co. .103 
Bristow, Stanley R........ 1 
Globe-Wernicke Co. ....... 137 
Horn, W. C., Bro. x, Co . 209 
Kohlhaas Co., The........ 192 
Lyon Metal Products. Inc. . .210 
TS SD eae 188 
Superior Office Spec. Co. ...202 
ks 

Ade Dads Obs. s0.0 ct 045% 

Art Metal Construc. Co. .92, 93 
Automatic File & Index Co.103 
Bentley & Gerwig Furn. Co.123 
Meeger TEGE. GO. oik..ccccccs 2 
Clemetsen Co., The........ 159 
ag Steel Equip. Co. .141 


Corry-Jamestown et Corp. 


a0) he een .& 2 
Englewood Desk Co........ 196 
Evansville Desk Co........ 78 
Furnas Furniture Co.......190 
General Fireproofing Co... .151 
tlobe-Wernicke Co......... 137 
Gunn Furniture Co........ 193 
Hoosier Desk Co.......... 97 
Imperial Desk Co......... 132 
Indiana Desk Co........... 81 
Invincible Metal Furn. Co...17 
Jamestown Metal Desk Co. .100 
Jasper Desk Co........... 217 
Jasper Office Furniture Co. .198 
Leopold Co., The.......... 72 
Macey Co., | NS hr 130 
Metal Office Furn. Co.110, Ls 
Myrtle Desk Co....... re 
Office Specialty Mfg. Co. 60 
Olsen, i i Was 600 e bs 84 
Orpin Desk Co............ 187 
Quigley Furniture Co...... 200 
Shaw-Walker Co.......... 163 
Sikes-Cutler Desk Corp..... 152 
Steel Equipment Corp...... 113 
Steel Fixture Mfg. Co...... 214 
Steel Furniture Mfg. Co... .182 
Tell City Desk O8.... ce 191 
Van Dorn Metal Furn...... 121 
Wagemaker Co........... 140 
Weis Mfg. Co..... 7, 8. 9, 70 
Western Furniture Co..... 179 
Yawman and Erbe Mfg. Co. 75 
Diaries 

Baxter. R. H., Sales Corp. ..118 
Display Fixtures 

Adjustit Display Spec. Co. . .212 

DO BE, Wks cecssawes 121 

Orthwine Mfg. Co......... 212 
Drawing Materials 

Baxter, R. H., Sales Corp. ..118 
Drinking Cups, rope r 

Orthwine Mfg. Co......... 212 





DupHesting Machines 


graph Co....... -.219 
Diek A. les ec cseuebe 57 
Graphic Duplicator OO.sces 210 
Mimeograph, The.......... 7 
Standard. ail. Mach. Co. ..149 
licat. Machines, Used, Rebuilt 
imeo Serv. Bureau...... .213 
Duplicating Machine Supplies 
Arlac Stencil Corp......... 169 
Dhee, J. Ha, GO. cesscecses 57 
Fibroin, Inc............+- 64 
Graphic Duplicator Co..... 210 
Illinois Paper Co.......... 184 
Electric Motors 
General Electric Co...... ~-104 
Envelopes 
Banter. R. Sales Corp...118 
Bushnell, Aivan: Ps cee Owe 114 
Diemer, John F.. Co....... 206 
Globe-Wernicke Co......... 137 
Nat'l FiberstoK Envelope Co.179 
U. S. Envelope Co......... 99 
Envelopes, Celluloid 
- — EE obesecewee . 209 
nvelope 
Office Appliance Co., The. . .200 
Standard Mail. Machs. Co. ..149 
Erasers (Blackboard) 
N. Y. Silicate Book Slate Co. 208 
Weber Costello Co......... 
Erasers (Rubber) 
Auto. Pencil Sharpener Co..105 
Faber, A. W., Inc......... 102 
Faber. Eberhard .......... 155 
Roberts, Weldon, Rubber Co.175 
Exhibitions 
Nat'l Business Show Co... , 129 
Ex Books 
Defian ce Sales Corp....... 184 
Eyelets ont Evelet Fasteners 
Baxter, H., Sales Corp. .11% 
Sibley, Baw. L.. Mfg. Co...102 


File Boxes, Co Hapsible Corrug. 


Bankers Box Co.......+++. 77 
Kay-Dee Co.......eess06 . -203 
File Boxes, Metal 
Art Steel Co........+s20 .184 
Automatic File & Law vee 103 
Cole Steel Equi as Se 13 
Press Products Co........ 
Rock well-Barnes “Co ites bee °168 
Filing re -———# oe. 
Art Meta ‘onstruction 
ot kannelns ohne sbewes 92. 93 
184 


Art Steel Co 
Aurora Metal Cabinet Co. .175 
Automatic File & Index Co.103 
Bentson pits. o GOe vce soceee 217 

Berger ay SY re 121 

Columbia Steel Equip. Co. .141 
Corry-Jamestown wt Co 


eee ee eee eeeee 


000 0sgee000 80 6. a 
General Fireproofing Co... .151 
Globe-Wernicke Co.......-- 137 
Imperial Steel Cabinet Co. .191 
Invincible Metal Furn. Co. .171 
Jamestown Met. Desk Co.. 5100 
Macey Co., The.......«..- 30 
Metal Office Furn. Co.. Bae. “119 
Office Specialty Mfg. Co.... 60 
Press Products Co.......-- 177 
Shaw-Walker Co.......«+- 163 
Steel Equipment Corp... ... 113 
Steel Fixture Mfg. Co...... 214 
Steel Pere oe fg. Co. i? 
Van Dorn Metal Furn..... . 
vous and irbe Mis. Co. 75 

Filing Cabinets, 
Auto. File & Index Co..... 103 
Globe-Wernicke Co........ 137 
Imperial Methods Co...... 88 
Macey rer . -130 
Shaw- Walker GO.cccecse . .163 
Wagemaker Co.......+.++-> 140 
Weis Mfg. Co..... 6, 9. 7S 70 
Yawman Cy Erbe be Mite. F 

Filing Supp 
Aigner. G ee Ba cc cvcves 212 
All- aera \quip Co.. oot . 
American Clip Co........+. 


Automatic File & Index Co. ‘108 


ireproofing 
Globe-Wernicke Co 
Guide ayrtem © Supply Co. ‘153 
Imperia e 
—Sa Metal Furn. ‘Co: ae 





Office S +02 
Oxford ec supply “Bs: 1148 4 


Rockwell-Barnes Co........16 
Simonson, R. A., Co..... 209 
Steel Equipment Corp.....113 
Wabash Cabinet Co...... .-144 
Warshaw Mfg. Co., Inc 18 
Weis Mfg. Co..... 7. 8. 9, 70 
Yawman and Erbe Mfg. Co. 


Sun Rubber Co........+.-. 98 
Fountain Pen Engraving =a 
Goldpress Co......... 204 

Fountain Pens 
Autopoint Co.........6+.. 109 
Sager Pen O0.. ...--sseecs 17 
Sheaffer, W. A., Pen Co..86, 7 
Wahl Company aes dadbhene 157 


Fountain Pen-Pencil (Combined) 


Sheaffer, W. A., Pen Co. .86, 
Furniture Bumpers 

POREP Bee, Gtbcb sve secede 199 

Sun Rubber Co........... 98 
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Furniture Handling Service 


Metropolitan Furn. Serv °10 
Furniture Polish 

Globe-Wernicke Co 137 

Van Dorn Metal Furn .121 
Globes, Geographical 

Weber Costello Co .168 
Geld Stamping 

Aigner, G. J.. Co 212 
Gold Stamping Presses 

Goldpress Co °o4 


Gummed Cloth 
Aigner, G. J.. Co 212 
Guammed Cloth Rings 


Baxter. R. H.. Sales Corp 118 
Warshaw Mfg. Co.. In 187 
Gummed Ta Machines 
Seymour Products Co 195 
Hotels 
Hotel New Yorker 179 
Index Card Signals 
Cook, H. C., Co 194 
Graff, George B.. Co 188 
Macey Co.. The 130 
Moore Push-Pin Co 192 
Index Tabs 
Aigner, G. J.. Co 213 
Auto. File & Index Co 108 
Balto. Index Mfe. Co "11 
Baxter, R. H., Sales Corp 118 
Guide System & Supnly Co 153 
Simonson, R. A... & Co 200 
Warshaw Mfg. Co.. In 187 
Inks, Adhesives, Ete. 
Davids, Thaddeus, Ink Co. .180 
General Eclipse Co in”? 
Higgins, Chas. M., & Co 188 
Int'l Printing Ink Co 107 s 
Luther Ink & Stamp Pad Co.206 
Sanford Mfg. Co 186 
Inkstands 
General Eclipse Co 19° 
Sengbusch 8-C Inkstand Co. 96 


Labels, Law Books and Number 
Aigner. G. J.. Co "1° 
Lamps 
Silvergio Lamps, l 213 
Lead fer Mechanical Pe *ne'ls 
Faber, A. W In 
Sheaffer. W. A 
Leather Goods 
Nat'l Brief Case Mfc. Co "05 
Leather Upholstered Furniture 


10° 
Pen Co. .&86 7 


Gunlocke, W. H.. Chair Co 63 

Vanderbilt Mfg. Co an 
Leathers, Upholstering 

Lackawanna Leather Co 172 


Letter Distributors 


Bristow, Stanley R 188 
Globe-Wernicke Co 137 
Imperial Methods Co SS 
Kohlhaas Co., TI 19? 
Letter Trays 
(See Desk Tray ’ 
Letterheads 
American Embossing Co [04 
Lettering and Show Card Pens 
Bridgeport Pen Co 209 
Library Equipment 
General Fireproofing Co 151 
Globe-Wernicke (Cx 137 
Linoleum Desk Tops 
Fox, Geo. E.. & Co 73 
Polar Mfg. Co 199 
Sainberg & Co 188 
Wagemaker Co 140 


Lockers and Storage Cabinets 


All-Steel-Equip Co 5 
Art Metal Construc. Co 92. 93 
Art Steel Co 184 
Aurora Metal Cabinet Co 175 
Automatic File & Index Co.103 
Berger Mfg. Co 171 
Corry-Jamestown Mfg Corp 

: F 125. 6. 7. ~ 
General Fireproofing Co 151 
Globe-Wernicke Co 137 
Invincible Metal Furn. Co. .171 
Lyon Metal Products. In« 210 
Macey Co., The 130 
Office Specialty Mfe. Co 60 
Quigley Furniture Co "00 
Steel Equipment Corn 112 
Terrell Div. M. O. F. Co 119 
Van Dorn Metal Furn 121 
Yawman and Erbe Mfc. Co 76 

Loose Leaf Books and Sy stems 

Accounting Devices Co 124 
Boorum & Pease Co 172 
F-B Mfg. Co 180 
Grand Rapids L L Binder Co.202 





Lloyd. W. G Co 
Neva-Clog Products Ins 
Sheppard, The C E.. Co 
Stationers, L,. I Co 
Trussell Mfe. Co 
Loose Leaf Covers, 
Aigner. G. J.. Co 
Loose Leaf Envelopes, ( elluloid 
Markilo Co "09 
Loose Leaf Metals ‘ 


160 
& Decor. 


Emb. 


Carpenter, E. W.. Mfg. Co. .21° 
Loose Leaf Metals Co 207 
Mail Distributors ; 
Bristow, Stanley R 188 
Map Tacks 
Graff, George B.. Co 188 
Moore Push-Pin Co 1g 
Maps ; 
Weber Costello Co 168 
Matched Office Suites 
Clemetsen Co.. The 159 
General Fireproofing Cu 151 
Gunn Furniture Co 193 
Leopold Co.. The 72 
Macey Co., The 130 
Quigley Furniture Co 200 


Sikes-Cutler Desk Corp... 152 
Memorandum Books 

Boorum & Pease Co.......17% 

Rockwell-Barnes Co.. 168 
Memorandum Devices 

Bristow, Stanley R 188 

Fox, Geo , & Co as 73 

Mergott, The J. E.. Co.. 61 

Seymour Products Co 195 
Moisteners 

taxter. R. H.. Sales Corp 118 


Sengbusch S-C Inkstand Co. 96 


Seymour Products Co .195 
Motors, Electric 

General Electric Co 104 
Numbering Machines 

American Number Mach, Co.174 

Bates Mfg. Co se 156 

Force, Wm. A., & Co... 64 

Melind, Louis, Co , 208 

Roberts Num. Mach. Co.145 6 
Office Partitions and Railings 

Globe-Wernicke Co 137 


Oil, Office Machine 
Clarotype Co.. . cocotae 
Defiance Sales Corp. 184 
Rockwell-Barnes Co.. 168 
Order Books, Duplicate, reat 
Kalamazoo Stat'y Co . 





Pads, Columnar 

Boorum & Pease Co 172 

Kalamazoo Stat'y Co 197 
Pads, Figuring 

Baxter, R. H.. Sales Corp 118 
Paintings, Etchings, Ete. 

Blum, Emery, Inc 196 
Paper 


Brownville Paper Co 14° 
Rockwell-Barnes Co 168 
Weston. Byron. Co 134 
Wrenn Paper Co 116 

Paper Clamps 


American Clin Co 165 

Auto. Pencil Sharpener Co. .105 

Esterbrook Pen Co 115, 189 

Fricker Corp 193 
Peper Clips 

American Clip Co 165 


Art Wire & Stamping Co 203 


Baxter, R. H., Sales Corp 118 
Cook, H. C., Co 194 
Graff. George B.. Co . 188 
Oakville-Amer. Pin Div... .208 
Rock well-Barnes Co 168 


Tip Top Mfg. Co. . wrt 
Paper Fastening Machines 


Aeme Staple Co 120 
Auto. Pencil Sharpener Co 105 
Bates Mfg. Co 156 
Bump Paper Fastener Co 195 
Defiance Sales Corp 184 
Eveready Mfc. Co. of Boston.210 
Hoge Mfc. Co 165 
Hotchkiss Sales Co 178 
Krantz Mfg. Co 183 
Neva-Clog Products, In« 176 
Parrot Speed Fastener Corp. 150 


Sibley, Edw. L.. Mfg. Co 101 
Paste 
(See Inks, Adhesives, Etc.) 


Pen and Pencil Clips 
Defiance Sales Corp 184 
Pencil Sharpeners 


Auto. Pencil Sharpener Co 105 
Graff. George B.. Co RS 
Hunt, C. Howard, Pen Co 195 
Pencils, Cedar 
Faber, A. W., Ine .102 
Faber, Eberhard .155 
General Pencil Co 179 
Reliance Pencil Co "09 
Swan Pencil Co ..135 
Pencils, Mechanical 
Autopoint Co.. sone 
Listo Pencil Corp | 
Miller Bros. Pen Co 213 
Sheaffer, W. A.. Pen Co. .86, 8&7 
Wahl Company 157 
Pens, Lettering and Show Card 
Bridgeport Pen Co »0n 
Esterbrook Pen Co.. 115, 189 
Pens, Steel 
Esterbrook Pen Co 115, 189 
Hunt, C. Howard, Pen Co .195 
Miller Bros. Pen Co 213 


Turner & Harrison Pen Co..211 
Picture Hooks 


Moore Push-Pin Co 192 
Pictures (Framed) 

Blum, Emery, Ine 196 
Pins and Pin Containers 

Defiance Sales Corp 184 


Oakville-American Pin Div.. 208 
Platens, Typewriter 
Amer. Writing Mach. Co. . 


Ames Supply Co.. o4 


U. 8. Tw. Parts & Supp. Co.154 
Postal Seales 

Baxter, R. H.. Sales Corp. ..118 

Hanson Scale Co -- 211 

Pelouze Mfg. Co a 

Triner Scale & Mfg. Co 204 
Publications 

Bridges, F. W.. Ltd... 216 

Buro-Bedarf-Rundschau 216 

Business . 214 

Mon Bureau 215 
Punches 

American Clip Company 165 

Baxter, R. H.. Sales Corp 118 

Boorum & Pease Co 273 

Defiance Sales Corp 184 

Globe-Wernicke Co 137 
Push Pins 

Moore Push-Pin Co 19” 
Ribbon Dispensing Machine 

Tybon Corp...... seca 


Ribbons and Carbons 


o— & Co... — 
Ault & Wiborg. 107 8 
Bucke ye Rib. & C arb. Co 203 
Columbia R. & C. Mfg. Co. .147 
Crown Ribbon & Carb Co. ..196 
Int'l Printing Ink Co..107, 8 
Little, A. P., Inc..... 183 
Manifold Supplies Co 83 
Mittag & Volger. Inc...... 91 
Neidich Process Co 215 
Old Town Rib. & Car. Co 158 
Pacifie Car. & Rib. Mfg. Co. 65 
Peerless Carb. & Rib. Co. ..2712 
Phillips Ribbon & Carbon Co.192 
Rochester Rib. & Carb. Co 00 
Rockwell-Barnes Co... 168 
Storms, H. M., Co .176 
Tybon Corp. . se . 173 
Union Ribbon & Carbon Co. 210 
U. S. Typewr. Rib. Mfg. Co.208 
Webster, F. S.. Co 2 
Rubber Bands 
Faber, A. W 10? 
Faber. Eberh: rd 155 
Melind. Louis, Co 208 
Rubber Stamps 
Meyer & Wenthe °03 
Rulers and Vardsticks 
Baxter. R. H., Sales Corp 118 
Safes 
Art —~ il Construc. Co. .92, 93 
Berger Mfg. Co 121 
Diebold Ss afe & Lock Co 138 
General Fireproofing Co 151 
Globe-Wernicke Co 137 
Invincible Metal Furn. Co. .171 
Macey Co., The 120 
Meilink Steel Safe Co.. The.213 
Steel Equipment Corp 113 
Van Dorn Metal Furn 1°71 
Yawman and Erbe Mfg. Co. 75 
Safety Deposit Boxes 
General Fireproofing Co 151 
Invincible Metal Furn. Co. .171 
Seales 
Hanson Seale Co ?11 
Pelouze Mfg. Co 187 
Triner Scale & Mfg. Co 204 
Scrapbooks 
Horn, W. C.. Bro. & Co 2090 
Sereens, Office 
Polar Mfg. Co 199 
Sealing Wax 
Davids, Thaddeus. Ink Co 180 
Higgins. Chas. M.. & Co 188 
Luther Ink & St: wed Pad Co 206 
Sanford Mfg. Ce 186 
Seals, Notary and Gespasniiion 
Meyer & Wenthe "03 
Shelf Boxes 
Art Steel Co 184 
Berger Mfg. Co 171 
Diemer. John F.. Co 206 
Globe-Wernicke Co .137 
Shelving 
All-Steel-Equip. Co a 
Art Metal Construc. Co. .92, 93 
Art Steel Co 184 
Perger Mfg. Co 171 
General Fireproofing Co 151 
Globe-Wernicke Co 137 
Invincible Metal Furn. Co 17 
Lyon Metal Products. Ine 210 
Mfg. Equip. & Ene. Co 198 
Steel Equipment Corp 113 
Van Dorn Metal Furn 32) 
Sign Markers 
Fulton Specialty Co some 
Slip Sheeters, Dupl. Machine 
Modern Mail. Equipment Co.181 
Sorting Devices 
Kohlhaas Co 192 
Stamp Affixers 
Standard Mail. Machs. Co. .149 
Stamp Pads 
Fulton Specialty Co 919 


Luther Ink & Stamp Pad Co.2 


Melind, Louis, Co Os 
Meyer & Wenthe.. 203 
Mun-Kee Products Co. . 6° 
Munson Stamp Pad Co 161 
Peerless Carb. & Rib. Co °1° 
Rockwell-Barnes Co 168 
Stands for Office Machines’ 
Adjustable Table Co 197 
Harter Corp 210 
Searles Elec. Weld. Works. .190 
Sherman-Manson Mfg. Co. .189 
Sturgis Posture Chair Co 212 
Toledo Metal Furn. Co.. 112 


Stationery, Embossed, Engraved 


American Embossing Co 204 
Stationery Racks 

Imperial Methods Co.. 88 

Jamestown Met. Desk Co. 100 

Ravenswood Off. Spec. Co... 211 
Stencils 

Meyer & Wenthe .203 
Stenographers’ Note Books 

Boorum & Pease Co 72 

Rockwell-Barnes Co....... 168 
Stools 

Sturgis Posture Chair Co. ..212 

Toledo Metal Furniture Co. .112 


Storage Cases 
Art Steel Co 
Bankers Box Co... 





Cole Steel Equipme nt Co. 213 
Ray-Dee Co.. TRO... cece. 203 
Rockwell-Barnes Co.. 168 
Swinging Typewriter Stands 
Amer. Writing Mach. Co. 185 
Globe-Wernicke Co 137 
Weis Mfg. Co.....67, 8. 9. 70 





APPLIANCES 


OFFICE 


Tables 
Automatic File 
Berger Mfg. Co : 
Furnas Furniture Co... 190 
General Fireproofing Co... ne, ° 51 


& Index Co ». 38° 


Globe-Wernicke Co........137 
Lyon Metal Products, Inc. ..210 
Dee Ge, BOs cccccevsss 130 
Quigley Furniture Co.. .,.200 
Steel Furniture Mfg. Co .182 


Van Dorn Metal Furn.....121 


Tablets 


Rockwell-Barnes Co 168 
Telephone Accessories : 
American Electric Co...... 58 


Bates Mfg. ¢ ; .156 

Baxter, R. H., Sales Corp..118 

Colytt Laboratories... 3 
Thumb Tacks 


Baxter, R. H.. Sales Corp..118 
Graff. George B., Co .--188 
Moore Push-Pin Co Se 
Oakville-Amer. Pin Div 208 
Time Stamps & Recorders 
Melind, Louis, Co ‘ .208 
Transfer Cases 
All-Steel-Equip Co......... 95 
Art Metal Construc. Co. .92, 93 
Art Steel Co., Ine 184 
Aurora Metal Cabinet Co 175 
Automatie File & Index Co. 105 
Berger Mfg. Co : 4 | 
Cole Steel Equipment Co. ..215 
Columbia Steel Equip -Co 141 
General Fireproofing Co 151 
Globe-Wernicke Co . 137 
Invincible Metal Furn. Co. .171 
Macey Co., The 130 
Office Specialty Mfg. Co 60 
Rockwell-Barnes Co .168 
Shaw-Walker Co 163 
Steel Equipment Corp 113 
Steel Furniture Mfg. Co .182 
Van Dorn Metal rem 121 
Weis Mfg. Co 8. 9, 70 
Yawman and Erbe M fg Co. 75 
Type, Typewriter 
Amer. Writing Mach. Co 185 
Ames Supply Co 94 
Typewriter Cleaning Material 
Amer. Writing Mach. Co. ..185 
Baxter, R. H., Sales Corp. .118 
Clarotype Co , 713 
Gies, Walter G., Co "11 
oO. K. A. Co 2123 
Sanford Mfg. Co 186 
Webster, F. S.. Co ‘ 2 
Typewriter Cushion Keys 
Munson Supply Co 131 
Peerless Key Co ’ : 143 
Speed Key Mig. Co 210 
Typewriter Cushion Knobs & Feet 
Ames Supply Co : o4 
Azora Rubber Co 209 
Fox, Geo. E.. & Co 73 
Peerless Key Co 143 
Sano Typewr. Pad Co 170 


Smith Noise & Shock Elim .209 
Typewriter Parts and Tools 


Amer. Writing Mach. Co 185 

ver Supply Co 4 

U. Tw. Parts & Sup Co.154 
mend. riters, Mfrs. of 

Amer. Writing Mach. Co 

Barr-Morse Corp 

Corona Typewriter oese 

Remington Rand Bus. Serv. 

Royal Typewriter Co 7“ 

Smith, L. C., & Corona Tws. 





Underwood-Elliott-Fisher Co. 
peceaés Back Cover 

U nde rwood Typewriter Co.. 

Back Cover 


Varityper, Incorporated. .205 
Typewriters, Kebuilt 

Amer. Writing Mach. Co...185 

Regal Typewriter Co é 111 

Reliable Tw. & A. M. C...208 

Shipman-Ward Mfe. Co. ...139 


Typewriter Circle Co....... 207 
Visible Index Systems 
Art Metal Construe. Co. .92, 93 


Automatic File & Index Co.103 
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% WANTS AND FOR 


SALE © 


The rate for Classified Advertisements Is eight cents a word. Minimum charge, $1.60. 





SITUATIONS WANTED 





SALESMAN with unusual record of results in Middle West 
territory is open for connection with manufacturer. Eleven 
years’ experience in loose leaf, nine years in high grade foun- 
tain pens. Qualified to sell any type of stationery or office 
equipment that is handled through dealers. Can show record 
of sales leadership under highly competitive conditions. Con- 
nected now but in a position to make new arrangements on 
short notice. Excellent references. Middle West preferred 
because of twenty years’ experience in that area, but will con- 
sider other locations. Address S-106, care Office Appliances, 
Chicago. 


SALESMAN WITH UNUSUAL RECORD FOR RESULTS and 
one of oldest from standpoint of service in Chicago loop terri- 
tory desires to act as representative of eastern manufacturer. 
Has large responsive following. One of best known repre- 
sentatives calling upon stationers in Chicago area. Excellent 
references. Address T-76, care Office Appliances, Chicago. 


SALESMAN WITH EXCELLENT record selling adding ma- 
chines ahd visible file systems is available for new connection. 
Has also had broad experience in office work, bookkeeping and 
sales supervision. Located now in New York but will consider 
other sections. Well qualified to act as sales agent or branch 
office manager. Can handle any office appliance which requires 
vigorous direct personal selling. Address N-94, care Office Ap- 
pliances, Chicago 


EXPERIENCED SALESMAN, for past twelve years depart- 
ment manager and buyer of office furniture, filing equipment 
and supplies for leading western dealer, desires to represent 
eastern manufacturer on Pacific Coast. Prior to appointment as 
manager sold general line of office supplies, also school equip- 
ment. Interested to hear from any manufacturer who is seek- 
ing high-class representation in Coast territory. Address M-75, 
care Office Appliances, Chicago. 


ALL AROUND OFFICE APPLIANCE MECHANIC with twelve 
years’ experience on all makes of typewriters and adding ma- 
chines, is open for new connection. Thoroughly familiar with 
all principal office machines on the market. Will go anywhere 
in the United States. Address R-70, care Office Appliances, 
Chicago. 


COMBINATION TYPEWRITER AND MIMEOGRAPH sales- 
man and mechanic over ten years’ experience. Highly efficient 
on A. B. Dick Mimeographs. Elliott Addressing Machines and 
L. C. Smith typewriters. Familiar with all office machinery. 
Can furnish best of reference as to character and ability. Ad- 
dress S-108, care Office Appliances, Chicago. 


STATIONERY SALESMAN, eight vears’ inside retail experi- 
ence, seeks traveling connection selling direct or to the trade. 
Prefer Atlantic coast territory but would be interested in open- 
ing elsewhere Age 26. References. Address J-74, care Office 
Appliances, Chicago. 


SAVE 30 PER CENT of your annual printing costs. I will 
develop. in your organization, a department effecting this sav- 
ing without the overhead of a regular printing department. 
Address Edward Lang, Box 698, Rochester, N. Y 


SALESMEN WANTED 


WE ARE INTERESTED in District Representatives who at 
present sell to stationers, gift shops and kindred lines in the 
following territories: Portland, Maine; Cleveland. Detroit, St. 
Louis, New Orleans, and Dallas. The “‘Tri-Kolor Line” of five 
specialties makes a splendid selling addition to any live sales- 
man’s line. Unusual commission arrangements. Address Nardi 
Manufacturing Company, Camden, New Jersey. 








SALES MANAGER: An Eastern manufacturer of loose leaf 
and visible record equipment, operating nationally has an open- 
ing for a capable executive to head Dealer Division. Must be 
thoroughly familiar with the office appliance industry and will- 
ing to work on a profit sharing basis. Preference given to one 
able to invest from $10,000 to $25,000 for development work. 
Opportunity for larger investment if desired. Write fully. 
H-77, care Office Appliances, Chicago. 


LEADING GERMAN TYPEWRITER FACTORY seeks skilled 
expert for its foreign sales organization. Offers with full par- 
ticulars only are desired from gentlemen being experienced 
salesmen, perfectly conversant with the branch, the export 
business, disposing of a good knowledge of all important lan- 
guages and long years’ experience. Please refer to I. Z. 14338 
Rudolf Mosse, Berlin SW 100 (Germany). 

OUR HIGH-GRADE TYPEWRITER SPECIALTY is being suc- 
cessfully and profitably sold by typewriter salesmen, repair 
men, supply and specialty salesmen. This is a golden oppor- 
tunity for anyone calling on office trade. Territories are being 
allotted now. Write for details and selling plans. 
L-77, care Office Appliances, Chicago. 





Certain Aspects of Italian Economic Situation 
Special Circular No. 224 of the division of regional information, United 
States Department of Commerce, discusses ‘‘Certain Aspects of the Italian 
Economic Situation on December 1, 1930.’’ This is available to recognized 
business houses in the export trade. The report analyzes the commercial 
and financial situation of Italy, and the steps taken to reduce the govern- 
ment budget, and to bring down the cost of living. 


} Britain Requires Origin Mark on Brushes 
Commerce Reports] An order in council, effective April 27, 1931, re- 


quires that brushes imported into the United Kingdom must be marked 


Address 


WE CAN USE several high grade salesmen who are calling on 
stationery stores to carry our line of brief cases and men's 
traveling kits as a side line. Various territories open. National 
Brief Case Mfg. Co., 512-532 S. Peoria St., Chicago. 











OFFICE FURNITURE SALESMAN WANTED by leading 
Chicago dealer. Particularly interested in one who has had 
training in the sale of higher grade lines. An excellent op- 
portunity to connect with an organization which makes few 
changes in its staff. Send complete information. Address V-72, 
care Office Appliances, Chicago. 





DISTRICT MANAGERS AND SALESMEN experienced in the 
visible index field to sell “Visblex” a visible loose leaf equip- 
ment. Exceptional opportunity for experienced men with an 
old established company. Henry Conolly Company, Rochester, 
N. Y. 








TRAVELING SALESMEN—To call on_new schools as a side 
line with line of school equipment. We furnish the leads. 
Earl J. Cavanaugh Co., Toledo, Ohio. 








SELL ENVELOPES—A profitable side line for salesmen now 
handling any kind of office appliance. Exc!usive territory. 
Write fully to Outlook Envelope Company, 1001 West Wash- 
ington Street, Chicago. 








REPRESENTATIVES WANTED 


ESCO POSTAL GUIDE. 





Forty thousand (40,000) sold to Post- 
masters and Rural Carriers. Sample twenty-five cents ($0.25). 
District Managers wanted. Sidener Publishing Company, 210 
Southern Ohio Bank Bldg., Cincinnati, Ohio. 








REPRESENTATIVES AVAILABLE 


SALESMAN who has sold his own line to dealers throughout 
the country desires to make connection as representative of 
manufacturer. Can carry additional line with his own which 
does not compete with other lines in this field, or can arrange 
to have others take care of his own business and give full at- 
tention to new line. Successful sales record for fifteen years. 
Will consider any line of merit sold to commercial stationers 
or office equipment dealers. Address M-74, care Office Appli- 
ances, Chicago. 








FORMER PAC. COAST REPRESENTATIVE of one of oldest 
high-class lines in stationery and school supply field, desires 
lines with merit for same territory. Now acting as manufac- 
turer’s agent. Address O-107, care Office Appliances, Chicago. 





- BUSINESS OPPORTUNITIES 


WANTED EXECUTIVE PARTNER WITH SALES ABILITY. 
Well established incorporated firm in business 25 years south- 
ern city 100.000 population want an executive partner and 
salesman experienced in the following lines: Office Furniture. 
Remington Cash Registers, Woodstock and Victor. Give full 
details. Write at once to K-69, care Office Appliances, Chicago. 











BUSINESS OPPORTUNITIES WANTED 


WANTED TO BUY small but profitable office sunvly business. 
Prefer location in town of perhaps forty or fifty thousand. 
Will consider any part of United States. Address W-74, care 
Office Appliances, Chicago. 











PATENTS SERVICE 


INVENTORS! Don't ‘give your ideas away! We develop, pat- 
ent and sell inventions. Investigate, write today. Inventors 
& Mnfrs. Tecn. Service Co., 488 Prospect Ave., Hartford, Conn. 

















a ee 
ALL MODELS ELLIOTT-FISHER billing and bookkeeping 
machines bought and sold. Robt. Novak & Co., 537 S. Dearborn 
St., Chicago. 








WANTED twelve model 10 Dictaphones. late model. Quote 
price and give serial number. Address P-89, care Office Ap- 
pliances, Chicago. 





ADDRESSING MACHINES. Comptometers, Dictaphones, Edi- 
phones, Kardex cabinets, Mimeographs, yt ey bought 
oe Hanover Office Equipment Co., 58 Greenwich St., New 
Yor ity. 


ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 








ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 





SAFES AND CABINETS, largest stock in the country, slightly 
used. Send us your inquiries. New circular off press. If in- 
terested please write. Acme Safe Co., 216 Centre St., N. Y. C. 








“Foreign,” or ‘‘Made in U. S. A.” This indication must appear on the 
handle, either branded, stamped, impressed or embossed. In the case of 
brushes with wire handles a label of metal must be secured firmly to each 
brush. 

—— << 


Symbol of Collated Information 
A business paper in the metallurgical field employed an illustration of 
a file drawer to typify the wide variety of information placed before 
readers. Within the file drawer were guides indicating some of the topics 
offered. 














BUSINESS OPPORTUNITIES 


The detailed inquiries which follow have been received direct from 
readers of Office Appliances. They are tangible business oppor- 
tunities which are well worth following. 


Wants Abroad 


Amsterdam, Holland.—-Rikkers Brothers, Inc., 612-22 Prinsengracht, 
(C), is interested in American lines. The company is a large wholesaler 
and agent for such stationery and school supply lines as fountain pens, 
slates, erasers, pencils, steel pens, penholders, ink, chalk, paper, clips, 
etc. The company has exclusive agencies for a number of lines made in 
the United States. Two branch offices are maintained—one at The Hague 
and one in Rotterdam. Eight traveling representatives cover Holland. 

Cuyaba-Matto, Brooso-Brazil._-A. Neves do Nascimento is interested in 
securing the representation of United States manufacturers in stationery 
and hardware lines, on a commission basis. Commercial references cited 
are The Conklin Pen Company, Toledo, Ohio, and Agencia de Banco do 
Brazil, Cuyaba, Brazil 

Lisbon, Portugal._J SIL, a 
construction engineer, 





Gage DeCamara, Largo Do Calharsis, 15, 
has requested catalogues of office furniture 
Wanted Here at Home 


Bowling Green, Ky.--L. A. Huddleston, 943 State street, 
tend his activities to include a general line of office supplies 
are invited to send him prices and catalogues. Mr. Huddleston is 


plans to ex- 
Manufac- 


turers 
a jeweler and optician 
Dallas, Texas.—The Office Equipment Company, 1312-14 Young street, 


was organized recently to handle mechanical office equipment, office furni- 
ture and office supplies. This concern was operated formerly as a de- 
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partment of the Dallas Printing Company, which continues to function as 
a print shop. The Office Equipment Company, which has a fine location 
with 10,000 square feet of floor space for stock and display purposes, 
wishes to receive catalogues and price lists from manufacturers, marked 
for the attention of John A. Wiliiams, Jr 

Hartford, Conn.—The Flint-Brace Company, 103 
dling _ household and office furniture, is revising 
F. L. VanDerlip, manager of the office furniture department, requests 
that manufacturers send catalogues on wood and steel office furniture, 
filing appliances, school furniture, etc. The company carries full stocks 
of commercial furniture lines 

Martinsville, Va.—The Service Printing Company contemplates opening 
an office supply department. Catalogues and price lists are requested from 
manufacturers. References given include the B. W. Wilson Paper Com- 
pany, Virginia Paper Company and Epes-Fitzgerald Paper Company, all 
of Richmond, Va American Typefounders Company, Baltimore, Md. ; 
Peoples National Bank, Martinsville 

New York, N. Y.—The Ormont Stationery Company, 
eighth street, wishes to receive latest catalogues from 
marked for the attention of Moe Kaplan. This company 
recently to the present location 

New York Metropolitan District--A 
known in this district, is interested in a line of flat top and typewriter 
desks for contract departments, schools, institutions, etc., to be sold on 
a commission basis. Communications should be addressed to SEM 27, 
Care of Office Appliances, 417 South Dearborn street, Chicago, Ill. 

San Francisco, Calif..-A. E. Skerritt, 2267 Fifteenth avenue, wishes to 
represent one manufacturer, or two or three manufacturers in non-com- 
peting lines, in the coast territory He has been manager and buyer the 
past twelve years for one of the large western dealers, handling office-2ur- 
niture, filing equipment and supplies. He has a wide acquaintance among 
dealers. Mr. Skerritt gives The H. S. Crocker Company as previous em- 
ployer, for reference. 


Asylum street, han- 
its catalogue files 


110 West Thirty- 
manufacturers, 
has moved 


manufacturers’ representative well 

















1,789,387. Pen or pencil case. Eben McCree, 1,789,464. Stencil hand stamp. Clement B 
Arlington, N Filed December 10, 1926 Harts, New York, (assignor to Robert C. 
p A T E N T S Granted January 20, 1931. Serial No. 153,745. Dunbar, Clement B. Harts, and Edna K. Fer- 
729 418 . ~wiate ~rnis Shipley riss, New York, N. Y.). Filed April 8, 1929 
1,789,41 Cash register. Bernis M. Shipley, t 7 : J my > 
Dayton, Ohio (assignor to The National Cash — a 1931 he rial 7 ~~ 
. Register Company, Dayton, Ohio, a corporation 1,439,450 ndexing mechanism ari ivar 
capes pay yh. FE - FP reecte of Maryland). Filed June 24, 1927. Granted Wren, Cicero, Ill. (assignor to Western Electric 
Washington, D. C., for ten cente eneh in January 20, 1931. Serial No. 201,215. Company, Incorporated, New York, N. Y., a 
gv s . corporation of New York) Filed. April 12, 1928 
cash postofice money orders or certified 1,789,433. Ste moll hand stamp. Walter 0. Granted January 20. 1931. Serial No. 269.330 
check. Stamps and personal checks not Gorr, New York, Y. (assignor to N. W. Harts, , oan ROO Tinemtoie « . “ ete 
“ . —— ae . — 1,789,522. Fountain pen holder. Egon Fritsch, 
accepted. Jr., and C. B. feasts New York, N. Y.). Filed Vv - : - 
¥ 9 9 wiry : ‘ . ienna, Austria (assignor to Leopold Kutter 
October 20, 1928. Serial No. 313,814. Renewed Vienna. Austria). Filed May 9, 1929. Serial No 
October 24, 1930. Granted January 20, 1931. 361.758, and in Austria May 18, 1928. ye 
. ,#ad, é Ma) 3, Jat 
1,781,570. Typewriting machine Gustave O 1,789,439. Desk novelty. Carl Horix, Chicago, January 20, 1931 
Degener, New Y York, N (assignor to Royal Ill. Filed November 29, 1926. Granted January 1,789,646 Addressing and similar printing 
Typewriter Company, Inc New ¥ a. N . , 20, 1931. Serial No. 151,269. machine. Bruno Fassmann, Tempelhof, Berlin, 
2 ee . York) ee ~~ sal 1,789,463. Stencil hand stamp. Walter O Germany (assignor to Addressograph Company, 
ome eae. oe November 11, 1930. Seria Gorr, New York, N. Y. (assignor to Robert C Chicago, Ill., a corporation of Delaware). Filed 
_— I Dunbar, Clement B. Harts, and Edna K. Fer- December 17, 1929, Serial No. 414,787, and in 
1,781,579. Typewriting machine. George F riss, New York, N. Y Filed April 8, 1929 Germany July 15, 1927. Granted January 20, 
Handley, Glendale, N. Y ee * at Granted January 20, 1931. Serial No. 353,574. 1931 
Typewriter Company, Inc., New Yor 








The SERVICE BUREAU of 

Office Appliances is for the 

Exclusive Use of Subscrib- 
ers and Advertisers 

In the execution of its various com- 


missions this bureau calls upon prac- 
tically every member of the staff. It 
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leading manufacturers. patented December 2, 




















1930, by Alexander Ma- 
koski, Joseph W. Makoski, and Walter J. Ma- 
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answers by personal letters all _ aes x aa 
uiries upon matters germane to the +: | § ww 

eld. it furnishes special reports upon \ “s ? J u Sorry vy 

articles of office equipment, supplies ae Ae - a 

names of manufacturers of any article rs a ros qi ae aa 

wanted, puts man and job together, Sapo Na eH : oom 

prepares advertising copy, furnishes { i oD nis mr es | I ie 

lists of desirable agents and dealers 2 A “Tr s=-~.,/4 |. 

in nearly every country, aids foreign ‘2a 1789646 t wa 

dealers in securing U. 8S. A. lines, and 

in many other ways performs useful <7 f- IT9712ZOS 

service, all without charge. Subscrib- eis - 2, 

ers in every land pave made, and are ” sy. Le. e —" 
making, good use of this bureau: manu- * #“{t>« } Se - 
facturers in every section of the field = ss —S ee ‘ 
have had evidence of the service. Sub- <a 

scribers’ requests for catalogues to acted ~~ $79O¥ST 1790778 179/67/ 

bring their files up to date, or to re- 

place the file in case of fire or other 

form of destruction, are broadcast in a 

bulletin which is mailed frequently to No. 1,783,661. Adjustable typewriter stand; ruary 3, 1931, by Donald A. McLaughlin, Janes- 


(assignor to The Parker Pen Com- 
a corporation of Wiscon- 


ville, Wis. 
pany, Janesville, Wis., 


koski, Grand Rapids, Mich. (said Alexander sin). Serial No. 398,317 
Makoski and said Joseph W. Makoski assignors No. 1,790,778. Loose leaf book; patented 
to said Walter J. Makoski). Serial No. 191,842. February 3, 1§931, by Clarence D. Trussell, 


No. 1,789,433. Stencil hand stamp; patented 


Poughkeepsie, N. Y. (assignor to Trussell Man- 


corporation of New York). Filed December 15, 

1928. Granted November 11, 1930. Serial No January 20, 1931, by Walter 0. Gorr, New York, ufacturing Company, Poughkeepsie, N. Y., a 

326,318 N. Y. (assignor to W. W. Harts, Jr., and C. B. corporation of New York). Serial No. 197,284. 
1,781,629. Typewriting machine. Charles C Harts, New York, N. Y.). Serial No. 313,814. No. 1,791,265. Key mechanism for calculating 

Bridwell, Westerville, Ohio. Filed February 138. _ No. 1,789,646. Addressing and similar print- machines; patented February 3, 1931, by Fred- 

1927. Granted November 11, 1930. Serial No ing machine; patented January 20, 1931, by erick Dame, Detroit, Mich. (assignor to Bur- 

169.167 Bruno Fassmann, Tempelhof, Berlin, Germany roughs Adding Machine Company, Detroit, 
ee ae ‘ , (assignor to Addressograph Company, Chicago, Mich., a corporation of Michigan). Serial No. 
1,780,355. Device for timely opening and jjj., a corporation of Delaware). Serial No. 385,271. 

closing of the flap of fountain pens Robert 414,787. No. 1,791,549. Ribbon inking machine; pat- 

Peter Markstein, Vienna, Austria. Filed Decem- No. 1,790,451. Record file; patented January ented February 10, 1931, by Charles H. Babb, 

ber 4, 1929, Serial No. 411,604, and in Austria 27, 1931, by Chester |. Wagner, New York, N. Y. Chicago, Ill. Serial No. 265,281. 

October 24, 1929. Granted December 23, 1930. (assignor by mesne assignments to Remington No. 1,791,671. Copying arrangement for com- 
1,786,411. Record tray. Ross R. West, San Rand Inc., Buffalo, N. Y., a corporation of Dela- mercial books; patented February 10, 1931, by 

Francisco, Calif Filed January 23, 1928. ware). Serial No. 589,319. Cart Herschel, Bonn/Rhine, Germany. Serial 

Granted December 23, 1930. Serial No. 248,712. No. 1,790,716. Fountain pen; patented Feb- No. 339,990. 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. Man's 
true progress comes through establishing these truths in his consciousness and direct- 
ing his thoughts, words and acts in accordance with principle. 


Before the indescribable spectacle of the 
reality of the universe man would be over- 
whelmed with awe and his reason be un- 
throned. 

Man’s senses necessarily enfold the real- 
ity of the universe with illusions which per- 
ception, motivated by the senses, gradually 
resolve. Revelation does not exceed com- 
prehension and fundamental terminology. 

Perception of principle and laws of the 
universe is the enlightenment that has actu- 
ated man’s progress through the ages. From 
perception of principle and law has come 
man’s true spiritual development, all ad- 
vance of science and all invention, 

Primitive man, relying upon the evidence 
of the senses, accepted a flat motionless 
earth as the center of the universe: above 
earth a canopy across which passed the sun 
by day, and which was studded with the 
moon and stars by night only. 

Surrounded by awe inspiring mysteries of 
nature man deified certain objects, animate 
and inanimate, from which appeared to ema- 
nate the elemental forces that apparently 
controlled his fate. Later man personified 
the various powers, creating the fiction of a 
host of giants, then gods and goddesses: Al- 
ways complete in human image or in images 
combining human form with that of other 
creatures familiar to his sight. For man can- 
not conceive of form or substance beyond 
the range of his experience. 

Good fortune in any department of life 
was the good will and evil fortune the ill will 
of these miraculous creatures whom fancy 
domiciled in a celestial abode. 

Reality of the celestial beings was always 
attested by revelation of themselves to man: 
at times in human form, and at times in the 
form of birds, animals or serpents. In human 
figure they were always identified by bril- 
liant radiance of countenance, instantaneous 
appearance and disappearance and the per- 
formance of other acts beyond the power of 
man in which the laws of nature (then un- 
known) were put at variance. 

Evil powers were also personified and in 
time earth and sky were peopled with spirits 
good and bad who contended with each 
other for man’s fate, not only in life on earth 
but in an existence in a future state. 

All religions are based upon man’s at- 
tempt to explain the mysteries of the uni- 
verse and to discover the creating and con- 
trolling power, variously named. Each of the 
many religions throughout the ages always 
claimed truth and finality for its conception 
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of the universe around which its theology 
was formulated. But history teaches and 
reason affirms that finality is beyond ken and 
that only by perception of principles and law 
through the evolutionary process of time can 
reality of universe and man be gradually dis- 
closed. 

Although the accumulated enlightenment 
is expressed in some form everywhere on 
earth, the mass of mankind holds to ancient 
conceptions of the universe, passed down 
from generation to generation. Through 
twenty-five centuries, new knowledge which 
affected these various conceptions has been 
resisted by the majority who now as in past 
ages have little or no consciousness of the 
revelations of cosmology, geology, biology, 
anthropology, and psychology, made 
through the perceptions of a very small 
group in each generation. 

In the evolution of mind, paralleling the 
evolution of the material universe, its ner- 
ceiving function was developed, by which is 
being revealed, not only the principle and 
law of the physical realm, but also the prin- 
ciple and law of the spiritual realm. The 
unity of the material and spiritual laws is 
gradually becoming more apparent. Percep- 
tion may in time disclose that in the spiritual 
realm lies all reality. 

For “this is a scientific universe: mathe- 
matical in its calculus, but not mechanical: 
chemical but not mechanistic ; metaphysical 
not physical. Behind every act and action in 
nature and in human nature is the law of 
cause and effect. 

“And when we grasp the purport of these 
spiritual laws; when the human race once 
gets into contact with these forces; when we 
are able to connect with the Infinite itself, 
then man, too, will discover the divinity 
within himself.” * 

That mind is one and that it is the start- 
ing point of matter has long been surmised. 
“What we crudely call ‘spirit’ of man makes 
new compounds, plays with the laws of 
chemical action, guides the forces of the 
atom, changes the face of the earth, gives life 
to new forms, a creative spark which reason- 
ably cannot cease to be. 

“This thing—Soul—Mind—Spirit—cannot 
well be an exception. In some way, as yet 
impossible to define, it, too, must possess 
continuity. The concept is old—but the con- 
clusion is inevitable”}—Selected. 


* Francis Trevelyan Miller, Litt. D. LLD.—in “The World’s 
Strange Religions.” 

+ Dr. Heber D. Curtis, member, The American Association 
for the Advancement of Science. 
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Reproduction of old Fort Dearborn, the 
early military post which guarded the 
mouth of the Chicago river before the city 
came into being. This has been built 
within the Fair grounds and is tobe shown 
at the Century of Progress Exposition to 
be held in Chicago in 1933. All persons 
interested in things historic will be at- 
tracted by this replica of the old fort, with 
its hand-hewn logs and its hand-made 
shingles, contrasting so vividly with the 
towering skyline of the present city. It is 
difficult to realize that less than a century 
and a half ago the site of Chicago, one of 
the world’s foremost cities, resounded to 
the war whoops of savages. 

The Fair will be a marvel of architec- 
tural beauty and interest, with exhibits 
from every clime, and demonstrations of 
the world’s progress everywhere shown. 
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THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


& 
SIDNEY-MORRIS LITIGATION 


FINALLY ENDED 


(A fairly comprehensive story of the last Sidney- 
Morris suit against the National Stationers Association, 
et al, was given in a special announcement page bound 
into the issue of Office Appliances for February, 1931) 

NE of the most persistent activities in the last 

decade of the stationery industry has been the 
Pancoe or Sidney-Morris & Company litigation 
against various stationers associations, individuals 
and corporations in this field. The history of these 
causes celebre is unique, we believe, in the annals of 
American business, supplying an interesting study 
for whomsoever may care to follow the voluminous 
details. Now that a Federal jury has written “finis” 
upon the last case to be tried, exonerating the Na- 
tional Stationers Association and the co-defendants, 
from the charges made by Sidney-Morris & Co., it is 
natural for those interested but not fully informed, 
to wonder just what all the long drawn litigation 
has been about. 

Over a score of law-suits against prominent manu- 
facturers of stationery goods have been brought by 
the Sidney-Morris Company during its fifteen year 
existence, but we cannot recall that any of them 
have resulted in victory for that company. In two 
or more instances settlements were made to avoid 
the heavy expense of possibly protracted litigation. 

Pancoe brothers, founders and owners of Sidney- 
Morris & Co., came to the United States about 1896 
from what was then Russian Poland and settled in 
New York. About twenty years ago they migrated 
to Chicago and entered the stationery business un- 
der the name of Universal Ribbon and Carbon Com- 
pany, a partnership, in which name they operated 
until 1915, when the venture was discontinued. 

In the same year of 1915 the Sidney-Morris Cor- 
poration was formed to conduct a stationery busi- 
ness at No. 5 South La Salle street, Chicago, a loca- 
tion formerly occupied by Stevens, Maloney & Com- 
pany. 

The Pancoe brothers, or some of them, appeared 
to be the incorporators of this business and ex- 
plained that the name, Sidney-Morris, arbitrarily 
chosen, was not in simulation of that of Stevens- 
Maloney or of the initials “S-M” by which they were 
locally known, but that the name Sidney was chosen 
because it was the name of Sam Pancoe’s infant son 
and Morris was taken from the first name (Maurice) 
of one of the other brothers who was president of 
the new concern. 


Unique Controversy in Sta- 
tionery Trade Terminates 
in Victory for the National 
Stationers Association and 
Other Defendants 


The court records at Chicago disclose the fact that 
the Pancoe brothers, the Universal Ribbon and Car- 
bon Company and Sidney-Morris Company were 
frequently in court with manufacturers and others, 
both as plaintiffs and defendants, but it was not 
until 1918 that the Sidney-Morris litigation became 
the cause celebre in the stationery industry, which 
has continued in some form or another down to 
February 2 of this year, when the verdict of not 
guilty announced in the February issue of Office 
Appliances wrote a finis upon the incident. 

In 1918 Sidney-Morris & Company brought suit 
for $100,000 damages against the Chicago Stationers 
Association and eleven individual firms and _ per- 
sons, charging that the association was a price-fixing 
conspiracy and that because Sidney-Morris did not 
join it, the manufacturers named as defendants had 
refused to sell them merchandise. 

The case was tried before a jury during the anti- 
war-profiteer campaigning days of 1919 and the 
jury’s verdict of $15,000 was set aside and reversed 
by the Appellate Court. Sidney-Morris & Company 
appealed to the Illinois Supreme Court, which sus- 
tained the Appellate Court. 

A second suit for $100,000 damages against the 
same Chicago Stationers Association, and this time 
coupled with fourteen individual defendant com- 
panies and persons based upon the same grounds, 
was filed in the state courts at Chicago in 1920. 
This case did not come to trial, as it was dismissed 
upon motion of the defendants. 

Concomitantly with the filing of the first suit a 
formal complaint against the National Stationers 
Association and its officers was issued by the Fed- 
eral Trade Commission charging that the recom- 
mended resale prices then circulated by the Na- 
tional and local associations were contrary to law 
and that a conspiracy existed to prevent stationers 
not adhering to the recommended prices from ob- 
taining merchandise. 
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A very exhaustive investigation was then made 
by the agents of the Federal Trade Commission, 
with the result that the Commission found no vio- 
lation of any of the laws which it was charged to 
enforce and in accordance with the rules transferred 
the files to the Department of Justice for review as 
to whether there had been any violation of the Sher- 
man anti-trust act. 

The Department of Justice then sent its own 
agent out to investigate the Sidney-Morris charges, 
and after a very searching and thorough inquiry 
found that the anti-trust laws had not been violated, 
and dismissed the matter. 

In 1924 the Pancoe brothers and their attorney, 
Mr. Bachrach, appeared as witnesses before the 
Brookhart Senate Committee in Washington which 
was then investigating the administration of the 
Attorney General’s office under Harry M. Daugh- 
erty. Efforts to induce the Department of Justice 
to bring criminal proceedings against the stationers 
association were not successful. 

The Federal Trade Commission proceeding was 
again revived in 1925, with the result that hearings 
were had before the Commission’s Examiner in 
nineteen cities of the United States, all of which 
necessitated the attendance of the association’s at 
torney, Mortimer W. Byers, now Judge Byers, and 
numerous witnesses. Over 7000 pages of typewrit- 
ten evidence was taken and over 2000 exhibits—let- 
ters gathered up by the investigators—were intro- 
duced in evidence, all with the object of proving the 
contention so frequently asserted by Sidney-Morris 
& Co. that the association was a gigantic price- 
fixing organization and that the recommended re- 
sale prices and the National Index were its media 
through which the price-fixing was done. 

Briefs were then filed by the attorneys for both 
the Commission and the Association and the case 
was argued orally before the entire Federal Trade 
Commission sitting in Washington, D. C., in Janu- 
ary, 1928. The decision, as before, was in favor of 
the Association. 

While these governmental proceedings were 
going on the Pancoes also carried on their litigation 
in the courts. In 1922 two suits were filed by them 
in the Federal Court in Chicago against the Na- 
tional Stationers Association and nineteen individ- 
ual defendants, again asking $100,000 damages upon 
the same complaint as before, namely, that because 
they did not follow the association’s “fixed” prices 
the manufacturers would not sell them. 

Just as these cases were going to trial proposals 
were made by the plaintiffs that if their attorneys’ 
expenses to date were paid to them they would dis- 
miss the suits and execute full releases. Rather than 
incur the enormous expense of going through with 
the trial, this was done and the suits were dismissed. 

The suit just finished was begun in 1927 in the 
form of two suits, one at law asking $800,000 dam- 
ages, and the other in equity asking injunctive re- 
lief. 

This time they named as defendants, the National 
Stationers Association, the Wholesale Stationers 
Association of the U. S. and ninety-two prominent 
retailers and manufacturers of the United States, 
located all the way from Lowman & Hanford 
and Schwabacher-Frey on the Pacific Coast to R. S. 
Bauer, Inc., James Hogan, Ltd., and Everett-Wad- 
dey Company (Richmond, Va.) of the Atlantic sea- 
board states and from Farnham Printing & Sta- 
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tionery Company of Minneapolis to Dameron- 
Pierson Company of New Orleans, and many of the 
important commercial stationery houses in between, 
besides twelve prominent manufacturers. 

The cases were brought under the Clayton Anti- 
Trust Act calling for triple damages and attorneys’ 
fees in case the plaintiff should win. Service of 
summons upon all these ninety-two defendants was 
so timed that it was done almost simultaneously on 
the day before the opening of the Boston Conven- 
tion in October, 1927. 

Again the same grounds were repeated, namely, 
that some twelve manufacturers had refused to sell 
to or had discriminated against Sidney-Morris & 
Company, because it did not follow the stationers’ 
association’s “fixed” prices. 

Despite the well known fact that only those de- 
fendants found within the jurisdiction of the Fed- 
eral Court in the Chicago District could be brought 
into court, Sidney-Morris & Company attempted to 
serve summonses upon all of the ninety-two widely 
scattered defendants, with the result that it suc- 
ceeded in “bringing into court” only twenty-six of 
the ninety-two original defendants. All of those 
served were nevertheless put to the trouble of re- 
sisting the attempted illegal service of summons. 

After the preliminary proceedings, which included 
an appeal to the United States Circuit Court of Ap- 
peals on the question of dismissal of the suits by 
Judge Carpenter of the Federal District Court on 
the grounds that the pleadings did not state a cause 
of action, the trial of the case was finally begun on 
December 8, 1930. 

Seven attorneys appeared for Sidney-Morris & 
Company, namely, Walter M. Provine, Oscar D. 
Stern, Charles N. Goodnow, Benjamin Bachrach, 
Max M. Grossman, Moses Greenberg and D. B. 
Dodd ; and the defendants were represented by Isaac 
B. Lipson, who was assisted by John W. Ogren and 
Randolph Thornton throughout the trial. E. H. 
Pollard appeared as additional counsel for the W. A. 
Sheaffer Pen Company; Ben Smith for the Art 
Metal Construction Company, and Ivor L. Smith 
for the Standard Paper Manufacturing Company. 

On account of the length of the trial and the 
crowded condition of the calendar at Chicago, re- 
quiring all the time of the Federal judges of that 
district for routine work, Judge Julian W. Mack of 
the U. S. Circuit (New York) was assigned to pre- 
side at the trial, sitting as a District Judge. 

After the jury was selected the Pancoe brothers 
in turn took the witness chair and testified that 
each of the manufacturers then left in the case had 
told them that because of instructions received 
from Fletcher Gibbs of the association they could 
not sell goods to Sidney-Morris & Company. 

They also introduced over 700 exhibits, most of 
which were letters gleaned from the record of the 
Federal Trade Commission proceedings. 

They attempted to prove that a price-fixing con- 
spiracy existed in the National Stationers Associa- 
tion by reference to the Recommended Resale prices 
formerly published by the Association and discon- 
tinued in 1922. Also that such conspiracy continued 
through the use of the “National Index” which has 
been published by the Association since 1925, being 
a compilation on uniform sheets of the catalogues 
and price lists of various manufacturers of sta- 
tionery merchandise. Their claim was that the Na- 
tional Index was the price-fixing mechanism of the 
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Association and that various manufacturers either 
refused to sell their products to them or refused to 
sell at as advantageous discounts, because they (Sid- 
ney-Morris & Company) did not maintain the so- 
called “fixed” prices. 

The defendants maintained that the resale prices 
published prior to 1922 were not illegal, but were 
recommendations only which the members of the 
Association were free to follow or not as they saw 
fit; that the publication had been discontinued be- 
cause of its expense and because only a few of the 
members were making any use of it whatsoever, and 
because some question as to its legality had been 
raised in the previous Sidney-Morris suits. 

The Association denied that there was any price- 
fixing among its members and pointed out that the 
National Index was not and could not be used as a 
price-fixing medium as it was merely a copy of the 
manufacturers’ catalogues compiled in handy form 
in a loose leaf binder for use as a buyer’s guide. 

The Association further contended and in this it 
was corroborated by the individual defendants; that 
it exercised no control whatsoever over its manufac- 
turing members in the matter of whom they should 
sell or not sell, or at all. 

The individual defendants—W. A. Sheaffer Pen 
Company, Wilson-Jones Company, U. S. Envelope 
Company, Sengbusch Self-Closing Inkstand Com- 
pany, Eagle Pencil Company, American Lead Pencil 
Company, Standard Paper Manufacturing Com- 
pany, Scoville Manufacturing Company and the 
Bates Manufacturing Company—separately offered 
proof to show that in the cases where any of them 
refused to sell to Sidney-Morris & Company, it was 
not due to any conspiracy or prompting of the Na- 
tional Association, or others, but was either because 
of credit considerations, or because of their dislike of 
some business practices of Sidney-Morris & Co. 

Five and one-half weeks were used by the plain- 
tiffs in presenting their case, using nineteen wit- 
During the progress of the trial the Court 
ordered the dismissal from the case because of in- 
sufficient proof against them, of twelve of the re- 


nesses. 
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maining twenty-six defendants, namely: Carlson 
Brothers of Moline, Ill. ; Brooks & Company of Cleve- 
land, Ohio; The Stationers Loose Leaf Company of 
Milwaukee, Wisc.; Art Metal Construction Com- 
pany of Jamestown, N. Y.; National Envelope Com- 
pany of Waukegan, Ill, and Horder’s, Inc., Harry 
Horder, F. P. Seymour, Associated Stationers Sup- 
ply Company, Charles C. Carpenter, John W. Ogren 
and Frank Gibbs, all of Chicago. 

The remaining defendants used onlv five and one- 
half days to put in their separate defenses, using 
forty witnesses and 150 exhibits. 

Four days were occupied by arguments to the jury 
and Judge Mack’s charge required five hours. He 
explained what discriminations under the Clayton 
Act were illegal, and pointed out that the law it- 
self provided that nothing therein contained pre- 
vented persons engaged in selling merchandise from 
selecting their own customers in bona fide transac- 
tions and not in restraint of trade. He stated that 
the defendant manufacturers had a legal right to re- 
fuse to sell to any concern because they were price- 
cutters or for any other reason so long as such re- 
fusal to sell was not the result of an illegal con- 
spiracy, but was the manufacturers’ individual free 
act and deed. 

He charged the jury that in order to find the de- 
fendants guilty they must decide that: First, 
There had been a conspiracy between the members 
of The National Stationers Association and these 
manufacturing defendants to prevent Sidney-Morris 
& Company from getting merchandise ; second, that 
such conspiracy had become operative; and third, 
that Sidney-Morris & Company had been damaged 
thereby. 

The jury returned a verdict of not guilty as to all 
of the defendants. 

Whether this ends the story of the Pancoe litiga- 
tion or not no one can predict. The fact that invol- 
untary bankruptcy proceedings were filed against 
Sidney-Morris & Company on February 18, 1931, 
may or may not write finis to this most unusual 
chapter of litigation that has beset any industry. 


EVERYBODY KNOWS MY BUSINESS 


The business man who does not advertise because he thinks everybody knows him and his 
business, is not paying any great compliment to his business reputation. 

If everybody in a community of 10,000 inhabitants knows a man’s business so well that 
there is no need of telling them about it, and if only 2,000 of those people are numbered among 
his patrons, it would seem that the other 8,000 are not favorably impressed by what they know. 

When four-fifths of the population obviously do not think well enough of a business to 
patronize it, it would seem worth while to correct their wrong impressions. Or, if their im- 
pressions are not wrong, it must certainly be worth while to do something to better the busi- 
ness—and then let the public know of the improvement. 


It is safe to say that any business man with something to sell is only kidding himself when 
he allows himself to believe no one needs to be shown his is an institution worthy of patronage. 


If four-fifths of a man’s possible patrons are patronizing competitors, it may or it may not 
be that they are thinking ill of him and his offerings. In either case advertising is his best 
means of convincing them that he can serve them to advantage. 

The fact is, no business is as well known and understood as its owners think. “Everybody 
knows my business” is an hallucination of the mind of a man who may be called by name by 
a tenth to a third of the people he meets on the streets of his town. Were he to walk up 
and down the street asking everyone he meets to name his business, he would be amazed, not 
to say chagrined, at the common lack of knowledge of and interest in his business. 


(Frank Farrington’s Business Talks) 


(All rights reserved.) 
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SELLING THE HIGHER PRICED 


OFFICE UTILITIES 


T IS sometimes said that salesmanship is mostly 

hard work, but while the sheer physical activity 
of making many calls is to a certain extent indis- 
pensable, this is not the sort of work which consti- 
tutes the most essential element in selling. Labor to 
be fruitful must be directed by intelligence. My 
first experience as a typewriter salesman twenty 
years ago impressed that fact upon my mind. The 
manager took me out of the service department and 
sent me into a territory to sell typewriters, trusting, 
[ assume, that the trial and error method would 
eventually make a salesman out of me. It was cruel 
kindness. For three months | averaged thirty-two 
calls a day without selling a single machine. The 
following year, however, | won the divisional con- 
test of the company and increased my annual vol- 
ume 1,450 per cent. 

What had happened? Certainly I did not put in 
any greater physical labor than I did during the first 
three months, but I did add the essential element. 
| repeat: Hard physical work may be a most im- 
portant ingredient in the success of the order-taker 
who sells staples or of the salesman whose chief 
appeal is low price, but he who sells the high-priced 
quality article must add constructive thought to his 
physical activities. Especially is this true in the 
present year, when it seems fashionable to be poor 
and stylish to make old equipment do. The price 
factor is perhaps the foremost problem the salesman 
has to solve, because every good product can be imt- 
tated at a cheaper price—and usually is. There are 
several ways to overcome this handicap. For in- 
Stance: 

1. Perhaps the corner-stone of the salesman’s suc- 
cess is the right conception of his work. If his idea 
of his job is merely to get money from his prospects 
or an order for his house, the prospect will sense the 
intention if the doesn’t, and will 
forthwith tighten his purse strings. On the other 
hand, if the salesman becomes wholly convinced of 
the value of his machine and enthusiastic concern- 
ing the service he can render his client by means of 
his product, he straightway begins to talk the pros- 
pect’s language. He is just as fearless and enthu- 
siastic in his approach as he would be if he were 
bringing his prospect a present of a thousand dollars. 

As I recall it, this was the change of attitude that 
saved me from being a complete failure as a type- 
writer salesman. He who is merely angling for an 
order is fearful and furtive; but he who justifies his 
own existence by a sincere conviction of his useful- 
ness to his client, is convincingly confident. 

2. An important essential in meeting low price 
competition is the right mental attitude toward the 
question of price. If the salesman is not convinced 
in his own mind and without a shadow of doubt that 
the product he sells is the best one to buy despite its 
higher cost, there is little he can say or do that will 
The salesman must everlast- 


even salesman 


convince his prospect. 
ingly analyze his product from the prospect’s stand- 
point. One with a pennywise pound foolish habit of 
thought can not effectively sell quality goods at 
higher prices. He must first sweep the cobwebs off 
his own mind and think straight about the value and 


Some Fundamentals of the 

Sales of Utilities Running 

Into More Money—lIntelli- 

gence in Industry Counts— 

By Wayne Haines, The 

Ediphone Company, Seattle, 
Wash. 


service of quality. In his heart he cannot favor the 
cheaper merchandise and still sell the more expen- 
sive. If that mental attitude can not be changed, 
his job is hopeless. 

3. The salesman must learn to consider the ques- 
tion of price from the standpoint of the customer's 
ability to pay and not judge it by the size of his own 
banking account. He must realize that the hundred 
dollar purchase may not mean more to the prospect 
than a dollar purchase means to himself. To the 
man who needs the product and can use it to advan- 
tage, price is always a secondary consideration. The 
salesman himself may not need, nor perhaps can he 
afford anything more expensive than a pocket note 
book for his own accounting, but the executive of a 
large concern thinks little of investing $2,500 in an 
accounting machine if he is convinced that it will 
save his company time and money. He takes such 
investments for granted when he is convinced that 
they bring dividends in service. 

4. Price competition makes a salesman alert to 
discover new and unemphasized advantages for the 
product he sells at the higher price. Besides the 
uses of an obvious nature, pride of ownership, etc., 
there are other uses that should be directly visual- 
ized. The prospect knows as well as the salesman 
that he can dictate his letters into a dictation ma- 
chine at his convenience, but the salesman’s job ts 
to make a study of the customer’s peculiar problems 
and then to make him visualize through word or 
demonstration just how his customer’s time is saved, 
how his correspondence can be improved and busi- 
ness expedited through the use of this equipment. 
The salesman’s job is to talk about the prospective 
customer’s problems and how the product offered 
can help to solve them. The salesman cares little 
about the material out of which his product is made 
except as it affects his business. Give solid reasons 
why the prospect should buy and the device or ma- 
chine will sell regardless of price. 

5. The successful salesman of high priced prod- 
ucts is nonchalant about the price tag. The inflec- 
tion of the voice tells the story. If he says “a hun- 
dred dollars” in an offhand, matter-of-fact tone with- 
out a trace of apology or a question mark, it is a 
sign that he knows his business. One salesman, re- 
alizing the subtle effect of voice and manner, will 
speak a careless “twenty-five” without blinking, 
while another will pronounce a respectful, awed 
“twenty-five hundred” and the inflection of his voice 
tells more plainly than words that he thinks the sum 
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too much to pay for sucha preduct. The implication 
of doubt is not lost upon the prospect. 

6. The salesman should handle his merchandise 
with studied care. He should not throw it around 
carelessly while demonstrating as though it weren't 
of much value. Take the case of the jeweler, for in- 
stance. He brings out a handsome diamond ring or 
a twenty-three jewel watch, carefully placed in a 
plush-lined case or on a velvet pad, while an Inger- 
soll or a leather watch fob he treats with much less 
care, 

This idea is sometimes useful. The writer has 
used it successfully in selling a new typewriter to a 
man who ought to have one when his intention was 
to purchase a rebuilt. The light, firm touch of the 
new machine is demonstrated almost with a caress 
whereas the rebuilt machine is handled with less 
outward evidence of regard for its virtues. Without 
saying a word against the rebuilt typewriter, the im- 
pression is obvious that it is of less importance than 
the new machine. The same tactics can generally be 
followed when establishing a choice between a cheap 
and a quality product. 

7. It is not necessary to cheapen competitive mer- 
chandise with obvious intent. To do so will almost 
always cause an unfavorable reaction. When a 
prospect calls attention to the fact that he can pur- 
chase a kindred product elsewhere for less money, 
the salesman will find it good policy to reply, “No 
doubt you can. That company is better qualified to 
tell you what its goods are worth than I am. In 
fact, it seems to have told you already. Of course, 
you can get a cheaper product than I am showing 
you, but for service, utility, long life, etc., I can give 
you more for your money.” The cheaper price does 
all the knocking that is necessary. 

8. Many people buy on faith alone. This is why 
the testimonial names of prominent users, etc., are 
effective tools to employ when selling a quality 
product. The impression given is that the promi- 
nent user would not recommend a cheap product, for 
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no one wants to be associated with cheap merchan- 
dise. This may be one of the time-worn selling 
schemes, but it is usually a winner. The salesman 
should not neglect the tried and proved methods in 
order to follow after strange gods. A real good 
argument never gets old. 

9, Figuring out how little a product costs by the 
week, by the year, etc., is a sales weapon which sales- 
men find very effective, because it enables the pros- 
pect to see the price in its true perspective instead of 
thinking only of the first cost, which must be paid 
at once; and the customer is led to weigh the advan- 
tage to be gained over the long period, because the 
outlay is divided into the same units as those into 
which the usefulness or enjoyment of the product 
will be divided. 

Similarly, the difference in price between a quality 
product and a cheap product can be divided into in- 
significant amounts, if spread out over the life of the 
article. A $12 difference in price, for instance, is 
only a dollar a month for a year. 

There is real satisfaction in selling a quality prod- 
uct, even though it means doing battle with the 
price bogey. The salesman protects himself and his 
customers when he learns how to sell quality mer- 
chandise at fair prices in the face of price resistance, 
and then there is the repeat business that is sure to 
follow when the product “delivers the goods.” Such 
products build good will because they give real 
service. 

I am now engaged in selling the Ediphone, and 
sometimes I use the argument that the Ediphone 
will not cost nearly as much per month during its 
life as will the telephone for the same period. 

Nothing has been said about the glory of hard 
work and the success it brings. Yet the best sales- 
manship methods must be applied to be effective. 
Let it be sufficient to say with regard to this thought 
that I always aim to contact at least five times as 
many prospects as my quota figure demands. Sell- 
ing one out of five is a good average. 











AN OFFICE DESIGNED TO ABSORB SOUND. 








-The noise of typewriters in operation, telephone bells ring- 


ing, and people bustling about, is considerably reduced in this office of the Armstrong Cork & Insulation Com- 


pany, Toronto, Ont., 
covering 


by the “Corkoustic’’ walls. 


that there are millions of air spaces between the granules. 
The “Linoieum”’ flooring in the foreground is of an embossed and inlaid 


to prevent the reflection of noises. 
green flagstone pattern. 


Canada, by the use of ‘‘Corkoustic’’ wall covering and ‘‘Linotile”’ 
Noises that ordinarily would be reflected back into the room are absorbed to a considerable extent 
This material is a kind of wall board made of granular cork pressed together so 


The flooring at the rear is of ‘‘Linotile’’ squares. 


and “Linoleum” floor 


These air spaces absorb sound waves and tend 


Both kinds of flooring are resilient, 


absorbing much of the noise caused by pounding heels and scraping chairs.—C. W. G. 
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STATIONERS MUST WIDEN 
HORIZON BY EXTENDING 


THEIR LINES 


FATIONERY salesmen can and must increase 
their unit of sales. When a salesman gets a 


buyer to the point of signing an order for a five cent 
pencil, a ten cent box of clips, etc., he has made for 
his house a small gross profit, but his overhead ex- 
pense to the house is almost as great as if he had 
sold a desk, a table, a file with its accompanying 
guides, and a couple of chairs, all for $250, bringing 
a gross profit of $100 or more. 

In store transactions time is money ; it represents 
overhead. Ten minutes devoted to selling a five 
cent article takes all the profit out of the sale, if the 
time of the salesman is worth anything at all. It 
may be, nevertheless, time well spent in meeting 
the need of a customer, who, if pleased, will be in- 
clined to return for more important purchases. If 
the salesman understands what he holds his job for, 
he will try by suggestion to interest the customer 
in other items, thus increasing the units of sales and 
reducing overhead cost. The understanding sales 
man takes an interest in his stock, which is the first 
step in interesting the customer. 

Many of us recall the days when each business 
enterprise was neatly done up and labelled. The 
“printer and stationer” performed certain restricted 
duties allied exclusively and somewhat narrowly to 
the needs of business and professional people; the 
“social stationer” confined himself to engraved vis- 
iting cards, letter and envelope work for polite cor- 
respondence, wedding and other announcements, 
coming-out parties, etc., not forgetting holiday cards, 
greeting cards and the like into which he went rather 
heavily at the appropriate seasons. 

The stationer refused to sell “specialties.” 
would-be customer he said, “there is no demand 
and the recording angel noted the lazy lie and held 
his pen poised for the next offense. 

Dealers capable of organizing departments can 
and do sell office machines and devices. We regard 
our office machines department as one of our most 
profitable divisions, but it is just as much a separate 
unit of business as our printing plant. Well trained 
sales people inside and outside can add many daily 
limes by diplomatically directing the buyer to a new 
article which he has not seen or to an old one if 
asked for his opinion as to its application. All 
buyers like to be flattered by being asked for 
opinions 


To the 
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Selling by Demonstrating 
Store arrangement and window displays can be 
used to advantage in demonstrating the dealer’s own 
lines while he is supposedly getting the customer’s 
Prospects are found as a bird 
Appointments may be made by 
Sales are consum- 


advice and comments. 
dog finds the quail 
letter, phone or personal call. 
mated at the psychological moment as the situation 
may permit. But one should never sell a prospect 
merely to sell him something. Nobody wants to be 
sold anything, but many people will welcome the 
privilege of buying Demonstration and sale are 
usually a not difficult aftermath of a properly made 
appointment 

No stationer can successfully sell office machines 





MR. HAUSAM 





Vitally Necessary for Sta- 
tioners to Stock and Sell 
Specialties—The Service 
Department—The Tele- 
phone—By George Hausam, 
Hutchinson (Kas.) Office 
Supply and Printing Com- 
pany, Governor, District No. 
8, The National Stationers 
Association 


and devices without an efficient service department. 
If such a department is maintained and demon- 
strates its usefulness, it will be a most profitable 
branch of the business and sales will be made much 
easier for the salesman. A wide-awake and properly 
coached service department can pick up much mis- 
cellaneous business and get valuable information 
and cues on additional equipment and _ supplies. 
The service department is seldom given such 
training and backing by the management as to 
demonstrate its full value as an asset to the business. 
Service men who develop often become store or out- 
side salesmen. 
The Telephone 

One of the most valuable sales adjuncts we have 
and one of the best good will builders is the tele- 
phone that usually lies dormant in the stationery 
store. Why this should be so it is not easy to dis- 
cover when we realize that many department stores 
have set their seal of approval on the telephone as a 
valuable aid in getting business, and would not trade 
it as a sales avenue for the best sales person on their 
payroll. The writer bought a $390 radio two years 
ago. because of a persistent, sweet voice over the 
telephone. The face appertaining to the voice he 
never saw. Students of human nature who sell sta- 
tionery, and there are some, know when and how 
they can phone to the best advantage, thereby mak- 
ing some sales and keeping in personal touch with 
customers, besides saving many hours per day which 
they can spend on new or more obstinate customers. 

In the past the stationer has let the office machines 
and systems business go by the board, to be taken up 
by the so-called specialty men. In the future, the 
stationer will have to get this business and be his 
own specialty man if he would continue to exist. 

The stationery and office supply industry in all its 
elements must work together as one unit for the 
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common good. Each dealer will then be protected 
and each will be left free to work out his own in- 
dividual problems applicable to his trade, location, 
community, etc. The buyer of stationery is highly 
educated in commodities and prices. He has been 





17 


educated by the seilers themselves. Their present 
training teaches that as money talks, so do prices 
talk. This is a condition which the stationer will 
find it necessary to overcome before he can reach his 
full stature. 


RANDOM SALES ws. CONTROLLED SALES 


Out of His Experience as a Retail Jeweler and as a Manufacturer, W. A. 
Sheaffer, President of the Sheaffer Pen Company, Makes Some Suggestions 
for the Benefit of the Retail Stationery and Office Equipment Trade 


. HEN I was in the retail jewelry business, it 

wasn’t easy to contend with the conditions, 
and although sixteen or eighteen years have passed 
since that time, there is still much to be desired. 
The somewhat chaotic merchandising methods fol- 
lowed in almost all lines of trade indicate uncer- 
tainty of proper procedure. Price so often seems to 
be the only thing considered. Quality and utility, 
especially the former, are minimized until nearly 
nullified. Unbridled bargain sales and cut prices 
seem to dominate other merchandising methods, 
which I think is largely responsible for many pres- 
ent difficulties. 

“Of course, | appreciate that there is a definite 
and sound reason for cut prices and bargain sales, 
which rightly used produce good results. But I also 
believe that it pays the retailer to handle as much as 
possible broadly advertised merchandise which is 
limited in distribution and on which, for the most 
part, prices are maintained uniformly among the 
trade handling the goods. Many dealers now realize 
that the best way to beat the tough competition 
which can buy in big volume and command a greater 
discount, is to handle as far as possible only go" rds 
with limited distribution and with uniform selling 
price and to go even one step farther, and concen- 
trate their entire efforts on single brands of these 
goods. 

“This may seem to some a rather risky thing to 
do: to eliminate several brands of merchandise that 
may have been handled for a long time and to de- 
pend upon a single brand to take care of a trade that 
has been inclined to call for anyone of several well 
known brands of goods. In every instance, how- 
ever, that has come under our observation, especially 
where this policy has been adopted in the fountain 
pen line, it has worked out to the ad- 
vantage of the man making the 
change. 

“Many leading dealers in the coun- 
try have limited their lines within re- 
cent months and a check-up has 
shown that all except one of them, 
whose change of location threw him 
a little out of step, have shown a de- 
cided increase in profit. And those 
who have applied a P. M. plan of com- 
pensation for their sales force have 
raised their sales far above the level 
reached when they were handling sev- 
eral brands of writing instruments. 

“This plan, we believe, will work 
out well with any good brand of pens 
on the market today, or with any 
other lines of merchandise. In fact, w 
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if applied intelligently and persistently by sales peo- 
ple actually trying to sell all of the time instead of 
handing out what’s called for, or saying, ‘I’m sorry, 
we don’t carry the line,’ or ‘We’re just out of that 
number,’ the outcome is sure. And it will work out 
particularly well with a brand that is limited in dis- 
tribution by the producer, to the degree that com- 
petition on that brand is not found in all channels of 
trade and on all sides. 

“Any enterprising dealer who will feature one 
brand with restricted distribution, on which prices 
are universally maintained, who will make it a busi- 
ness to pay a fairly stimulating P. M. to their sales 
force and who will run as leaders bargain sales only 
on small-priced, well advertised items, sold every- 
where at cut prices, will immediately experience an 
upturn in sales. 

“One of the outstanding firms in this country who 
have been trying out this ‘exclusive line—P. M. plan’ 
for the past six months with Sheaffer merchandise, 
report that sales and profits both have shown a 
steady rise, due of course, to several facts. The one 
brand policy, they report, has reduced their invest- 
ment in stock carried, in expense for advertising and 
sales promotion work, in floor space required for 
multiple lines, and more than that, has given the 
sales force the advantage of having to know and 
talk only one line which they do more convincingly 
since their grasp of one line is much more compre- 
hensive than of several. 

“With the sale of one brand only there is a def- 
inite objective. No juggling of sales argument be- 
tween several lines which displays indecisiveness. 
No showing preference for one brand to the dis- 
credit of the others, confusing to the customer, who 
is seeking for definite facts about 
some one brand of merchandise. 

“All of which, summed up, means: 
1. Stock lines of goods not distributed 
indiscriminately. 2. Center sales ef- 
fort on one brand with limited distri- 
bution instead of stocking several. 
3. Pay sales people P. M. on high 
grade, higher priced merchandise. 4. 
Concentrate cut price and bargain sale 
appeal on lines that have unlimited 
distribution and that are subject to 
juggled prices. This plan, definite as 
it is, has ‘panned out’ in practically 
every case where put into effect for 
any length of time, and is, we believe, 
the best one for any merchant to fol- 
low in combating the unsettled ten- 
dencies in trade today.” 
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SUGGESTIONS TO AMERICAN SPE- 
CIALTY CONCERNS DOING BUSINESS 


IN LATIN AMERICA 


ANY American office specialty firms have at- 

tempted for a number of years to develop 
business in Latin American countries, but not all 
have been uniformly successful. In more than a few 
cases they have lost money and have had to drop 
What the difficulties are in de- 
veloping a business in Latin America 
should be of interest and aid to many. My expe- 
rience ot} thirty years in these countries, twenty of 
which | have devoted to specialty lines, has given 
me the opportunity to learn much and to discover 
many practices harmful to the development of busi- 


out of the market 


successful 


ness in the specialty held. 

Big American office equipment firms in order to 
dispose of surplus goods must look for new markets 
and, naturally, looking at the map, they arrive at 
the conclusion that countries such as Brazil and the 
Argentine are about equal to the United States in 
their power to absorb merchandise. No doubt these 
countries are the best for the export of specialties. 
Nevertheless, Mexico is recently coming back on 
more stable commercial conditions and no doubt in 
the future will be one of the best countries in which 
to sell, provided political affairs remain quiet. Cuba 
Was a good consumer of high class specialties, but 
since the drop in sugar, has been a poor customer. 

Che first thing an American manufacturer should 
do if he decides to go into the field in Latin America 
would be to get information from trade organiza- 
tions both in Washington and New York, sending 
out letters and catalogues to such firms as have been 
recommended and who may be considered as finan- 
cially strong enough credit 
many cases, howe\ er, agen¢ ies are closed with these 
people, without taking into consideration that they 
have not the slightest idea of the line they are tak 
are only taking it because they think 


to obviate losses. In 


ing on, and 


they can make some additional money over and 
above what they make on the lines they already 
have. This results in odd combinations not always 
helpful. I have often seen high class oft e spec ial- 


ties combined with automobile accessories, phono- 
graphs, pianos, etc. Also they may be exhibited 
alongside of drygoods, shoes and hats. 

lf a specialty house, once they have an appointed 
agent in a certain country, find themselves success- 
ful or otherwise, but still believe that the particular 
place should produce more business, the next thing 
done is to send out a special representative or the 
export manager to learn what the difficulty is. In 
many cases these representatives do not speak Span 
ish, without which it 1s almost impossible to obtain 
exact information and to learn of the conditions of 
the country. Under such circumstances, it is all but 
impossible to convince the agent how to do things 
rightly as to displays, selling methods, etc. Trips 
are made in a hurry and not sufficient time is given 
to acquaint the sales manager with conditions which 
are so different from those in the United States. 
Sometimes a man is sent out who speaks Spanish 
but familiar with the line. This is not 
always productive of good results. In other cases 
a foreign representative will make suggestions to the 


is not very 


Being a Discussion of Some 
of the Errors Which by 
Reason of Insufficient Infor- 
mation Some Americans 
Commit to the Prejudice of 
Their Interests in the Coun- 
tries of South America—By 
a Friend and Subscriber in 
That Part of the World 


home office, the reasons for which will not be under- 
stood because they are so different from the way 
things are done at home. His efforts are, therefore, 
lost along with the money spent on his trip. 

Now, if all these conditions are harmful to the 
business, what should be done and what would be 
the most practical thing to do? 

Most American specialty firms in late years have 
discarded the idea of establishing factory branches 
in Latin America. The proposition is too expensive, 
owing to the large salaries which are demanded by 
\merican managers who are obliged to live in an 
unfamiliar land. I know of firms who have been 
established many years in Latin America and who 
have never shown anything else than a loss. Ata 
late date many of them have gone back to the ap- 
pointment of agents who must pay for the goods 
they buy by cash or accepted drafts. It has often 
happened that if times get bad in any particular 
country, these agents have not been able to meet 
their payments promptly. Some have used the com- 
pany’s money for other purposes, leaving drafts un- 
paid at the banks. The term, “cash against docu- 
ments” in many of the Latin American countries 1s 
of little value because it 1s always possible to get 
possession of the goods from the custom house with- 
out paying any money and even if the goods were to 
be consigned to a bank or to some one else in case 
the one who receives them is unable to take up the 
documents, the shipper will have to pay duties or 
after a specified time the goods would be sold by the 
custom office to cover the duties. 

What appointed agents will often do with agen- 
cies for the sale of typewriters, adding machines or 
anything else is to charge high prices if business is 
booming or sell on the installment plan. But the 
more complicated the device is, the less service they 
give and seldom put their whole heart into the busi- 
ness because they are not dealing wholly in special- 
ties and lack the knowledge of specifically how to 
sell them. Not all are this way, but conditions still 
prevail in many cases. To overcome these condi- 
tions, I suggest two ways. 

One. Whena specialty concern appoints an agent 
it should be part of the contract that the company 
attach to his agency a practical representative to be 
paid in part by the agent and in part by the com- 
pany. This representative should look after the 
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sales and the interests of the company, make sug- 
gestions to the agents and have the right if neces- 
sary to report to the company if the agents are not 
following a course which is to the best interests of 
the common business. This representative would 
be an expert in his line and would obtain more busi- 
ness for the agent, enabling the latter to make more 
profits. Little by little the agent would understand 
that the specialty business will pay considerably bet- 
ter than many other lines which he is handling. 
This extra man or representative could train sales- 
men and help build up a better organization. In the 
case of one agent who represented several lines and 
already had a specialty man who would know about 
one particular line and others, the expenses would 
be divided so that the cost of maintaining a special 
representative would be individually small. The 
man should be paid a fixed salary and work on a two 
or three years’ contract, thus enabling him to get 
well acquainted with the country or district he cov- 
ered. He would be able to build up considerable 
good will also. The contract with representatives 
should provide among other essential things that he 
will not go into business for himself in the same dis- 
trict for five years after the termination of his em- 
ployment. 

Men from thirty-five to fifty-five years of age pro- 
duce better results in Latin America than younger 
men. A special representative should be able to talk 
English and Spanish perfectly. 

The second suggestion is that several specialty 
companies go together and open up branches on 
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their own accounts under the combined manage- 
ment of one man who could oversee the different 
lines and report independently to the several com- 
panies as to the business of each. Expenses would 
be divided and would not bear heavily upon any one. 
This plan would be especially adaptable in the big 
centers of South America and would probably insure 
better results through more intensive selling, Steel 
office furniture, adding machines, calculating ma- 
chines, typewriters, check writers, etc., could all be 
sold under the same roof on a non-competitive basis 
by experts who understand the lines. Selections 
could be made that would produce a combined busi- 
ness service, which would help immensely to put 
American specialties on the market. One expert 
mechanic would be able to look after several com- 
panies at the same time. 

Little competition comes from Europe at the pres- 
ent time, so that there is no great opposition to be 
feared as yet on that score. 

Firms selling phonographs, ice boxes, electric 
equipment, pianos, automobiles or accessories, are 
not the sort of dealers who are most successful in 
handling office equipment because they have to cater 
to a different trade under different conditions. The 
office equipment line is a line in its self and should 
be handled by men who know that kind of business 
particularly well. Nobody would object to buying a 
typewriter from the same man from whom he had 
bought a filing unit, nor would he object to buying 
any other equipment because the office equipment 
lines go naturally and logically together. 


HOOKING UP BUSINESS SHOW EX- 
HIBITS WITH YEAR ROUND SALES 


good salesmanship or in 
Both require imagination, 
In both there is opportunity. Look for 
Make friends with 
Each in our own way must tell our own 
on the dotted 
satisfaction of going back to 
And in writing to the home 
used 


HERE is no wizardry in 


making a good exhibit. 


plans and work. 


> 


it. Expect it. Recognize it. Greet it. 
it. Invite it in. 
“sign there 


story, say in our own language 


line.” Every one knows the 
the office with the pink sheet. 


New 


Then singing on the way home and telling the 


office how we did it ideas, which could be 


elsewhere 
folks about the nice order booked today. 

As for the exhibit, make it attractive. Be enthusiastically 
on the job every minute. Demonstrate to every man, 
Explain how the 


The results 


woman and youth who come your way. 
product makes good. that 
will be leads to be followed up later. 


Keep busy way. 


So much for making the most of exhibits at the show, 
but that is only part of the available value. 

\fter the business show in New York, a desk manufac- 
turer in paid advertisements used this line—“Buy no desks 
seen the sensation of the business show 
recently New York City.” 
that advertisement took 
of the desk. Just as 


statement about automobile 


until you have 


held in Every one who read 
a good impression of the value 
you are impressed with a similar 
s, at the automobile show and 
about heating systems at a household show. 

In a recent number of The Saturday Evening Post a 
sales book company topped its page advertisement with 
a line—“Speed stationery wins 864 stop-clock tests at the 
National Business Shows held in New York and Chicago.” 
Post’s vast number of subscribers at- 


Only a few of the 


tended the two shows, but every reader who lingered at 


that page would be impressed with the fact that the tests 


Extracts From an Address 
by Charles H. Hunter, West- 
ern Manager of the National 
Ty . 
Business Show Company, 
Before the January 19 Meet- 
ing of the Chicago Office 
Appliance Managers Asso- 
ciation 
were made in a public place. Very few are immune from 
the psychological effect of such an announcement. 

Another effective use of the psychology of the exhibit 
is for the salesman to refer to “the impression made by 
our product at the business show” in conversations with 
prospects. The information that the product was publicly 
displayed and demonstrated where any bystanders so in- 
clined may “listen in” inspires confidence. 

In the two or three months preceding a forthcoming ex- 
hibit, the favorable attention of the prospect is enhanced 
by the information that the product will be exhibited at 
the business The statement that the article will 
be publicly displayed tends to increase confidence. 

The business show functions for publicity of the industry 
as such and for publicity and direct sales for the exhibitors. 
It affords a common meeting place for producer and user, 


without the interruptions incident to the day’s routine else- 
The show creates its own peculiar psychology 


show. 


where. 
which can be made effective all the year round. 








EDITORIAL 





Trade Shows More Activity 
SS The office equipment trade is one of the barom- 
eters of business. Another one is the stock market, 
subject to tremendous feats of boldness and incon- 
f timidity—subject to rumors, re- 


ceivable depths 
Good reports are coming in. 


ports and alarums. 
(Analysis by expert accountants brings to light the 
astonishing fact that the United States in the main 
prosperous nation. The bread line is a local 
misfortune. It has not yet, nor, we hope, will it ever 
become a national calamity. So—the stock brokers 
are once more earning enough commissions to pay 


Is a 


their rent 

Truly, 
hiding 
examine out 
ing that we aren’t fatally hurt. 


business is beginning to emerge from its 
places. We have had plenty of time to 
welts and contusions and are discover- 


Office equipment is showing more activity. The 
outlook is brightening. . 
[he automobile industry is preparing for a good 


summer and autumn demand. 
Treasury, we are told, faces a 
This means that appro- 


spring, 

The United States 
deficit of some 375 millions, 
priations have outrun revenue. 

Everybody, including Uncle Sam, should be given 
credit for good intentions. Perhaps it hasn’t been 
entirely wise to pay off our national debt so fast. 
\We are away ahead of the original calculations of 
1919. Perhaps it is a good thing for solvent men and 
solvent governments as well to be in debt. With- 
out debt many would use their surplus unwisely or 
lack the incentives from which the best work comes. 

Finally, the world is still paying for the Great 
War, and whether one likes it or not, will continue 
to pay long after our generation has passed one by 
one the narrow bridge between Now and 
Eternity. 


AaACTOSS 


-o-— 


A Mistaken Impression 
@@ The Drug Trade News of February 9 is quoted 
as having said, commenting on the Sidney-Morris 
& Company litigation, that it was brought out in the 
trial that Sidney-Morris & Company had been sell- 
ing certain pens and other stationery articles twenty- 
five per cent cheaper than the prices established by 
the National Stationers Association! 


This statement, quoted indirectly by the National 
Stationers Association in a correction bulletin from 
headquarters, is rather astonishing, since, as the gen- 
eral manager points out in the bulletin referred to, 
the National Association “has no price list, does not 
fix prices, does not attempt in any way to restrain 
any manufacturer in his dealings with any dealer.” 

The article stated also that the policy of certain 
defendants to refuse to sell goods to any dealer who 
did not maintain advertised prices was upheld by 
the court. This is interesting. We believe that the 
court did intimate that the individual manufacturer 
had the right to dispose of his own products as he 
saw fit. We might point out that the case was tried 
before a judge and a jury impanelled to determine 
the facts, and the jury after hearing a tremendous 
mass of testimony found there was no conspiracy 
among the manufacturers themselves or between 
the manufacturers and the National Stationers As- 
sociation to injure Sidney-Morris & Company. 

When editorial or news writers encounter the 
Sherman anti-trust law, and the decisions there- 
under, and the Clayton act, and now the Capper- 
Kelly bill, few can blame them if they find relief in 
featuring Herr Doktor Professor Albert Einstein, 
for if, without training they encounter the law and 
get lost therein, they have only themselves to blame ; 
whereas, not to be one of the six men who under- 
stand the Einsteinian speculations is no disgrace at 
all, even for an editor! 

~—— 
British Official Approves Economy by Office 
Machines 

@@ Manufacturers of and dealers in office machines 
will find ideas of interest in the remarks of W. Des- 
borough, O. B. E., of His Britannic Majesty’s Treas- 
ury Department, who recently spoke at a luncheon 
in Stationers’ Hall, London, given by the Office 
Appliance Trades Association. His remarks are 
given practically in full in the Other Lands section 
of this issue, and are well worth the careful perusal 
of office equipment men. 

Mr. Desborough heads what may be designated 
as the office organization department of the Civil 
Service of the British Government. His remarks are 
characterized by knowledge, insight and common 


sense. 








Mr. Tunley to Visit the United States 


As this last form of the March number 
was being prepared for the press a letter 
dated January 28 from Mr. Arthur Tunley 
yf Johannesburg, South Africa, brings us 


the pleasing news that Mr. Tunley will ar 
rive in New York about the middle of 
March 

Mr. Tunley is the chief f Tunleys 
(Proprietary) Limited, office equipment 


the Union of 


specialists, doing business i 


South Africa and Rhodesia 





The head office is at Johannesburg with 
branch office at Pretoria and sub-dealers in 
each of the Union and 


Rhodesia. 


main cities in the 


Mr. Tunley has_ represented several 
United States manufacturers for many 
years. The object of his visit is to call upon 
the companies with whom he has so long 


had relations and to meet any other manu- 
of obtaining 
the 
African market. 


facturers who may be desirous 


information and assistance regarding 


potentialities of the South 





ARTHUR TUNLEY 
(From an old photograph) 
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« PHYSICAL CHARACTERISTICS OF TWENTY CORRESPONDENCE FILING SYSTEMS 
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This chart was originally developed by the Oxford Filing Supply Company, 500 Driggs Avenue, Brooklyn, N. Y. It is here presented, 


with the consent of the originator, in a re-arranged form and with some additions. 
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| . : . 
| Position of Position of Height of | Position of Height of ; Series 
Manufacturer | Name of Tabs of Tabs of | Miscel- abs 0 Indi- | Open Space for | Type of of 
System Alphabetical | Miscellaneous | laneous Individual vidual | Special Headings | Subdivisions? Sub- 
| | Guides | Folders Folders Folders | Folders divisions 
Amberg File & Index|Marno and Nual Last 3 of 1/5 cut tabs|First position of 1/5) 9!9* |2ndand 3rdof1/5comb.| 914 /|Four inches at left|Multiple Title 25-30-40 
Company cut tabs 4th and 5th of 1/5 comb.| 50-60-80 
Automatic File & Alpha-Addex | First and second of 1/5|Third position of 1/5 99 (Second position of 1/2 914 |None |Single Title 25-40-80 
Index Co. cut tabs and second] cut tabs cut tabs 
and third of 1/7 cut} 
tabs 
Automatic File& |Alpha-Num \First 2 of 1/5 cut tabs/Third position of 1/5} 914 [Second position of 1/2) 94 |None Single Title 25-40-80 
Index Co. cut tabs | cut tabs | | 
Browne-Morse Com-|Service Index [First 2 of 1/5 cut tabs|First 2 of 1/5 cut tabs) 94 |2ndof 1/3 cutand3rdof| 94 |Six and a half/Multiple Title | 25-40-80 
pany | 1/3 cut | inches at right 
Filing Equipment | Bee-Line First position of 1/5)Second position of 1,5) 10 3rd and 4th of 1/5 com-| 10 Two and a half Single Title 25-40-80 
Bureau (Bieco | cut tabs cut tabs bined inches at right 
Filing Equipment Simplified First 2 of 1/5 cut tabs|Third position of 1/5}; 10 4th and 5th of 1/5 com-| 10 |None Single Title 25-40-80 
Bureau (Bicco) | cut tabs bined | 
= ; | ks oe : 
General Fireproofing |Simplified First 2 of 1/7 cut tabs/Third position of 1/7) 10 ith and 5th of 1/7comb.| 10  =|None Double Title 25-50-75 
Co. | cut tabs 6th and 7th of 1/7 comb.| 
Globe-Wernicke |Safe-Guard First 3 of 1/7 cut tabs|First 3 of 1/7 cut tabs) 94 |4th and 5th of 1/5 com-| 924 |Two inches injSingle Title 25-40-80 
Company bined center 
Macey Company Perpetual Index First 3 of 1/5 cut tabs|Fifth position of 1/5) 914 [2/5 cut tab to right of| 934 |None Single Title 27-40-60 
| cut tabs | | center 80-120 
Oxford Filing Supply |Speed-Index First 3 of 1/5 cut tabs|First position of 1/5 944 2nd and 3rd of 1/5 comb. 914 |Four inches at/Single Title 25-40-80 
Company | cut tabs lath and 5th of 1/5 comb. right 
Remington-Rand Automatic & Direct|First 2 of 1/7 cut tabs/Third position of 1/7; 10 \3rd and 4th of 1/5 com-| 10 (Two and a half|Single Title 25-40-60 
(Library Bureau | Alphabetical | cut tabs | | bined | inches at right 80-125 
Remington-Rand | Triple Check First 2 of 1/7 cut tabs|Third positionof1/7eut| 10 3rd and 4th of 1/5 com-| 10 Two and a half)Single Title 25-40-60 
Business Ser. Auto. | tabs | bined | inches at right 80-125 
Remington-Rand —_|Variadext First of 1/7 cut and|Third position of 1/7) 10 3rd and 4th of 1/5 com-| 10 Two and a half|Single Title Flexible 
Business Ser. second optional cut tabs | bined inches at right 
Shaw-Walker Com- |Ideal First 2 of 1/5 cut tabs|Third position of 1/5) 10 ith and 5th of 1/5 comb.) 10 None Multiple Title | 25-50-75 
pany cut tabs | or separate 
Shaw-Walker Com- |Super-Ideal First 2 of 1/5 cut tabs|First position of 1/5) 94 |2nd of 1/3 cut and 3rd of} 9% \Six and a half|Multiple Ttle | 25-50-75 
pany | | cut tabs | 1/3 cut inches at right 
Wabash Cabinet | Alpha-Merical First 2 of 1/7 cut tabs|/Third position of 1/7) 10 }4th and 5th of 1/7 comb.) 10 None Double Title 25-50-75 
Company | cut tabs \6th and 7th of 1/7 comb. 
Wabash Cabinet Adaptex First 2 of 1/5 cut tabs|First 2 of 1/5 cut tabs 914 /2nd of 1/3 cut and 3rd of} 94 Six anda half Double Title 25-50-75 
Company | | | | 1/3 eut inches at right 
Wagemaker Com- {Duplex First 2 of 1/5 cut tabs|Third position of 1/5) 10 4th and 5th of 1/5 com-| 10 None Double Title 25-40-50 
pany | cut tabs | bined 60-75-80 
Weis Mfg. Company |Cleardex First 2 of 1/7 cut tabs|Third position of 1/7) 10 4th and 5th of 1/7 comb.| 10 None Double Title 25-50-75 
| cut tabs 6th and 7th of 1/7 comb. 
Yawman and Erbe |Direct Name Second and third of 1/5|First position of 1/5| 97 |4th and 5th of 1/5 com-| 974 |None Double Title 25-40-80 
Mfg. Co | cut tabs | cut tabs | bined | 
*Also furnish 9°, inch with guides of same body height. tUse color scheme for subdivision of each letter on all units. 
tSingle title as below. tDouble title as below. {Multiple title as below. 











A working knowledge of the popular cor- 
respondence filin& systems in use today is a 
desirable part of the mental equipment of 
the filing supply salesman. The usefulness of 
the chart above is apparent. The similarities 
or differences of the various systems are 
facts that the salesman should know regard- 
less of what system he is selling. The data 
Riven is “boiled down” to essentials and pre- 
sented in a form that permits easy reference. 
Thanks is due to the Oxford Filing Supply 
Company for having originated this idea of 
charting the characteristics of filing systems. 
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OFFICE FURNITURE TODAY 


AND TOMORROW 


4 N INERADICABLE prejudice against being quoted 
in print is the only thing that prevents the name of 
the office furniture company's manager trom appearing at 
the head of the following suggestions \n experience ol 
more than thirty-one years as the head of a department 
should give a man authority. It gives perspective, at any 
rate, and, with the forward-looking habit—which has made 
the business grow—there’s a note of the conservative in 
what our friend says 

‘This is a wonderful age and men are greatly privileged 
to live in it uid the manacer “For my part, I believe 
we haven't the time to look backward. Remember what 
happened to Lot's wife, don’t you? We are living in this 
moment we can recall the past imp rfectly, but into the 
future we can carry our mental faculties on whatever voy 
ages of dis y we choos Often we may be wrong, 
but sometimes we are largely right We succeed becaus¢ 
of our facu to foresee the event that is likely to happen, 
r the trend that is likely to come about. Men who culti 
vate the habit of knowing everything that is going on now 
in their plant and in their industry are best situated 
know what is likely to happen tomorrow and the day after 
To know life now as the people live it is to have the best 
possible groundwork on which to plan for the future 

What Caesar did is pretty remot The thunders of his 
legions have rolled away into the cosmic vibrations. But 
what Mussolini does today may have a vital effect on the 
business world a few weeks or months hence Whatever 
is done today that will stimulate business generally is go 
ing to help the office furniture business a little later. The 
keen man may buy advantageously today and sell to much 
better advantage when he reaps the harvest sown by 
events And I want to point out that wise men stick to 
buying and selling in their own businesses—they stay out 
f the the il wane 

‘I insist on the spel of the present. I insist that busi 
ness men must study what is going on today—what is 
happening—where the active forces of industry are con- 
centrating themselves 

“Do we fit up the offices of big corporations with the 
heavy stuff of twenty or thirty years ago? We do not. 

Fine offices aren't new. Expensive suites are almost as 

old as the ability of men to pay for them. Napoleon very 
likely had a magnificent omce, and | doubt if the second 

Vanderbilt sat very long at a pine table. Pride in the pos- 

session of fine surroundings is as old as the active ego of 


Chicago Concern of Many 
Years Standing Believes 
Office Furniture Industry 
Is Advancing Steadily and 
That Those Who Succeed 
Must Forget Tradition and 
Study Present Trends 


successful men. I have to smile when I hear about every- 


body occupying plain offices thirty years ago. Styles were 
different, but human nature was the The principal 


is that there 


same 
difference ww who find they 


the World War 
life. 


are more people n 
can afford luxurious surroundings 
different 


Since 


there has been a mental attitude toward 


However desperately hard a certain class of people try 


to hold on to the Puritan viewpoint, their numbers are 
diminishing. The psychologists, the physicians, the mem- 
bers of the business community, are whittling away the 


notion that personal discomfort is beneficial to the spirit. 
Today almost every man feels himself entitled to whatever 
he can afford—in which respect ideas are often somewhat 
credit, divided into convenient 
the relatively 
all affected our 
the The 


about in transportation, making 


elastic Easier payments 


volume of cash 
ways of living, in the 


that 


periods, and greater per 


capita have office as 


well as in home great changes have come 


it possible at small ex- 


pense for people to add hundreds and thousands of miles 


to their active radius, are also instrumental as factors in 
every line of trade. 

“Formerly we manufactured the fine office furniture 
which our customers required from us, but of late years 
we have found it better to discontinue the office furniture 
part of our manufacturing establishment and to sell the 
lines of manufacturers who produce for dealers exclu- 
sively. Accordingly we handle the products of the Gunn 


Furniture ( the Com- 


produc- 


ompany, and the “Lincoln” lines of 


mercial Furniture Company. Manufacturers ars 


ing such superior lines, in all grades, that no dealer can any 
The big 


office furniture factories achieve volume, which permits 


longer afford to manufacture for his own trade 
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them to be independent in considering new ideas, fosters 


makes minimum rates to dealers possible. 


and 
Never before in the history of 


economy 
have dealers 
in office fur- 


this country 
been able to offer such a variety of excellence 


niture as they are selling today. This is a physical fact 


before which sales resistance melts away 
“While we in the 
the fact that the commercial lines are needed by the 


specialize high grade lines, we recog- 
nize 
community, and we are not unaware of the improvements 
come about in such lines as well as in others. 


which I 


which have 
“In the 


been connected with office 


more than three decades during have 


has been a con- 
hardly 


furniture there 


stantly progressive tendency. Steel furniture, 


considered a couple of decades ago, has become a mam- 


moth industry, so firmly entrenched that even the artistic 
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“To attempt to suggest how to sell office furniture would 
be futile. The pleasing, well-informed, confident man—he 
who works at his job—will sell it. He will outsell the bril- 
liant man who makes a ‘killing’ and then lays off until his 
commission is spent. Those of little knowledge of their 
lines, their applications, arrangements, etc., and those who 
are timid with the timidity of an inferiority complex, would 
better hunt other jobs. In all my years of experience | 
have yet to discover an instance where skill at pool or all- 
night poker sessions helped a man to sell desks. But I 
cheerfully recommend because of the contacts it 
It helps to make one acquainted with the type of 
They radiate ideas and some of 
To know them on the links is 
The same is 


golf 
brings. 
men one wishes to meet. 
them become customers. 


to be at ease in meeting them downtown. 











A NEW MATCHED FURNITURE SUITE FROM THE 0. C. 8 


is made in oak finished in 
form color 
of butt walnut veneers in the centers of the writing beds 


OLSEN FACTORY, CHICAGO.- 


The writing beds of the desks and tables have borders and black inlays. 
The suite consists of desk, table, swivel and straight chairs, telephone stand, costumer 


Designed in the Jacobean manner, with bell shaped 
feet, interesting desk top and drawer panel treatment, and authentic hardware, this suite in the ensemble expresses inherent dignity and grace. It 


a rich brown Jacobean color with black turnings and paneled edges, and American walnut in a medium dark and uni- 


In the walnut suite a beautiful effect is obtained by the use 


and waste basket. The walnut chairs are upholstered in green leather and the oak chairs in Spanish brown. 








offices of the chief executives are by no means immune 


from its influence 
observation of the growth of 


“IT am certain, 


the field of office 


from my 
furniture, that no dealer in office equip- 


ment can afford to be without contact with this, the most 
logical part, of the business 
That 


special and personal 


“How do we get the business? would be telling. 


No dealer 
plans he 


wants to broadcast any 


may have until they are already well known in 
It is wise to assume that one’s competi- 


The 


good, old fashioned virtues of sincerity, industry intelli- 


his community 
tors aren't asleep. I can say this much, however: 
gently applied, and constant study of lines, methods, busi- 
ness conditions, etc., form the real foundation of the safe 


business structure. 


true of other proper diversions, including lodges, clubs, 
affairs, etc. It is, of course, not proper to ‘talk 
shop’ except where one is expected to do so. But if one 
knows his subject thoroughly, the fact will find its way to 
the surface and people in quite unexpected quarters will 
make note of it, especially in these days when wives and 
sisters are called in by business and professional men with 
increasing frequency and asked for advice on the arrange- 
ment and equipment of the new office. It would be ungal- 
lant to suggest that the dealer does not always rejoice in 
Possibly such disadvantages as there 
may be are offset by gains. I'll not venture to say. I do 
believe that the lighter, better-made suite furniture of today 
has quite as great an appeal to women as to men. It is 
more practical and is without the suggestion of oppressive- 
ness which comes of too much bulk and solidity.” 


social 


the feminine note. 
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Buffalo House Adds 11 Furniture Display Rooms 

The Sikes-Cutler Corporation of Buffalo has recently 
erected eleven new display rooms for the corporation’s line 
of office furniture 


pleteness and perfection of their appointments. 


These rooms are unique in the com- 
All “show- 
room” atmosphere is eliminated and a series of beautiful 
ottices is presented just as they would appear in reality 
lt is said that the display is of the most impressive char- 
acter—a real artistic treat in office equipment, including 
everything even to the minor fittings of desk sets, fixtures, 
floral decorations, etc. 

These rooms were built with the thought of presenting 
to the dealer, the architect or their clients a completely 
arranged as nearly as pos- 


equipped series of rooms, each 








VIEWS IN THE SIKES-CUTLER FACTORY SHOW-ROOMS, BUFFALO, 
me @ Top, the Roosevelt suite. Middle, the Lord Fairfax suite. Bot 
tom, the William and Mary suite 
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sible as a prospect’s office might appear. The rooms have 
been built within the corporation’s factory itself. The 
construction is of sheet rock and plaster with gum wood 
trim. 

The background and equipment for the several rooms 
was chosen with a view to best displaying the particular 
type of furniture demonstrated. For this purpose, a com- 
petent interior decorator was called into consultation with 
the Sikes-Cutler people and each of the suites was studied 
with respect to its arrangement, color of surroundings, etc., 
such as wall treatment and floor treatment and other acces- 
sories in harmony with each one of the eleven groups. 

The color and decorative 
treatment. 
the finer suites is shown, one encounters 
wainscoted wall in three shades of soft neutral color with 
This is com- 


rooms are in a variety of 
As one enters the display room where one of 
a paneled and 


the moldings wiped out and high lighted. 
bined with a Botticino marble and a taupe carpet, forming 
a pleasant contrast with the leather. From that room, 
which is the initial room of the series, one goes to two 
other rooms done in a similar color scheme with contrast- 
ing carpets and leathers and then into an early English 
room used for the display of the corporation’s oak suite. 
In this room the side walls are Craftexed and very richly 
glazed, the floor being covered with a dark green carpet, 
while the upholstering is in old red. The other rooms 
beyond this are in shades of green, gray and tan with con- 
trasting colors in the carpets and upholstering. Through- 
out the entire display one is impressed with the fact that 
Sikes-Cutler have tried to show these different groups in 
such a that the prospective customer will be easily 
able to visualize the appearance of any one of the groups in 


way 


his own office 

Further to complete the scheme, lighting fixtures have 
been selected that give a soft light throughout the rooms 
The side walls are further embellished with fine oil paint- 
ings typical of those which are regarded as appropriate in 
modern offices. Each room is as nearly complete as pos- 
sible in every detail even to the desk fittings as already 
installed throughout 
desk 


Appropriate lamps are 
leather 


explained 
the groupings as well as screens, sets and 
pieces of pottery. 

The 
the finest that may be found in any office furniture factory. 
The Sikes-Cutler people are to be congratulated on the 


and 


Sikes-Cutler showrooms are without doubt among 


secured the practical 
application of interior decorating office. 


Any dealer will find it to his advantage to examine these 


artistic effect they have upon 


to the modern 


rooms and hardly any one will come away without a bet- 


ter understanding of what can be done in the direction of 


real appeal to the buyer. The Sikes-Cutler Desk Corpora- 


tion extends a cordial invitation to visit these showrooms 


and to bring or send their clients as well. Every possible 


courtesy will be extended to them and an earnest effort 


will be made to promote dealer interests and help them 
secure business. It is stated that some of the Sikes-Cutler 
dealers have already brought in customers and have been 


successful in closing profitable orders. 


The illustrations here shown picture three suites—the 
“Roosevelt,” typical of present-day trends in architecture; 
desk tops have walnut centers, with ebony inlay and 


sequoia burl banking; panels and lower drawer fronts are 


V-shaped matched walnut veneer; and the “Lord Fairfax,” 
which is of pleasing design, substantial and dignified, with 
tops of full-sliced cross-figured California walnut veneer, 
panels and drawer 
The 


third suite here shown, the “William and Mary,” presents 


which is also used for frieze bindings; 


fronts are of choice walnut butts, vertically matched. 


desks of choice quarter-matched butt walnut veneers, with 


Dutch inlaid banding. Panels and drawer fronts are of 
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quartered and figured sliced walnut, matched to an in- 
verted V. 

Other suites not pictured here include the “John Jay,” 
the “Century III,” the “Churchill,” the “Yorktown,” the 


“Century IV,” and the “Marlborough.” 


nS 
January on the Lower Rio Grande 

When the 
from the garage door and praying that they had enough 
alcohol in their radiators to keep them from freezing, the 
Port 
Port Isabel Company, owners and developers of the old 
Isabel 
and no 


northerners are shoveling the snow away 


people of Point Isabel—now Isabel by grace of the 


townsite of Point have no such worries. There's 


no snow to shovel frost to congeal anything. 


There isn’t even any necessity for opening the garage, for 
the truly resident person knows that he could go nowhere 
except away from Port Isabel, and why exchange the cer- 














"NEATH THE PALMS ON THE LOWER RIO GRANDE.—tThe quartet 
pictured above are happily posing for the snap-shottist before the old 
lighthouse at Port Isabel, Texas, now used as an observation tower. 
From left to right the group includes Ernest Hazel of the Lockwood- 
Hazel Company, Atchison, Kansas, who has a winter home at the 
Alamo; Claude M. Conger of the Irving-Pitt Manufacturing Company 
Division of the Wilson-Jones Company ; ‘‘Alec’’ Hargrove of Hargreve’s 
Stationery & Book Store, Brownsville, Texas, and L. H. McDaniel, 
salesman for the Wilson-Jones Company and secretary of the Tex.- 

Okla. Travelers 
tainty of present bliss for a doubtful condition somewhere 
else? 

Just how the four gentlemen in the accompanying pic- 
ture got together in Port Isabel at the same time is not 
But they they where 
Aren’t they “where the sunshine spends the 
winter”? They are! Ernest Hazel of the Lockwood- 
Hazel Company, Atchison, Kansas, has a winter home at 
Alamo, the f a tragedy which precipitated his- 
toric consequences. Second the left is Claude M. 
Conger, head of the Irving-Pitt Manufacturing Company 
Division of the Wilson-Jones Company and vice-president 
He went to Port Isabel during 
trip. “Alex” 
and stationery man from Brownsville, was present just be- 
wanted to be—'tis but a short distance from 
Brownsville to Port Isabel_—while L. H. McDaniel. the 
fourth man, represents the Wilson-Jones line, and sells 


explained. are happy, for aren’t 


they are? 


scene oft 
from 


of the latter company. 
the course of a Hargrove, a leading book 


cause he 


it all the time. 
Port (or Point) 

stood through the 

and today, repaired, refitted and with a modern neon 


Isabel is historic. The old tower has 


rise and decline of an active seaport, 
beacon atop the copper cupola, stands sentinel over a de- 


velopment which is making Port Isabel again a seaport 


2 


uw 


for the ships of world commerce to the incredibly fertile 
valley of the lower Rio Grande. 

A new city is growing around the base of the old light- 
house, from the observation platform of which one can 
see the panorama of the development of Port Isabel, re- 
named to match modern plans, and the site of the pro- 
which will restore and in- 


posed harbor development 


crease the prestige of the port. 
—————+>\_— 


Mr. Vaughn’s Code of Business Ethics 

When T. F. Vaughn joined the Wabash Cabinet Com- 
pany, of which he is now the president, twenty-two years 
ago, he formulated the following code of business ethics 
for the company: 

As Public Notice to All Concerned, I Hereby Pledge to 
Keep Inviolate Our Following Code of Business Ethics. 

1. To manufacture and sell only the highest quality of 
Supreme Quality Filing Device Supplies. 

2. Guaranteeing terms and prices to be exactly the same 
to all dealers, without deviation or reservation. 

3. Guaranteeing everything we sell to be exactly as 
represented. 

4. We are manufacturers, and do not retail by opening 
stores to compete with our own dealers, nor will we do so. 

5. If our contract with you calls for exclusive represen- 
tation in any city or special territory, we neither sell to, 
or ship for, any house or person located in such agreed 
territory, excepting through you. 

In a letter written to the company’s customers at the 
end of the company’s fiscal year, February 18, Mr. Vaughn 
refers to the influence of the code through nearly a quarter 
century and, incidentally predicts, from certain observa- 
tions “a speedy return to prosperity.” 


—__.——— 


To Improve the Rebuilt Typewriter Business 

W. G. Chamberlain of San Francisco is vice-president and 
western division manager of the Wholesale Typewriter Com- 
pany, New York. He knows the business from long experience. 
He has been successful. He has a sound philosophy of business. 
Not long ago he was invited to give a talk to a group of type- 
writer dealers. Unable to attend the meeting, he sent a message, 
from which we have extracted some of the high points. What 
our old friend expressed for the typewriter dealers, applies 
equally well to other divisions of the field. Here it ts. 

History of the very early civilizations discloses that man 
has learned that it was advantageous to cooperate for 
mutual benefit rather than continually fight each other. 

Business men have gradually recognized the need of co- 
operation and realized that the most favorable business 
conditions are brought about by fair play in competition. 

Business is not a contest of parties but of principles. 
Price cutting shows lack of ability in salesmanship: While 
it eliminates the weaker, it also lowers the standard of 
the goods and the trade. 

“Preferential discounts” carried to logical conclusion 
mean discounts or cut prices to every purchaser. The re- 
spect of the business community is earned only by doing 
business on the open and above board basis. 

The typewriter business is precisely what we make it. 
When it is undermined, we ourselves have dug the chan- 
nels. Failure is due to merchandising down to a price in- 
stead of up to a standard. 

A fair price for repairs and reasonable profit on sales 
and rentals is a common-sense operating basis as advan- 
tageous to our customers as ourselves. 

When the public underestimates the value of rebuilt type- 
writers—the cause lies with the dealers. 

Raising the standard of product and practice benefits all 
—each in accordance with his effort and capital invested. 
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Canadian House Holds Official Opening of New 
Montreal Branch 


The Office Specialty Manufacturing Company, whos 


OFFIC! 


APPLIANCES 


We 5 (4 





factory is at Newmarket, Ont., 


cipal cities of Canada, on Febri 
opening of the new Montreal 
West, Montreal, Canada Che 
ture near Victoria 


square is a 


number of bis fhee buildings 

The new building was tort 
morning, February 9, by Har 
managing director of the cor 
other con pany « ficials and n 


M« nire il branch 
incident with the formal 


tion of the eastern branch man 


i tl 
business durit the vear were 

Delewate t the convention 
of the cal unit for a banquet 
on Monday evening. \t this 
made by G. N. Dalton, manag 
who acted as toastmaster Mr 
and Better NMiontre il Other 


were as toll 


Mevers, manaver, Toronto bran 


supervisot t branches, Our 


| McCaffrey sales cneineci ( 


he mpany was held at which plans for developing 


speakers and their subjects 
in, Mmanawing director, Suc- 


ary, Our Company; G. E 


sranches: | | | Seldon, 


n branch, Our Merchandising Methods; 


with branches in the prin 


lary Y celebrated the official 
} 


adda 


ranch at OOS Craig street, 


building, an imposing struc 

















fine addition to the growing 


in Montreal 





mally opened on Monday 
ry C. Slemin of Toronto, 
ipany, in the presence ol 


embers of the staff of the 











opening, a special conven 


agers and office executives 














dis« ussed 


assembled with members 
in the Mount Royal hotel 
banquet, addresses were 
r of the Montreal branch, 


Dalton spoke on Bigger 


ch, Our Job; W. E. Dolan, 





dur Engineering Methods 


G. L. Manning, general superintendent, Our Quality Prod ARTIST’S SKETCH OF THE NEW MONTREAL BRANCH 

ucts; M. B. Seldon, merchandise manager, Our Stock Advertising, and G \. Morning, traveling branch in 
Goods § W. E. Hou n, nager, Ottawa branch, spector, Our Interbranch System. 

Our Opportunities; J. L. Vezina, manager, Quebec branch, Features of the New Building 

Vive Quebec; F. Selway, sales promotion manager, Out The Office Specialty Manufacturing Company's new 





EASTERN BRANCH MANAGERS AND OFFICE EXECUTIVES OF THE OFFICE SPECIALTY MANUFACTURING COMPANY 


CANADA STANDING BEFORE 1T 


OF 
HE RECENTLY COMPLETED COMPANY BRANCH OFFICE BUILDING IN MONTREAL.—These 


ntl con n Montreal at the time of the formal opening of the new branch They are, from left to right M 
BR. Seldor erchandise manager ee Vezina, Quebec branch manager; G. L. Manning, general superintendent; W. E. Hough- 


Ottawa branch manager; G 
nage I L J Seldon 


manager; G. A. Morning, traveling branch inspector, and W. E. Dolan, supervisor of branches 


N. Dalton, Montreal branch manager: H. C. Slemin, managing director; F. Selway, sales promo- 


Hamilton branch manager; J. McCaffrey, sales engineer; George E. Meyers, Toronto branch 
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building comprises five floors and a basement, all of the 
most modern fireproof construction, occupying a promi- 
nent position on a spacious property. The building is one 
of great beauty and particular attention has been given 
showrooms as bright and attrac- 


building is lighted in the most 


to making the large, airy 


tive as possible. The new 
efficient modern manner 
Three floors are devoted to display and in the spacious 
showrooms is a great variety of office furniture ranging 
suites for board rooms and offices to ordi- 


The beauti- 


from complete 
office desks, 
ful suites for direct: 


nary modern filing cabinets, etc. 
rs and private office suites add a note 
of opulence and beauty to the showrooms 

Two floors and the basement are used for shipping and 
store rooms providing for a large amount of stock. 

The first office opened by the company in Montreal, was 


The 


continuous development 


established in 1888 story of these forty-three years 


is one of and progress during 


which the company changed its headquarters four times 


for larger ones in order to keep pace with its increasing 
business. During this period the company was expanding 
in other parts of Canada also, until at the present time it 
operates branch offices in thirteen of the principal Cana- 
dian cities. 

1931 a 


laid all along the line to make 


bigger and better year. 


Plans are being 
prior to the opening of the new branch 
local 


for Tuesday, February 10 


Immediately 


the company advertised freely in newspapers and 


The Gazette carried a history 
of the 
report of the convention of eastern branch managers with 


company, a description of the new building and a 
a photograph of the group. 


Horder’s Take Big Space in Bankers Building 


Prominent Chicago Concern Leases First Floor of Big 
Chicago Office Building for New Store 


The stationery Horder’s, Inc., of Chicago, has 
leased the first floor 107-111 West 
fronting thirty-five feet with a depth of ninety-three and a 
half feet for a term of years, at a total rental of $450,000. 
In addition to the 
will have window display space on Rookery court and in 


house of 


store at Adams street, 


\dams street show windows, the store 
the lobby of the building, which is a forty-story structure 
at Adams and Clark street, known as the Bankers building. 
The lease includes basement space, having an area of 6,900 


This will be 


store by means of a stairway to be constructed. 


square feet. connected with the ground floor 
The base- 
ment will also have an entrance from the building lobby 
The 
sentative firms in the financial and banking, public utility, 


fields. With the 


the building is ninety-three per cent rented. 


Bankers building includes among its tenancy repre- 


industrial and other negotiation of the 
Hords r lease 


Horde r’s, Inc., 


as the 


about May 1 will open what they regard 
United States in the 


of the features, in connection with 


stationery store in the 


One 


finest 
space just leased. 
this establishment, will be an exceptional and completely 
equipped map department. 

to the 
a showing of model offices with 
steel 


equipment and furniture and typical commercial office fur- 


The basement space will be devoted display of 


office furniture including 


period styles of office installations, modern office 


niture. 


Plans for alteration in the new store will involve the in- 


stallation of many unusual features. These plans are being 
prepared by S. N 


collaboration 


Crowen and Associates, architects in 
Horder’s, 
Horder’s, Inc., 


The 


with Inc. 


The history of is one of the interesting 


romances of business house began as a one-man 
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concern founded by E. Y. Horder, president of the com- 
pany, in a little store on the north side of Washington 
street just a few doors west of LaSalle street. This store 
was opened by Edward Y. Horder in 1901 and its prin- 
cipal business at first was the sale of papers and periodicals. 
Mr. Horder had previously developed a newspaper busi- 
ness on the west side of Chicago, later branching out to do 
a small fire insurance and real estate business as a side 
line. After obtaining the agency for the sale of newspapers 
at all the stations of the west side elevated railroad and 
in connection with this the privilege of putting small real 
estate signs on these stands, he conceived the idea of open- 
ing a downtown office where he could more easily reach 
the readers of these advertisements. His business pros- 
pered but in 1902 he decided to give up the real estate de- 
partment and devote all of his time to the sale of periodi- 
cals and stationery. Within a very few years the Horder 
establishment had outgrown its original quarters and had 
taken another store which adjoined the rear of the first 
establishment on Washington street and had its entrance 
from LaSalle street at what was then number 92. Previous 
to this he had taken the basement under the original store 
and later acquired the second floor. At about this time 
Mr. Horder’s only son, Harry, and his daughter, Ivy, en- 
tered the business with him. From that time to the pres- 
ent day the business has been gradually expanded until it 
now employs more than three hundred fifty people. 

On March 4, 1929, the Horder organization completed 
and moved into a seven-story building at Jefferson and 
Quincy streets, where the warehouses and general offices, 
and the separate wholesale division, the Associated Sta- 
tioners Supply Company, are located. 

In 1926 Horder’s, Inc., purchased the old established 
business of George E. Cole & Company, which is now one 
of the thirteen stores of the Horder organization. 

The officers of the company are: President, Edward Y. 
Horder; vice-president and secretary, Fred P. Seymour; 
second vice-president, William J. Goodman, and treasurer, 
Harry G. Horder. 


————_>— 
Places Monroes with Roumanian Government 


Jacques Can, distributor in Roumania for the Monroe 
Calculating Machine Company of Orange, New Jersey, was 
responsible for placing in the offices of the General Popu- 
lation Statistical Department of the Roumanian Govern- 














JACQUES CAN. 


ment a number of Monroe adding-calculators which simpli- 
fied and speeded up the work of that department. 

The interest aroused in this installation resulted in the 
making of a motion picture showing the clerks of the de- 
partment performing the work on the Monroes, the pic- 
ture being shown under the direction of the Government 
in all the leading motion picture houses in the country. 
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BUSINESS SCHOOLS HAVE CHANGED SOME IN THIRTY YEARS 
The upper picture shows a room in Howell's School of Business and an 
inset of Arthur E. Howell In contrast, the lower picture shows some 
earnest young students who were enrolled in the McLachlan Business 
University, the original name of Mr. Howell's present school 


YESTERDAY AND 
TODAY IX THE 
BUSINESS SCHOOL 


The Curriculum of the Mod- 
ern Business School Includes 
Instruction in the Use of All 
Kinds of Office Utilities, Fil- 
ing Systems and Methods, 
General Office Practice, 
etc., in Addition to Stenog- 
raphy. Howell’s School of 
Business, Muskegon, Mich., 
Is a Good Example of the 
Progressive Trend in Com- 
mercial Education 


DB ROGRESS has marked the development of commer- 
cial education in the United States and abroad, and 
business schools have been alert to keep step 


the private 


with the tempo of modern business practice. This does 
not imply that private business schools or any commer 
cial schools are getting away from fundamentals. Stenos 
raphy, touch typewriting and bookkeeping are the funda 
mentals of the commercial school education, assuming 
that the student is well grounded in English before he 
attempts to master a commercial course To be a first- 
class stenographer and typist is today a guarantee of a 


later and this has been so ever 
factor in 


d position sooner or 


iter first became a 


necessary 
In small offices par 


since the typewr 
business office 
gerapher and typist are not unlikely to be 
filing and perhaps to aid in the book- 
She may even find it necessary to make 
follows then, that 


of stenography and typ 


the ct nduct ’ the 
ticularly, the sten 
alled upon to do 

ke eping operations 


stencils 1 forms and circulars It 


having mastered the groundwork 
r increases her power over circumstances 


of bookke ping 


ines and calculating 


ing, the operat 
by the 
of adding macl 


mastery filing and the operation 


machines, duplicating 


machines. et It has come about, indeed, that the more 


things the off girl can do the less time she must spend in 
looking for a job and the more reluctant employers are ti 
t their servic It is startlingly true in 


rid that he who 


nermit her to oni) 
pert net 1u 


the business w limits his knowledge, limits 


his opportunity 

The fore ! is by way of introduction to a story of 
successful achievement in the private business school 
world. The illustrations shown herewith and the infor- 
mation on which this sketch is based were supplied by 
Arthur E. H ll, owner and manager of Howell’s School 

f Business, Muskegon, Mich. 

Mr. Howell 1 farm boy, who after finishing hich 
school, taught school for a time and then went into busi- 
ness, buyin ut his former employer in the general store. 
\ little later, at the age of twenty-eight, much to the sur 
{ friends, he sold this business and took himself 


and | 1s bride t (yral d Rapids, Mic h ° 


Lachlan Business University, the best 


enrolling in the M¢ 


known institution 
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Michigan at time A 


that 


schoolroom is shown on this page. 


of its kind in western 
of the M. B. U 


notes the 


picture 
One 


absence of office machines and the quaint styles 


affected by the women. Mr. Howell attended the school 
a year or more, which gave him a mastery of all the 
courses The rates of tuition in those days were low and 
young people were not in quite so much of a hurry as 
they are today. The equipment of the stenographic and 


typewriting department consisted of plain kitchen tables 


and wooden chairs, with a few of the old type Remington 


and Smith Premier typewriters 
Howe!l worked for 


On graduating Mr six months in a 


business office and then became private secretary to Mr. 
McLachlan and assistant in the teaching of Pitman short- 
hand. A few years later Mr. Howell purchased an interest 


associated together 


McLachlan 


in the M. B. U 
tor hitteen 
in 1918 
Mr. Howell 
| 


schools began to 


, and the two men were 


years, or until the passing of Mr 


Michigan 


commercial 


business 


1910 


competition of fre« 


relates that about 
feel the 
departments in high schools 


was decided by Mr. McLachlan and Mr 


better and put in 


To meet this competition, it 
Howell to offer 
longer and courses better office ap- 
Accordingly, several thousand dollars were in- 


dictating 


pliances 


vested in calculating, bookkeeping, adding and 


machines, duplicating devices, filing and supplies, 


Cases 


ete Later this was made a special department and a 


trained instructor was employed for the work. Just before 


the great war, they introduced stenotypy, and before the 
close of the war, over three hundred young people had 
studied the art in the McLachlan school 

During the World War the M. B. U. became a training 


center for office employees in the United States Civil 
service, and the course was devised by Mr. Howell 
Many former students of the school won promotion in 


the army and navy because of their business training and 
knowledge of office appliances and their application. 

Mr. 
Howell was sent after the yn an extended trip through 
tl visiting schools in Pittsburgh, Washington, Bal- 


Realizing the necessity for keeping up-to-date, 
War « 
he East, 


Philadelphia and New York City. On 


to Michigan, he organized courses in se 


timore, returning 


retarial subj cts, 


accounting and business administration, offering these 
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courses before the high schools introduced them. A more 


liberal use of office machinery was included in the pro- 


gram 

While in Pittsburgh, Mr. Howell became acquainted with 
a city association of private school men, and took the idea 
back to Michigan with him, where he organized the pri- 
vate school men of that state into an association known as 
the Michigan Business Schools Association. 


tically every reputable private business school in Michigan 


Today prac- 


ciation, which has the cooperation of 
Public Instruction, the schools being 


approval 


to the ass 
the Department of 


be longs 


inspected annually and granted certificates of 


[The association has brought about an advance in ethical 


and educational standards, with material benefits to school 
owners, students and the public 

\ few years after the close of the war, Mrs. McLachlan, 
who inherited from her late husband the controlling inter- 
est in the M. B. U A union of the two 
leading schools was effected under the name of the Daven- 
port-McLachlan Institute, of which Mr. Howell became 
secretary-treasurer. In 1924 the 
Muskegon Commercial College and ran it as a branch for 


desired to sell 


school purchased the 
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two years. The difficulties of absentee ownership brought 
about a new deal whereby Mr. Howell sold his interest in 
the Grand Rapids School and took over the Muskegon 
school, taking possession on June 1, 1926, with thirty-five 
students in attendance. At the present time the school 
enjoys an annual enrollment of over three hundred stu- 
dents in day and evening classes. A Home Study Depart- 
ment has recently been added. New mechanical equipment 
has been installed, the study of Stenotypy has been re- 
vived and every other department has been brought up 
to date, so that the school is today representative of the 
prevailing ambition of reliable commercial schools every- 
where, namely, to equip their students with knowledge of 
the essential things they must know and to familiarize 
them with the principles of business practice and the ma- 
chines and devices which make modern business possible 
Thus equipped with a good groundwork of general edu- 
cation and a thorough approved course of business train- 
ing, the graduate student need fear no depression or catas- 
trophe to general business, for there are always oppor- 
tunities in this greatest profession of the age—Business— 
to function effectively and win substantial success. 


~ 











SPOKANE, 
TO THE PUBLIC SCHOOLS OF SPOKANE.—The order was for sixty-four standard Royal typewriters, a good reason for 
the Kershaw staff to be proud of itself. 


THE STAFF OF KERSHAWS, 


WASH., BEHIND AN IMPOSING ARRAY OF TYPEWRITERS RECENTLY SOLD 








King Solomon Was Right, Even as to Fountain 
Pens 

Our friend, O. L. Taylor, proprietor of the Winona 
Stamp Works, Winona, Minn., takes issue with a state- 
ment in the February issue of Office Appliances, referring 
to a new fountain pen as the first fountain pen made em- 
ploying the positive action of a screw-operated mechanism 
in filling and emptying a sac-less pen. 

Our correspondent enclosed a pen which is one of a 
couple of dozen retained from the stock of his stationery 
The pens, 


yperated mechanism, were bought 


store which he closed out fifteen years ago 
equipped with a screw 
The name of the firm from whom 
they were purchased has slipped Mr. Taylor’s memory. 
They 


foreign 


Maxim,” 


about twenty years ago 


cents each, and are apparently of 
Austria 


retailed at fifty 
barrel being marked, “M. I. 
turtle 


origin, the 


followed by what appears to be a trade 


mark. The nib is marked: “The Regal 14 k. Gold,” with 
the word “Plated” at the extreme butt end. 

The editor himself recalls an ancient and much-abused 
fountain pen which he discovered as a boy while playing 
with some companions in a barn at Newcastle, Ind. This 
pen had a barrel of white metal fitted at the end with a 
soft white metal tube, which turned up under the nib, 
which had been broken off. In barrel 


was an oval-shaped aperture through which one could 


one side of the 


press down a soft rubber tube, deflating it. On release 


of the pressure the ink would flow in, filling the tube. 
This antedated the present rubber sac by twenty-five years 
or more. We have never been able to learn the name of the 
maker of this ancient writing instrument. 

All of which goes to prove that King Solomon was right 


when he said, “There is nothing new under the sun.” 
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Underwood Brings Out New Portable Filing Equipment Bureau Introduces New Adhesive 


} +} 


The home ntinues to be e largest user of portable Type Signal 


) iters ‘hilip D. \ ner, presi oO ‘rwoo ' 
typewriters, | p | Was president of Underwood Filing Equipment Bureau, Boston, Massachusetts, an 
. ort she { t T) | ] red ( t] 0 } 
Elliott Fisher pany, declared recently in announcing nounces to the trade the new adhesive removable signal 
art model Under Oo portable ) ter I ] *] 
i new | ! W d | " typewriter Che ma which will be sold under the trade name, Flexi-Flash Chis 


chine, which has been under development and test for 


] - 
signal is a radical departure from usual types 


arene than 2S FUR, has concents ited in i those basic prin It Is attached to the card or sheet on whi h it is to serve 
ciples of vl oe performance which have made the by means of a special adhesive which is of such a nature 
name, Underwood, synonymous with excellence in th that the signal can be easily removed and used over and 
over again. The color range employs the ten best signal 
colors. Signals are conveniently packed in cellophane en- 


velopes, 100 to the envelope 

The new signal is declared to possess several features 
if advantage It will go through any typewriting or book- 
keeping machine; again, it will not slide or slip once it 1s 
attached to the surface of the card, although it can bs 
casily removed and used over again at any time; becaus¢ 
1f the compactness of Flexo-Flash it does not fan out the 
file The cost is notably low 

The Filing Equipment Bureau will be happy to supply 


further and fuller information on request 
owe 


Hedman Produces a Check Signing Machine 

“Sign-O-Meter” is the name of a new, electrically oper- 
ated check signing machine recently announced by the 
Hedman Manufacturing Company, 1158 Center street, Chi- 
cago, Ill. The machine is very little larger than an average 
check protector The operating mechanism is contained 
entirely within a locked compartment and a removable 
signature plate is locked in position within this compart 
ment. This feature prevents the plate from being removed 
except by an executive possessing the keys to the compart- 
ment or some one delegated by this executive \ further 
safety feature is a locking device that renders the machine 
inoperative during periods when the machine is not in 


use. When it is used the number of signatures affixed ars 





recorded upon a fool-proof meter 


; 3 ; ; Probably the most outstanding feature of the “Sign-O- 
NEW MODEL UNDERWOOD PORTABLE TYVEWRITER ai 
Meter” is the character of the signature, which shreds the 
pewriter world. In it, too, are several new principles paper in such a manner as to make reproduction prac- 
id features 


\ greater degree of operative quictness has been achieved 





in producing the new portable Underwood. While the 
eneral appearance is retained, new outer frame and covet 
plates lend quiet dignity and pleasing lines. The carriags 
return, the kev acti n, the shift keys all have been quieted 
{ i rema ible de rec 
The ribbon reverse is automat Che ribbon spools ar 
covered Che variable line spacer is new and easily acces 
sible Chere’s a new split paper table to facilitate feeding 
paper to the machine 
“Designed originally tor traveling salesmen, the port 
able typewriter now finds its largest use in homes, with 
students and travelers the next larger class of users It 
s estimated that approximately two out of every five typ 
; . SIGN-O-METER"’ CHECK SIGNING MACHINE MADE BY HEDMAN 
writers now sold are portables and I believe that in the MANUFACTURING COMPANY 
not distant future the industry will be selling as many 
portables as standard models,” Mr. Wagoner stated tically impossible despite a forger’s skill in penmanship 
[The company’s plant at Bridgeport, Conn. is running r the photo-engraving process of reproduction 
full time on the production of the new portable, which is [The machine affixes signatures to single checks or 
being distributed by agents, dealers and factory branches checks in sheets with equal facility at a rate of from five 
in 77 countries throughout the world to ten times faster than by hand. 
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Art Metal Announces Three New Desks 


The Art Metal Construction Company, Jamestown, 
N. Y., has placed on the market three new and distinctive 
desk suites in a low price range. In design the desks are 
entirely new. Their styling permits use either in private 


Each 


r fluted footings, 


offices or in general offices and reception rooms. 


desk expresses harmony in its turned « 
rounded contours of tops and legs, handsome top mold- 
ned panels and appropriate hard- 


of flat top desks in both double 


ing, correctly proports 


ware. The suites consist 


and single pedestal styles, typewriter desk, and panel-end 
table. 
Because it 1s mé 


New 


modern 


dern in design and finish, the 


} 


Yorker model commends itself for use wherever 


ism is the motif of the interior decorative scheme. It is 
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Metal walnut 44. 
samme price, but will not be carried in stock. 
All the 


Convenience tray in center drawer for pens, pencils, clips, 


Mahogany 36 finish may be had at the 


new models have the following equipment: 
etc. Chases and openings for internal wiring for tele- 
phone and desk light fixtures. Provision is also made for 
the attachment of phone bell box. 
Vertical 


bearing suspension. 


Gliders on desk foot- 
ball 


All other box drawers on improved 


drawer equipped with progressive 


ings 
channel suspension. The vertical drawer can be equipped 
with a compressor operating front to back, or a vertical 
drawer can be substituted which will be regularly equipped 
with one dividing partition, false bottom and compressor 
which can be used in either a letter or cap size compart- 


ment at the front. This drawer is of sufficient depth to 








THREE NEW DESIGNS IN THE ART METAL LINE OF STEEL DESKS 


the influence of modernism is apparent. The upper right picture is of the Mt 





The top left picture shows the New Yorker model, in the design of which 


Vernon model. The William Penn model is illustrated in the lower pic- 


ture. The stands shown at the left and right of the lower picture are decorative pieces used as complementary articles of furniture in displays of the 
new desks. 


particularly suitable as a reception desk, though it lends 


itself equally well for use in either the private or general 
With the 
pictured, the drawer 


hexagonal shape 


office. ribbon grain African walnut finish, as 


pulls are of crystal clear glass in 
When two-tone or plain enamel finish 
is desired, the drawer pulls are furnished in aluminum of 
a special wedge bar shape harmonizing with the design of 
finishes the desk top and sliding 
Artolin in a dull black. For 
two-toned solid colors, top and sliding shelves have Arto- 
lin covering to harmonize. 


Che Mt 


with turned metal footings 


the desk. In the grain 


shelves are covered with 


Vernon model is characterized by fluted legs 


The hooded drawer pulls are 


of cast bronze in statuary bronze finish. The top is of 


grained Artolin bound with a new drawn steel molding. 
The standard finish for the desk, the Artolin top, and the 
Artolin covered sliding shelves is Art Metal walnut 44. 


This model is also offered in Mahogany 36 at the same 
price, but is not carried in stock in this finish. 
In the William Penn model the metal footings are turned 


and the legs rounded. The drawer pulls are in harmony 


with the general design of the desk. They are of statuary 


bronze, brush finish. The desk top and sliding shelves are 


finished in grained Artolin. The standard finish is Art 


permit the formation of two vertical letter compartments 
by inserting an extra false bottom and compressor in the 
rear compartment. If desired, the vertical drawer can be 
replaced by two box drawers. Six by three, six by four 
and eight by five card trays to fit the box drawers are 
All box drawers have one 
Felt stops are provided on both sliding shelves 
On all desks, paracentric key lock con- 
trol is located in the knee space. 
oo 
Contract Bridge K-B Calculator 

One of the items on display at the Du Pont exhibit on 

the Boardwalk at Atlantic City early in the year was a 


offered as optional equipment. 
partition. 
and box drawers. 


novelty of interest to contract bridge players. This is 
made of “Pyralin,” available in blue, green, yellow or rose, 
in both plain and pearl effects. 

The calculator is of simple construction. Two white 
circular “Pyralin” discs, bearing the various numbers and 
scoring figures used in contract bridge, are covered with 
The inner discs 
may be rotated easily, adding the score instantly. The 
device eliminates inaccuracies in scoring, and helps to keep 
the player’s mind on the game. This bridge calculator 
is manufactured by the Emeloid Company, Arlington, N. J. 


two other pieces of the same material. 
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New Royal Has Segment Shift 
The Royal Typewriter Company, Inc., New York, N. Y., 


has devised a new type of segment shift which is de- 


onstitute a marked and improvement in 


clared to « vital 


the ease of operation of an already easily operated machine 
type of segment 


[The change referred to involves a new 


shift While the 


application to the Royal Typewriter involved fundamental 


segment shift is not a new thing, its 
changes which in themselves bring about improved action 
When the from carriage shift to 
shift, the taken for the 


machine in its entirety 


machine was changed 


segment greater part of the time 
experimental development of the 


t type bar action in an effort to retain 


was devoted to the 


the Royal “pull” action and even to increase its effective 


ness, while retaining the acceleration and quick action 


Che addition 


type bar 


a balanced vertical lever 
retention of 


of a lever element 


made possible the 


in the action 
the front accelerating links untouched, at the 
improving the bar and the 
bar links, inasmuch as, with the addition of the 
lever, it was possible to dispose both links in a horizontal 
Now, company 
this new 
all the typ« 


Same time 


universal 


action of the type 


vertical 


straight line arrangement therefore, the 


action a horizontal 


bar links and 


declares that they have in 
straight line and direct pull of 


the type bar lever links and a horizontal and straight line 


pull of all the universal bar links, and naturally, a straight 
line pull of all the type bar springs 

These mechanical improvements resulted in a straight 
ne link pull to the end bars so that their action differed 





PHANTOM VIEW OF THE NEW ROYAL TYPEWRITER SHOWING THE 
NEW SEGMENT-SHIFT MECHANISM 


in no way from the center bars. The company says that 
another important result was a uniform type bar escap¢ 
ment shift and key depression throughout the entire key 
board 

The Royal shifting segment is mounted on ball bearings 


Full ball bear- 


ings, two on either side of the segment, run in hardened 


and moves freely in a true vertical line 


and ground raceways The balls are widely separated 


and are gear-controlled similar to the Roval carriage rail 


bearing. This arrangement insures permanent and uniform 
spacing between the ball units at all times. The feature of 
locking the shifting element in its normal and shifted posi 
tions has been retained, the shifting segment being locked 


against vibration in both its upper and lower positions 


Che shifting segment feature, it is said, made it possibk 


permanently to secure the carriage track with the escape 
machine, adding to 


hanism to the base of the 


and stability of the 


ment mes 
the permanency entire carriage struc- 


ture 
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The Sager Sackless Fountain Pen 
The Sager Pen Company, 36 South State street, Chicago, 
Ill., is manufacturing a new type of fountain pen that has 





as its basic operation the vacuum filling principle. This 
REG.U.S. PAT. OFF. 
THE NEW SAGER PEN WITH THE INK-O- 
GUARD” LEAK-PROOF FEATURE 
feature does away with the rubber ink sack and con- 
sequently greatly increases the capacity of the pen. The 


pen is made in both closed and transparent models, the 
latter providing an easy means of checking the amount 
of ink in the pen. 

One downward stroke of the vacuum filling mechanism 
fills the pen. Only the tip of the pen point need be sub- 
merged in the ink. The filling operation automatically 
flushes the pen feed, tending to make the pen clog-free. 

An exclusive feature of the Sager pen is the “Ink-O- 
Guard,” said to be the only device known that effectively 
prevents leakage in a fountain pen. By preventing leakage 
at the pen point connection, the pen barrel is kept free 
from ink stains. 

The Sager pen is made in a variety of styles and colors. 
The company also offers pen and pencil combinations and 
desk sets. Patent rights on the pen have been issued in 
leading countries of the world. 

— 
A New Short Depth Art Steel File 

The Art Steel Company, 300 East One Hundred Forty- 
fifth street, New York, N. Y., has recently announced a 
new short depth file which they designate as No. 301. It 
is said that it meets the specialized demand for a cabinet 
affording space economy, one that can be placed on a desk. 
It has the Asco build-up feature, permitting the addition 
of more units as needed. It is supplied in letter size only, 
joining conveniently with the Asco No. 3462 two-drawer 
card cabinet. The new file is 14% inches wide, 16 inches 
high and 16 inches deep. 

Soe 

Addressograph Models Speed Business Records 

The Addressograph Company, 303 West Van Buren 
street, Chicago, Ill, has contributed its Models 1100 and 
1200 to save time and effort in writing and keeping the 
fundamental records of business. 

Model 1100 is a versatile machine, at a low price, which 
speeds work, eliminates errors and reduces expense. It 
is essentially a machine for medium size concerns which 
need in addition to addressing facilities, a machine which 
will do the routine work of preparing records, multiplying 
titles, heading cost cards and sheets, saving the writing of 





MARCH, 1931 


many records by hand or on the typewriter. This machine 
prints through a ribbon, and produces from 2,000 to 6,000 
It holds a full drawer of the indes- 
A new full-visi- 


impressions an hour. 
tructible metal Addressograph records. 
bility feature permits the operator to have three metal 
records in view at one time—to print or to skip certain 
plates as required; quickly set to duplicate or repeat the 
same record on several forms. 

This machine is 
appearance; electrically driven. A large flat table top gives 
ample working space Moving parts are enclosed, and 
sound absorbing materials are placed where metal contacts 


modern in design, construction and 


metal. 

Class 1200 Addressograph is similar in many respects 
that it has no magazine, plate feed 
A new construction feature permits 


to Class 1100, except 
or drawer holder. 
the insertion of metal records by hand one at a time with- 


out sliding in place under a guide. The record is laid in 


printing position, and the machine is then set for any 


required number of impressions. 
The Class 1200 Addressograph can be provided with 


automatic feed, lister, ejector, numbering attachments, etc. 








CLASS 1100 ADDRESSOGRAPH 


4 


A flat platen permits cut-off for printing any portion of 
any line. Excellent results are secured from carbon mani- 
folding 

—__———— 


“AllSteel” Desk with Vibration Eliminator 
The General Fireproofing Company, Youngstown, Ohio, 
desk for the 
uses the transcribing machine—either Dictaphone or 


also 
“Edi- 


It differs from the usual typewriter desk in that 


has introduced a special typist who 
phone.’ 
the typewriter bed is stationary—not of the drop head 
The typewriter well is cut back both 
the typewriter and the transcribing machine to be placed 


The typewriter rests directly on the desk bed; the 


type. to permit 
on it 
transcriber is placed on a vibration eliminating base. This 
prevents the vibration of the typewriter from being trans- 
mitted to the 
machine; the 


sensitive mechanism of the transcribing 


special base also elevates the transcriber 


into full visibility. 
Into the deep drawer of the right hand pedestal can 
be fitted a cylinder container with compartments for ten 


records, and another compartment for correspondence 
folders. The customary sliding shelf of the right hand 


pedestal has been replaced by a shallow convenience 
drawer. This is divided into three small compartments 
for pins, clips and erasers; and one compartment for 


carbon paper, rulers, pens and pencils, etc. 
The desk is provided with four sloping stationery trays 
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which may be placed in any one of the four storage 
drawers, at the convenience of the operator. 

convenience of the transcriber- 
In this 


The compactness and 
typewriter desk are evident from the illustration. 




















“G-F”’ 50-INCH TRANSCRIBER-TYPEWRITER DESK 


single self-contained unit the entire equipment of the 


housed. There are no stands or loose 


attendant 


transcriber is 


wires, with their hazards to employees and 


equipment, to clutter up the floor. Everything is concen- 
trated within a small space; both machines are directly 
before the eyes of the operator at all times, and efficiency 
and appearance both are improved through its use. 
smsnaiilaianeens 
Quick Service for Private Exchanges 
The Acme Card System Company, 8 South Michigan 
avenue, Chicago, Ill., has developed a switchboard type 
of telephone directory for the convenience of operators of 
private exchange boards. The directory is fastened to the 
switchboard cabinet in a position easy to reach and con- 
This is one of a series of visible 


venient for reference. 














ACME SWITCHBOARD DIRECTORY FOR PRIVATE EXCHANGES 


reference units made in various capacities for central and 
private exchanges. 
A suitable number of Acme telephone frames is mounted 


Turn to page 162, please, for 
more New Machines and Devices 
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Representatives of office equipmem concerns abroad, visiting the United States, are cordially invited to make the offices of 
this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 


Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London Correspondent, Mr. W. Teignmouth Shore, 
18 Templars Avenue, Golders Green, London, N. W. 11, England. 
Mr. Shore’s knowledge of the office equipment business 
and its possibilities in Great Britain makes his 
counsel valuable to those desiring to 
cultivate the British Market. 


LONDON NOTES 


Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


By W. T. 


Note.—Mr. W. 


AND NEWS 


T. Shore, whose address is given above, is the authorized subscription representative of OFFICE APPLIANCES 


in the British Isles. New subscriptions should be sent to Mr. Shore. Renewal orders should be sent to Orrice APPLIANCES 
home address, 417 South Dearborn street, Chicago, Illinois. 
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London, February 3, 
Depression 


What with the beastly weather and the beastly state of 


trade, we are not here as o-be-joyful as we should like t 


be; but we refuse to allow our spirits to be depressed and 
are all buckling to or fight. Politics are unsettled, which 


is not helpful, and there is a general feeling among business 


men that good times will not really begin to shine upon 
us until there is a change of Government and—is it pos 
sible a lightening of taxation. But it is also felt that 
the depression here is part of a world-wide business sick 


which we have no control alone It is rumored 


side of the 


ness, overt 


that you on your water are not rejoicing ex 


actly in extreme easiness of business conditions. It may 


from the speech made at 


Westminster Bank, one 


be interesting t 
the Annual General Meeting 
biggest banking corporations, by the Chairman, the 


» quote a passage 
of the 


of our 
Hon. Rupert E. Beckett 
Primary Causes of Depression 

‘As regards the international influences affecting all 
countries, current diagnoses by economic and financial ob 
servers are many and various. But upon several primary 
causes there is fairly general agreement Production is 
outrunning consumption not only in basic commodities but 
also in manufactured goods Well-meaning efforts directed 
towards the artificial restriction of output and the main 
tenance of prices of many commodities have met with fail 
ure, which has caused disorganization, panic selling and 
further price collapse The catastrophic decline in the 


price of silver has impoverished the teeming millions of 
Eastern countries, whose prosperity had already been ri 
duced by political upheavals. There is in process a chang: 
in the nature of the demand for commodities, which tends 


to luxuries, and to this change 


to swing fi necessities 

industrialists have not yet adjusted their plans. Finally, 

side by side with the recent rapid increase in the output 
f raw materials, there has developed an improved techni 


manufactured 
before, from a 


volume of 
than ever 


which enables a 


d t be produced, greatet 
I ’ 


causes, which act as 


given quantity of material. Of thes« 
Id 


a deterrent to trade the world over, some will pass away 
gradually through the automatic working of economic 
laws.” 

This is the in-between time of the year; Spring will soon 


be with us, with its promise of Summer, for both of which 


we are preparing and to both of which we are looking for- 


ward with hope of happinesses. So is it in the business 


world; we are looking forward, we are preparing for the 
good time, and are determined to do all we can to make it 
come That’s about all that man can do? That, and 
shove along and hurry up 
puted: 
German Typewriter Firm Expanding Foreign Sales 
Organization 
Rudolf Mosse, Berlin SW 100, Germany, is acting as 
agent for one of the leading manufacturers of type- 


writers in Germany in the matter of filling an opening in 


the manufacturer’s foreign sales organization for an ex- 


perienced export salesman. The position requires a man 


thoroughly versed in export merchandising and acquainted 


with the important languages of the world 


———— 
Lyons to Hold Week of Commercial Organization 


During the course of the spring gathering at the fair 


at Lyons, France, a week of commercial organization will 


be held in that city from March 4 to 8, inclusive. Commer- 


cial organization is of interest to all industrialists, mer- 


chants and business men, who will be found gathered at 
Lyons on the occasion of the Sample Fair. They can 
profit by the facilities which will be afforded them to study 
under the best conditions, not only office equipment, but 
also the methods which make efficient work possible. 
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British Official Discusses Office Machines in 
Departmental Work 

Again the members of the Office Appliance Trades As- 
sociation and many friends sat down to luncheon in the 
Stationers’ Hall on Monday, February 2, and a very jolly 
time we had and also most interesting. Mr. J. Adams 
Keene, of the National Loose Leaf Company and Chair- 
man of O. A. T. A., presided and the speaker of the day 
was Mr. W. Desborough, O. B. E. (Officer of the Order of 
the British Empire), of His Majesty’s Treasury. Mr. 
Desborough is at the head of what might be called the 
office organization department of the Civil Services here, 
and is a very important personage in the office appliance 
world. An able, astute and far-seeing man, as we well 
know, and in addition a very welcome companion wher- 
ever he goes. His speech was perhaps the first time a 
Government official has spoken so frankly and so freely to 
a meeting of office appliance manufacturers and dealers, 
and contains many matters of real importance to all you 
who have office appliance dealings here; and, I think, 
anywhere. Mr. Desborough said: 

Mr. Chairman, Ladies and Gentlemen: 

I am very pleased to be here this morning as the guest 
of the Office Appliance Trades Association and I am glad 
to be in the company of representatives of an industry, or 
shall I call it a profession, in which I have so much interest 
and in which I have shown some activity for 25 years. I 
am, of course, not qualified to become a member of your 
Association although I belong to a concern which has 
probably one of the largest turnovers of office machines 
in this country; for if you refer to the Civil Service Esti- 
mates you will find that £103,000 is provided by Parliament 
for the supply and maintenance of office machines for the 
Public Service during the current year. This figure does 
not, of course, include loose leaf systems, card indexes, 
office furniture or equipment. This large expenditure may 
be very gratifying to you as members of this Association, 
but lest it should frighten you as tax-payers, let me hasten 
to assure you that owing to the resulting economies the 
expenditure is very remunerative. I will refer later to one 
or two specific cases. 

As you know, your Chairman kindly fixed my subject 
for this morning’s talk, but I am afraid I shall disappoint 
you; firstly because the subject is much too wide to be 
covered in a short speech; and secondly because equip- 
ment in Government Offices does not differ from that of 
large concerns, except that economy is always the govern- 
ing consideration in the Service while it is often politic for 
a commercial concern to appear opulent in its office equip- 
ment. There is no need to appear opulent to our em- 
ployers—the public—and there would be no point in sup- 
plying Government Departments with equipment and sta- 
tionery merely to impress the public. 

I do not even propose to give you a list of the types of 
office machines or figures of the numbers of various ma- 
chines at present in use. I would like in the first place to 
quote from Sir Russell Scott’s evidence before the Royal 
Commission on the Civil Service in which he said, “I would 
say with all respect that the Civil Service in the matter of 
the employment of labour saving machines is in the van 
of progress in this country .” TI am sure, however, 
that no one in the Service is under the delusion that the 
methods are perfect or that more than the fringe of the 
problem has yet been attacked. In common with leading 
commercial concerns we realize that office practice and 
technique of 1931 are entirely different from that of only 
twenty years ago. Fifty years ago the accounts, etc., of 
quite respectable concerns could be kept on the shirt cuff 
of the principal, but the same concern today, doing about 
the same turnover, requires a chief clerk, a bookkeeper, 
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a correspondence clerk, a private secretary, and of course 
the office boy or girl. Let it be taken for granted that 
modern office organization does require more detailed 
records to be kept; we are still faced with the problem 
of how efficient records can be kept in the most econom- 
ical manner. Your answer is, of course, by employing 
office machines and equipment. I agree with you up to 
a point, providing the machines are introduced intelli- 
gently. I deprecate very strongly, however, the super- 
imposition of office machines on to existing systems, 
rather than studying the general methods of the office 
and considering whether or not radical changes are nec- 
essary. Those of you who have been concerned with big 
installations of office machines will, I am sure, admit (of 
course only within these four walls) that a large part of 
the economies and advantages which are sometimes 
secured from the introduction of machines is due to the 
change or simplification of the methods rather than to the 
machines themselves. Simplification of method of work 
is equally as important as the introduction of machines. 
I suggest that today the problems before the members of 
the Office Appliance Trades Association and the office 
manager of every large concern are closely related. To 
the former it is how to sell more office equipment and to 
the latter how to use more. Further, the solution to the 
problem is also common—both the office-machine sales- 
man and the office manager must not only be familiar with 
the capabilities and potentialities of office machines, but 
also must have a good knowledge of modern office tech- 
nique and above all must be able to investigate the detail 
work of an office. Old fashioned methods with ink pots 
and heavy cumbersome bound books persist today be- 
cause the average office manager and the average office 
machine salesman having failed to apply a machine to the 
existing methods conclude that machines cannot be used 
in a particular office. I appreciate, of course, that it is 
often well nigh impossible for a salesman to see anything 
of the general organization and detailed work of an office. 
That may well be, but the more general use of office ma- 
chinery will not come about until the system or the office 
organization as a whole of every concern is attacked sys- 
tematically. 

I would like to tell you something of the ground work 
that precedes the introduction of machines into the Public 
Service, apart altogether from the very detailed consid- 
eration which is given as to the type or make of machine 
to be used. The outline of the investigation work I pro- 
pose to give does not of course apply to the isolated in- 
troduction of, say, a calculating machine. 

The system of the Branch or Department is carefully 
considered, both from the point of view of the Branch as 
a separate unit and as a part of a co-ordinated whole. 
Each process of work involved is then considered from 
certain definite points of view, because office standards of 
tomorrow must be based primarily on efficiency of method, and 
not on personal efficiency. Is the process necessary? The 
answer to this question can by no means be taken for 
granted. Books of record and narrative entries may have 
been kept for years. At one time they may have served 
some useful purpose, but their utility may have long since 
ceased. The purpose of every book and every word writ- 
ten is, therefore, inquired into. 

The next question is whether the process is being done 
in the best way? This is the opportunity to use what I 
shall call process improving machines such as a calculating 
or addressing machine. This, of course, is the most ob- 
vious step in mechanizing and can be applied without dis- 
turbing the existing system. It may be found, however, 
that the use of a machine is hardly an economical propo- 
sition, and in this case other aspects of the work must be 
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considered, keeping in mind that some little economy may 
be secured by using a machine with the present system. 
Loose-leaf and card systems must also be kept in mind 
at this stage. I regard the development of loose leaf and 


card outstanding improvement in office 
technique, but they came along very slowly until machine 


conservative of ac- 


systems as an 


even the most 
The abolition of bound volumes, 
be one of the first 


bookkeeping forced 
countants to adopt them. 
except in special circumstances, may 
steps in improving the processes 

The next question is, can the process be combined with 
another? The simultaneous preparation by means of car- 
bon paper or other means of two or more documents, or 
the telescoping of two or more records into one are ex- 
amples. One large Department in the Service was able 
to telescope into one comprehensive card record no less 
than 25 loose-leaf, card and bound book records. 

Another question is whether the process is giving more 
or less than is required by the executive. It is frequently 
found that data are being recorded which serve no useful 
purpose, that vital facts and figures are not obtained, or 
they are out-of-date and practically useless when they are 
furnished. 

Having obtained a fairly comprehensive idea of exactly 
what is required and of the existing processes for carrying 
out those requirements, the next step is to formulate a new 
scheme of work. An endeavour is of course made to lead 
the operations into channels that will enable machines to be 
used effectively. Machines introduced unless 
some tangible economies or equivalent advantages, such 


cannot be 


as the introduction of new standards of work, can be real- 
ized 

Whatever system is introduced 
then given to the methods and the movements (or motion 
study) with a view not only to speed but also to ease of 
operation. All clerks who are left to themselves will in- 
variably introduce many unnecessary movements into their 
The movements must be studied and waste elim- 
inated. A change of method, particularly when machines 
are emplboyed, frequently gives the staff the impression 
that they are working harder; although it is demonstrated 
that with the machines they do actually produce more 
work, they do so with far less expenditure of energy. 

I cannot deal this morning with the methods of study- 
ing operations and equipment in the Public Service. I 
think that there are office machines of every type in the 
Service, plus many industrial machines which have been 
applied to office work. All offices endeavour to study the 
technique of operation of every machine in use and you 


some consideration is 


wi rk 


would be surprised at some of the gadgets and wrinkles, 
often devised by the workers, which ease operation, pre- 
clude misoperations and increase output. As some of you 
are aware, motion study has so improved output that op- 
erators have had to wait for the machine to cycle and we 
have had to ask you to speed up the machine. Office tech- 
nique is now catching up machine development, and office- 
machine users are now sometimes in the happy and blessed 
position of demanding features on machines not yet de- 
vised by the manufacturers. 


Office Machines Demonstrate Big Savings 


I promised to give you one or two examples of modern 
equipment in the Public Service. The Post Office Savings 
Bank was the first bank in this country to adopt machine- 
ledger-posting. They have 10% million active ledger a 
counts. All these accounts are now kept on card ledgers, 
housed in sunken tables of our own design, and the post- 
ing and the annual balancing is performed by machines 
Dividend Warrants are also made out on addressing ma 
many other various types ar 
[The machines cost roughly £22,000, and the 


chines and machines of 


employed 
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equipment, furniture, etc., £82,000, making in all £104,- 
000. The resulting staff savings which can be verified on 
reference to the Estimates, now reach no less than £140,- 
OOO per annum. 

The work on the forthcoming Census of Population has 
At the 


machine 


of course no counterpart in the commercial world. 
conclusion of the work of the last Census the 
companies were told of the failings of the existing ma- 
chines. The chief failing was that the results given by 
the machines, which both sorted and counted the cards, 
had to be written down by clerks. Machines which now 
print the results have been produced and will enable the 
final results of this Census to be tabulated more accurately 
and faster than before. 

Your Telephone Trunk accounts are now all prepared 
by machine—a simple type of electric machine costing less 
than £100. Of course you sometimes challenge the ac- 
curacy of these accounts, but I am sure you never chal- 
lenge the infallibility of the machines. Every one of the 
machines introduced all over the country has saved at least 
one clerk. 

When, if ever, you send in a claim for an Old Age Pen- 
sion, a piece of zinc will be embossed with your name, 
address, etc., and subsequently your claim file cover, the 
acknowledgment of your application, the award or rejec- 
tion of notice, the record sheet, the pension book, which 
contains the foils for payment, and the schedule of all 
payments made, will be prepared by an addressing ma- 
chine. These machines of course enable the work to be 
performed efficiently and economically 

I could give you dozens, if not hundreds, of examples 
where machines alone and machines plus simplification of 
work, have resulted in substantial economies; in many 
cases the capital cost has been recovered within a few 
months 

In conclusion I would like to say 
are appreciated in the Public Service and that the 300 free 
tickets for your Business Efficiency Exhibition which you 
kindly send to me every year are used by senior officers 
of all Departments, who are really anxious to keep abreast 
of the developments of office machinery and to apply 
modern equipment in their departments. The literature 
on office machines and organization is none too compre- 
hensive, and these Exhibitions undoubtedly afford the best 
to adopt modern 


that your activities 


means available of provoking offices 
methods 

Finally, I hope I have said sufficient to convince you that 
the State is not failing to study and investigate the merits 
of your wares; to utilize them when it is profitable to do 
so; and, having introduced them, to insure that economies 
and advantages accrue 

camellia 


Some Important Office Equipment Activities in 
Spain 

At the second National Congress of Publicity, the fol- 
lowing addresses were presented, discussed and approved: 
“The Teaching of Publicity,” by Barnils Mona; “Possi- 
bilities of Publicity in Spain,” by Prat Gaballe; “The Or- 
derly Arrangement of Filing Cards,” by Lopez-Llausas; 
“The Justification of Printing,” by Jean Aubeyzon and 
Joseph Rectoret; “Publicity and the Radio,” by Joseph 
M. Urgoiti; “Publicity and Touring,” by Messrs. Chicheri, 
Tolos and Colubi. 

It was agreed that the Third National Congress of Pub- 
licity be held at Valencia in the autumn of 1931. 


Third Week of Commercial Organization 


The Association of Dealers in Modern Office Machines 
and Equipment held this year its Third Week of Commer- 
cial Organization meeting, as in previous years, in the 
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THIRD NATIONAL TYPEWRITING CHAMPION- 
SHIP CONTEST IN SPAIN—1930-31.—Upper 
picture: Members of the Jury who decided the 
contest. The names of the people composing the 
jury are not available to us at the time of writ- 
ing.—Lower picture: A Scene during the Con- 
test, which was held at Madrid during the Week 
of Commercial Organization. The Championship 
of Spain was won by José Marti, who made a 
net of seventy words a minute Mr. Marti’s 
likeness appears in the small diamond-shaped 
figure at the right of the center in the contest 
picture 





Lonja de Mar Palace and under the patronage of the Offi- 
cial Chamber of Commerce. 

Che technical conferences were entrusted to the follow- 
ing experts Andrés Bausili, José Cardé, Francois Pal- 
lerés, Joseph Grant Sala, and Jean A. Vandellés. The 
lectures dealt with the following themes: Organization of 
Enterprises; Classification in Accounting; Organization of 
Branches in the Bank; The Sales School and Statistics of 
the Volume of Business 

The third stenographic (typewriting) championship con- 
test was held and the title of champion of Spain for the 
years 1930-1931 went to José Marti, with an average of 
seventy words a minute on the Underwood machine. As 
in preceding instances, the Week of Commercial Organi- 
zation was planned and directed by Rafael Bori. 
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Committee on Commercial Terminology 

Spain in accord with the Spanish republics of America, 
has just established committees of Accounting and Com- 
mercial Terminology with the objects of standardizing 
translations into and from )Spanish and also of fixing the 
meaning and application of modern words in business used 
by various countries. 

The Spanish committee will have two chairmen, one for 
Spanish words and the other for Catalonian words; and 
also two secretaries. The chairmen are José Busquets, 
director of the Official School of the Higher Commercial 
Studies; and Ferdinand Boter, professor at the Catalonian 
School of Commercial Sciences. The secretaries are Ra- 
fael Bori and José Cardé, business experts. 








Monroe Belgian Dealer Gives Banquet 
At the New Year’s banquet which was given by J. Ton- 
delier, Belgian distributor for the Monroe Calculating 
Machine Company of Orange, New Jersey, to members of 
his organization in recognition of their good sales work 
during 1930, prizes were awarded to three of the salesmen 





who have attained a high rank in the Monroe Legion, an 
honorary organization to which distributors and salesmen 
outside of the United States are eligible. The rank of a 
Legionnaire is determined by his sales record, and the 
presentations were made to M. Piecq, J. Daenen, and Mr. 
Beker in view of their having reached a high rank. 


BANQUET GIVEN BY J. TONDE- 
LIER, MONROE DISTRIBUTOR IN 
BELGIUM, TO THE MEMBERS OF 
HIS SALES ORGANIZATION. — Mr. 
Tondelier is shown standing at the 
speakers’ table in the center. 








The Royal in Czechoslovakia 

Josef Foist, Prague, 2, Czechoslovakia, this year cele- 

brates the twentieth anniversary of the founding of the 

Foist organization and the tenth anniversary of his work 
as general agent for Royal typewriters. 

Mr. Foist says that the retrospect is very satisfactory 

not only for the house but for the Royal agency as well. 














HANDSOME NEW BUSINESS HOME OF JOSEF FOIST IN 
PRAGUE, 2, CZECHOSLOVAKIA Mr. Foist is general agent for 
the Royal Typewriter Company in his country. The upper picture 
is a view of the exterior of the building with some of the staff 
tanding before the entrance to the store The middle picture 
shows the office machine display room Royals in both portabie 
and standard models may be seen at the right. Below is the 
service and repair department. 


itself on the fact that there are 


Czechoslovakia with 


Che house congratulates 


thousands of satisfied customers in 


its population of fourteen million inhabitants, where all 


makes of typewriters are represented. 
The R yal n 


well appointed rooms and display windows, situated in one 


w occupies its new home of marble with 


Prague. The sales organization 


home office there are twenty- 


the principal streets of 


larged At the 


five office employees and twenty-five mechanics, besides 


seventy dealers in other places, with one hundred 


persons doing outside soliciting. 


Be side _ tl < 
Astra adding 


machines, the 


Royal typewriter, Josef Foist represents the 
the Madas and Millionar calculating 
and the 


machine, 


Triumphator calculating machine 


Direct calculating machine, on all of which machines he is 


doing a good business. 
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Envelopes in Belgium 


Pre-War and Post-War Habits Compared.—Booming the 
Stationer.—A Matter of Patriotism.—By George Cecil 


EFORE the late war Belgium used more envelopes de 
luxe in a week than post-war Belgians do in a month. 
Something 





The present monarch is all for the simple life. 
cream-laid, but plain, suits his book and that of the Queen. 
The royal sons and daughters also eschew anything that 
savours of display when looking in at the stationer’s es- 
A chaste monogram (in black) on the flap 

All the royalties follow Albert’s example. 


tablishment. 
satisfies them. 
Luckily 


men 


for trade, rich land owners and wealthy busi- 
ness hanker after something more elaborate, while 
their feminine relatives encourage designers to give free 
play to an exuberant fancy. The lord of the manor, when 
on a jaunt to Brussels, may 
on which little scarlet devils appear. 
velopes cost the equivalent of twelve cents apiece, with a 


sheet of paper to match, a sum which proves startling to 


invest in canary envelopes 


These fanciful en- 


economists. The price, however, is not excessive, for both 


paper and envelope are of the best quality, while the devils 


positively are works of art. A bargain—all things con- 
sidered. 
Should Monsieur have occasion to answer an invitation 


to dine at the Royal Palace, the letter of acceptance is 


placed in an envelope suited to the occasion. Plain white 
and the family crest, with a sedate motto, such as “ars et 
labor,” meet the case, and the visitor from the provinces 


brings a supply with him. 
An Excellent Combination 
The Belgians dote on envelopes iilus- 
trated with a sketch of the place at which they are stay- 


holiday-making 
ing During the summer, a considerable trade is done on 
them, especially at Spa, that agreeable and picturesque 
rendezvous of youth and beauty, of elderly persons who 
have over-eaten themselves, and painters who are ever 
transferring the surrounding hills and fir-woods to canvas, 
the seven drinks 
palatable mineral water, are seized upon by adroit design- 


ers, the colours often being reproduced with remarkable 


fountains, where one excessively un- 


fidelity. The decorative box containing the envelopes is a 
solid affair, thus serving as a receptacle for odds and ends 
long after the original contents have disappeared, while 
the stationer’s name and address are boldly embossed on it. 
Ostende also possesses its special envelopes, the famous 
promenade and sands being utilized for purposes of illus- 
tration. Lovely women are shown disporting themselves 
on the digue. Colour, as in the Spa works of art, enters 
into the scheme, the ladies’ complexions being limned in 
the most enchanting manner imaginable. These envelopes 
are, like the subject, large, for the promenade, the sands 
and the offing taking up considerable space, and the artist 
likes to do justice to his subject. 
Blankenberge, Knocke, Zoute and other “ 
though none are half so elabor- 


Still, each serves its purpose, 


seasides” have 
their souvenir envelopes, 
ate as the Ostende variety. 
and those who buy them rejoice, while stay-at-home per- 
sons, to whom they are dispatched, take pleasure in their 
The envelopes sometimes are procured from Ger- 
many, a circumstance which renders the Belgian public 
furious beyond words, patriotism demanding that all goods 
sold in Belgium should be of local manufacture. But the 
stationer considers his pocket; he prefers to do business 
And why not? 


receipt. 


in the most favorable market. 
Naval and military uniforms attracting the inhabitants, 


officers and other ranks serve the envelope designer as 
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models. Each cuts a dashing and eye-arresting figure. 
Vain Fury 

Envelopes for commercial use are not always distin- 
guished by good quality. Their flimsiness often results in 
damage to the contents, and some are so badly gummed 
that the user finds additional gumming necessary. That is 
where Germany scores. Manufacturers across the border 
offer an excellent substitute at three dollars a thousand, 
strong enough to withstand rough usage, and to make a 
journey to the uttermost ends of the earth. These envel- 
opes are to be found in the stationers’ establishments from 
one extremity of the country to the other, a fair profit 
being made on them despite the heavy customs duty levied 
by the Belgian authorities. Nor does the opposition of 
the government prevent retailers in other parts of Bel- 
gium from stocking the importation, and with advantage 
to everyone concerned. The average Belgian is a sensible 
person. 

a 
Prominent Italian to Visit United States 

Luigi Lagomarsino, chief and proprietor of Ditta E. 
Lagomarsino, Milan, Italy, having branches at Rome, 
Turin, Genoa, Naples and Bologna, recently left Italy for a 
trip to the United States where he will remain some weeks, 
familiarizing himself with the newest ideas to be found in 
the United States in the office equipment lines. 





GOMARSINO 
= 





ENTRANCE TO THE STORE OF DITTA E. LAGOMARSINO IN 

MILAN, ITALY, AND A VIEW OF THE LAGOMARSINO EX- 

HIBIT AT A RECENT OFFICE EQUIPMENT SHOW IN MILAN.— 

On display at this show were portable and standard Royal type- 

writers, Dalton adding machines, Brunsviga and Mercedes calcu- 
lators, and other office appliances. 


The Ditta E. Lagomarsino was founded by Enrico Lago- 
marsino about thirty-four years ago. After his death in 


39 


1918, his son, Luigi Lagomarsino, then a very young man, 
took up the direction of the company and continued the 
work of his father. His policies and efforts have brought 
the company to a high development of efficiency. The 
company has branches in several important cities of Italy, 
everywhere centered in the most desirable quarters. At 
Milan, the central administration office is situated in the 
heart of the city. Each branch as well as the administra- 
tive offices has its own machine and repair shop. In many 
other places throughout Italy the company has representa- 
tives and selling agents. 

The staff consists of sixty-five employees, twenty of 
whom are expert mechanics headed by a mechanical engi- 
neer. There are eight messengers and thirty-seven selling 
agents. 

The company’s relations with manufacturers in the 
United States have become more and more extensive dur- 
ing recent years and it is on account of this fact that the 
head of the company desires to visit his American friends, 
hoping to develop and fortify still further his company’s 
relations with the industry in this country. 

The house of E. Lagomarsino is a firm believer in dis- 
tributing folders, inserts and other advertising matter of 
the widest possible extent and variety to its correspondents 
and by special mailings. 

Office Appliances has received a formidable array of this 
material, most beautifully gotten up. The material in hand 
covers a wide variety of circulars, folders and catalogues 
of office machines, forms for bookkeeping machines, etc. 

A neat booklet gives recommendations for the Dalton 
adding machine and another contains letters recommend- 
ing the use of the Brunsviga machines. There are attrac- 
tive booklets giving information concerning the Mercedes 
Euklid Model 8, the Mercedes-Addelektra, copiously illus- 
trated with half tone cuts. Another booklet contains rec- 
ommendatory letters. Still another describes the various 
forms used on the machine and presents its manifold ad- 
vantages. One book gives a rational system for the use 
of machines in accounting. Another discusses accounting 
machines in credit offices, and finally, we have a book of 
letters about the Mercedes Euklid, and a catalogue descrip- 
tive of the Dalton adding machine. All of these booklets 
are beautifully printed and attractively illustrated. Ac- 
companying the lot was a large number of forms which 
illustrate the various uses of the machines. 

ee 
Mechanical Futuristics in Shop and Business 


Being a Translation of an Article by Director Jacob Riege, 
B. A., in the “Okonomisk Revue” of Oslo, Norway, for 
the Month of January, 1931, Describing the Modern 
Equipment in the Establishment of S. Garmann 
Clausen. Several Illustrations Accom- 
panied the Article in the “Revue.” 


On passing “Kirkegaten No. 17” the other day I had a 
glimpse of the interesting business premises which my old 
acquaintance, Garmann Clausen, Esq., has fitted out in the 
corner shop. First of all, were the colors, and then the 
singularity of the instructive and tasteful exhibition in the 
windows which caught my eye; but the whole thing looked 
so inviting that I just had to enter. Let me explain at 
once that the room which I entered was no mere shop. 
To name it business premises sounds a bit flat, and, fur- 
thermore, does not justify my impressions. I would say, 
that my principal impression was that of a mixture of ex- 
hibition room, reception room and educational establish- 
ment. The moment I opened the door I was received by 
an exceedingly polite and courteous young gentleman, 
who, on my request to see the manager, replied that the 
latter was engaged for the moment, but that he—the young 
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man—would feel honored to be allowed to show me about. 
And then gradually dawned upon me the meaning of all 
this which was entirely new to me. The gray common- 
place which, I am sorry to say, it is usual to find in so 
many shops and show rooms, was nowhere to be seen. 
The typewriters were placed on wooden pillars all vary- 
ing in colours—one on each pillar—easy to inspect—also 
the typewriters varied in colour. The different types of 
calculating machines were placed along the walls. The 
young gentleman who accompanied me explained in a re- 
markably instructive and intelligible way what the ma- 
chines could do, and we ended up in a cosy corner with 
tasteful and fantastic colours and patterns. In front of 
each of the machines was 
placed and demonstrated in turn. I have mentioned above 
my impression of an educational establishment—which 
most likely had its reason in the fact that a number of 
blackboards were hung on one of the walls. 

Now I also understood what THEY were used for: As 
a lecturer explains to his audience, so was I enlightened 
by the young man as to the functions of the machines— 
the figures which they handled being put down on the 
blackboards, enabling me to prove that the machines were 
not doing incorrect work. 

The most dignified of the departments was the one con- 
taining office furniture, steel-files and other articles which 
are standard equipment in every orderly office. But the 
whole outfit and arrangement is so striking that the artist, 
Alexei Zaitzow, who created the work, must be congratu- 
lated on his achievement. 

The devices and articles which this establishment has to 
show—the free and agreeable feeling with which it im- 
presses the visitor—make me think of the many distinctly 
awful shops, which, of course, may be fitted out in quite a 
different way and made much more inviting to the cus- 
tomer. All of it appears dashing, without being expensive. 
And the whole arrangement is so “surveyable”—the light- 
ing arrangement is excellent, there are pleasant and vary- 
Furthermore, the establish- 


us we had a table on which 


ing colours that blend well. 
ment is situated in the center of our pulsing city, just on 
the spot where it is needed, on a corner where numbers 
of prominent business men walk to and fro every day. 
I wonder if many of them just HAD to take a peep inside, 
like I had to, and perhaps the “peep” has carried in its 
wake new ideas as to the execution of a time-work-and- 
money-saving campaign in the business which they strug- 
gle to make pay in these hard times. 

My visit ended up in the manager's office where I saw 
the most time-saving machine I have ever put my eye upon 
—‘“the Dictaphone,” this machine being the very thing for 
busy managers. Without having a stenographer, it is made 
possible by the aid of this machine to carry out one’s 
correspondence after office hours, these being valuable, 
and filled with more immediate work. The Dictaphone’s 
reproduction of the dictation sounds distinct and clear, 
more so than the original voice, and there is no need to 
say any more about it, except that it is easy to handle and 
has a noiseless motor. The working expenses are very 
low. 

When I left the establishment I managed to collect all 
my impressions by thinking of Kipling’s saying: “A good 
cigar is a smoke!” 

——_g——_— 

French Firm Distributes Interesting Calendar 

At the beginning of this year the National Company, 
Paris, France, distributed to its customers and friends an 
attractive calendar consisting of a month pad measuring 
124%x9 inches and a card the same size as the pad carrying 
the words “Cie Nationale des Machines de Bureau” (The 
National Company—Machines for the Office) and halftone 
illustrations of a Todd Protectograph, a Monroe calculat- 
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ing machine and a Gardner accounting machine. The card 
and the pad are hooked together in an ingenious manner 
by means of a helical spring laced through closely set 
holes in both the card and the pad. 

The company also distributed small leather covered dia- 
ries which contain a fund of general information such as 
population of the principal cities of the world, interest 
tables, postal rates and laws, etc. 

Se 


Globe-Wernicke Steel Equipment in the Philippines 


The illustrations show Globe- 
Wernicke steel partition and counter-height equipment in 
the main office of the Radio Corporation of the Philippines, 
at Manila, P. I., sold through the Globe-Wernicke dealers, 
Atkins, Kroll & Co., of Manila. 

Globe-Wernicke steel partition and counter-height equip- 
ment makes a handsome and impressive installation and is 


a recent installation of 











OUTSIDE VIEW OF PARTITION, BEING A PART OF THE EQUIPMENT 

INSTALLED BY ATKINS, KROLL & CO. OF MANILA, GLOBE- 

WERNICKE DEALERS, IN THE MAIN OFFICE OF THE RADIO CORPO- 
RATION OF THE PHILIPPINES 











GLOBE-WERNICKE COUNTER-HEIGHT EQUIPMENT AND MATCHING 
PARTITIONS IN THE MAIN OFFICE OF THE RADIO CORPORATION 
OF THE PHILIPPINES, MANILA. 


available in green and walnut, mahogany or oak grained 
finishes. 

At present Globe-Wernicke is successfully developing 
the sale of their steel partition in foreign markets. This 
steel partition can be shipped in standard size units, mak- 
ing shipping and installation in the field very simple. 
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George B. Graff Attends Leipzig Trade Fair 

Late in January last, George B. Graff, head of the 
company bearing his name at 54 Washburn Avenue, Cam- 
bridge, Mass., left for a visit to European points, intending 
to remain a number of weeks. 

He went by way of the Mediterranean, landing at Naples, 
whence he traveled to several Italian cities where, com- 
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GEORGE B. GRAFF 


bining business with pleasure, he called upon several deal- 
ers in the field. 

Mr. Graff went up through France and over to Germany 
having the Leipzig Trade Fair as his special objective, with 
the idea of discovering something of particular interest. 
He will also visit some of the larger dealers in the coun- 
tries covered with the expectation of increasing the num- 
ber of distributors of Graffco products. 


-———~=>—__—_—_— 
“Royal” Thrives in Italy Under New Plan 

The change in the plan of distribution of Royal type- 
writers in Italy last fall through which sales and service 
throughout the country were more closely coordinated 
has proven satisfactory in every way to both seller and 
buyer. One of the results has been to stimulate the com- 
pany’s business. 

The new corporate title in Italy, it will be recalled, is 
Societa Anonima Italiana Royal Macchine Da Scrivere 
Affini. The company was organized at the end of last 
year with headquarters in Milan. From this city the com- 
pany controls the sales of the Royal among the many sub- 
dealers and agencies by whom the machine is represented 
in the important cities of Italy and throughout the prov- 
inces. 

The new corporation succeeded the firm of Magi & Com- 
pany. The latter was owned and controlled by Mr. Iginio 
Magi, who was the Royal agent for many years with head- 
quarters in Rome. Mr. Magi’s sales activity in promo- 
tional work in the past developed fine prestige and popu- 
larity for the machine. Mr. Magi is the manager of the 
new Italian company. 

The Milan headquarters are at 4 Via Giuseppe Verdi, in 
the center of the banking district and but a short distance 
from the famous Scala opera house and Cova Cafe. Just 
across the square is Galleria Vittorio Emanuele. The 
building occupied by the new headquarters is an important 
landmark under control of the government as a national 
monument. 

The internal affairs of the company are under the super- 
vision of Mr. Marquardt, the secretary. The business is 
divided into departments, each with a capable manager 
and staff. 

The mechanical department has been enlarged and 
equipped with all modern facilities. The chief mechanic is 
Mr. Merendi, who has been associated with the Royal in 
Italy for more than nineteen years. 


41 


The History of Opera in England 

Readers of Office Appliances will be interested, no 
doubt, in knowing that Captain George Cecil, whose con- 
tributions have appeared from time to time in Office Ap- 
pliances, has written and published a book on The History 
of Opera in England. 

Office Appliances acknowledges the receipt of a compli- 
mentary copy of this book, which contains eighty pages 
including index, and is bound in substantial cloth. 

Captain Cecil relates in his foreword that he had written 
634 articles on musical subjects for newspapers and maga- 
zines in France, Italy, America, South Africa, England, 
Germany, Austria, Malaya, New Zealand, India, Scandina- 
via, Australia, Scotland, etc. Having been a member of the 
Authors’ Club of London for twenty years, he decided to 
justify his membership by writing a book, and The History 
of Opera in England is the result. 

The author complains that too many Englishmen ad- 
mired the great Caruso more for his skill as a cartoonist 
than for his genius as a vocalist. 

Home-made opera he traced back to Purcell in 1690, who 
successfully produced his Diocletian, and Theodosius and 
the Virtuous Wife. 

He then discusses the history of subsequent develop- 
ments from the days of Handel down to the middle of the 
last century, when the Harrison-Pyne English Opera Com- 
pany toured Great Britain from Land’s End to John 0’ 
Groats, without paying a particularly large dividend. 

The discussions of opera in England range from the 
lighter to the more serious vein, the net impression being 
that Great Britain in general might be improved in point 
of its appreciation of opera. 

The book is witty, if not always kind, and is written in 
the Captain’s characteristic style which relieves it from 
dullness in any part. 


—————— 


Regal Typewriter Company Announces Big 
Advertising Campaign 

The Regal Typewriter Company of 524 Broadway, New 
York, N. Y., has inaugurated a $100,000 advertising cam- 
paign which will attract the interest of every typewriter 
dealer. 

A “Regalgram” sent out by Marcus Harwitz, president 
of the company, says: “New Regal sales policy provides 
for extensive consumer advertising campaign starting this 
month in fourteen national magazines at no cost to you. 
This advertising to consumer will be effective selling aid 
for you. Capitalize on this opportunity by featuring the 
Precision rebuilt Regal Royal. Every machine identical 
in quality and value. You will have fewer service calls 
and enjoy greater profits. Be prepared for your local 
demand. Wire or write for complete details.” 

In addition to the “Regalgram” which was printed on 
a yellow sheet about 18 by 12 inches, reminiscent of the 
telegraphic form, there were other pieces of advertising 
beautifully printed on high grade stock. 

The big advertising campaign on Regal Royal type- 
writers started in the March issues of fourteen widely read 
magazines in the all-fiction group. That really means that 
the campaign started in February, because every one of 
the fourteen magazines comes out during that month, and 
one of them is on the news stands February 1. 

These magazines have a total circulation exceeding two 
million, which means that probably they reach six million 
readers a month. The company upholds its policy of sell- 
ing no machines direct. This advertising is done at no cost 
to the dealers, who are expected to do their part in meet- 
ing local demand. 








_—_— 


r 
| 
J 


=i 


Cu aaa = 2 


ah 





‘ Presenting 


—_- IEE EEE EIST 


NEWS and _ 
= MISCELLANY | 


the imporiaht Newsof . >) 


~ ' 
| 


ano | 








f 







the e Month With? ‘an Interesting 
Report of the Notable Activities 
in Every Section of the Field. 


Court Order Issued for Injunction Violation In 
Dick vs. Shallcross 


Pursuant to a memorandum by District Judge Coxe in 


the case of the A. B. Dick Company vs. The Shallcross 
Company, Inc., for violation of injunction by defendants, 
the court on January 27, thirteen days after the issuance 


of the yrandum, entered an order adjudging the de 


mere 


yntempt of court for violating preliminary 
injunction of July 18, 1930. The 
pay the plaintiff within fifteen days from the 


$4,000 to plaintiff 


fendants in ce 


order commanded the 


defendant t 


date thereof the sum of reimburse the 


for the expenses and counsel fees incurred in bringing and 


prosecuting the motion for judgment of contempt. It was 


all loss and damage 


he 


further ordered that an accounting for 


sustained by the plaintiff and all profits accrued to t 


defendant from the latter’s contempt of the order of the 


court be deferred until after final hearing, and that to pre 
evidence for use in such accounting, the de 
to the 


sworn 


serve the 
within ten days after the 
forth all sales 


fendant furnish 


date of the 


plaintiff 
order statement setting 


sheets made by it subsequent to the service of 


injunction on July 18, 1930 


f stencil 
preliminary 

Finally, that 
ym the date of the 


defendant furnish to the plaintiff within 


ten days fri order a sworn statement set 


ting forth the number of stencil sheets in its possession 


or under its control and the place or places where such 


sheets are now located or stored 
forth the 


January 


An item setting items of the memorandum 


14, appeared on page 


ntered by Judge Coxe on 
44 of the issue of Office Appliances 
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Addressograph Sales Office to Move 
Addressograph Company, 
moved to East Fortieth 


For the present other divi- 


February 


Che general sales division of 
March 9, 


avenue, ( 


will be Street 


eftilective 


and Kelley leveland. 


sions of the home office organization will remain at the 
Chicago factory headquarters at Van Buren and Peoria 
streets 

Joseph E. Rogers, president of Addressograph Com 
pany, will be among those to make the move to the Ohi 
city. Other officials who will make the change are J. B 


and P who is in 
Additional inf: 
of location will appear in the 
" einen 
Biltwell Sitrite Becomes Ko-Rect Posture Chair 


| 


name for its line 


V. Ward, 


rmation reg 


sal S manarer, 
“en sales arding 


April number 
I 


\ new corporate title and a new trad 


siltwell Chair & Fur- 
N. C. The 


known as the Ko-Rect Posture Chair Company. The new 


of chairs have been adopted by the 


niture Company, High Point, company is now 
is registered in the U. S. Patent Office. The 
and the executive 


Sales headquarters 


trade name 
Company’s factory is in Denton, N. C 
offices are located in High Point, N. C 
are maintained in Indianapolis, Ind., under the direction 
of Guy Fulton 

Ko-Rect 


executive 


and 


both the 


made of solid mahogany 


posture chairs, in general office 


models, are being and 


solid walnut, as well as in the imitation finishes 
— 
Typewriting by Radio Becomes a Reality 
of the latest developments of radio is the Watson- 
Glen W. Watson of Detroit, Mich. It 


permits the sending of a typewritten 
and the of the 


One 
graph, invented by 
is a device which 
message in the 


A dem- 


was given in Detroit on February 


message by radio receiving 


typewritten form at any distance from the sender 


onstration of the device 


25. Information concerning it appeared in the Chicago 


Tribune for February 26, too late to be included in the 


New Machines and 
Office Appliances. 


Devices department of this issue of 


The essentials of the mechanism are two identical re- 
and synchronized, 
Each 
connected with a 


volving contact arms, electrically driven 


each passing in revolution over insulated segments. 


segment of the sending mechanism is 


ke y of 


made of the 


the sending typewriter, and a similar connection is 
segments at the receiving end with the receiv- 
ing typewriter. 

short wave 


These 


radio apparatus, ar« 


Contacts on the sending segments release 


radio impulses through the usual radio 


picked up by the receiving 


apparatus. 
impulses, 
converted into battery impulses strong enough to operate 
So long as the 


p‘ ssible 


the receiving typewriter. revolving arms 


are perfectly synchronized the only mistake in 


sending must be charged to the typist, or to a static crash, 
which would, however, only misspell one word by as much 
letter 


Synchronization 


as one 
of the revolving contacts, or switches, 
yntrolled, with the multiple varia 
tions in short wave radio impulses, every owner of a send- 


independent of all 


is automatically c: and 


ing and receiving apparatus can be 


others. By changing the connections between sending and 


receiving typewriter keys and the switch segments it is 


virtually impossible for one owner of a Watsongraph out- 


fit to cut in on a message sent by another. 
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Woodbridge Now in Charge of Remington Rand 
Sales 

C. King Woodbridge, widely known sales executive and 
industrialist, has been eleeted vice-president in charge of 
sales of Remington Rand Business Service, Inc., effective 
February 9. The post is a new one with this company 
nd will bring under Mr. Woodbridge the supervision of 
ales in all divisions of the domestic organization. 

Utilizing successful early experience in both advertis- 
ing and selling fields, Mr. Woodbridge has become an 





Cc. K. WOODBRIDGE 


authority in business organization. He has “paddled his 
own” from newsboy to the presidencies and directorates 
of business enterprises which have profited by his organ- 
ization methods and inspirational help. 

In joining Remington Rand, Mr. Woodbridge is re-enter- 
ing the office equipment industry, where he is at once at 
home and alive with enthusiasm for the opportunities ahead 
to render business a real service. 

“Keeping pace with the operations of business enter- 
prises accelerated as they are today by our rapid means 
of communication,” says Mr. Woodbridge, “is possible 
only with the use of modern office methods and equip- 
ment. If you would ‘think not of yesterday, nor trouble 
borrow of what’s in store for you tomorrow’—use to the 
fullest the modern mechanical devices and systems of 
recording. Through their use the results of the past are 
set up quickly in picture form, so as to point out what 
may be expected to happen tomorrow.” 

Mr. Woodbridge acquired early experience as a salesman 
and sales manager with the Keith Shoe Company, Loose- 
Wiles Biscuit Company, Kellogg Products and the Dicta- 
phone Division of the Columbia Graphophone Company. 
When the last named company sold its dictating machine 
to new interests in the fall of 1922, he inaugurated the 
sale and was chosen president and director of the newly 
organized Dictaphone Corporation. While in the office 
appliance field he served as secretary and president of the 
National Association of Office Appliance Manufacturers 
and is now an honorary member of its successor, the Busi- 
ness Equipment Institute. 

In 1927 he became vice-president and later president of 
the Kelvinator Corporation, serving until March 1, 1929. 
For the past two years he has served on the directorates 
of several companies and recently reorganized and oper- 
ated American Machine and Metals, Inc., a holding com- 
pany owning a diversified group of enterprises 

Mr. Woodbridge has made equally notable successes in 
the field of advertising. He is a former president of the 
Advertising Club of New York, and for three years was 
president of the International Advertising Association. 
For his work in advertising and the promotion of inter- 
national trade, the French government elected him a 
Chevalier de la Legion d’Honneur. He was graduated 
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from Dartmouth in 1904 and has served as president of 
the Dartmouth Alumni Association of New York and of 
the Dartmouth Club. He is now a member and acting 
chairman of the Council of the International Advertising 
Association, organized recently to include the Advertising 
Federation of America, Advertising Association, Inc., of 
Great Britain, and the Continental Advertising Associa- 
tion of Europe. 

In working for the cause of better advertising and sell- 
ing he has been a missionary for advertising in the prin- 
cipal countries of Europe and practically every large city 
in the United States. 


———_.@— 
O. C. S. Olsen Adopts New Trade Name 

A distinctive new trade name, “Woodcraft Desks,” has 
been adopted by the O. C. S. Olsen Company, 2527 Moffat 
street, Chicago, Ill. The company has been in business 
since 1890, developing with the industry, offering to the 
trade each year a modern and diversified line of desks. 
The new trade name is expressive of the skill in design 
and workmanship that has been developed by the company 
during the past forty years. 

Concurrent with the announcement of the new trade 
name, catalogue No. 34 was issued. It is an eight by 
eleven book containing sixty-four pages of text and illus- 
trations covering the entire Olsen line of matched suites, 
desks, tables, chairs, costumers, waste baskets, etc. A 
special end-opening catalogue No. 35, measuring eighteen 
by twelve inches, depicts the Olsen suite lines. The illus- 
trations are finely printed in a deep sepia tone on a mat 
stock paper. The grains of the various woods used are 
effectively reproduced. Copies of both catalogues are 
available to dealers on request. 


asnesaaphinitritsiaalil 
A. B. Holmes Sails on European Survey 

A. B. Holmes, vice-president and treasurer of the Colum- 
bia Ribbon & Carbon Manufacturing Company, Inc., Glen 
Cove, L. IL., N. Y., sailed February 9 with Mrs. Holmes on 
the S.S. Conti Grandi for Gibraltar. 

While abroad, Mr. Holmes will devote his time to a 
survey of Columbia’s constantly growing European busi- 
ness which in 1930 showed a substantial increase over 1929, 





A. B. HOLMES 


Dr. G. B. Punzi, manager of Columbia’s Italian branch, 
will meet. the Holmes’ at Gibraltar, The party will con- 
tinue to Madrid, where Mrs. Holmes will leave for Paris 
and London. Mr. Holmes will visit Lisbon, Barcelona and 
other cities. After a short stay in Italy he will go on to 
Switzerland, Austria, Hungary, Czechoslovakia, Germany, 
France, Belgium and Holland, visiting cities where Colum- 
bia branch plants or sales offices are located. Mr. Holmes 
will end his trip at the London office. 

Upon his return, Mr. Holmes hopes to have plans com- 
pleted for an even broader distribution of Columbia prod- 
ucts throughout the Old World. 
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The Guest Book 

Folke Stenbeck, general sales manager of A. B. Atvida- 
bergs Industrier of Stockholm, called upon us on Febru- 
ary 10. The corporation is Swedish agent for the Royal 
typewriter, Comptometer and other manufacturers in the 
field. It is also the manufacturer of the Facit computing 
machine. 

A. B. A. Il. which in English is the Industries of Atvida- 
berg, is probably the oldest enterprise in the office equip- 
ment industry, although its interest for over two hundred 
years many different The enterprise 


started in the early fifteen hundreds and was built around 


was in products 


mining and refining, in which it had a long his 


latter part of its career being influenced by the 


cuppei 
tory, the 
discovery of copper in the United States. 

In the territory of the mines was an ancient forest of 
hard wood, dominated by oak, some of which was used 
for certain manufactures. 

In the latter part of the nineteenth century, one of the 
principals of the business mission in 
France, was impressed with the then new roll top desks 


Upon his return a fac- 


enterprise on a 


shown at an exposition in Paris. 
tory was opened for production of desks which were soon 
followed by other items of furniture for office usage. 

[he contacts established through furniture afforded a 
chance for other office utilities and the business was de- 
veloped through agencies of office machines and modern 
business systems. Having extensive factory facilities, the 
manufacture of the Facit machine was started a few years 
anRO. 

Che present plant consists of modern building equipped 
with all manufacturing facilities. One of the buildings, 
however, is a part of the ancient structure, and the door- 
way through which the present executives pass affords the 
same entrance to the same room used by the group who 
controlled the company’s affairs, when the Swedes were 
building the first church in Penn’s Colony on the Delaware, 
V oltaire 


scaffolding of the 


when the mighty was shaking thrones and the 


theological Church, when Benjamin 
Franklin by disclosing the nature of lightning, destroyed 
superstition that had been taught for more than two thou- 
sand years, and when even intelligent people believed in 
witchcraft, slavery and divine right of kings 

Mr. Stenbeck is not a United 


three years ago he spent one year at Columbia 


stranger in the States. 
Iwo or 
University, N. Y., taking a special commercial course and 
The 


was to confer with the 


majoring in advertising 


visit manufacturers here who are 
represented by his company 

Luigi Lagomarsino of Milan, Italy, called upon us on 
February 18. In the “In Other Lands” of this 
number is a story of the business founded thirty-five years 
ago by Mr. Lagomarsino’s father, which has been devel- 
oped by the son into one of the outstanding office equip- 


section 


ment enterprises in Italy. 

his is Mr. Lagomarsino’s first visit to the United States. 
Most of his time is being devoted to acquainting himself 
with the factories of the several products represented by 
his company and to observations of general business prac- 
tice 

In Chicago Mr. Lagomarsino visited the plant of The 
Wahl Company, for which he is agent in Italy, the Ever- 
sharp pencil and the Wahl pen being handled by an orga- 
nization separate from that which deals with office ma- 
chinery 

We trust that between business engagements, Mr. Lago- 
marsino will have opportunity to observe and contact some 
of the cultural features of our national entity. 


The Italian peninsula was the theater of some of the 


object of his recent brief 
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greatest dramas through twenty-five centuries of history. 
There may be readily viewed many things that elevate the 
mind. In our newer country such things must be sought 
out. But in proportion to time our measure is equally 
great and the influence upon our standards no less high. 

Mr. Lagomarsino speaks three languages well, but un- 
fortunately for us, not the one which we employ but in- 
differently. We were unable to impart through the inter- 
preter the spirit which we would have liked so much to 
express. 

A. Lincoln Rauch, Buenos Aires, called at our office Feb- 
Mr. Rauch is an American who has been in busi- 
ness in Buenos Aires for five He is very well 
impressed with the Argentine people and with the city 
itself. He has been representing a number of American 
manufacturers and is concentrating at present on articles 
for office use. He is agent for Mittag & Volger and ex- 
pects to arrange for handling certain other lines before 
returning to Buenos Aires. Until about the tenth or fif- 
teenth of March his address will be Hotel Lafayette, New 
York. 

H. T. Crocker, Eveready 
Boston, Worcester, Mass., was a recent visitor. 

C. Van Schaardenburgh of Brussels, agent for the Gen- 
eral Office Equipment Corporation in Belgium, and C. 
Stevenson, export manager of the General Office Equip- 
ment Corporation, enroute from a visit to the company’s 
Sundstrand factory at Rockford, Ill., gave us the pleasure 
of a visit on February 17. Although Belgium is not im- 
mune from the general conditions prevailing in Europe 
and although business there is confronted with problems 
similar to our own, Mr. Van Schaardenburgh looks ahead 


ruary 24. 
years. 


Manufacturing Company of 


with optimism. 
said Mr. Van Schaarden- 


burgh, “are increasingly receptive to the machines and 


“Belgium business concerns,” 


other utilities around the convenience and economy of 
which modern business systems have been formulated.” 

Bel- 
gium and occasionally engenders some objectionable pro- 
cedure that makes difficult situations despite which much 


Competition in furnishing equipment is lively in 


progress is being made. 

It was a special pleasure to have the call from Mr. Van 
Schaardenburgh and Mr. Stevenson because both of them 
were of the General Office Equipment group on the Graf 
Zeppelin over Switzerland July 4 last year when a message 
was radio-ed to the editor of Office Appliances and received 
in Chicago the same day. The spirit of that message made 
an enduring impression. 

a 
New Appointments in the GF Organization 

The following changes in the sales organization of The 
General Fireproofing Company of Youngstown, O., are 
noted in “The GF News:” 

R. H. Wetherbee, for five years manager of the com- 
pany’s Cleveland office, has become manager of the stock 
goods sales department at the New York office—J. B. 
Tobin’s right-hand man in Chi- 





Baylis, for some time Mr 
cago, and for a year past manager of the GF Washington 
office, has been made manager of the national contract 
department at the New York The New York 
branch manager, R. W. Muckley, will therefore have three 
assistants—J. A. Houston, manager of contract sales; R. H. 


office 


Baylis, national 
Wetherbee, as 


Wetherbee, stock goods sales, and J. B 
accounts.—D. W. McClure succeeds R. H 
manager of the Cleveland office, and George Farrell, for 
some years production manager, succeeds Mr. McClure as 
manager of the multi-run sales department.—E. V. Lee, 
formerly assistant manager at the Washington office, is 


now manager. 
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Royal Typewriter Net 

The New York Herald Tribune of February 4, published 
the following report of the Royal Typewriter Company: 

“Net income of $1,402,905 for 1930 was reported yester- 
day by Royal Typewriter Company, Inc. The company’s 
net income was $1,766,031 in 1929, and $1,360,744 in 1928. 
The balance sheet showed current assets of $6,179,583, as 
of December 31, compared with $6,379,706 in 1929, and $5,- 
239,546 in 1928. Total assets were $15,011,623, compared 
with $15,088,119 a year ago, and $14,042,968 in 1928. Earn- 
ings per share of common stock in 1930 was $4.24, com- 
pared with $5.59 in 1929. Share earnings were $8.16 in 
1928, before the stock was split two for one.” 


————~<—__—_ 
“G-F” Annual Financial Statement 

The New York Times] The General Fireproofing Com- 
pany’s statement for the year ending December 31, 1930, 
shows the following: Surplus after depreciation, Federal 
taxes and preferred dividends, $752,517, equal to $2.30 a 
share on the common stock; compared to $1,087,553 in 
1929, or $3.33 a share. 


Oe 
President of Sheaffer Pen Company Comments 
Upon Conditions 

“The Sheaffer Pen Company, and the great majority of 
its dealer connections came through the ordeal of 1930 
in good shape, and now occupy a strong position in the 
business fabric of the country. Practically all of those 
merchants with whom I have talked lately have been in 
a happy frame of mind in anticipation of the better con- 
ditions which they foresee developing in all parts of the 
country during 1931. 

“Our company is in a stronger position than it has ever 
been, in my opinion, with reduced inventories, an adequate 
surplus, and with demand for our merchandise that has 
kept our production forces from being scattered during 
the slump that struck this country last year. While our 
sales for 1930 were slightly under those for 1929, still 
they were well above the normal average for industry as 
a whole, and we are looking for a substantial increase 
this year as compared even with the boom year, 1929. 
This accomplishment is expected by virtue of the fact 
that our sales and merchandising program this year will 
be pushed more vigorously even than that of last year, 
more concentrated sales work will be done, sales terri- 
tories will be more numerous and the sales force larger. 
Our advertising campaign will be a duplicate of, if not 
greater than those of our most active former years. We 
are of the opinion that the country is again upon the 
threshold of one of its most prosperous periods.” 

Mr. Sheaffer, accompanied by Mrs. Sheaffer, is now in the 
West and will spend several weeks in Phoenix, Arizona, 
and on the Pacific Coast. 


—_—_——_ 
Barr-Morse Sales Manager Pronounces Business 
Good 


A. B. Brightman, general sales manager of the Barr- 
Morse Corporation, Ithaca, N. Y., declares that business 
in portable typewriters is on the upgrade. He states that 
the sales of Barr machines increased emphatically during 
the past year, exceeding the company’s expectations, espe- 
cially in the last quarter. He states that his company 
established more new dealers last year than during any 
other year in its history, and that January, 1931, sales are 
far ahead of those of January, 1930, while orders already 
booked indicate that February sales will establish a new 
high record. He declares that while conditions abroad 
have not hitherto been extremely favorable, distributors 
of Barr products are coming forward handsomely, with 
the result that shipments are being made to practically 
every foreign country. He says that at the present time 
export orders on file exceed those of any other period. 
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Mr. Brightman says that an important factor in the suc- 
cess his company enjoyed last year was the progressive 
policy of making long term contracts protecting franchise 
holders. The dealer, assured of permanence in his deal- 
ings, can now capitalize on the conditions that exist in 
the portable field. 

Mr. Brightman believes that the portable typewriter in- 
dustry has already seen its darkest days and that business 
in this field is decidedly on the upgrade. He predicts that 
sales of all makes of portables will improve materially dur- 
ing 1931 because most manufacturers are now committing 
themselves to aggressive merchandising programs. He 
believes that the typewriter dealer who gets behind porta- 
bles with a sound program of sales and advertising, is 
sure to profit largely and be more than repaid for his 
work. 


i 
Globe-Wernicke Secures Bank Contract 
in Cincinnati 

The Globe-Wernicke Company of Cincinnati is to be 
congratulated on securing a large contract for supplying 
and installing complete the banking counters, screens and 
cage partitions for the Fifth-Third Union Trust Company 
of that city. 

The architects on the Fifth-Third Union Trust Com- 
pany’s new banking rooms are Graham, Anderson, Probst 
& White, of Chicago, and it is said this banking room when 
completed will be one of the most modern and handsome 
rooms of its kind in the middle west. 

In its development, the Contract Division of The Globe- 
Wernicke Company is departmentalized under banking 
equipment, public buildings equipment, steel partitions, and 
library equipment. Each department is headed by a com- 
petent manager and the volume of business has been con- 
stantly increasing in all departments since the organization 
of the Contract Division. 


—_——————_ 
Pancoe Concern in Bankruptcy 

Pancoe brothers, trading at Chicago as Sidney-Morris 
& Company, were petitioned into bankruptcy February 
18. An involuntary petition for adjudication was filed in 
the United States District Court. Liabilities of $60,000 
were listed by Goldman, Alhouse & Healy, attorneys for 
the Pancoe business. But three creditors were named in 
the petition, although it is understood that there are other 
creditors. 


—_—_—_~——_—_—_ 

Addressograph Appointments of Recent Date 

The Addressograph Company has announced a number 
of recent appointments in the sales organization. 

W. G. Fuller has been made sales agent at Cincinnati, 
Ohio. He joined the organization in 1913, serving in vari- 
ous capacities at the home office. Until the present ap- 
pointment he was in charge of service to customers and 
supply division sales. 

George R. Vickers, who joined the home office staff in 
1915, has been appointed sales agent at Youngstown, Ohio. 

A. W. Bauer, formerly assistant branch sales manager 
at Chicago, has been made assistant to sales management 
at headquarters. 

R. F. Chamberlain has been appointed assistant branch 
manager of the Chicago office. He came from the Detroit 
sales organization. Mr. Chamberlain was formerly a divi- 
sion manager for The American Multigraph Sales Com- 
pany. 

J. W. Walcott is now in charge of sales instruction and 
the educational department of the general sales division 
at Chicago. He had been sales agent at Portland, Ore. 

A. K. Austey has been appointed sales agent at Portland, 
Ore., succeeding J. W. Walcott. He had been senior sales- 
man at Los Angeles before this promotion. 

The Honolulu Paper Company, Honolulu, H. L., has 
been made Addressograph representative in the islands. 
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the desire of the dealer to get the manufacturer to an- 
nounce definite policies towards distributors. He then 
called attention to the fact that all of us must tell of our 
troubles and air them if they are to be remedied. 

* * * 


Boston Stationers Hold Anniversary Banquet 

The forty-third annual banquet of the Boston Stationers 
Association was held on Monday evening, February 9, at 
the Hotel Statler, Boston. 

Geo. W. Pratt, president of the Boston Association, 
acted as toastmaster. There were about 225 present. In 
opening the banquet Mr. Pratt called attention to the fact 
that trade association work means much to American life 
as well as American business. He also pointed out that 
our industry as such has not had to survive drastic re- 
ductions in the same degree as have other industries, and 
that he was sure we have every right to look forward to 
improved conditions from now on. 

Fifty Year Veteran Present 

Mr. Pratt then presented H. S. Hutchinson of New Bed- 
ford, Mass., who was present at the banquet and who has 
completed fifty years of business in this field. 

Mr. Pratt then read to the assembly an expression of 
regard from Bill Chaplin of the Waterman Company and 
his regret at not being able to be present. James E. 
Feeley, president of the Connecticut Valley Stationers As- 
sociation, was then presented with a gift from the Boston 
Stationers Golf Association. Mr. Feeley invited the Golf 
Association to come to Springfield. 

Greetings from T. Owen-Jacobsen 

Mr. Pratt then read a letter from T. Owen-Jacobsen, of 
London, England, who sent his greetings and regrets at 
inability to be present. Percy F. Grand of Toronto, Can- 
ada, and E. Clifton Wilson of Houston, Texas, were then 
each presented with a copy of “Walden” by Henry David 
Thoreau, beautifully bound and given as a memento to 
these gentlemen, commemorating their visit to New Eng- 
land. 

At this time there was an interruption due to the arrival 
of a wild and wooly cowboy and a Texas steer. They 
came to call on Clif Wilson of Houston, Texas, and Bob 
Myers of Eaton, Crane & Pike Co., who was discovered as 
the cowboy, said they had ridden the steer all the way 
from Texas to Boston, so that Clif Wilson might show 
those in New England “how to throw the bull.” We did 
not discover who the two gentlemen were who made up 
the bull 

Percy F. Grand’s Appreciation 

Mr. Pratt, as toastmaster, then called on Percy F. Grand 
of Toronto. Mr. Grand expressed his appreciation of the 
honor of being invited to be present, both as a Canadian 
and as a stationer. He stated that the Anglo-American re- 
lationship was one of the most important things in the 
world today He pointed out the great responsibility 
placed on the Anglo-Saxon people and stated that America 
had had a most important part in this responsibility and 
a large share in the progress of the world’s problems. 

He called attention to the fact that the British provinces 
are assuming a more and more important place in world 
affairs. He told of the rapid growth of Canada and gave 
some facts outlining its resources, with a glimpse of the 
future, picturing that future with Canada as the industrial 
center of the British Empire. He stated that it was with 
this picture in mind that it was a great pleasure to meet 
with the American National Association and that he hoped 
for a closer contact with all. 

E. Clifton Wilson, president of the National Association, 
told of having looked forward to his trip to New England 
with great pleasure and anticipation. The enjoyment of 
being present well justified the anticipation. 
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Charles P. Garvin, general manager of the National As- 
sociation, expressed his gratification at being home in Bos- 
ton, which is his native city. He stated that the industry 
had shown fine courage and ability in facing conditions 
the past year, and said that when we face the fight we find 
the fine things come out. He stated that we have an in- 
dustry with men and objectives to be proud of and he 
prophesied great things for the future. He closed by ex- 
pressing his good wishes for the Boston Association dur- 
ing future years. 

Music and Dancing 

During the banquet several delightful musical numbers 
were given by Miss Chase and after the banquet Miss 
Chase and her orchestra furnished the music for dancing. 

The Banquet Committee consisted of Malcolm Dresser, 
chairman; Waldo H. Rice, William H. Greenleaf, Harry R. 
Bennett, William J. Chaplin, H. Brooks Crosby, Alexander 
Hepburn and Albert F. Rebhan. 

a 


Connecticut Valley Stationers Association Meets 

The thirteenth annual meeting and dinner of the Connec- 
ticut Valley Stationers Association took place at the Hotel 
Kimball, Springfield, Mass., on February 11. 

The meeting was called to order by President James E. 
Feeley of Springfield. The reading of the minutes of the 
previous annual meeting was dispensed with upon motion. 
The president then read his annual report. He gave a spe- 
cial welcome to E. Clifton Wilson, president of the Na- 
tional Association and Charles P. Garvin, general manager 
of the National Association; George W. Pratt, president 
of the Boston Association and a general welcome to all 
present. About sixty persons attended. President Feeley 
then gave a review of the meetings of the Association held 
during the year and reported that the average attendance 
was twenty-five. He told of the topics discussed, which cov- 
ered such subjects as the Retailer’s problems, the Benefit 
of New Ideas, and kindred matters, and also referred to 
special dealer member meetings which dealt entirely with 
special dealer problems. He complimented the entertain- 
ment committee and particularly Ray I. Cowles of New 
Haven, who was chairman of the entertainment com- 
mittee that handled the annual outing at Saybrook, Con- 
necticut, so well. He also paid a special compliment 
to Elmer W. Pape, chairman of the Publicity Com- 
mittee, and thanked all the other officers for their splendid 
support during the year. He made a very earnest plea for 
new members and urged each of the members to do their 
part in this work, closing his report with an expression of 
pleasure at the contacts made during his time as president 
and his appreciation of the benefit they have been to him. 

Appreciation to Mr. Feeley 

Upon motion of Elmer W. Pape, a resolution was pre- 
sented and carried unanimously expressing the apprecia- 
tion of the association for work done by Mr. Feeley as 
president for the past two years. 

Thure Bengston, treasurer of the association, then read 
his report, which showed balance on hand of $233.42. Mr. 
Bengston also made a plea to members of the association 
to do all in their power to add to the membership. 

John Molloy, chairman of Committee on Arrange- 
ments, followed with another earnest appeal for a cam- 
paign to bring in additional members, and he urged all the 
members to make a definite appeal to dealers and manu- 
facturers in their district to join in the work. 

The report of Mr. Granfield, auditor, was then read. He 
reported that the accounts of the treasurer had been ex- 
amined and found correct. Upon motion the report was 
ordered placed on file. Arthur C. Eddy of New Haven 
secretary, read his report, which showed a membership of 
92. There were 79 active and associate members and 13 
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honorary members. Mr. Eddy’s report also carried appre- 
ciation of other officers in the association. 

Donald D. McDonald, New Haven, then proposed for 
honorary membership in the association the name of E. 
Clifton Wilson, president of the National Association. The 
election was unanimous, and was acknowledged by Mr. 
Wilson with appropriate words of appreciation. 

The campaign for new members immediately produced 
a definite result by the addition of ten new members, whose 
applications were acted upon without delay. These new 
members were Ed Little of the Wabash Cabinet Company; 
F. Charles Paddock of the American Clip Company; O. A. 
Vail of the F. S. Webster Company; F. E. Benson of the 
Berger Manufacturing Company; J. F. Dunleavy of the 
Company; A. B. Coelln of the Wilson-Jones 
Company; Otto A. Cavanaugh of Plimpton Company, 
Hartford; J. M. MacCullen of the Springfield Office Supply 
Company. 

Thure Bengston and Stanley Magarr were elected asso 


Dunleavy 


ciate members 

Upon motion of John Molloy the by-laws were tempo- 
rarily suspended and a resolution was passed to the effect 
that all past presidents of the association shall become ex- 
officio members of the Board of Directors. 


OFFICE APPLIANCES 


representing the association in the work the association 
was striving to accomplish. He expressed his belief that 
the work of the association could and would do something 
to help build better things in this industry. He stated that 
his specific work was to help out the members in the 
problems that confronted them. 

He stated that the officers and committees of the Na- 
tional body are studying the problems of both the dealer 
and the manufacturer and he urged that all problems be 
brought out into the open and threshed out. He stated 
that the only thing that was worth while in life was to 
overcome the problems that we have and that the solution 
reached must be one of benefit to both dealer and manu- 
facturer, because if they are going to build business it must 
be done from the viewpoint of the welfare of both dealer 
and manufacturer. 

He stated that the association is working on a definite 
plan; that the working out of this plan involved the partici- 
pation of a big, worthwhile group composed of represen- 
tatives from all branches of the field, manufacturer, dealer 
and traveler, and that, as an association, they were going 
ahead to a successful development of the plans and the as- 
sociation work. 

E. Clifton Wilson, president of the National Association, 
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NOTABLES AT THE ANNUAL DINNER OF THE CONNECTICUT VALLEY STATIONERS ASSOCIATION, 


SPRINGFIELD, MASS., FEBRUARY 11, 1931 


Left to right: 


E. Clifton Wilson, president of the National 


Stationers Association; D. D. Macdonald, retail director, Regional District No. 1; James E. Feeley, retiring 


president of the Connecticut Valley Stationers Association; H. T. 
Gilbert P. Mulford, new president of the Connecticut Valley Stationers Association 


Riley as Dr. James Benton, guest speaker ; 
(Photo by the Spring 


field Union, Springfield, Mass.) 


The nominating committee then made its report and 
upon motion the secretary was instructed to cast one ballot 
for the following officers, directors and committee: Pres- 
ident, Gilbert E. Mulford of New Haven; vice-president 
for the northern division, Arthur L. Johnson of Spring- 
field: for the Central division, Otto A. Cavanaugh of Hart- 
ford; for the Southern division, Sydney W. Challenger of 
Bridgeport; treasurer, Thure Bengston of New Britain; 
Eddy of New Haven; auditor, Edward 
Granfield of New Haven. Directors: Ray I. Cowles, C. E. 
Martin, Percy Jacobs, E. S. Pierce, E. A 
Driscoll, Theodore Hargen 


secretary, A. C 


Smith, George E 

Kramer, John Neuman, W. J. 

and Richard Towne. 
Membership Committee 


Samuel Chidney, chairman; 


Thos. Stonehouse, James Hobart, Harry Ferry, W. B. 
Kippie 
G. F. Mulford, the new president, then expressed his ap- 


preciation of the honor given him. He asked for and said 
he must have the support of the entire membership and 
promised that he would do everything possible to carry 
on the work of the association the coming year. 

Chas. P. Garvin, general manager of the National Asso- 
ciation, was the next speaker. Mr. Garvin stated that he 
was there in a double capacity, both as an individual and as 


was the next speaker. Mr. Wilson expressed his pleasure 
at being with the Connecticut Valley group and stated that 
he was visiting the different districts so as to learn of their 
individual problems, with the purpose of employing the 
National Association service in solving them. He referred 
to the immense benefits of fellowship and the exchange of 
ideas and stated that the association effort was directed 
toward service to each and every member. 

outline of some of the 
definite activities being worked out this year. He stated 
that the results of the surveys now being made would be 


Mr. Wilson then gave a brief 


mailed to the members when completed,and that they would 
contain such matter as facts secured from an analysis of 
the industry, sales meetings, sales training, programs cov- 
ering sales meetings, sales and salesmen’s records, advertis- 
ing records, composite results of successful dealers, store 
arrangement, window display, and other subjects of vital 
interest. Mr. Wilson then emphasized the value of such 
surveys made by the association and expressed the deter- 
mination of the officers to make more of them. 

He summed up by saying that we must know what we 
He said there is a 
need for a standardized accounting and that it 
would be worked out, and a definite outline of the work 


are doing if we are going to succeed. 
system 
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already done was shown to the meeting as a suggestion 
and as matter which is already available to those inter- 
ested. 

He closed his remarks by the statement that it was his 
desire to have the personal friendship of all the members. 

George W. Pratt, president of the Boston Stationers As- 
sociation and regional governor of District No. 1, then 
made an urgent plea for the co-operation of the Connecti- 
cut Valley Association with the Boston Association and 
for a continued development of the co-operative spirit 
shown in working out their problems, to the end that the 
industry may be handled and operate on a higher plane, 
fair to all sections of the industry. 

Harry Blankenship of Chicago, advertising manager of 
the Wilson-Jones Company, then gave a brief review of 
the work being done on window display matters by the 
National Association committee of which he is the head. 
He stated that his organization had permitted him to give 
time to assist the National Association in working out a 
window display plan for the benefit of all members of the 
association and not for the loose leaf section of the indus- 
try alone. He presented an outline of a suggested logical 
plan that would hook up with the various elements of sell- 
ing, and he made a very definite plea for the careful con- 
sideration of the plan when it was presented to the mem- 
bers by the association so that the work done might be 
made more profitable for all. 

The meeting was then adjourned to attend the annual 
banquet. 


The Banquet 


The annual dinner of the Connecticut Valley Association 
is always a red letter event, and never has it been more so 
than at the Hotel Kimball in Springfield, Mass., on the 
evening of February 11. James E. Feeley, retiring presi- 
dent of the association, presided and called the gathering 
to order. After the fine dinner had been served, Mr. Feeley 
introduced Donald D. Macdonald of New Haven as toast- 
master. But before turning the meeting over to Mr. Mac- 
Donald as toastmaster, Mr. Feeley personally welcomed 
the guests, who included E. Clifton Wilson, president of 
the National Association; Chas. P. Garvin, general man- 
ager of the National Association; Geo. W. Pratt, president 
of the Boston Association and regional governor, and 
Ralph S. Bauer of Lynn, Mass., former president of the 
National Association. 

The toastmaster introduced G. B. Mulford, the new 
president of the Connecticut Valley Association, who 
briefly expressed his appreciation of the honor conferred 
on him. E. Clifton Wilson, the national president, ex- 
pressed his great pleasure in visiting New England and 
meeting with the group, and George W. Pratt, the regional 
governor, complimented the Springfield effort at setting 
the National Association a worthy example. 

The entertainment high-light was an original skit by H. 
T. Riley and R. G. Seaman of the Springfield newspapers, 
in which Mr. Riley, as Dr. James Benton, a specialist on 
sales, gave expression to some novel ideas about business 
depression, under the subject of the psychology of selling. 
In a demonstration of selling, Mr. Seaman, working with 
Mr. Riley, tock the part of a salesman, Mr. Riley being 
the customer. 

Some of Mr. Riley’s remarks may be repeated. He 
stated that we are beset by conditions in which everyone 
is saying business is rotten, and that people everywhere 
are engaged in establishing plausible alibis instead of cor- 
recting the condition. He claimed that a goodly part of 
the present depression was the fault of business men and 
salesmen and that if the same effort were used in selling 
as was used in making alibis there would be no depression. 
He then proceeded to present what was claimed to be a 
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perfect sales demonstration, much to the amusement and, 
we hope, the enlightenment of some. 

James E. Feeley, of the Springfield Office Supply Co., 
the retiring president of the Connecticut Valley Associa- 
tion, received many compliments on his highly successful 
administration. Chas. P. Garvin, general manager of the 
National Association, closed the banquet by stating not 
only his pleasure at being present, but the fact that the 
Valley meetings are always a great success. 

The meeting then adjourned for dancing, Vincent Breg- 
lio’s Orchestra furnishing the music. 


$< 
Ninth Annual Banquet Capital District Association 


The Capital District Stationers Association of Albany, 
N. Y., held its ninth annual banquet at the Albany club, on 
Thursday evening, February 12. 

At the head table were Clayton E. Marsters, president of 
the association; E. Clifton Wilson, president of the Na- 
tional Stationers Association; Charles P. Garvin, general 
manager of the National Stationers Association; Ed. L. 
Little, first vice-president of the National Stationers Asso- 
ciation; Ed Towne of the National Blank Book Company, 
Holyoke, Mass.; Edward Kastner of L. E. Waterman 
Company, and Judge Bergen, city judge of Albany. 

A number of attractive souvenirs were distributed. The 
Carter’s Ink Company, W. A. Sheaffer Pen Company, L. E. 
Waterman Company and the Moore Pen Company, all 
presented handsome desk sets. The Quigley Company 
gave away a handsome costumer; Gunlocke Chair Com- 
pany, a fine mahogany waste basket; the Yawman and 
Erbe Manufacturing Company, a very attractive cigarette 
case; Smith Paper Company came forward with a box of 
Keith writing papers, and the Columbian Art Works sup- 
plied a fine combination of the use of glass and leather. 

About one hundred persons were present at the dinner, 
President Marsters acting as toastmaster. 

In honor of the day, the first event was the giving of a 
toast to Abraham Lincoln. Judge Bergen, who took the 
place of the Hon. John Boyd Thacher, mayor of Albany, 
who was unable to attend, welcomed the visitors to the 
Capital District. He expressed his pleasure at being pres- 
ent at the meeting and paid a tribute to the memory of 
Abraham Lincoln. 

E. Clifton Wilson, president of the National Association, 
said that he had been looking forward for a long time to 
the Albany meeting, as he had heard clear down in Texas 
of the fine results the association has achieved. He men- 
tioned the pleasure he derived from his trip north, his en- 
joyment of the snow and its novelty and beauty. He said 
that he believed the association was working out helpful 
plans and that he wanted to know the members personally 
and the association work better so that he can be of more 
service to the trade. 

Charles P. Garvin, general manager of the National As- 
sociation, said that the work is making progress and that 
the meetings over the country show that the national! 
organization is having the definite support of members. 

During the progress of the dinner there was instru- 
mental and vocal music and at the close of the evening, Mr. 
Marsters expressed his pride and satisfaction in the show- 
ing which had been made and in the way in which the 
dinner had been carried through. 

EO —— 
The Victory Fund 

At the meeting of the Executive Committee and the re- 
gional governors of the National Stationers Association 
in Washington, D. C., early last month it was decided to 
re-name the fund started to defray the Association’s share 
of the expense incident to the recent Sidney-Morris litiga- 
tion from the Defense Fund to the Victory Fund, 
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Thirteenth District Regional Meeting 
On Monday, February 16, at the Mount Royal hotel, the 


stationers of Canada held the annual meeting of the thir- 


teenth regional district of the National Stationers Asso 
ciation. W. Ed. Dawson, regional governor, welcomed 
the delegates in a well considered address sincerely and 
heartily uttered. He extended a particular welcome to 


President E. Clif Wilson of the National Stationers Asso- 
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Manager Charles P. Garvin of 


said that the true spirit 


ciation and to Association 


Washingt: n, D. ¢ Mr 


Dawson 


of service which prompts these men in their activities 
brings the stationery trade under a great obligation. Each 
succeeding national president personally makes a great 


contribution to the cause, donating anywhere from three to 


five months of working time during his period of office to 


say nothing of the value of the work which the president 
does himself and which he inspires in other individuals 
As for the general manager, he is in constant touch with 
the field and is a source of inspiration to every one If 


the human units which go to make up the 


he did not love 


industry, his work could not be so effective nor could he 


draw from all that response which is such an outstanding 


result of his personality. 
The meeting opened with thirty-seven persons present, 


dealers, ten were 


of whom twenty-five were manutacturers, 
r manufacturers’ representatives, General Manager Gar- 
vin and C. H. Everly of Office Appliances 

President Wilson responded appropriately to the words 


of Governor Dawson, expressing his pleasure in again vis 
Montreal. 


Mr. Garvin expressed his 


iting 


satisfaction at being present 


and paid a tribute to Canada and to what Canadians ars 


doing and observed that Canada’s treatment of visitors 


was a great element in spreading good will throughout the 
industry 
Mr. Dawson address 


called upon Mr. Wilson to 


t head of “Specific Services to 


then 


the group under the subje« 


Stationers.” Mr. Wilson stated that he did not pose as 
being wiser than others, but that association work did 
mean a great deal to him. He stated that they were try- 
ing to do specific things for the benefit of the stationery 
industry rhe officers are working for all divisions of the 
held, manufacturer, travelling man and dealer He out 
lined various definite surveys and articles which are cov 


issue in the interview 


ered elsewhere in this with Mr Wil- 
son under the head of “Regional Meetings to be Devoted 


to Specil Services 


These various activities will treat of the industry as a 


whole and cover all branches of the work, finance, selling, 


window trim, store arrangement, accounting, et Mr 


Wilson gave an 


use of charts and 


outline of the accounting 


stated that 


presentation ot 
will be 


The 


vy the these charts 


mailed to the members sometime during the year. 


is working to help its members. 


association 
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Wilson's talk. 


Dawson then appointed a 


A general discussion followed Mr 
Regional Governor W. Ed 
nominating select the 
This committee consisted of the following: William 


committee to governor tor next 


year 
F. Dawson of Montreal; F. T. McConnell of Montreal; 
\. S. Patrick of Ottawa; J. S. Luckett of Toronto, and 
Percy F. Grand of Toronto. 

The meeting then adjourned for informal lunch 


Afternoon Session 
Luckett of 


Canadian 


Che first speaker in the afternoon was J. S 
told of had 


He traced the de velopme nt of the asso 


Toronto who what been done in 


Association work. 
ciation in Canada since its organization fifteen years ago. 
[The Montreal body numbers a membership of forty-three 
three furniture establishments, and 


nineteen retailers, 


wholesale or manufacturing members. He 
Montreal Association on the work it 
He then took up the body 


which started as a retail group entirely, later taking in the 


twenty-one 
complimented the 
had accomplished Toronto 
wholesalers and manufacturers and is now an incorporated 
body with a paid secretary and securing splendid results 
He reported a membership of fifteen retailers and thirty 
wholesalers and manufacturers, all functioning ex 
He then took up the Winnipeg body. He stated 
there was a much greater problem in association work 


broadly He 
retail 


two 
cellently 
they were scattered said the 


there be cause 


Winnipeg Association had twelve members which 


was practically one hundred percent. The Vancouver group 
as a retail organization functioned with the printing group 


and had a membership of twelve with the services of a 
paid secretary and sound hope for a considerable extension 
of the Mr. Luckett that Ottawa offered 
encouragement for the formation of an 
stated that he had visited all the 
ada from Montreal West and that ther: 


time when the Canadian industry was looking 


work also said 
association. H« 
important cities in Can- 
had never been a 
toward co- 
operative association work so favorably as it was today. 
He reported that the 


iated by an 


various Canadian associations affil 


interchange of activities on purely Canadian 


problems and that the results secured would have been 
impossible otherwis« He gave an outline of the Toronto 
Association activities throughout the year and said that 


they had before them a big work to do with new avenues 
of effort opening at all times in the direction of service 
and that the spirit of cooperation was alive. He paid a 


National Association and 


helpful ideas and plans and 


tribute to the officers of the 


what they had brought in 
stated that Canada would continue to give 
National Association. 
At this time 
adding travelling representatives to the 
i. me 
tion was the next speaker. He spoke on “The 


“Looking 


provincial in 


support to the 


Governor Dawson made a definite plea for 
membership 

National Associa- 
Market.” 
backward, we been 


“Any taken 
a billion dollar 


Garvin, general manager of the 


rather than have 
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forward 


our said he view 
as a whole—as 


offices with the tools to work 


must consider the industry 
industry which furnishes the 
and the 

that 


five million office employees to equip and 


with, supplies, together with the machines and 


equipment mean comfort and efficiency. There are 


care for.” He 


quoted figures covering various branches of the industry, 
showing their volume. He referred to two kinds of busi- 
ness, the sale of materials that are not permanent in 
character, and those which are permanent. Other fields, 


he said, were not so fortunate in the variety and extent 


of their output. He referred to the industry as a business 
with a world-wide common problem and stated that real 
success is in the contact closest to the consumer; unless the 
front line is properly entrenched, there can be no success 
for any division in the field. He claimed a changing view- 


point on the part of the retailer; that the dealer is a sales- 
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man today; that the boss is a salesman today, and the old- 
fashioned store no longer the thing. He said the stores 
are being departmentized, sales analyzed, the cost of sell- 
»f profitable lines concentrated on, 


ing figured, the selling 
while non-paying lines are discarded. “The picture is 
broadening,” he said, “new lines are being added” and a 
bigger picture presented every day. Mr. Garvin said that 
he did not want to sell an association to them, but he did 
want members to come into the association for the pur- 
pose of buying a new method of thinking. He said “no 
matter what you call it—get together and cooperate and 
exchange ideas, and a new situation will be created.” He 
emphasized the dealer as the logical and economical dis- 
tributor; large direct distributors are now studying dealer 
distribution. The dealer in this field should not be on the 
defensive—he is a necessary element in distribution, and 
the manufacturer must support the situation and not dis- 
turb it. The dealer in turn must not look for compensa- 
tion for a job he does not do. Mr. Garvin then told of 
what facilities the association had to carry on. He stated 
that the association would show the members how to con- 
trol their business and urged that the members run their 
business and not let their business run them. The work of 
the association is to help make better dealers. As a con- 
cern is represented by the salesmen, it keeps therefore it 
must have sales management of a real character. Price 
cutting is a symbol of weakness. This year the association 
is supplying material built from facts that will help the 
dealer to follow trends and profit by them. The hope for 
the future lies in the service to be given by the members 
of the association to each other, and an accumulation of 
the best they have gotten together and distributed to the 
members of the association as a whole in a manner that 
will be of use to them. 

William F. Dawson, the next speaker, spoke on “Ad- 
vertising.” “Advertising and selling are inseparable,” he 
said. He gave a brief review of the progress of adver- 
tising. He stated that newspaper advertising to be effec- 
tive must be consistent. His conclusion was that space 
size was not so important as continuity. He said that this 
type of advertising should be institutional in character 
and always impress the name of the advertiser, his address 
and phone number. He stated that it had been proven that 
billboards could be used effectively and he expressed the 
opinion that direct mail was not used as much as it should 
be. He called attention to the remarkable mailing list at 
hand for every dealer carried the dealer’s own books and 
said that it could be used to greater advantage than is done 
generally. He recommended that in giving advertising 
novelties or gifts that the dealer in this industry use prod- 
ucts outside the industry and suggested that they be given 
to prospects rather than to customers. He also said that 
in his opinion advertising novelties could be used, but not 
to the same advantage or degree as in some other line of 
business. He advocated the use of the radio for season- 
able lines rather than for general advertising and said that 
if radio was used at all it must be done well or lose its 
value. He recommended greater use of envelope stuffers, 
but criticised the manufacturers for cutting down on space 
to be used by the dealer for his advertisements and urged 
that in printing this type of advertising the dealer be given 
a better opportunity to advertise his store with the manu- 
facturer 

In regard to window displays it was urged that they be 
changed often and kept interesting, and if the dealer has 
an imprint line of his own to at times have a window of 
his line. He recommended that the dealer decide on the 
percentage of his sales he would use for advertising and 
lay out a definite program. He must have a plan if the 
advertising is to be effective. In view of the fact that 
location has a very definite effect on pick-up trade he ex- 
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pressed the belief that a part of the cost of store location 
could be charged to advertising, and he closed by saying 
that the one big fundamental for the dealer in his ad- 
vertising was to be sure and state his name, his business 
address and his phone number so that he might make a 
real impression. 

A general discussion in regard to advertising was held 
and Mr. Percy F. Grand of Toronto emphasized the re- 
marks of the speaker in regard to having a definite plan 
One must know his market and approach it intelligently. 
Mr. Grand said that if we do not let the public know what 
we have, how do they know we have it? He urged that 
the dealers take their staff into their confidence in any 
plan they have of advertising so that they may know and 
understand what is being done. 

Herman Price of The Eagle Pencil Company also empha- 
sized the need for the advertiser knowing what he is about 
and urged that he must carry on if he expects to break 
through, as any disregard of the time element would bring 
failure to the plan. E. Clif Wilson, president of the Na- 
tional Association, told of the methods used by his com- 
pany in advertising their store and stated that they spent 
approximately three per cent in this direction. 

Joseph P. Cook, Toronto, the next formal speaker, took 
up the subject, “Regulating Competition.” There was a 
review of what are recognized as trade practice evils and a 
summing up with the recommendation that whenever con- 
ditions appear to be what they should not be, the dealers 
under discussion should be brought in as members of the 
association and educated to the value of good business 
practice. 

William S. Pennycook, Montreal, who discussed “Asso- 
ciation Activities,” was the next speaker. He called atten- 
tion to the fact that it is most important to be united and 
that the association is a definitely united body formed for 
a common object. There is strength in numbers and unity. 
“Get together and know each other better,” he said. “Have 
your sales organizations get to know each other better, 
and have your sales organizations know what the associa- 
tion is, exchange information and ideas, but above all, get 
together.” 

Under the leadership of Roy S. Hubbell of Montreal, 
the furniture dealers and manufacturers held a general 
discussion regarding ways and means to benefit this part 
of the field. Co-operative advertising campaigns and other 
methods of promoting furniture sales were discussed and 
steps taken for the development of further work in this 
division of the organization. 

Annual Banquet of Thirteenth Regional District Stationers 


The banquet, held at the Hotel Mount Royal on Mon- 
day evening, February 16, opened with the singing of 
“Canada, My Canada,” and “My Country ’Tis of Thee.” 
W. Ed. Dawson, regional governor of the Thirteenth Dis- 
trict, acted as toastmaster. In his opening remarks he 
welcomed all visitors to Montreal on behalf of each and 
every stationer thereof, and manufacturers as well. He 
suggested that the initiative in association work has been 
left too much in the hands of the dealers. Manufacturers 
should be encouraged to become real partners in associa- 
tion work, for they have demonstrated that they have great 
service to give to the entire industry. 

The speaker referred to the difficult task of the presi- 
dent of The National Stationers Association, and its able 
and unselfish performance, and the desire of Canadian sta- 
tioners to cooperate with President Wilson whenever pos- 
sible. At the suggestion of Governor Dawson the assem- 
blage rose and drank a toast to President E. Clifton 
Wilson. 

In response to the welcome, Mr. Wilson expressed him- 
self as being deeply touched by the warmth and sincerity 

(Turn to page 65, please) 








Kansas Book Dealers Hold Annual Convention 

The fifteenth annual convention of the Kansas Book 
Dealers Association was held in the roof garden of the 
Hotel Kansan, Topeka, Kas., on February 16 and 17, Pres- 
ident Phil M. Anderson of Newton presiding, and intro- 
ducing wholesale representatives for short talks. 

George Allen, Jr., state superintendent of instruction, 
gave a fine talk on new adoptions of books for fall. 

The afternoon session was a “members-only” meeting. 
The speakers were E. E. Bert of Abilene; Col. Charles L. 
Mitchell of Topeka; John Crow of Hall Brothers, Topeka; 
Guy Norris of Garden City, Kas., and Warren Wilson. 

The contract for the K. B. D. A. copyrighted line of 
tablets and note books was awarded for the twelfth con- 
secutive time to the Lee Mercantile Company of Kansas 
City, Mo. The one-hundred-gross contract for high school 
note book covers went to the Irving Pitt Manufacturing 
Company Division, Wilson-Jones Company. 

The meeting of the second day opened with a group 
buying proposition offered by President Anderson. 

Claude M. Conger, vice-president of the Wilson-Jones 
Company, gave a fine talk on “Good Bookkeeping Will 
Prevent Failures.” A. E. Detrick of Caldwell, Kas., talked 
on “Why Do Retailers Go Broke?” Frank Pinet, secre- 
tary of the Kansas Teachers Association, stressed the ad- 
vantage of “Stocking Kansas Reading Circle Library 
Books,” and Oscar A. Sterl, president of the Kansas Retail 
Clothiers Association, explained the great work in com- 
munity building planned by the retail clothiers. 

Carol Allen of Wichita presented a talk showing how 
his firm rebuilt their store last fall. He used a blackboard 
to show the new arrangements of open display counters 
and shelving 

L. H. Endacott of Manhattan, Kas., spoke on Store Ar- 
rangement. He advised “using your present fixtures, but 
never letting the same ‘fixtures’ stay in the same place for 
over a week or two at a time.” 

Messrs. Lewis and Deutsch of Chicago represented the 
Dennison Manufacturing Company and after a short talk 
by the former, he called upon Mr. Deutsch, who gave a 
practical talk on window decorating 

Robert Markwell of Hayes, Kas., a college town, gave 
an able address on greeting cards. 

The chairman appointed the following committees: Con- 
G. B. Norris, chairman; R. A. Thompson and 
Enda- 
Buying 
McCrum, 


vention city 
G. C. Lott 
cott, chairman; Roy Frost and George H 
Tibbs, chairman; Charles 
Roger Garver, E. A. Detrick and H. H. Bair. 

There were five applicants for the convention of 1932 
Manhattan, Topeka, Wichita, Abilene and Salina. Man- 
hattan won by four votes. 

A secret ballot was carried out for the first time in the 
election of Phil M. Anderson received all the 
votes but five for president and on motion the secretary 


Souvenir and prize committee: L. H. 
Geiger. 


Committee: Harry 


officers. 


was instructed to cast the unanimous vote of the conven- 
tion for Mr Endacott of 
Manhattan was elected vice-president; F. G. Orr of Wichita 
Strom- 
berg of Newton was re-elected acting secretary-treasurer. 

The 1932 convention will be held at the Wareham hotel, 


Anderson as president. L. H 


was re-elected secretary-treasurer, and Mary C. 


Manhattan, Kansas 

The annual banquet of the K. B. D. A. was served at 
6:15 P. M. in the roof garden of the “Kansan” hotel. The 
usual program of speakers was replaced with a musical 
program. First came community singing led by Ira Henry 
of Topeka, followed by three numbers by radio artists, by 
courtesy of Hall Bros., of Kansas City. Then came a pic- 
ture show, “The Making of Paper, Stationery and the 
Selling of Fine Stationery,” by Eaton, Crane & Pike Com- 
pany. 
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W. O. F. A. Holds Meetings in Big Centers 

Since the Chicago meeting of the managing officials of 
the Wood Office Furniture Associates and dealers and 
salesmen of local office furniture houses on November 25, 
which was reported in the December issue of Office Ap- 
pliances, the Associates, represented by Frank T. Hess, 
manager, and John Dornette, Jr., counsellor, have con- 
tinued their meetings among office furniture dealers and 
salesmen of the larger cities. 

On December 3, a largely attended meeting was held in 
New York, presided over by Mr. Hess and Mr. Dornette. 
The meeting was held at the Hotel New Yorker. Those 
dealers who had representatives in attendance included 





JOHN DORNETTE 
(From a snapshot taken at 
the Stationers Convention 

at Detroit last fall) 





HESS 


FRANK T 


The Hale Desk Company, represented by twenty-two of 
its men; the Remington Rand Business Service, Inc., rep- 
resented by four persons; William F. Wholey Company, 
fourteen salesmen; Cobb, Macey, Dohme, Inc., four per- 
sons; T. G. Sellew, six persons; Flint & Horner Company, 
four persons; Clark & Gibby, eleven persons; Manhattan 
Desk Company, five persons; Quick & McKenna, three; 
Gimbel Brothers, three; David Kramer, two; F. J. Mc- 
Kenna Company, two; John Wanamaker, two; Madden & 
Prendergast, two; Charles S. Nathan, two; Brause Desk 
Company, two; Atlas Desk Company, two; Nordine Furni- 
ture Company, two; Samuel Lakow, one, all from New 
York. Brooklyn sent A. Pearson’s Sons, represented by 
two persons; Salmon, Clunie & Walker, person. 
Newark sent The Tewalt Company, represented by two 
persons; Leek & Lyon, two persons; Baker Printing Com- 


one 


pany, three persons. 

Representatives of the following factories were also on 
hand: Marble & Shattuck Chair Company; Standard Fur- 
niture Company; Quigley Furniture Company; Milwaukee 
Chair Company; The Clemetsen Company, each repre- 
sented by one person. Two persons were present to rep- 
resent the National Lumber Manufacturers Association. 
The foregoing, John Dornette, Jr., and F. T. Hess made 
up the meeting. The total number of persons at the 
dinner and attending the meeting was one hundred three. 

The meeting was called to order at 7:50 P. M. Thanks 
were extended to those present for setting aside the eve- 
ning to discuss the subject of wood office furniture. 

Mr. Dornette then read the names of the factories com- 
prising the Wood Office Furniture Associates, Inc. He 
also made specific mention of the twelve desk factories, 
the three chair factories, the National Lumber Manufac- 
turers Association and the American Walnut Manufac- 
turers Association constituting the Wood Office Furniture 
Associates, Inc. 

Mr. Hess followed with remarks concerning the inten- 
tion of the Associates to continue advertising and promo- 
tional features until December 31, 1932, when it is hoped 
that the results of these endeavors will be such as to con- 
vince everyone that his investment in the association forms 
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an asset to his business. Expressions of a pleasing char- 
acter have been received by members of the Associates 
from dealers in every city where dealer-salesmen meetings 
have been held, complimenting the organization for their 
advertising helps and for the assistance given through di- 
rect sales helps resulting from personal contact at dealer- 
salesmen’s meetings. Mr. Hess then dwelt upon the sub- 
ject of character, comfort, beauty, strength, economy, effi- 
ciency, friendliness, fire resistance, etc. Portrayal by the 
use of the easel portfolio brought the various topics for- 
cibly to the minds of the audience and photographs show- 
ing fire tests were passed around the table, followed by 
discussions at the conclusion of Mr. Hess’ remarks. As- 
sistance given by the lumber interests was also explained 
and attention was called to the importance of the lumber 
industry, its power in American commerce and its rank in 
importance as compared with other powerful interests. 

The decalcomania emblem of the W. O. F. A., which 
appears on all products manufactured by members, was 
then described. Information was also presented as to the 
national advertising appearing in Literary Digest, System, 
Fortune, Time, World’s Work, Business Week and Office 
Appliances, describing wood office furniture advantages 
and the promotional work done by the meetings. The im- 
portance of contacting the dealers and their salesmen with 
the New York headquarters of the Associates was also 
pointed out. The twelve wood desk manufacturing con- 
cerns and the three wood office furniture manufacturing 
concerns are doing this work, giving liberally and volun- 
tarily for the financing of the project as well as for individ- 
ual efforts to place the wood office furniture industry in its 
proper position. 

It was regarded as unjust that the burden of this work 
should fall upon a few manufacturers and the hope was ex- 
pressed that the whole industry might be brought into 
financial participation within a reasonable time. 

The subjects of Prosperity, Replacement and Creative 
Business were then discussed by Mr. Hess. 

Following Mr. Hess’ remarks, Mr. Dornette called at- 
tention to the business ethics practiced by members of the 
W. O. F. A. Each member of the Associates market their 
products through dealers only. 

It was explained that the direct method of merchandis- 
ing by the manufacturers of wood office furniture is not 
an organization agreement, but is a practice sanctioned by 
each of the present members of the W. O. F. A. It was 
asserted that manufacturers of office furniture other than 
wood do not give such support to their dealers and can 
not, therefore, maintain sales at a satisfactory profit. 

Quite a number of dealers assured the chairman that 
they would assist in an endeavor to get other manufac- 
turers to join the Wood Office Furniture Associates, all 
of whom have been invited to become members. 

Discussions and general remarks then followed by a 
number of those present. 

Remarks were made by C. S. Thompson of the Standard 
Furniture Company; Charles F. Chauvin of the Hale Desk 
Company; A. F. Dohme of Cobb, Macey, Dohme, Inc.; 
George M. Clark of Clark & Gibby; Al. Delamatre of the 
T. G. Sellew Company; William Wahrow of the F. J. Mc- 
Kenna Company; George Wray of the Quigley Furniture 
Company; A. C. F. Beckford of The Clemetsen Company; 
Mr. Tewalt of Tewalt & Company, Newark, N. J.; H. Wil- 
liams of The W. H. Wholey Company; C. P. Marquelin of 
Gimbel Brothers, and others, including G. H. Rentzler, 
Remington Rand, Inc.; C. A. Nordine, The Nordine Furni- 
ture Company; Mr. Brause of the Brause Desk Company; 
C. B. McCabe of Flint & Horner; Irvin Kramer of David 
Kramer; Mr. Nathan of Charles S. Nathan; H. S. Leek of 
Leek & Lyon, Newark, and a representative of the Na- 
tional Lumber Manufacturers Association. 
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The following committee was named to take charge of 
arranging meetings when necessary to further promotional 
sales helps and to contact with Mr. Hess at the New York 
headquarters: A. F. Dohme, George M. Clark and William 
F. Wholey, representing New York and Brooklyn deal- 
ers, and Mr. Tewalt representing the Newark, N. J., 
dealers. 

The meeting adjourned at 10:30 P. M. 

The St. Louis Meeting 

Messrs. Hess and Dornette met with the wood office fur- 
niture dealers and salesmen of St. Louis, Mo., on Tuesday 
evening, January 20, 1931. 

Both gentlemen spent Friday, the day following the 
Chicago meeting, in Indianapolis, making investigation 
pertaining to several large installations in prospect there. 
Saturday and Sunday they spent in Cincinnati and arrived 
at St. Louis on Monday morning, January 19, where they 
made personal calls on S. G. Adams Company, Charles E. 
Temple Desk Company, Buxton & Skinner Printing & Sta- 
tionery Company, The Lammert Furniture Company, E. 
A. Holscher Office Furniture Company, Comfort Printing 
Company, Skinner & Kennedy Stationery Company, The 
Blackwell-Wielandy Company and by phone with the 
Heinemann Office Equipment Company. The manager of 
each concern was invited to attend the meeting set for 
Tuesday evening and to bring those salesmen who are 
principally engaged in selling wood office furniture. 

The meeting was held at Hotel Statler in the Daniel 
Boone room. The roll call showed the following com- 
panies as represented: S. G. Adams Company, seven rep- 
resentatives; Charles E. Temple Desk Company, one; Bux- 
ton & Skinner Printing & Stationery Company, eight; 
Skinner-Kennedy Stationery Company, five; The Lam- 
mert Furniture Company, four; E. A. Holscher Office 
Furniture Company, two; Comfort Printing Company, one; 
Heinemann Office Equipment Company, one; Blackwell- 
Wielandy Company, one; and Frank T. Hess and John 
Dornette, Jr., making up a total at the dinner and meeting 
of thirty-one persons. 

Here the usual routine was followed, Mr. Hess and Mr. 
Dornette covering practically the same ground explained 
at the Chicago, New York and other meetings. 

Special stress was laid upon the suggestion that dealers 
communicate with those manufacturers of wood furniture 
who are not members of the W. O. F. A. and suggesting 
that they get in touch with the organization and join. Wood 
filing cabinets were discussed at length and there were 
some interesting arguments. 

Mr. Holscher observed that the aesthetic side of business 
demands wood. He expressed the hope that wood filing 
cabinets will come back. He said that their sales on com- 
mercial as well as executive lines are moving right along 
in a satisfactory manner. 

Others who spoke included J. Henry Smith of The Lam- 
mert Furniture Company and Mr. Row, representing 
Buxton & Skinner. All the speakers complimented the 
Associates and expressed their enthusiasm for wood office 
furniture. 

Mr. Hess then presented a strong speech on the subject 
of Humanizing Industry. 

Mr. Wernig of the S. G. Adams Company expressed the 
opinion that the dealers can not get along without wood 
office furniture. Similar views were expressed by Charles 
Temple, Jr., of the Temple Desk Company. 

J. A. Collum of the Comfort Printing Company de- 
fended wood files for counter use, and C. J. Goodman, 
now with the Skinner-Kennedy Company, formerly with 
the Yawman and Erbe organization, expressed the hope 
that wood files and other wood office furniture will ad- 
vance in importance as the years go by. 

By unanimous vote, the following committee was ap- 
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23 to 25. The trip was a reward 


nm: D. A to Washington, January 


pointed to form a permanent local organizat 
for improved service and the upbuilding of the mainte- 


Row, J. Henry Smith and Joseph E. Wernig 
to the Wood Office Fur nance department. 

‘he program at the Washington meeting included trips 
to Arlington, Mount Vernon, Washington Monument, the 


\ vote of thanks was extended 


niture Associates, Inc., for the meeting and program and 


for the sincerity of the work of the Associates in advan« to 
ing the cause of wood office furniture. Capitol, National Museum, several of the foreign embas- 
The meeting adjourned at 10:15 P. M. sies, the Lincoln Memorial, Pan-American building, and 
Wood Office Furniture Men Meet in K. C. several other places of historic and general interest. The 
The Kansas City meetir the wood office furnitures men also visited the supreme court, the senate and the 
dealers and their salesmen, sponsored by Mr. Hess and house of representatives while they were in session 
> 


Mr. Dornette, representing the Wood Office Furniture As — 
2, 1931, at the Junior Portland O. E. Men Boost Buy-in-Portland Idea 
C. W. Hepp- 


Ty , took plac I January kok 


the Hotel Muehlebach. (Guests assem- 


sociates, 
Office Appliances has just received from 


Trianon ft f 
bled at 6:00 P. M. and the dinner was served at 6:30. The ner, manager of the furniture and stationery departments 
companies represented included Burnap-Meyer Company, of The J. K. Gill Company, and president of the Pacific 
Inc., five persons; Robert Keith Furniture & Carpet Com Northwest Stationers Association, the first-newspaper ad- 
pany, six persons; Schooley Printing & Stationery Con vertisement of the Associated Stationers and Office Equip- 
pany, six hn Marshall Company, five; Meyer Office Fur ment Dealers of Portland, having as its object to convince 
niture Company, three: Remington Rand, Inc., four organizations whose purchasing has heretofore been done 
Davidson's, one; K & M Supply Company, one, and Frank outside of Portland to change their attitude on buying mer 
chandise for their branches. In short, it is hoped to convince 


r. Hess and John Dornette, Jr. 


Those attending the meeting numbered thirty-three and these concerns that instead of buying merchandise out 
those who attended the dinner, twenty-nin¢e Che meetings side of Portland for their branches they will find it to thei 
was called t order at 7:30 P. M. when the usual program advantage to buy it in the city from which they derive 
was carried out by Mr. Hess and Mr. Dornette The re their revenue. The advertisement which appeared in the 
marks of the chairmen were followed by discussion and Morning Oregonian of January 21 is one of a series that 
debates Those responding to requests for remarks in will run for twelve months. It takes up about a third of 
luded Claude Mever of The Mever Office Furniture Co a newspaper page. The advertisement under consideration 
pany: J. Parelman of Davidson’s: William Evans of the presents a likeness of Alma D. Katz, resident manager of 
wood office furniture department of the K & M Supply the Mutual Life Insurance Company of New York, who 

‘If the local branch of every national organization 


Company: Edward Keith of the Robert Keith Furniture & Says 
Carpet Company: Mr. Modeer of Remington Rand, In would buy its office equipment and supplies in Portland, 
} 1] TT ] Ti ] iO ss {) r o' (>) of orl 

John Marsha f the John Marshall Company; Roy More any men would be given jobs who are now out of work 

; , , . ] 2 .. . : a2 Far ava * 

ind of the Schooley Printing & Stationery Company; We believe in this policy and have practiced it for year 

Edwin Stert f the Burnap-Meyer Company and O. A At the bottom of the advertisement, the association com- 

; , mont fo] 
leagus f the Schooley Printing & Stationery Company. ments as follows 
all of whom expressed approval of the wood office furt “Everybody knows that you can’t take everything out of 
to ) ' Oo ret i somethin to susI- 

ture movement and voiced the hope that the meetings a town forever, without returning mething it Busi 

would bi ntinued to the advantage of every on ness firms which derive their incomes from selling to 
Portland people should spend as much of that income 


William Evans of the K & M Supply Company offered a 
thanks to the Wood Office Furniture Ass 


cally as possible. The more money they leave in Port- 


money will Portlanders have to trade with 


es utior I inks 
ites, Inc., for the dinner and the fine presentation land, the more 
their work. This resolution was carried unanimous: them. The more they send to Boston, New York, Chicago, 
\ committee to form a local organization was appointed 2nd other large cities, the smaller is Portland’s buying 
TP iwerd Keith lohan Marshall and Claude Meve: power—the larger that of those other cities. We wish to 
———— encourage national organizations with local branches to 
President Hoover Greets Rem Rand Maintainers purchase as many supplies locally as possible. This holds 
Remington Rand maintenance men who achieved lead for other items as well as stationery and office equipment 
ershi espective ities and territories, were The more money left in Portland, the more Portland will 
reeted | President Herbert Hoover during their visit have to spend.” 





HOUSE Front row, left to right Rk. W 

J tuffalo, N.Y A. F 
Newman Snell, Nashville, Tenn John 
tand maintenance depart- 
T. N. Roush. New York, N. Y.; William Ford, New York, 


REMINGTON RAND MAINTENANCE MEN WITH PRESIDENT HOOVER ON THE LAWN AT THE WHITE 

Webb, Scranton, Penna H. A. Kilgore, Roanoke a C. O. Palmer, Toledo, Ohio; J. F. Yates, New Haven, Conn.; E. J. Knecht 

Z er, Cleveland, O1 Frank Callahan and R. T. MeGinnis, Kansas City, Mo Middle row, left to right 

Stepanek, Omal Nel M. R. Elliott, Nashville, Tenn.; W. Lemly, Chicago, Ill E. J. McHalle, manager of the Remington 

me President Hoover; H. C. Neilsen, Washington, D. C.; T. Inderrieden, Toledo, Ohio; 

N. Y und Charles Schneider, Back row, left to right: Dan McNally, J. A. Carmack and William McNally, Washington, D. ¢€ 
C. Holloway, Akron, Ohio, and C. F. Kasten, Buffalo, N. Y 


Cleveland, Ohio 
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— SSOGRAPH DINNER IN BALLROOM OF EDGEWATER GULF HOTEL—(Left to right) 0. M. Caleson, Chicago ; 


— W. Lavoie, Montreal; J. V. Hammond, Buffalo; J. B. Ranes, Dallas; H. A. Levee, New York; A. E. Yaccarine, 


ke Ne w York; C. E. L. Shaw, San Francisco ; 
R. N. FELLOWS York; E. H. Denny, Atlanta; L. R. Varner, 


F. Garvin, Los Angeles; E. A. Turner, Houston; I. ‘A. Pinchbeck, New 


Des Moines; H.W. Youngling, Syracuse; T. Burns, "Edgewater Gulf Hotel ; 


STARTS A WICKED Cc. C. Younggreen, Chicago; E. J. Ferris, New York; J. B. Ward, Chicago; J. A. Light, Reading ; J. E. Rogers, Chi- 


SWING cago; F. G. Harrison, Leeds, England; H. C. 


Avery, Chicago; P. V. Ward, Chicago ; E. F. Richter, Chicago; C. B. Shell- 


ing, Ottawa; L. B. Fenner, Columbus; J. J. Mullin, Syracuse; C. E. Ellis, Pittsburgh; K. MacGregor, Philadelphia ; g. C. 


Decourcy, Hartford; J. W. Walcott, Chicago ; 
A 


B. Swanson, Chicago ; 


“Sales Workshop” Meeting of Hundred Club 

The 1931 Hundred club of the Addressograph Company 
met at the Edgewater Gulf hotel, Biloxi, Miss., the week 
f January 26. The meeting set a higher and better stand- 
ard of help and inspiration for the entire Addressograph 
sales organization. The sessions were opened by an official 
welcome to Biloxi by Messrs. Rogers, Ward and Avery. 
After the officers and directors were introduced in turn, 
the roll call of the entire membership was read. 

P. V. Ward, foreign sales manager, introduced to the 
assemblage F. G. Harrison, branch manager at Leeds, 
England, who was present as guest of the American honor 
men. Mr. Harrison was highest producer in England dur- 
ing 1930, winning the presidency of the British Hundred 
club. Tribute was paid to H. Baldinger, Addressograph 
sales agent for Switzerland, who won the presidency of 
the European Hundred club on his splendid 1930 selling 
record. Important business abroad made it impossible 
for Mr. Baldinger to attend. 

The foreign activities of Addressograph International 
were narrated by Mr. Ward. Following the installation 
of officers and the reading of the honor roll Mr. Rogers 
opened the program by summarizing its formal arrange- 
ment. He proposed an analysis of the sales methods of 
each man that won him a place in the Hundred club. So 
the meeting was veritably a “Sales Work Shop.” 

New products were discussed and explained by E. F. 
Richter, manager of the future demands and inventions 
department. 


Coverage of Territory 

The second day’s sessions were opened by J. B. Ward, 
general sales manager, whose discussion of 1929 and 1930 
sales records was depicted by charts, and the sales ob- 
jectives for 1931 pointed out. Mr. Ward was followed 
by L. R. Varner, sales agent at Des Moines, whose topic 
was “Proper Territory Coverage.” This talk was followed 
by C. E. L. Shaw, San Francisco sales agent, and W. H 
Layzell, Hamilton sales agent, on the same general topic. 

Wednesday, the third day, was opened by approaches 
given by various members of the Hundred club. This was 
a real sales clinic, as constructive suggestions and criti- 
cisms were offered by other members. Later in the day 
demonstrations were made, developing many helpful ideas. 

Thursday was recreation day, and the club memberfs had 
opportunity to golf, enjoy horseback riding and sailing, and 
other outdoor diversions. 

The climax of the meeting came Friday, when J. W. 


. W. Connor, Boston; L. B. Conn, Rochester; E. E. Matthews, Reading ; 
L. G. Norgren, Chicago; W. H. Layzell, Hamilton. 


Walcott gave an inspiring demonstration of the new Class 
1100 Addressograph as an effective and improved method 
of offering the Addressograph to progressive business men 
in the handling of their fundamental records. 

The Hundred club testimonial dinner was served Friday 
evening, during which short talks were made by Mr. 
Rogers, Mr. Ward and Mr. Avery. C. C. Younggreen, the 
company’s advertising counsel, outlined the 1931 program 
of advertising, as well as the progress and achievements 
which had their foundation on the chain plate Addresso- 
graph in the misty days of Addressograph history. 


—_——_—_<g—— 


Evansville Furniture Manufacturers Elect Officers 
At the annual meeting of the Furniture Manufacturers 
Association of Evansville, Ind., held at the Vendome hotel, 
February 11, the following officers were elected for the 
fiscal year ending the second Wednesday in February, 
1932: President, Clarence B. Noelting, re-elected; vice- 
president, L. A. Holtmann, re-elected; treasurer, F. A. 
Dickmann, re-elected. Directors E. F. Karges, E. C. Schu 
and H. J. Rusche were re-elected for two years. William 
Schelosky was elected director for one year. The hold- 
over directors from 1930 are E. K. Scherer, C. M. Frisse, 
B. Ploch and D. H. Caldemeyer. The secretary-com- 
missioner will be elected by the board of directors the first 
week in March. 

The meeting was in the nature of a regional meeting 
of the National Association of Furniture Manufacturers. 
Dr. A. P. Haake, managing director and C. N. Alexander, 
manager of the Bureau of Accounting, both of the National 
Association, were the speakers. The attendance was large, 
furniture manufacturers being present from Evansville, 
Tell City, Ind. and Owensboro and Henderson, Ky. Presi- 
dent Clarence B. Noelting, who is director of sales of the 
Faultless Caster Company, presided. Short talks were 
made by O. A. Klamer, president of the Klamer Furniture 
Corporation and Monitor Furniture Company, who a short 
time since was elected chairman of the board of governors 
of the American Furniture Mart, Chicago, and others. 

The invocation was delivered by Reverend E. I. Reveal 
of the Evansville Rescue Mission. 


Turn to page 140, please, for 
more Meetings and Dinners News 
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Information Concerning the Activities of The National Stationers Association 








OFFICERS: 


E. Clifton Wilson, Houston, Tex., president; C. B. Mathes, Toledo, Ohio, first ar! eng = C. A. Netzhammer, Milwaukee, 


Wise., second vice-president; William E. Ward, New York, N. Y., 


third vice-president; Phil Webster, San Antonio, Tex., 


fourth vice-president; C. A. Stott, Washington, D. C., treasurer; Fletcher B. Gibbs, Oak Park, Ill., auditor; Charles P. Garvin, 
Washington, D. C., secretary-general manager. 


. L. Fairbanks Company, 
oston, Mass.; D. D. Mac- 

donald, Bradley & Scoville, 

Inc., New Haven, Conn. 


No. 2. Clarke L. Hunger- 
ford, Hungerford & Card, 
Binghamton, N. Y.; C. V. 
Sinisgalli, Utica Office 
An pa Company, Utica, 


No. 3. Charles W. Honey- 
well, Deemer & Company, 
Wilkes-Barre, Penna.; 
Oken H. 1 Spencer 
Stationery Company, Ches- 
ter, Penna. 


No. 4. Arne Skagseth, Skag- 
seth Stationery Company, 


Regional Governors and Retail Directors 
No. 1. George W. Pratt, Miami, Fla; Sidney B. 


Gassenheimer, Mercantile 
Paper Company, Mont- 
gomery, Ala. 

No. 5. William R. Diehl, 
Diehl Office Equipment 
Company, Columbus, 
Ohio; Harry J. Koehn, 
Gregory, Mayer & Thom 
Company, Detroit, Mich. 


No. 6. August Hunn, H. H. 
West Company, Milwau- 
kee, Wisc.; George O. 
Stevens, Stevens, Maloney 
& Company, Chicago, IIl. 

No. 7. J. O. Davis, Miller- 
Davis omoeaa, Minne- 
apolis, Minn.; B. J. Bris- 
tol, Koch Bros., Des 
Moines, Iowa. 





No. 8 George Hausam, 
Hutchinson Office Supply 
& Printing Company, 
Hutchinson, Kas.; William 
Schmiederer, Buxton & 
Skinner Printing & Sta- 
tionery Company, St. 
Louis, Mo. 


No. 9. Lee Coleman, E. L. 
White & Company, Fort 
Worth, Tex.; Henry Dor- 
sey, The Dorsey Company, 
Dallas, Tex. 


No. 10. William Mason, 
Out West Printing & Sta- 
tionery Company, Colo- 
rado Springs, Colo.; L. R. 
Kendrick, Kendrick-Bel- 


lamy Company, Denver, 
Colo. 

No. 11. Irving Niles, Lam- 
born-Niles-Armstrong, Ta- 
coma, Wash. 

No. 12. Charles R. Barry, 
Charles R. Barry Com- 
pany, San Francisco, 
Calif.; Howell D. Melvin, 
Melvin, Roberts & Hor- 
warth, San Jose, Calif. 

No. 13. W. Ed. Dawson, 
Dawson Bros., Montreal, 
Canada; P. F. Grand, 
Grand & Toy, Ltd., To- 
ronto, Ont., Canada. 

No. 14 W. L. Jaques, 
Jaques & Company, Inc., 
New York, N. Y. 


General Office and Information Bureau—525 Investment Building, Washington, D. C. 
Date and Place of Next Annual Convention New Orleans, La., October 19, 20, 21 and 22, 1931. 





Regional Meetings to Be Devoted to Specific 
Services 


Interview by Office Appliances’ Staff Representative with 

the President of the National Stationers Association Cov- 

ering the Work Done at the Regional Governors’ Meeting 
Last Month in Washington. 

A meeting of the regional governors of the National 
Stationers Association was held at association headquar- 
ters in the Investment building, Washington, D. C., Feb- 
ruary 5 and 6. The governors of all regional districts 





E. CLIFTON WILSON 


were present with the exception of C. R. Barry of San 
Francisco, governor of District No. 12. At this meeting 
plans for the regional meetings all over the country were 
definitely determined. 

At the request of the representative of Office Appliances, 
E. C. Wilson, president of the Association, outlined the 
policies which govern the meetings for the year. 

He stated that the programs for the governors’ meetings 
had been planned and prepared well in advance and cov- 
ered fully the business policy of the Association. “This 
year,” said Mr. Wilson, “is to be devoted to specific serv- 
ices for stationers. The plan to be followed embraces all 


factors in the business, manufacturer, traveling man, 
dealer, retail salesman, and consumer, and in addition it 
covers also all commodities. The division of the plan in- 
cludes commercial stationery, commercial furniture, office 
equipment, social stationery, office machinery, and in fact, 
everything that goes into the functioning of the modern 
business office.” 

It was recognized that certain fundamentals must be 
stressed—first, sales, which are subdivided into sales edu- 
cation, sales management, sales records, market analysis, 
and departmentized expense accounting. 

Secondly, business control, which is subdivided into cost 
accounting including the development of a standardized 
cost account system: finance, credits, cost of making a 
sale, and compensation. 

Thirdly, advertising, which is subdivided into newspaper 
advertising, direct by mail, and various other forms, and 
there is also included the thought of developing some plan 
of advertising service to the business office. 

There is also planned the development of additional 
aims and purposes of the National Association to be 
clearly defined and always held strictly within the laws of 
the country. 

There was also included the development of a stand- 
ardized program to be presented by the National Sta- 
tioners’ Association “Troupe” who will visit the regional 
meetings, bringing with them and presenting carefully 
prepared addresses on the fundamental subjects indicated 
above. These addresses will be illustrated with charts 
and scenery, so to speak, showing the development of the 
business. They will also put on actual sales demonstra- 
tions to emphasize graphically the varied elements of 
selling. 

Some of the most important addresses will be as in- 
dicated below: 

You Are in a Billion Dollar Industry; Keeping Tabs on 
Sales and Salesmen; Sales Meetings; A Window Display 
and Sales Drive; The Intangibles of Store Selling; The 
Retail Stationery Store Survey. Other topics of a similar 
character will also be presented. 

The Board of Regional Governors at the meeting dis- 
cussed the affairs of the association in detail, the organ- 
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WHO HAS THE KEY? 













































































In every crisis it’s the man who holds the most mod- 




















ern key to the situation who best solves his problem. 























The Mimeograph has opened the way to success for 


























many a business by its unmatched ability to speedily 
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supply thousandfold duplicates of letters, bulletins, charts, 


























memoranda, sales data, drawings, etc., within the hour. 






































The most modern key! No other duplicating process is 



































settee: # so speedy, so flexible, so productive of quality work. 
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to turn out your vital messages by the hourly thousands. Let us 

show you how you can create new sales opportunities, and regiment 
your own organization to new aggressiveness. Write A. B. Dick 
Company, Chicago, today or phone branch office in any principal 
city. See Mimeograph trademark heading in classified directory. 
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FOR BOTH STANDARD AND 








A SPECIAL hinge in the arm of the 
new DIAL BRACKET allows the 
base of the telephone to rest flat on the 
desk for dialing. By merely pulling 
the telephone forward, it falls into the 
correct position for use. 
rices and discounts on this new PROF- 
TABLE item? Use the coupon below. 


Clamp “C” Attaches French- 
Type Telephone to Any 
Telephone Bracket 


New clamp for your present stock of 
telephone brackets. It is specially de- 
signed to fit center stem of the new 
French-Type telephones. Can be used 
with all Burns Telephone Brackets. 


AMERICAN ELECTRIC COMPANY 


INC 
State at 64th Street CHICAGO, ILL 


‘ 
AMERICAN ELECTRIC COMPANY, INC. | 
6402 So. State St., Chicago, Ill. | 
| 
| 


Gentlemen—Send us prices on Burns Dial and other telephone brackets. 


My name is. . 


| 
| 
Shoat 


l 

| 

| 

| 

| 

Street Address 
! 

L 


City 








| 
| 
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FRENCH TYPE TELEPHONES | 


Why not get | 
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ization of a membership drive, the results of the recent 
litigation, plans for the regional meetings, and the annual 
convention to be held at New Orleans in October. 

Mr. Wilson announced a definite program is to be pre- 
for at the 
manufacturing and field divisions as well as retail division. 


for the use 


pared use national convention covering the 


He also announced preparation of a manual 
of the regional governors and officers in carrying out their 
various duties. 

The enlargement of the activities of the field division 
was outlined and the activities of the business office of 
the association were commended and approved. 

Mr. Wilson also stated that a vigorous note of optimism 
pervaded the entire meeting and the sessions were pro- 
longed, yet they held the continued interest of everyone 
present throughout. He expressed the belief that the 
meeting was not only successful, but of a thoroughly con- 
structive character and results were secured that would, 
he was sure, revert to the benefit of the association and 
bring about greatly increased interest on the part of the 
members as a consequence of the determined 
upon for this year. 


program 


a 


Dates of Regional Meetings 
The National Stationers Association has given out the 
following schedule of regional meeting dates: 
Regional District No. 9, March 19 and 
20; Lee Coleman, governor, and Henry Dorsey, retail di- 


Dallas, Texas, 


rector. 

Regional District No. 8, Lincoln, Nebr., March 23 and 24; 
George Hausam, governor, and William Schmiederer, re- 
tail director. 

Fifth District Stationers meet at 
March 26 and 27; William R. Diehl, governor, 
J. Koehn, retail director. 

Third Regional District, March 30 and 31, Wilkes-Barre, 
Penna., Charles W. Honeywell, governor, and Owen H. 


will 


Toledo, Ohio, 


and Harry 


Spencer, retail director. 

Second Regional District at Binghamton, N. Y., April 
1; Clark L. Hungerford, governor, and C. V. Sinisgalli, re- 
tail director. 

Regional District No. 14, New York City, April 6; W. L. 
Jaques, governor. 

Regional District No. 4, Miami, Fla., April 8 and 9; Arne 
Skagseth, governor, and Sidney B. Gassenheimer, retail 
director. 

Sixth Regional District at Milwaukee, Wisc., 
16; 
director. 

Regional District No. 7, Minneapolis, Minn., June 18 and 
19; J. O. Davis, retail director. 

Regional District No. 11, Seattle, 

27; Niles, governor. 

Dates have not yet been set for Regional District No. 
12, which wil! meet in San Francisco, nor for Regional 
District No. 10, which will meet in Denver. 


June 15 and 
August Hunn, governor, and George O. Stevens, retail 


sristol, 


Wash., 


governor, and B. J. 
June 25, 26 and 


Irving 


New Orleans Committees Busy on National Con- 
vention Preparations 

F. A 

Association, gives us the following information on prep- 

arations which are already under way to take care of the 

meeting of the National Stationers Association in New 


Berger, secretary of the New Orleans Stationers 


Orleans next fall. 

The executive committee of the New Orleans Associa- 
tion has held three meetings with Chairman Austin Left- 
wich of the convention committee. 

Some of the committees have been appointed, while some 
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NEW COMBINATION CASE Adds 


still Greater Speed to Turnover 





a 


Above — two views of the new Corona Combination Case: with the machine, and packed for the week-end. 





EALERS agree that the new 

carrying case for Corona has 
most decidedly pepped up portable 
sales. 

Not that the case sells the machine! 
For Corona has enjoyed an enviable 
reputation in the portable field for 
22 years. In that time Corona has 
gained and held millions of users. Its 
recognized superiority will always 


L C SMITH & CORONA TYPEWRITERS 


be Corona’s best sales argument. 

But the new case is one of those 
flashes of merchandising genius 
which turns sales in “dull times.” It 
is attractive, practical, economical— 
customers say it is “a distinct im- 
provement over the old case.” 

Its leather-like appearance and 
convenient size make it an ideal 
week-end bag when Corona is left at 


home. When Corona is taken along, 
the combination case is a fit com- 
panion piece for the finest luggage. 

Display the new combination case 
in a conspicuous place on the counter 
where patrons can examine it. Tie 
your window display in with the 
national advertising. Let the new 
combination case speed portable 
sales in your store. 


INC 


DEPARTMENT 32C..51 MADISON AVENUE..NEW YORK CITY 
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“OF FICE SPECIALTY” Opens 








of The 


HE fine new store 

Office Specialty Mfg. Co., 
Limited, formally opened Feb- 
ruary 9, presents an array of 
fine office equipment which in 
point of quantity, variety, and 
high character, excels any serv- 
ice heretofore available to Mon- 
treal business men. 


This fine 
Craig Street West 
Victoria Square 


new building at 608 
just west of 
with its great 





Fine N ew Montreal Store 


es 

















Canada’s Finest Display of 
Modern Equipment for the Office 


display and stock of new office 
equipment is a superb culmi- 
nation of the growth and im- 
provements that have marked 
“Office Specialty”’’ service in 
Montreal since our first sales 
office was opened there in 1888. 


ss 


“Office Specialty,’ during the 
past 43 years, has grown into a 
national institution in Canada, 
with its own factories and its 
own Branch Sales Stores located 


in 13 cities from Halifax to Van- 
couver. The bigger and better 
facilities now provided for our 
Montreal customers will elicit, 
we are sure, their substantial 
appreciation. 


We extend to YOU a most cor- 
dial invitation to visit us in our 
new building when in Montreal. 
“Office Specialty”? is ready to 
help you dress up your Cana- 
dian office in 1931 style!, 


*€)FFICE SPECIALTY MFG, (0. 





608 Craig Street W., near Victoria Square 


TORONTO 


Branches: 


OTTAWA 
REGINA 


MONTREAL, CANADA 


QUEBEC HALIFAX SAINT JOHN HAMILTON WINNIPEG 
CALGARY EDMONTON VANCOUVER ' 
Factories: NEWMARKET, CANADA 


We Make Everything We Sell and Guarantee Everything We Make 
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are still incomplete. The following committees are func- 
tioning: 

Publicity: E. G. Harpold, chairman; J. D. Hanson and 
Lee Gash. 

Entertainment: Morris Hansell II, chairman; John 
Fischer, K. Huger and others to be appointed later. 

Ladies’ Reception: Mrs. A. W. Hyatt, chairman; Mrs. 


V. L. Colomb, vice-chairman, and others to be appointed | 


later. 


Reception: J. Ogden Pierson, chairman; L. H. Beau- | 


dean, vice-chairman; E. G. Harpold, K. Huger, A. W. 


Hyatt, V. L. Colomb, Joseph P. Buckley, Paul Mule, J. J. | 


Flotte, Jr., Ralph Palfrey, Gabe Druilhet, John Fischer, 


Clarence Thomas, Morris Hansell, Lee Gash, J. B. Fitz- | 


william, Harold O’Donnell, Frank O’Donnell, Ross Bigue- 
net, J. D. Hanson, Austin Leftwich, and others to be ap- 
pointed later. 

Convention: Austin Leftwich, chairman; J. Ogden Pier- 
son, J. B. Fitzwilliam, V. L. Colomb, A. W. Hyatt, Joseph 
P. Buckley, H. J. O’Donncll, L. H. Beaudean, Morris Han- 
sell II, Gabe Druilhet. 

The organization met at Alfred’s restaurant for a six 
o’clock dinner on Tuesday, February 10, at which time the 
principal topic of discussion was the coming convention. 

Instead of the annual meeting this year, there will be a 
large meeting of all committees in order that the plans for 
the convention can be told to everyone at the same time. 

A 
Fifth District to Meet in Toledo 

The Toledo Stationers Association, J. F. McManus of 
the McManus-Troup Company, president, has sent to the 
trade invitations to be present at the seventh annual con- 
vention of the fifth regional district of the National Sta- 
tioners Association to be held March 26 and 27 at the 
Commodore Perry hotel, Toledo. 

Regional Governor William R. Diehl of Columbus and 
his assistants, together with the members of the traveling 
men’s organization have prepared a program of great in- 
terest, and a large attendance is expected. 

The meeting will be held at the Commodore Perry hotel 
and will include displays indicating how stationery lines 
have become a billion-dollar industry. 

Charles B. Mathes, vice-president and general manager 
of The Conklin Pen Company, first vice-president of the 
National Association, has been chosen to be master of 
ceremonies. 

In addition to the speakers from the National Associa- 
tion, outstanding dealers in the region will appear on the 
program, discussing problems of both general and sectional 
interest. Experts on merchandising and management will 
also be heard, and round-table discussions in which all 
visitors participate have been arranged. 

The afternoon of the second day has been set aside for 
entertainment of the visiting ladies and for sight-seeing. 
The local committee has arranged an itinerary which in- 
cludes many points of historical and unique interest which 
abound around Toledo. The session closes with a banquet 
in the evening of the second day. 

—— 
Pacific Northwest Stationers Association 

The Pacific Northwest Stationers Association will hold 
its annual convention June 24, 25 and 26 at the Washing- 
ton hotel, Seattle, Wash. A representative attendance of 
Pacific Coast stationers with prominent association men 
from the east, is expected. 

——E— 


Wilkes-Barre Regional Meeting Program Completed 


The program of the regional convention to be held in | 


Wilkes-Barre, Penna., on March 30 and 31 is now com- 
pleted, but at the time of writing, details were not avail- 
able. Good speakers will be in attendance and some of the 
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| Measures 44% x 814 
| inches. Fits inside coal 
| pocket; weighs but three 

















ounces. 
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|= ==; A handy pocket file for 
L 1 -— |) appointments, addresses, 
Pocket ha 
PYy born orteclionns memoranda, etc. 
cards, elc. 




















Permanent indez for names 
ments; a _ removable to be listed alphabetically 
card for each day in with space for address and 
the month. telephone number. 


Index for appoint- 


| 


The JEMCO Pocket Secretary 
SMALL—PRACTICAL—EFFICIENT 
You will sell hundreds of them! 


Here is the first new pocket item in 
years! A leather folder that contains a pocket 
on the left for letters and papers; and a Reming- 
ton-Rand patented index on the right for ap- 
pointments, addresses, telephone numbers, etc. 
Made of genuine leather in three colors: Black 
Morocco Grain, Dark Brown Onyx, and Light 
Brown Alligator. The Jemco trade-mark on 
each folder is your guarantee of perfect work- 
manship. Individually boxed to retail at $3.50. 
(Slightly higher west of the Rockies.) 


THE DESK SECRETARY 


A handy desk pad with a fool-proof 
perpetual calendar and a genu- | 
ine Remington-Rand Index 
for telephone numbers and 
business addresses that 
slides under the pad 
when not in use. A 
handsome, well 
made desk piece, in 
green, tan or olive sprayed 
bronze finish. 


THE J. E. MERGOTT CO. 
NEWARK, N. J. 
New York Representative 
F. S. WARREN, 267 Fifth Avenue—Phone Bogardus 4-5363 
Chicago Representative 


R. J. PARVIN, 804 Marquette Building, 1405 S. Dearborn Street 
Phone Randolph 0688 











A Jemco product. 

Retails for $3.50. 

(Slightly higher west 
of the Rockies.) 
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MUN-KEE 
1931 PROGRAM FOR 
GREATER SALES 


National magazine advertising 
Imprinted circulars and blotters 
Display cards and cartons 
Electrotypes 


ContINUING our policy of consistent 
national magazine advertising for ‘““Mun-Kee” 


Stamp Pads and Inks, SYSTEM, FORBES, and 
CREDIT WORLD are carrying the Mun-Kee sales 
message to hundreds of thousands of executives 
all over the country. 

Continuing our policy of dealer help, imprinted 
circulars and blotters, display cards and cartons, 
and electros are available for making contact with 
prospect at point of sale. 


AND NOW!!! 








Here is a new die-cut, easel back dis- 
play to boost ‘““Mun-Kee” sales. This No. 31 
display stands 18 inches high—has an arresting 
photographic background surrounded by a pleas- 
ing design in four colors—with a recess in which 
to place an actual ‘““Mun-Kee"’ Pad. 
The focal point of the display is the new'’Mun- 
Kee’ re-inking feature—and the bright red arrow 
points to the V-slot which has been cut on the 
base to simplify re-inking of pad. 


Order No. 31 Displays Today from 


MUN-KEE PRODUCTS CORP. 
Newark, N. J. 
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subjects covered will be, “You Are in a Billion Dollar 
Business,” and “Keeping Tabs on Sales and Salesmen.” 
This meeting will be of District No. 3 under the superin- 
tendency of C. W. Honeywell and Retail Governor Owen 
H. Spencer. The headquarters will be at the new Mallow- 
Sterling hotel, where wonderful accommodations are avail- 
able 
a 
Good Meeting in Prospect at Dallas 

Lee Coleman, regional governor of the ninth district of 
the National Stationers Association, says that the out- 
look for the regional convention in Dallas on March 19 
and 20 is very bright. Mr. Coleman expects that the at- 
tendance will be the largest on record for the district 
and the program will be highly instructive and beneficial. 

a eae 
Show Lines at Dry Goods Convention 

At the twentieth annual convention of the National 
Retail Dry Goods Association in New York, February 
2 to 6 inclusive, there were many exhibitors among 
whom the following are well known in our field: 

Du Pont Cellophane Company, Inc., New York, N. Y.; 
Eaton, Crane & Pike Company, Pittsfield, Mass.; Whiting 
& Cooke, Inc., Holyoke, Mass.; White & Wyckoff Com- 
pany, Boston, and Dennison Manufacturing Company, 
Framingham, Mass. 

ceilings 
New Globe-Wernicke Catalogue 

The Globe-Wernicke Company of Cincinnati, Ohio, has 
recently issued a new ninety-four page catalogue of steel 
filing equipment profusely illustrated and containing com- 





Globe Werpicke 
STEEL FILING 
EQUIPMENT 














NEW GLOBE-WERNICKE 
STEEL FURNITURE CATA 
LOGUE 


plete information on Globe-Wernicke steel vertical filing 
cabinets, horizontal filing equipment, filing safes, high line 
cases and transfer cases. 

A number of new products are introduced and described 
in this new catalogue. 

a 
Fulton Specialty Company Suffers Fire 

The Fulton Specialty Company, whose factory is at 
Elizabeth, N. J., with New York sales office at 200 Fifth 
avenue, recently had the misfortune to suffer by a fire in 
the factory. 

The production of Fulton stamps, stamp pads, daters, 
stamp sets, games, etc., was only temporarily interrupted, 
however, as the damage was soon repaired and production 
started again. The company states that all orders will re- 
ceive the usual Fulton service. 

—~> . 
Senator Carlson Visits “Mimeograph” Staff 

Senator Carlson, of Carlson Brothers, Moline, IIl., was 
a Chicago visitor several weeks ago. His calls included 
conferences with officials of the A. B. Dick Company. 
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SHOWMANSHIP 


is -Modern 
CALESMANSHIDP 











New buying habits are being 


created in office furniture. 


Something new, something dif- 
ferent is being sold in an un- 


usual way. 


Breaking away from custom and 
habit, finding new contacts, 
making new customers is the 
problem of everyone who has 
goods to sell. 

‘Merchandising without inter- 


ference to any loyalties, non- 
competitive, profitable. 


Yours for the asking 














The W. H. Gunlocke Chair Co., 


The W. H. Gunlocke Wayfeat N. Y. : 
Chair Company What's It All About? 


Wayland, New York Address 
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FORCE 


Model */50 
AUTOMATIC NUMBERER 


Here’s news .. . real, live, profitable news that'll shoot the 
indicator on your sales chart right up over the **100°%”’ mark. 





Now the Model 150 has a new and more attractive feature ... 
price! This new “low” will be the sensation of the trade . 
it'll mean greater satisfaction to every customer and prospect 
on your list, because it offers them so much more for their 
money. 

And the 150 still retains all of its high-price features . . . the 
ones that have placed this automatic numbering machine sky- 
high above all competition. 

Got enough 150s? 


If not... stock up to the hilt NOW . . . there’s plenty business 
coming your way. 


WM. A. FORCE & COMPANY, INC. 
105 Worth Street, New York City 
180 No. Wacker Dr., Chicago 573 Mission St., San Francisco 
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(Thirteenth Regional District Meeting—Continued from 
page 51) 


of the greeting given him. He had enjoyed particularly 
the national convention at Montreal, and had looked for- 
ward to the present visit because of his pleasure in the 
previous one. He had come to them merely as a stationer, 
because the National Association has meant a great deal 
to him and he is trying to pass on to others any benefit 
he had received. We are in a business to be proud of and 
it is our duty to do every job as well as we possibly can. 
The speaker advised the trade to get together and become 
better acquainted. This is an age of snap judgment; but it 
is better to say, “I don’t know,” and wait for further evi- 
dence before condemning our friends. Let us stop sitting 
in judgment even in private and cultivate charity toward 
our fellow-men. He also urged that we weed our own 
garden rather than watch our neighbor’s garden. He said 
that in going about from place to place to attend meetings 
there had been brought to him an appreciation of many 
new things. President Wilson advised appreciation of the 
opportunity the traveling man brings in passing along new 
ideas. He closed by thanking the hosts for their kindness 
to him and expressing the hope of being able to repay 
it in some measure. 

Percy F. Grand of Toronto, former governor of the 
Canadian Regional District, expressed his appreciation of 
the work done by Mr. Wilson and complimented Mr. Wil- 
son on his fine presentation at the Canadian meeting of the 
plans of the national body and the solutions they were 
offering for the varied problems of the trade. 

Phil Burns of Montreal at this time was presented with 
a diamond stick pin by the Montreal Association in recog- 
nition of 50 years of service as a stationer in Montreal. He 
was pointed to by the regional governor as an inspiration 
and an example of faithful service. 

Norman Holland of Montreal was introduced as a man 
with nothing to do, yet the busiest man in Montreal. He 
was referred to as a great Rotarian and a successful busi- 
ness man. He told of his activities as head of unemploy- 
ment matters and other public service work. 

Mr. Holland made a delightful address, the essence of 
which could be summed up in the brief statement—“before 
you say anything ask yourself three questions? . . . Is it 
true? Is it kind? Is it necessary?” Sparkling wit, de- 
lightful humor and thought-provoking philosophy charac- 
terized the address. 

The last speaker of the evening was Charles P. Garvin, 
general manager and secretary of the National Stationers 
Association. Mr. Garvin told of the progress of the asso- 
ciation work, the plans that are being formulated and the 
matters that are being pushed to completion, so that the 
association may present an unequalled service to all its 
members. He complimented Canada and the Canadians, 
and rejoiced at the opportunity of again visiting Montreal 
and having the privilege of meeting the stationers of the 
Dominion. 

The banquet closed with the singing of “God Save the 
King.” 

—— 


Birmingham Firms Show Activity 

The Educational Exchange of Birmingham, Ala., dis- 
tributors of school desks and furniture and theater desks 
has purchased a building and lot for its home office in 
Birmingham. R. A. and R. T. Clayton are owners of this 
concern. R. T. Clayton is president of the National 
Schools Supplies Association. 

The Mercantile Paper Company of Montgomery, Ala., 
has begun an advertising campaign to popularize “Mer- 
paco” products. The company has a handsome new 


home.—G. H. W. 
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NOW: « 


“Blindfold’’ Test 


for 
Carbon Paper! 


| Try this simple test to prove the 
efficiency of Carbon Paper. Choose 
several original letters and their car- 
| bon copies; distribute them so that 
they are well mixed up; then at- 
| tempt to select the carbons from the 
| originals. If you detect the differ- 
| ence at first glance by the indistinct 
smudginess and the broken letters 
of the carbon copy, then the copies 
were not made with Grand Prize 
Carbon Paper. 


Grand Prize Carbons make clear, 
distinct impressions—lasting impres- 
sions. Years of experience in the 
| combinations of materials (better 
dyes, better cloth, better tissues) 
have imparted to Grand Prize 
Products qualities little short 
of perfection. 





















A postal with your name 
and address will bring 


samples of Grand Prize 
Carbons and Ribbons 
and details of our at- 
tractive sales plan. 


RAND 
RIZE 


CARBONS and RIBBONS 


Paciric Carson AND Rispon Merc. Co. 
J. Francis O'Connor, President 
Head Office and Factory 
1451 Harrison Sr. San Francisco, CALIF. 
Chicago Office: Boston Office: 
608 S. Dearborn St. 93 Federal St. 
San Francisco Office: New York Office: 
149 New Montgomery St. 149 Church St. 
Los Angeles Office: Denver Office: 
406 S. Main St. 1030 1sth St. 
396 Flinders Lane, 
Melbourne, Australia 





SUPER-WRITE 


A new line of Carbons and Ribbons 


| for those who demand the finest. Write 
| for samples. 

























Real 


floor protection 
under office chairs, 


desks and tables... 


Here is New business 
—New profits for you 


HEREVER there are office chairs and 

men who use them, you find a ready 
market for easy-rolling, easy -turning 
Bassick office chair casters. 

They never stick, bind or fall out. They 
roll smoothly and silently. They give years 
of enduring service and floor protection. 

Here is an attractive opportunity for 
every wide-awake office appliance dealer 


Bassick double. 
action ball-bearing 
casters for easy 
mobility and floor 
protection on 

office chairs. 


to create new business and profits. The 
Bassick line of floor protection equipment 
is complete. NoMar rests and desk cups of 
unbreakable Atlasite for every type of desk 
or table leg. Double-action ball-bearing 
chairs. Sell this fine office equipment and you sell yourself 
and your concern more strongly to your Customers. 


E 


casters for office 


Write today for information about this com- 


plete Bassick line of floor protection equipment. 


= 






THE BASSICK COMPANY 


Bridgeport, Conn. 


Branch Offices in New York City, N. Y.. 
Grand Rapids, Mich., Evansville, Ind.. 
Philadelphia, Pa., Atlanta, Ga., Chicago 


NoMAR RESTS BASSICK Desk Cups 
For the legs of chairs and Both round and square 
table They drive on like = modeis Protects olad 

mat Spread weight of from sharp edges of desk 
f arms ture wotrct floors w table legs. An ide 5 

p.N {appearing 


und carpets ier cu al 


“For 35 years the buy-word for fine casters and furniture rests”’ 
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PASSED AWAY 





Frank J. Koch 

The death of Frank J 
Koch Brothers, stationers and office equipment dealers at 
Des Moines, 


this country and a source of profound sorr: 


Koch, secretary and treasurer of 


lowa, is a loss to the stationery industry of 


ww to surviving 
Mr. Koch, who was sixty 


relatives and friends years of 


age when he died, passed away as a result of cerebral hem- 


orrhage on Sunday, February 22. Surviving are his wife, 


their daughter, Louise, his mother, one sister, Ella. and 


ynne brother, William Koch, 


and vice-president of the National Life Company 


president of Koch Brothers 


Frank J. Koch was born in Ontario, Canada, came to 


Des Moines fifty years ago, and for the last thirty years 





THE LATE FRANK J. KOCH 


has been secretary and treasurer of the pioneer house of 
Koch Brothers. 
lodge, the Shrine, and the Des Moines Consistory, and was 


He was a member of the Masonic Home 


of the Hyperion club. He was prom- 
inent 1930 having been regional 
governor of the Seventh District of the National Stationers 
work of the organiza 


a charter member 
in association affairs, in 
Association. He was active in the 
tion’s committees, always ready to give of his time and 
strength for the good of the cause. He found his principal 
outdoor recreation on the golf links 

Funeral services were held on February 24 at 2:00 p. m. 

The editors of Office Appliances keenly feel the passing 
of Mr. Koch. His was a kindly, genial spirit, of ready ap- 
preciation for others. He was conspicuous for business 
ability, and enjoyed the affection of all who knew him 


He died within three hours of the death of his most inti- 
Arthur Savage, 


Company 


mate friend, vice-president of the Royal 


Union Life Insurance 


L. D. Hunter 
\ long and useful career in the stationery field of the 
Northwest has been terminated by the recent death of Lee 
Daniel Hunter, president and manager of the Pacific Sta- 
tionery & Printing Company of Portland, Ore. This com 
pany was organized thirty years ago. Mr. Hunter and J 
\. Marlitt founded the business in 1900, but the latter died 
December 6, 1930. 
Mr. Hunter was 61 years old at the 


He was born in Columbus, Ohio, and lived for a time in 


time of his death 


New Orleans, La., where he was a newsboy. In 1886 he 
came to the Pacific Coast. Besides taking a prominent 
part in stationery and business circles in general, he was 


prominent as a member of the Elks Lodge, the Portland 
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“The Hall-Mark 
of Good 


Merchandising” 







































1. A Higher Rate of Turn- 
Stocks of Wanted Goods. 


In Bulletin No. 80, dealing with the oper- 
ating results of retail stationers and office 
outfitters, the Bureau of Business Research 
of Harvard University sounds this timely 


warning: 


‘Rapid stock-turn is not a general panacea; 
in and of itself it accomplishes relatively 
little. It is as a hall-mark of good mer- 
chandising that a fast rate of merchandise 


° turnover is important. 


‘‘Emphasis in management should, there- 
fore, be directed not merely towards 1n- 
creasing the rate of stock-turn by reducing 
the average stock carried, but rather 
towards the all-around improvement of 
merchandising, better selection of merchan- 
dise, more complete stocks of wanted goods, 
fewer slow-sellers. 


In selecting ‘‘more complete stocks of 
wanted goods, and fewer slow-sellers,’’ 
Weis stands ready to assist you. The new 
Weis Catalog, is a complete index of the 
kind of goods consumers are buying in 


ever-increasing volume. 








over. 


. 3. Fewer Slow Sellers. 


No business office can function smoothly 


without folders, guides, transfer cases, box 
files, card index supplies, trays, and the 
many other articles that are included in 
this newest Weis encyclopedia of business 
needs. Such items are in constant demand. 


If such merchandise is quality made and 
reasonably priced, it has additional con- 
sumer appeal. Weis Products are! Sales 


prove it. 


And if such merchandise can be handled 


with small investment, a good margin of 


profit, and without competition on the 
part of the manufacturer, or manufacturer- 
owned retail branches, it is doubly valuable 
to the dealer. Weis Products meet these 


requirements. 


The new Weis Catalog No. 31 is chock- 
full of profit-making possibilities for inde- 
pendent dealers, large and small. 


The Weis Manufacturing Company 
162 Union Street - Monroe, Mich. 


New York:—A. H. Denny, Inc. Chicago:— Associated Stationers Supply Co 
356 Broadway Quincy and Jefferson Sts. 


2. More Complete 


Points 


Weis 
Service 


A complete line of wood, 
fibre board and pape: 
supplies. 


Merchandise backed by 
liberal dealer-helps. 


A well made line moder- 
ately priced because of 
large production and wide 
distribution. 


A line sold through legiti- 
mate independent dealers 
only. 


A centrally-located factory 
adjacent to 20 great rail- 
way systems. 


Most orders shipped from 
reserve stocks within 24 
hours of the time they are 
received. 


No minimum requirements 
on orders. 











Keonomy Line Fibri 
Storage Cases 





Packed in Used by Banks, Stores, Railroads, Gas, Electri 
Cartons Telephone Companies, Insurance Companies, 
Flat Trust Companies, City, County and 


: State Offices 
Like This 


Now All Cover Corners 
Made Break-Proof. They Hé 





Set Up in 

Half a Minute 

Ready for Use 

apres Like This 


and 


Durable 





No Strings, No Flaps, No Clamps, No Bands— 
Just Fill "Em, Put the Covers On and File "Em 





The Weis Manufacturing Co. 


162 Union Street Monroe. Mich. _&§ 
New Yeork:—A. H. Denny, Inc. Chieage:— Associated Stationers Supply Co. rae 
356 Broadway Quincy and Jefferson 
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... and a Gigantic Introductory 





Campaign for the Royal Type- 
writer Without Carriage Shift! 


Here is the greatest selling opportunity ever pre- 
sented to typewriter dealers! A new Easy-Writing Royal 
Typewriter embodying a marvelous improvement— “Shift 
freedom”’! Backed by the most complete plan of National 
Advertising— Radio, Magazine, Rotogravure, and News- 
paper — the Typewriter World has ever known! 

This tremendous Advertising Campaign includes a 
National Demonstration Week, March 12th to 21st for 
executives —and a nation-wide Prize Demonstration for 
business girls! It is the chance of a lifetime for every 
Royal Typewriter Dealer to sell typewriters on a scale 
never approached before! 

Already the leader in typewriter design, Royal has now 
doubly secured that position! Its dealers on both standard 
and portable, are correspondingly strengthened againso 
competition! Just as improvements in the Royal Portable 
—‘Vogue”’ type, Duotone colorings and new design— 
extended the portable market to include practically every 
home, “Shift freedom” now makes every office an im- 
mediate prospect for the new Easy-Writing Royal! 

Feature the new Royal with “Shift freedom”! Enjoy 
the profit and prestige it is sure to bring! 

Link to Leadership! 


If you have not received full information regard- 
ing National Demonstration Week write or wire 


ROYAL TYPEWRITER COMPANY, INC. 
2 PARK AVENUE, NEW YORK CITY 


TUNE IN . .. Next Sunday Night. Special 
Announcement of Interest to all Typewriter 
Dealers. ‘Royal's Poet of the Organ’’ every 
Sunday Night at 10 o'clock (Eastern Stand- 
ard Time) over an International Network of 


the Columbia Broadcasting System. 
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N the illustration is shown how 
the Otis Elevator Company of 
Chicago has captured the two big 
values of a fine oflice as furnished by 
Leopold. First the beauty embodied 


in the individual piece, and second 


























the harmony of the ensemble. 






































Leopold service, ew you, 





gives your customers both these 








values — individual pieces of beauty 








and ensembles of distinction. 
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Typewriter and Parts Distribution 


A preliminary report—subject to revision—has been re- [> i | L) X } FOX 


leased by the United States Bureau of the Census cover- 


777. 


ing the distribution of the typewriter and parts industry 


during 1929. This report reveals that 67.6 per cent of the | L l N O L E U M 


typewriters and parts manufactured in the United States 

is sold through the retail sales branches of the various D - SN K p A D NS 
manufacturers. Of total sales in 1929 amounting to $64,- 
410,000, machines and parts valued at $43,528,000 were 





made through the branches of the manufacturers. 





The remaining sales were distributed as follows: 20.6 


per cent, or $13,217,000 to wholesalers and through manu- 
facturers’ wholesale branches; 11.3 per cent, or $7,269,000 
to independent retailers; 0.5 per cent, or $396,000 to users. 

Statistics relative to the 1929 production of the twenty- 


eight establishments engaged primarily in the production 
of typewriters, portables, bookkeeping-billing typewriters, 
rebuilt typewriters and typewriter parts, and other facts 


a 


in the industry, were published on page 139 of the October, 
1930, issue of Office Appliances 


Following is a summary of sales by manufacturers of 


PP UOKIT LONI VITIVLVLVIVVOVIVOVITEISVTIIIUVI TIT 


typewriters and parts during 1929: 
Total—Selling value f. o. b. factory, $64,410,000; per 





No. 6304 Design, size 24x38—5" end panels Heavily) pauueu, weauuiully cif- 


a< ‘ eales Ow: or 7 ants [T oO bossed in contrasting colors on genuine top grain leather, blue, brown, green or 
: centage rf sale s, | ° numbe r of pl ane Phe total number red genuine pigskin (embossing on genuine pigskin panels not colored). Colored 
of plant s engaged primarily in the pre duction of ty pe linoleum furnished to match leather end panels. Felt bottom. 


writers and parts is twenty-eight. Inasmuch as some es 
tablishments sell to more than one type of customer, this 
figure is less than the totals for this classification which 


follow] 
. Sales to wholesalers and manufacturers’ wholesale 
. branches [combined to prevent disclosure of individual 


operations]. Selling value f. o. b. factory, $13,217,000; per- 
centage of sales, 20.6; number of establishments, 11. 
Sales to retailers—Selling value f. o. b. factory, $7,269,- 





000; percentage of sales, 11.3; number of plants, 10. 

Sales to manufacturers’ retail sales branches—Selling 
value f. o, b. factory, $43,528,000; percentage of sales, 67.6; 
number of establishments, 14. 

Sales to users—Selling value f. o. b. factory, $396,000; 


percentage of sales, 0.5; number of plants, 4 





No. 6305 Design, size 24x38—5” end panels heavily padded. Beautifully em- 
bossed in contrasting colors on genuine top grain leather, blue, brown, green or 
red genuine pigskin (embossing on genuine pigskin panels not colored). Colored 
Typewriter Plants Increasing Production linoleum furnished to match leather end panels. Felt bottom. 

An Associated Press dispatch from Syracuse, N. Y., pub- 


lished in February newspapers, reported that two of that 


———E——— 





city’s typewriter plants had increased production sched- 
ules. 

Orders on hand at the L. C. Smith plant assure a con- 
tinuance of a five-day week for some months, it was indi- 
cated. The plant has been running on a three-day-a-weck 
basis for several months. Possibility of increasing the 
working week to five and one-half days was seen. Eleven 
hundred persons are employed. 

The Remington typewriter plant, employing 1,100, also 
is working a five-day week, which was described by K. A. 
St. George, assistant factory manager, as a substantial 
increase in the number of working days as compared with 
the working time of a month ago. 

















nuntuaiisaeiin 
Woodstock Distributors Win Prizes 
In a rece nt sales contest by distributors of the W ood- No. 1120 Fox colored all linoleum desk pad Shaded green or brown with design 
stock Typewriter Company prizes were awarded to the SN Ne ee ae q 
3 following: Roy D. Pitts, Salt Lake City, Utah (first | The new Fox colored linoleum pads are described 
: prize), Woodstock typewriter; J. K. Patrick, Troy Type- in detail in a 6-page folder, sent dealers on request. 


writer & Supply Company, Troy, N. Y. (second prize), 
gold watch; O. S. Traylor, Ozark Typewriter Company, 
Springfield, Mo. (third prize), wrist watch; Floyd J. | 
Kavanaugh, Galveston, Texas (fourth prize), scarf pin; 
P. F. Kavanaugh, Bangor, Maine (fifth prize), gold watch Western Wholesale Stationers, 228 S. Los Angeles St., Los Angeles, Cal., 
chain; J. L. Barber, Woodstock Typewriter Sales Com- Pacific Coast Distributor 


, : ; ‘ , - : rekk, 't 
pany, Henderson, Texas (sixth prize), set of cuff buttons. | Associated Stationers, Inc., yo ny Quincy Sts., Chicago, Iil., 


Geo. E. Fox & Company 


319 W. Ohio Street CHICAGO 


A. H. Denny, Inc., 356 Broadway, New York, Eastern Wholesale 
Distributor 
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THE MOST IMPORTANT 
THING ABOUT TABLES 
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Examine 


and mitered box 


Whether you sell them or use them, 
or buy them for others’ use, you 
ought to be interested primarily in 
the day to day service—the year to 
year durability. For most uses, ap- 
pearance constitutes a great deal of 
the value. In some cases, con- 
venience in handling, moving about, 
etc., is of particular interest. 


of sound, solid construction and clear, 
wear resisting finish must be an- 
swered favorably or else there is no 
basis for satisfaction nor probability 
of progress. Herein is the great op- 
portunity for the skill of the crafts- 
man, the ingenuity of the designer. 


this sturdy tapered 
leg con- 
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Standings in “Flexi-Post” Contest 

The first period of the “Flexi-Post” sales contest con- 
ducted by The Stationers Loose Leaf Company, Mil- 
waukee, Wis., ended December 31, 1930. The winners of 
the dealers’ monthly award, one in each of six representa- 
tive groups, were: 

Class “A”—Lowman & Hanford Company, Seattle, 
Wash.; Class “B”—Ackerman-Standard Company, Provi- 
dence, R. I.; Class “C”—The Miller-Davis Company, 
Minneapolis, Minn.; Class “D”’—Knight Printing Company, 
Fargo, N. Dak.; Class “E”—Walraven Brothers, Dallas, 
Texas; Class “F”—John D. F. Morgan, Camden, N. J. 

The runners-up in the various classes in the order of 
their rating places them as follows: 

Class “A”—Tallman, Robbins & Company, Chicago, IIL; 
The Columbus Blank Book Manufacturing Company, Co- 
lumbus, Ohio; Wm. Mann Company, Philadelphia, Penna.; 
The Gregory, Mayer & Thom Company, Detroit, Mich.; 
Buxton & Skinner Printing & Stationery Company, St. 


Sane Above at the left is illus- Louis, Mo. 
ane trated the standard construc- . pare . wes " . , 
SES SSR RRRBEE | tion of Samson tops show- Class “B”—Graham-Chisholm Company, New York, N. 
RR ZoHe Vv e8e ing the moulded edge. Note e > —_ "hilade + Janna > Stew 
sesseuueuuan a heavy cross banding, the : ; = B. ome swing Me ae ig I —m ie gn. 
use of whi insures a *oster ompany, ittsourgn, enna.; 1e - ». rocker 
Be Se ecseeene smooth even surface. : ' co . s . ac¢ , . 
Company, Inc., San Francisco, Calif.; Western Litho Com- 
pany, Los Angeles, Calif. 
A ts . ‘ Class “C”—The Thorp & Martin Company, Boston 
Everywhere, however, the question | 17.5 Stainton & Evis, Toronto, Canada; Climax Sta- 


tionery Company, New York, N. Y.; Smith Printing 
Company, Williamsport, Penna.; Pantagraph Printing & 
Stationery Company, Bloomington, III. 

Class “D’—The Dayton Blank Book & Printing Com- 
pany, Dayton, Ohio; Chas. G. Stott & Company, Washing- 
ton, D. C.; Commercial Printing Company, Pine Bluff, 
Ark.; Semple-Rieger Company, New York, N. Y.; The 
Johnson-Watson Company, Dayton, Ohio. 

Class “E”—A. Boobe Company, New York, N. Y.; Carl- 


Beene RSC EE struction. The wider glue 

ptt tt hip te ~~ f— ote = son Bros., Moline, Ill.; Blake & Rebhan, Boston, Mass.; 
the leg insures unusual wear Ski & Ke dv. St. Louis. Mo.: Atl ic Loose Leaf 

SESE EEEEEEEE a4 Gucabitie Skinner ¢ ennedy, St. Louis, J * Atlantic L se Lea 
a ura y- 











In devising better structure, not only 
by suputiies higher grade and 
heavier materials but also by work- 
ing out better shaping and fitting, 
we believe SAMSON positively ex- 
cels and we are always pleased to 
demonstrate this excellence. 








shown here—the undertop construc- 
tion, the making and fitting of draw- 





Company, Philadelphia, Penna. 

Class “F”—A. C. Lattin Company, New York, N. Y.; 
The United Publishers, Inc., Havre, Mont.; The Kelvie 
Press, Inc., Kokomo, Ind.; Marshall Printing Company, 
Marshalltown, Iowa; Deppisch & Company, New York, 
N. Y. 

The salesmen’s awards issued during December were 
coupons distributed as follows: Geo. W. Morris, Chicago, 


, . Ill., 3: Herb Moeller, Chicago, Ill., 1; G. B. Armstrong, 
The illustration above at the : . , . . 
left shows the Samson lino- Bellefontaine, Ohio, 1; J. B. Harvie, Providence, x. ke 
= oe Sieueadl tan pe 2; James R. Owen, Cambridge, Mass., 1; G. Stanley Lynch, 
eee tt et yee M4 ee —_ on. Philadelphia, Penna., 1; A. C. Otto, New York, N. Y., 1. 
0 e avy banding— : , _ 
ttt fh Lift the corner of a Samson It was intended to terminate the contest on February 
Saa8 table. See how firm and 22 . x memund : af 7 : 
SR RRR RRR ES | cicid ic is. 28, allowing a reasonable time thereafter for salesmen to 
get their contest records in for awards. Just as Office 
\ Appliances was about to go to press word came from The 
: Various SAMSON features not | Stationers Loose Leaf Company to the effect that the clos- 


ing date of the contest had been extended to March 31. 
The company declares that the work done by dealers and 


ers, special drawer arrangements, ; ; . 

special finishes, etc., are all provided dealers’ salesmen in the contest is exceptional, and it is 

a _ catalog, sent on request. believed that, with the sales momentum already attained, 
rite ITSCHLE 3 ; ; ‘ : 

: UTSCHLER BroTHErs Co., | the extension of the contest will show record-breaking 
03 Madison Street, Nappanee, 

Indiana. results 


2Aali/4F wma. 




















The company recently announced the results of the Jan- 
uary Flexipost sale-a-day contest. Winners in the six re- 
spective groups were: 

Class A, Gregory, Mayer & Thom Company, Detroit, 
Mich.; Class B, A. Pomerantz & Company, Philadelphia, 


Penna.; Class C, Climax Stationery Company, New York, 


Cc Oo N ty T he U Cc T } re) oe N. Y.; Class D, Superior Printing & Box Company, Sche- 

nectady, N. Y.; Class E, Outwest Printing & Stationery 

J \LI Vv Company, Colorado Springs, Colo.; Class F, Hastings & 
| ; Baker, New York, N. Y. 
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Cxclusive jeatwees 


THE PATENTED 
=" CARD HINGE 





Made of extremely tough 
gummed fabric, the new 
“Y and E” Visible Index 
hinges have great strength and 
hang to the card with dogged 
tenacity. Since the hinges are 
of fabric, the cards will readily 
pass through the typewriter. 
Hence —Records may be typed 
after the system is set up. Each 
of the two hinges on each 
card drops into one of the 
slots formed on the aluminum 
card holder and locks itself 
into position. No threading 
or fumbling. The action is 
quick and positive. 


THE ALUMINUM 
" CARD HOLDER 


(Patmt Pending) 

This strong, everlasting Card 
Holder is immune to rust 
and unaffected by heat or 
cold. Self adjusting. Noth- 
ing to get out of order. Fool 
proof and trouble free. Will 
last the life of cabinet with- 
out replacement. 
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Automatic Lifting Top Card 


Typical of the new “Y and E”’ Visible is the time and 
motion saving Automatic Lifting Top Card. This pat- 
ented feature, surprisingly simple and efficient, is ex- 
clusively “Y and E”’. 


When a tray is withdrawn from the cabinet for refer- 
ence or entry, the metal protecting card at the top or 
far end of the tray is automatically lifted, exposing the 
last or top card to full view. When the tray is re- 
turned into the case, it is unnecessary to fold or close 
up the cards by hand as the tripping device automatic- 
ally closes the cards as the tray goes into its opening. 


Wide spread response from dealers everywhere indicates that the 
“Yand E”’ Visible Index has still further increased the desirability 
of the famed “‘Y and E”’ Dealer Franchise. Write for details. 


YA STREET aad : EM . 


ROCHESTER, N. Y. 








Export Department: 368 Broadway, New York, N. Y., U.S. A. 
Cable Address: “Yawmanerbe’”’ New York 


Steel and Wood Filing Cabinets . . . Steel Desks . . . Steel Shelving . . . 
Safes . . . Office Systems and Supplies . . . Bank and Library Equipment 


“FOREMOST FOR FIFTY YEARS. 
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THE MONOGRAM PLATE 


Your Customer's Initials on His 


“Ever Ready’ Calendar 


a 





‘These attractive monogram plates pro- 
mote “Ever Ready” calendar sales by 
making the pad distinctly individual. 
They are interchangeable on all “Ever- 
Ready” loose leaf styles in their respec- 
tive sizes. 

The plates and initials are supplied to 
the Stationer in a complete monogram 
kit. This kit comprises an ample num- 
ber of 4” and 5” top plates together with 
a liberal amount of initials. Any initial 
combination can be rapidly set up to meet 
the customers’ demands, 





THE “DAILY RECORDER” 
A Loose Leaf Calendar Diary—One That 


Provides a Permanent Record of All Engagements 
and Memoranda—The Pages can be Retained 
and Referred to During the Course of the Year 


The “Daily Recorder” is 
mounted on a stand of qual- 
ity construction rigidly built 
with a heavy gauge metal 
base and polished brass trim- 
mings. It is manufactured 
in the 4x6 size only. 















The 
Complete 
Calendar 


Styles 
2146 Brass Base 


2046 Steel Base Style 2146% 












TYPO TRADING COMPANY 


(a subsidiary of Clark Loose Leaf Mfg. Co.) 
65-67 Duane Street 
NEW YORK 
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Salesmen’s awards were issued during January to the 
following: F. R. Ahlers, Seattle, Wash.; Bernard D 
Kirby, Brooklyn, N. Y.; H. T. Boyle, Philadelphia, Penna.; 
A. M. Mangin, Philadelphia, Penna.; E. Burgerthistel, Bal- 
timore, Md.; Joseph Maskell, Baltimore, Md.; Paul G. 
Burns, Springfield, Ill.; Walter E. Mills, Philadelphia, 
Penna.; James R. Cowan, Cambridge, Mass.; A. E. Mitchell, 
Detroit, Mich.; Martin F. Donze, Philadelphia, Penna.; C. 
S. Morris, Chicago, Ill.; Roy C. Ellis, Atlanta, Ga.; W. 
Edwin Pagel, Baltimore, Md.; Harry E. Frantz, Detroit, 
Mich.; William P. Reinhardt, Philadelphia, Penna.; Earl 
Greiner, Bloomington, Ill.; Frank L. Sitler, Philadelphia, 
Penna.;: Edwin F. Hoffmaster, Baltimore, Md.; W. G. Sla- 
terback, Los Angeles, Calif.; H. A. Jeffries, Detroit, Mich.; 
N. W ebb, Jr., Schenectady, N. Y.; Vincent Kelly, New 
York City; A. Weis, Brooklyn, N. Y.; R. A. Kessler, Chi- 
cago, Ill.; George W. Morris, Chicago, III. 

The contest continued during February and March and 
contest coupons will be issued with all billings of Flexi- 
post binders shipped up to and including the closing date. 


— 
Du Pont Products Displayed in February 


During the convention of the Wholesale Stationers’ As- 
sociation of the United States at Atlantic City last month, 
the Du Pont Products Exhibit on the Boardwalk showed 
items of special interest to stationers. 

One of the display windows showed fountain pens, 
mechanical pencils and pen-pencils, with barrels of 
“Pyralin.” These were the product of the Eclipse Foun- 
tain Pen & Pencil Company, Inc., Arlington, N. J. Fea- 
tured in the display was a reproduction of the western 
hemisphere. An eclipse was indicated over the United 
States, the shadow indicated by flood lights played on a 
large cut out of a fountain pen. Representative models 
of the Monroe-Eclipse line were shown, including the 
three styles known as “Madison,” “Lexington” and “Fifth 
Avenue.” The barrel material colors included midnight 
blue, autumn, jade, Marine and Persian. 

\ display of the various uses of “Fabrikoid” for binding 
loose leaf devices was made in another window. Price 
books, memorandum books, catalogue covers and sales- 
men’s portfolios demonstrated the variety of colors, grains 
and embossing. These were arranged against a_ back- 
ground of brightly colored “Fabrikoid.” The binders used 
in this display were supplied by the Wilson-Jones Com- 
pany, Chicago, III. 

anaiiiieeas 
The Last Half Hour 

The Coach (published co-operatively by the Boorum & 
Pease Company, Eagle Pencil Company, C. Howard Hunt 
Pen Company and Sanford Manufacturing Company)] A 
customer was overheard making this remark: “Many 
times I find it necessary to purchase something late in the 
day. In some stores the general impression seems to be 
that after a certain hour the time should be spent in prep- 
aration for closing the day’s work.” 

Salespeople of Los Angeles were told recently that the 
eleventh hour customer should receive the best of atten- 
tion for the following important reasons: 

First—That a customer shopping at a late hour evidently 
intends to purchase, provided he or she receives courteous 
attention. 

Second—The lateness of the hour practically eliminates 
comparison shopping. 

Third—Many customers are tired and ready to buy if 
proper and alert attention is given them. 

Fourth—If a customer experiences as good service at 
the eleventh hour as is accorded to her during the day, 
she will have a high regard for the store that keeps its 
service on a helpful basis up to the last business minute. 


“THENEW ANDBETTER 
pa WAY TO DO 
STORAGE FILING AND 
aay) 4=6TRANSFER WORK”? 







ow SIZE NO. 2 for Cancelled oon 


| DEALERS. WANTED 


TATIONERS "and office supply 
S houses that do not now handle 

LIBERTY Files are invited to 
consider one big fact about this line— 
every year since these files were intro- 
duced to banks and business firms has 
set a new high water mark in sales. 
Last year was our best year. That is 
proof that LIBERTY Files do sell. In 
their field, they have long been leaders. 


Over 35,000 Users 


More than 35,000 banks and business 
firms, many of them the largest in the 
country, use LIBERTY Files. In your 
trade territory, there are both users and 
prospects, We can help you reach this 
business, just as we have helped other 
dealers in office supplies to make LIB- 
ERTY Files, for the money invested, one 
of their best paying lines. We have a 
very interesting proposition to make you. 
Why not sit down now and give us the 
opportunity ? 


J 2 STANDARD SIZES 


FF te No. ll—12 x101/4x24 
Cap er Legal........ 12—15 x10/4x24 
Invoice or Bill....... “ 13—10 x8 x24 
Drafts and Checks....‘ 2—9 x 334x24 
Drafts and Checks....“° O—9 x4 xl15 














WEED sccccesccee “Jae 9 x 4gx24 
Tabulating Cards ....“* 19—— 75gx 3x18 
Documents .......... “ 15— 4x10 x24 
Deposit Slips ....... “ [8 x 4 x24 
Deposit Slips ....... “ S— 8 x4 x15 
Ledger Sheets ....... “ 14—12 «12x12 


Old Statements, etc...“ 5—10'/ox (3x24 
Pass Books (2 Rows)...‘ 4—7 x 54x24 
3x5” Cards & Forms... “ 17— 54x 3'4x24 
4x6” Cards & Forts..." 3—6 x 4° x2 
4x6” Cards & Forms.. “ 10—6 x 4Y4xl 
5x8” Cards & Forms...“ 16—8 x5 x24 
8x5” Cards & Forms.. “ 20— Six 81/4x24 
BY, xS/2” Cards & Forms“ 6— 8! fm a 
8x7” Cards & Forms“ 18— 8x 7 x24 
Special Sizes made in lots 
of 50 to 100 or more. 


SAMPLE FREE 


Attach coupon to your letterhead and mail. 
v Users invited also to send for free sample. 























0.A.3-31 


BANKERS BOX CO., Inc., 
536-538 S. Clark St., Chicago, IIl. 


I am interested in your proposition on LIBERTY Files. 
Please send FREE sample and full information, No obli- 








gation. 
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The Big Buy in Business 
Today 


EDCO Desks have the quality 
and price which appeal to most 
business men. They have aided 
many dealers to an extending 
sales volume and a well 
grounded reputation. The ser- 
vice of these desks is measured 
by years of usefulness, pleasing 
substantial appearance, and 
ready convenience. The service 
rendered encourages more and 


larger orders and assures good 




















growth. 





The EDCO line is worth close 
investigation. New catalog with 


full details ready for mailing 


EVANSVILLE DES 


Evamsville ...+-+ ee 
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Papers at American Management Assn. Meet 

The American Management Association held its annual 
meeting at Niagara Falls, N. Y., during the weck of Feb- 
ruary 2. Extracts are published here from some of the 
addresses of outstanding interest. The first is “What's 
Ahead in the Light of Ten Years’ Progress?” It was 
based on the viewpoint of Dr. Joseph H. Willits, professor 
of industry and director of the Department of Industrial 
Research, Wharton school, University of Pennsylvania. 
He listed the following points as the most significant de- 
velopments in the field of personnel management in the 
last ten years: 

1. Personnel administration has ceased to be the 
ganatic” wife or a “by-blow” of business management, and 
has been built into the structure as an integral part of 


ae 


mor- 


operating business management. 

2. Personnel management and personnel managers have 
tended to become much less evangelical and sentimental 
and more ready to seek for and base their ideas and polli- 
cies upon facts. Personnel management is in process of 
becoming a more scientific thing. 

3. An increased sensitiveness to the kind of job man- 
agement has been doing has been developing and with this 
a tremendous effort through training to improve the 
quality of management. This has been particularly true 
on the side of training executives in personnel. 

4. The psychology of American industry on the subject 
of wages has been changing. The attitude which seeks to 
make wages as high as possible rather than as low as pos- 
sible is one of the most promising ideas so-called capi- 
talistic society has produced. 

5. The growth of employee stock ownership is of great 
importance 

6. The development 
union management collaboration means that we are start- 


of employee representation and 
ing the development of machinery which can make the 
ideas and policies of management come closer to the ideas 


and policies and feelings of the rank and file of workers. 


Prediction for the Next Ten Years 

On the basis of these changes Dr. Willits predicted that 
the most significant developments in industry in the next 
ten years would include: 

1. An increasing sense of social responsibility by in- 
dustry—and perhaps alongside of that—an increasing par- 
ticipation by the state in the maintenance and establish- 
ment of minimum standards in industry. 

2. The attainment of a greater measure of security from 
the hazards of industry and most particularly from the 
hazards of old age and unemployment. 

3. A shorter working week. 

4. An increasing upon 
upon the methods of improving the quality of executive 
management and leadership in business. 

5. An increase in research in economic and particularly 


concentration the quality and 


industrial relations problems. 

6. A change in the emphasis within industrial psychology 
by which greater attention will be devoted more directly 
to an understanding of human behavior in industry 
through the study of the emotions. 

Minimizing the Effect of Depressions on Personnel 

“Practical means of minimizing the effect of the depres- 
sion upon their working forces have been developed by 
many companies during the past year,” was stated in a 
paper of which Mr. Ernest G. Draper, vice-president, and 
Miss Eleanor H. Park, The Hills 
Brothers Company, were joint authors, presented before 
Spreading work by reducing 


personnel director, 
the personnel conference. 
the number of hours has been the plan used by one well 
known shift reduced from 
eight to six at the same time that base hourly rates were 


company Hours per were 
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—and a better 


hold on your BINDER 
BUSINESS 


NCREW compression, giving vise-like grip of the 
sheets, is just one of the many Flexi-Post features 
that users praise. 


“Once a Flexi-Post user, always one”—is a trite but 
true saying. Flexi-Post is so superior in design, so 
much easier to operate, so saving of space and temper 
that no user ever goes back to ordinary binders. 

Once you sell a man Flexi-Post you hold his binder 
business—and his account grows and grows. 


Have you investigated our Exclusive Franchise prop- 
osition? Do you know how actively we help you 
sell? Mail the Coupon below, and find out. 


STATIONERS LOOSE LEAF CO. Wisténsin 


REG.U.S. PAT. OFF 


anteed Binder - a Unit of the FAULTLEss Line 


STATIONERS LOOSE LEAF COMPANY, Dept. C-3, Milwaukee, Wis. 7 
Is my territory open for Flexi-Post? Send booklet and guaranty facts. 
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Good, Medium Grade Chairs to Match 


Various Executive Desks 


The increased production of period 
suites by desk manufacturers created a 
real need for chairs to harmonize. Rec- 
ognizing this need, we set out to meet 
it, by producing an entirely new line of 
chairs. Not only was that done—it was 
made a good quality line at prices com- 
parable to ordinary grades, accom- 
plished by volume sales—volume pro- 


duction. 


In our new factory, every operation is 
performed in a manner prescribed for 
satisfactory results at least expense. 


Starting fresh, there is no obsolescent 






equipment. Here we turn out good qual- 
go. ity chairs in quantities large enough to 
justify moderate prices. Dealers are of- 
fered a new and better line for consider- 
ation. Descriptive matter of all models 
now in production will be sent on re- 


quest. 


NEW INDIANA CHAIR CO. 
JASPER, INDIANA 


Orders may be pooled with shipments from Indiana 
2299922 Desk Company. Buying in carload lots is the eco. KKKKK 


nomical way. 
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Profit for All in INDIANA 
DESKS 


Modern requirements of desk users are 
the vital test in this business. We con- 
sider them of first importance because 
we believe a high degree of user’s con- 
venience and efficiency, necessary to the 
success of the purchasing agent and 
dealer. 





Indiana Desks are building friendships 
everywhere because of the service these 
fine desks give, arising from better con- 
venience and superior quality. Indiana 
Desks are never built down to a price, 
but numerous economies of manufacture 
have made possible a remarkably at- 
tractive scale. If you are interested in 
extending your desk sales, we invite you 
to investigate the opportunities in Indi- 
ana Desks. 


INDIANA DESK COMPANY 


JASPER, INDIANA 


Orders may be pooled with shipments from the New 
99999999 Indiana Chair Company—a convenient way of buy- KCKEEE 
ing to the best advantage. 
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Another New 7QQ\ INVENTION 
st : 
I. E.BeeLine 
NLD 


FLEXI-FLASH SIGNALS 


Self-Adhesive—May be Removed and Re-used—Ten Different Colors 








F. E. B. Building - 








Flexi-Flash Signals are mounted ready for 
use (in series of 25) on paper backers. 
Photograph above shows one of these with 
several individual signals partially de- 
tached. The unattached signals have been 
folded along their center-scoring and the 
ecard in the foreground shows how these 
may be saddled over the margin of record 
ecard or paper in their proper location. 
Special non-drying adhesive makes each 


3 


‘ 3S . . 
A : >} ~~ 1 
4a Baw %, ad Se 





ete 


signal fit as close as a postage stamp—but 
permits easy removal. Flexi-Flash Signals 
—utterly new in principle—made in 10 
best signal colors—are packed 100 of each 
color in separate cellophane-wrapped en- 
velopes, 10 envelopes (1000 signals) per 
box. For dealers ordering in the larger 
quantities a convenient and attractive 
silent-salesman counter display carton is 
furnished. 


10 Important Advantages 


1 Flexi-Flash signals will go through 
> . . . 
any typewriting or bookkeeping ma- 
chine on card or paper. 
2 Dependable. Will not slip, slide or 
>. 
become detached. 
_, Easily removable. May be used over 
and over. 
4,, Lowest in price. About half the cost 
of steel signals. 
5S Save space. Will not “fan out” or 
crowd the index. 


6 Instant visibility. Furnished in 10 
>. . 
most popular signal colors. 
7, Will not mark, stain nor tear the 
. 
record. 
8, Especially adapted for all signal uses 
>. * « 
on visible records. 
9 May be easily fixed to and detached 
>. 
from loose-leaf systems. 
10, Paper-thin, fibre-tough, self-adhe- 
> . . . 
sive—will not clip or catch on ad- 
joining cards. 


Write Today for Free Samples 


of FLEXI-FLASH SIGNALS 


Filing Equipment Bureau 


Manufacturers of the Widest Line of Filing Supplies in the World 


27 Melcher Street = 





Boston, Mass. 
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increased 12% per cent. Other methods in use by various 
companies are: the elimination of overtime; alternating 
shifts; and rotation of days off in cases where continuous 
service is provided. When layoffs have been unavoidable, 
companies have studied individual employee responsibili- 
ties before releasing them. The payment of a dismissal 
wage to employees permanently laid off is one of the more 
recently developed means of assisting workers. The 
amount paid to the worker is usually in direct relation to 
his length of service with the company releasing him. 


Study of Wage Reductions 

The authors in discussing the subject of wages arrived at 
the following two conclusions: first, that if reductions in 
wages must be faced, such a step should be one of the 
last taken by management; and second, that this step 
should not be taken except after consultation with em- 
ployees. 

In conclusion the following excerpt from the report of 
Colonel Arthur Woods entitled “A Survey of Unemploy- 
ment Relief in Industry” was quoted: “Large corpora- 
tions showed the most serious unemployment. Practically 
all of those employing 5,000 or more have faced a decline 
On the other hand, twenty-five per cent of the companies 
employing less than 1,000 men were operating normally 
and were without unemployment difficulties. Of the com- 
panies employing less than 500 men, thirty-nine per cent 
were operating at a normal or increased rate.” This quo- 
tation suggested to the minds of the authors the following 
two queries which the authors did not attempt to answer: 
“First—Do large publicly owned corporations, as a whole, 
excluding certain outstanding exceptions, tend to encour- 
age or to discourage a more social outlook upon the part 
of all industry? Second—if such companies tend to be 
more anti-social than social, must there not be a change in 
their attitude if large scale industry is to remain privately 
owned in the economic world of tomorrow?” 


Conference on Hours and Vacations 

Management's initiative in departing from traditional 
practices such as reducing the working forces when de- 
creased demand has lessened production, and maintaining 
inflexible working hours and work weeks, was the subject 
of the talk of J. W. Dietz, Western Electric Kearny works, 
superintendent of industrial relations, as presiding officer 
at the round table conference on the subject of hours, va- 
cations and the working week. 

Since the lessons industry has learned from recent ex- 
periences presage changes in the approach and the atti- 
tude toward the solution of economic problems, both in 
normal and abnormal times, the conferees discussed the 
results of their several studies of shortening the work 
week, extending vacation plans to all grades of workers 
and also the arguments for and against a standardized 
season for vacations. 

The group of public relations and industrial relations 
experts from all parts of the United States assembled at 
this personnel conference evaluated factors for setting 
up programs for stabilizing employment. 

From this evaluation, Mr. Dietz predicts a more closely 
knit relationship between industry and the community, a 
relationship which will take into consideration the workers’ 
problems when not at work as well as on the job. This, 
he believes, will make for the greater good of the country 
at large. 

Stabilizing the Wage Earner’s Income 

In discussing theories and proposals for stabilizing the 
wage earner’s income before the personnel conference, 
Ordway Tead, editor of business books, Harper & Broth- 
ers, offered the following diagnosis of the causes of busi- 
ness instability. 
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A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 


MANIFOLD 
SUPPLIES 
COMPANY 


188 Third Avenue 
BROOKLYN tation 2) N, Y., U. S. A. 
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First, that the problem of business stabilization is funda- 
mentally an international one and, increasingly with the 
development of world-wide industrialism, it can be settled 
only on a basis of some utilization of world-wide instru- 
ments of planning and control. 

Second, that the competitive and individualistic char- 





acter of our industries within the nation will ultimately 
prove to be a fatal defect unless we can introduce forces 
that will relate production much more closely to available 
purchasing power than is now the cas« 

Third, that survival in business by the individual com- 
pany, by each industry as a whole, and by nations, will be 
assured only by planning production in relation to effective 


sd ' . ‘ 
demand and by keeping that effective demand on a pro- 

4 . . . . . 
WY gressively higher basis by conscious attempts to increase 
the ratio of income devoted to consumer uses as compared 


with that for new capital outlay. 


* ees . . 
Stabilization Must Be Universal 
Vs Vi0/ Fourth, that attack must be made upon the problem of 
stabilization simultaneously at every level—international, 


national, by industries, and by individual companies; and 


e it must be made both voluntarily within the industry and, 
to a certain extent, by public legislative enactment. 
VAC; Mr. Tead offered no panaceas, but stated that it is prob- 
able that we are today witnessing the beginnings of a 
sharply militant contest between the principle of operat- 
ing industry on a laissez-faire basis for private profit and 
the principle of regulating industry socially for consumer 


HERE wes a time when quality and needs. “What we need,” Mr. Tead said, “is economic 
high prices went hand in hand. statesmanship of a high order. The choice before us is 


becoming increasingly clear. Will we allow economic 





Consumer demands for quality office desks at low forces to continue to create havoc in the midst of a possi- 


prices have been answered by the new Alma Line ble plenty, or will we use our minds and hearts to develop 


for 1931—Many improvements made in the line, 
together with a lowering of prices has resulted in 


an economic order which will minister to a widespread 
human happiness? I am confident that a good destiny 
these durable end practical office desks representing lies ahead if only we will begin at once to think and plan 

courageously and disinterestedly in searching into the so- 


n Ot only unusual values but offering a quality all out cial and economic unknown which lies ahead.” 

A an » 4 

of pr portion to the ordinary standards set for low Basension of Veestional Tealsing 

a Sa a eel catalog of Diteen Didi “There is a conspicuous movement under way in the 

United States in the direction of Vocational Education, 

is available upon request C. S. Coler, manager, educational department, Westing- 

house Electric & Manufacturing Company, said as pre- 

siding officer before the round table conference on em- 

ployee training and education of the American Manage- 

ment Association. “At first represented in industry by 

apprenticeship courses and in the educational world by 

professional schools, vocational training has now become 

a part of all education and of all work 

“The movement is essentially an effort toward creating 
a balanced development for the individual,” Mr. Coler con- 
tinued. “It recognizes the importance of developing earn- 
ing capacity as well as preparing for citizenship and an 
appreciation of life values. 

“Some of the vital questions which this movement is 
bringing to the front are concerned with the question of 
' No. 1151-F Desk mec ting changing conditions in the industrial world, decid- 

ing on the division of responsibility and distribution of 
costs involved in training programs.” 
Trends in trades training, in office training, in executive 











training and in co-operative education were considered 
K during the conference. Among other topics which were 
, : . : . 
discussed were the following: the favorable and unfavor- 
HIGH POINT, N : able effects of industrial depression on employee training 
7 ° ; ‘ : ; 
and education; the probable effects of shorter working 
hours, of a permanent unemployment situation and of in- 


BENT | creased competition on employee training and education; 
programs for adjusting the college graduate to industry; 
ae and fundamental principles which underlie successful em- 


| ployee training. 
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ome Your customer favors lower prices but is waiting for better 

ting a quality. The Myrtle Desk Line for 1931 features many 

con- BEST quality improvements thruout the line. Now, you can 

tes DESKS purchase Myrtle Desks for large installations in outer 
offices that in quality compare favorably with private office 

a i suites. 

cid- The complete Myrtle Line offers period style office furni- 

n of ture in English Oak—Office Oak, Walnut and Mahogany 

tive suitable for every office need. The new catalog just off the 

ered press will be sent to you upon request. 

xing High Point, N. C. 

tee Please send copy of NEW CATALOG 
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MAYBE YOU 
DON'T SELL FIRE ENGINES 





AYBE you wouldn’t think of 

trying, to sell a nice toy fire 
engine to tomorrow’s first cus- 
tomer. But that doesn’t prove that 
there’s no market for toy fire en- 
pines; two hundred fifty million 
dollar's worth of toys were sold 
last year alone! Which proves 
that no merchant can make money 
when he Zaupes sales possibilities 


on the basis of “What I'd buy 


for myself.” 


Thousands of merchants and 
clerks who never had heard of 
Balance® pens and pencils 24 
months ago, and who might never 
have thought of buying such mer- 


5 


W. A. SHEAFFER PEN COMPANY 
New York . . . . 

W. A. Sheaffer Pen Co, of Canada, Ltd. 
Wellington, N. Z. 


Chicago 


Sydney, Australia 


chandise forthemselves, are today 
selling, nine Balance® pens for 
every lone flat top! And it’s the 
same with Sheaffer's better 
desk sets and matched Balance® 
EnsembleSets: push them, forsome- 
body is lookin’, right now for that 
very merchandise as a wedding, 
pift, a commencement sift, a Golf 
or Bowling, Tournament trophy! 


Tell clerks to abandon the mental 
hazard of ‘‘What I'd buy if I were 
buying!” People buy all manner 
of costly merchandise every day! 
Why not Sheaffer's from your 
place of business? 


HEAFFER’ 


PENS-PENCILS-DESK SETS-SKRIP 


FORT MADISON, IOWA, U.S. A. 
° ° San Francisco 
169-173 Fleet Street Toronto, Ont. 
52 Kingsway, London, Eng. 


7 Blvd. Haussmarn, Paris, France 


Reg. U.S. Pat.Of. 


© W. A. 8. P. Co., 1981 


SHEAFFER LEADS THE WORLD IN SALES 
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This white 
dot identifies 
Sheaffer's ,the 
ONLY Aenuine 
Lifetime® pen. 


NN 
\ 


BALANCE 


The ONLY Balance® pen 


and pencil are Sheaffer's 


Marine Green 
No. H74MC, 
$7.75 


———— : non =—S__ 
— ~ — 

: . = 

- — — 


. ‘ 
> Marine Green, 


SSSNo. HMC, 


Balance’ design wins! Nowdemanded ~<<¥® 


in 90% of Sheaffer sales " 


The public has accepted Sheaffer, creator of Balance® design, 
as the arbiter of style in fountain pens and pencils. Now 90% 
of Sheaffer's incomin}, orders specify streamline Balance” design. 
In fountain pens as in every other line, the greatest profits jo 
to those at the head of the industry. Sheaffer dealers lead all 
others in sales! The public wants, and is willing to pay more 
for this modern beauty and Lifetime’ precision in their writin?, 
instruments. Flat-end pens and pencils are passing with the 

relics of yesterday. Trim your fountain pen case to the modern Sto nieee ete ae 
trend for Sheaffer profits. The strongest full-color national Ochere higher and lower 
mapazine advertising, and a newspaper campaign pioneering, 
full-color rotoBravure advertising in the leadin}, markets of the 
country are opening, important new profit channels to Sheaffer 
dealers. Identify yourself —stock, display and push Sheaffer's! 


AT BETTER STORES EVERYWHERE 


SHEAFFER’ 


d : PENS-PENCILS-DESK SETS-SKRIP 
SKRIP, SUCCESSOR TOINK.This W. A.SHEAFFER PEN COMPANY, FORT MADISON, IOWA,U.S.A. 





brilliant writing fluid cannot clog New York . ‘ . Chicago. ; . San Francisco 

or thicken. Makes all pens write W.A.Sheaffer Pen Co. of Canada, Ltd., 169-173 Fleet Street, Toronto, Ont. 

better, and Lifetime® pens write Wellington, N.Z. + Sydney, Australia +- 52 Kindsway, London, Ens. ¥ 

best. 2 oz. bottle. 15c. For 662% => 7 Blvd. Haussmann, Paris, France ——~—S \ / li MC / Y 
more money, you Ret 100% more »~ Tae: S. 5. Os. Se DOSS Fe Ae Matched Balance Writing’) 
Skrip in the 4 oz. bottle, at 25« } ) — - | \\ S 


r 7 (/ Equipment is the Vogue. 
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THE 
MODERATE PRICED LINE 
OF 
GOOD QUALITY 
Folders 
Manila Guides 
Pressboard Guides 
Metal Tab Guides 
Celluloid Tab Guides 
Card Guides 
Index Cards 
Transfer Cases 
Letter Trays 
A-Z Outfits 
Recipe Outfits 
Business is tight. Buying right 
is imperative. Let us help you 
solve your sales problem. 
W rite for net price list No. 100 
IMPERIAL METHODS CO. 
FOREST PARK ILLINOIS 
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New Corry-Jamestown Catalogue of Steel 
Equipment 

The Corry-Jamestown Manufacturing Corporation, Cor- 
ry, Penna., manufacturers of Corry-Jamestown steel furni- 
ture, have announced new steel office equipment products, 
featuring a complete line of metal office furniture contain- 
ing upright units, wide section and half section units, docu- 
ment file cases, card index cases, storage cupboards, desks, 
commercial safes—in fact, a complete line from which a 
modern office can be equipped—with whatever steel furni- 
ture may be required. 

In the Corry-Jamestown line there are three grades of 
upright units. “Steel Age” line is of excellent quality and 
refined appearance. The “Viking” line is a very good 





COVER AND OVEN SPREAD OF NEW CORRKY-JAMESTOWN 
CATALOGUE 
vrade of low priced suspension files, while in the “Armor” 
line, the drawers operate on rollers, recent improvements 
having greatly increased the value of this line without any 
increase in price. 

No single design or construction of filing cases can sat- 
isfy every requirement. Appearance can be maintained 
even with simplification of construction. Standard gauge 
material can be used in the production methods, even in 
cases intended for less important papers 

Corry-Jamestown Manufacturing Corporation has, 


through experiment and planning, materially improved the 


whole general line from a construction standpoint as well 
as from the standpoint of appearance. The corporation 
states that anyone interested may obtain a copy of their 
new catalogue by addressing the executive offices at Corry, 


Penna 


—_—»- 
Aquarello Pencils Made in 24 Colors 
lhe Eberhard Faber Pencil Company, 37 Greenpoint 
avenue, Brooklyn, N. Y., announces the fact that their 
\quarello water color pencils are now made in twenty-four 
colors. Assortment No. 1164 consists of a handy double 
easel type pocket sized box containing one each of the 
\quarello pencils in the twenty-four different colors—light 
ochre, red brown, steel blue, French green, burnt sienna, 
carmine, sap green, violet, dark blue, scarlet, yellow, dark 
green, black, gold ochre, indigo, ultramarine, umber, helio- 
trope and sepia. 
Aquarello pencils produce exquisite water color effects 
on silk crash, linen and other fabrics, as well as on parch- 
ment, leather and wood and for sketching on paper. 
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LAAFANFANANFAFAFNANVINININVIVING 


Write for the Price 
Of This Suite 


You will be surprised to find that it can be sold 
at a price that meets the competition of any 
other type of furniture. 


Vanderbilt leather, because it is built in a 
factory where the most scientific production 
methods have been properly applied, has the 
richness, the beauty and the comfort of custom- 
built office furniture, and yet the cost is far less 
than you would expect. 





SUITE No.WI220 


Write for portfolio, sample books of Eagle- 
Ottawa leather and prices. Let us tell you 
how you, too, can open up an entirely new 
sales market with this remarkable line of 
leather furniture this year. 


Be SS VANDERBILT 


MANUFACTURING CO. 
General Offices DETROIT 333 State St. 


Chicago Show Rooms, Furniture Mart Building 
Factory, Vanderbilt, Michigan 
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Every Office Is a Live Prospect 


A Real Danger Exists in the 
Repeated Assumption of 
Faulty Positions... 


“TT is claimed that more than fifty per 

cent of all cases of spinal trouble are 

the result of the repeated assumption of faulty 
positions. Permitting the bones to ride one an- 
other, as in drooping or slouching, may produce 
permanent changes in the shape of vertebrae. 
The spine curved or rotated as in lateral curva- 
ture, may occupy a purely physiological active 
position, which can be changed at will. In 
writing at a desk, the spine is bent forward and 
sideward, and some of the vertebrae are ro- 
tated. But if these bones are in normal condi- 
tion, their relation in the erect position may 
easily be resumed. It is only after a position 
that occasions a physiological curvature has been 
held for a long time, or has been assumed re- 
peatedly, that the curve becomes pathological.” 





These Posture Chairs Sell on Sight—and Stay Sold. A Line 
of Office Chairs That Are Far More Comfortable, Better 
Looking, and Make Correct Posture Practically Automatic. 


Because of the form fitting posture seat, and the 
fact that the body is actually held in place, this chair 
prevents premature fatigue and exhaustion to seden- 
tary workers. 

Maintaining the proper posture serves a DOUBLE 
PURPOSE— it keeps one PHYSICALLY FIT and 
MENTALLY ALERT. 


We suggest you place a few of these chairs on 
your floor—let your customer sit in the chair—you 
need not ask him,—he'll tell you how comfortable it 
is. Let your own secretary use one of these chairs for 
a week or two—then suggest to her that she use her 
“old type chair’—get her answer. 


Think along these lines—increase your chair busi- 


ness. 


Write for catalogue and price list 





Jasper, Indiana 
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Courses for Business Executives at Harvard 

The Harvard Graduate School of Business Administra- 
tion will hold a special session for business executives dur- 
ing the month of July, 1931, according to an announcement 
made by Wallace B. Donham, dean of the school at Cam- 
bridge, Mass. 

Five courses will be offered as follows: 

Finance, given by Professor A. S. Dewing and Professor 
J. F. Ebersole. 

Public utility management, Professor Philip Cabot, Pro- 
fessor C. O. Ruggles and Professor T. H. Sanders. 

Retail distribution and store management, Associate 
Professor M. P. McNair and Associate Professor N. H. 
Borden. 

Sales management, Professor H. R. Tosdal and Pro- 
fessor H. T. Lewis. 

Railway transportation, Professor W. J. Cunningham 
and Professor W. M. Daniels of Yale University. 

The living and dining halls of the Harvard Business 
School will be open to members of the special session and 
the entire facilities of the library will be available through- 
out the session. 

Each special session course covers the major part of 
the work in its particular field offered by the school. The 
use of actual business cases and problems as a basis for 
class discussion offers an opportunity for acquiring a 
broader point of view toward underlying business and eco- 
nomic principles and for an exchange of ideas with other 
executives on problems of common interest. The session 
also will make directly available to those attending the re- 
sults of the business research work being conducted by the 
faculty of the school. 

Enrollment in each course is limited to a number which 
will permit active class room or round table discussions 
at all times. One hundred and twenty-two companies in 
twenty-seven states and five foreign countries sent repre- 
sentatives to the special session last year. The average age 
of the men attending was thirty-five years. 

cuhamahaniliiiaaiedaiom 
New Law Raises Cost of Return Receipts 

Two House bills signed by the President in February 
change the fee required for return receipts covering the 
mailing of registered matter. Section 3928 of the revised 
statutes provides that: 

“Whenever the sender shall so request, and upon pay- 
ment of a fee of three cents at the time of mailing or of 
five cents subsequent to the time of mailing, a receipt shall 
be obtained for any registered mail matter, showing to 
whom and when the same was delivered, which receipt 
shall be returned to the sender, and be received in the 
courts as prima facie evidence of such delivery: 

“Provided further, that upon payment of the additional 
sum of twenty cents at the time of mailing, a receipt shall 
be obtained for any registered mail matter, showing to 
whom, when, and the address where the same was deliv- 
ered, which receipt shall be returned to the sender, and be 
received in the courts as prima facie evidence of such de- 
livery.” 

The new law also provides for postal insurance fees of 
five cents for indemnification not to exceed $5.00; eight 
cents for indemnification not to exceed $25.00; ten cents 
for indemnification not to exceed $50.00; and twenty-five 
cents for indemnification not to exceed $100, with the same 
language as to receipts and fees as in section 3928. 

The Postmaster General would be authorized to impose 
or remit fines on contractors or carriers transporting the 
mails by air or water on routes extending beyond the 
United States for any unreasonable or unnecessary delay 
or other mail transportation delinquencies under another 
bill (H. R. 8806), which President Hoover also signed. 
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Where Quality Counts 


‘“‘M&V”’ typewriter ribbons and 
carbon papers are the most out- 
standing on the market today. 


The element of superiority is 
conveyed in every impression 
from our ribbons and in every 
copy from our carbons. There is 
the same element in our business 
policies. We cooperate with and 
protect the trade in every pos- 
sible way, meeting every condi- 
tion and filling every require- 
ment. The splendid ‘“‘“M&V”’ 
brands, every one standard in its 
class, are reliable and best aids in 
establishing a profitable and per- 
manent office supply business. 


Write for our new illustrated 
catalog and complete informa- 
tion regarding the tested and 
practical] ‘‘M&V’’ direct-by-mail 
advertising plan. 


MITTAG & VOLGER, INC. 


Principal Office and Factories, PARK RIDGE, N. J. 


Agencies Throughout the World 
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three luxurious new desks... priced 













HERE’S THE NEW YORKER ... for the brilliant, modern- 
minded young executive. The man who slashes away con- 
vention, who reduces design to its fundamental simplicities, 


— PENN! Mount Vernon! New Yorker! 
These are the names of a new trio of desk 
suites that Art Metal is announcing for the first 
time, three names that stand every chance of going 
on the best-desk-seller list of 1931! 

Many of them will go into executive offices on 
their good looks alone. Many more will find their 
way into general offices because they're priced low 
enough to be attractive there! 


. single or double ped- 


There are four styles . . 


will find it equally easy to slash red tape with the 
conveniently arranged, roomy Art Metal desk 
beneath this interesting modern dress. 
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estal flat top, typewriter desk, paneled-end table 
. . . all with pleasantly rounded tops and legs, 
turned or fluted footings, interesting mouldings. 

Each one comes equipped with a convenience 
tray, drawer partitions, paracentric key locks. Each 
has a new, improved desk drawer slide, and space 
for light and phone wires. 

Let us send you descriptions and prices . . . or 
write for franchise details if your trading area lacks 


an Art Metal dealer. 
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to make 1931 Pe nee Year. / 






MT. VERNON (below) is a graceful desk, its 
slender, pleasantly turned legs suggesting a 
decorative setting. But its drawers areas roomy 
and convenient as the straightforward olive 
green Art Metal desks in the general office. 










WILLIAM PENN (above) suggests the banker, 
the financier, man of affairs. It’s so sturdy 
and substantial, so impressively designed. Yet 
its handsome walnut or mahogany finish con- 
ceals the enduring, fire-resisting protection of 
rigid Art Metal. 


JAMESTOWN ™ NEW YORK 





Tue Art Mera Line... Fire Safes . .. Storage Cabinets... Desks 
... Shelving . . . Horizontal Sectional Files . .. Upright Unit Files 
... Plan Files... Counter Height Files .. . Postindex Visible Files 
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SALMAGUN DI 











TYPEWRITER PARTS 





TYPEWRITER TOOLS 





RUBBER PLATENS 





Included in these three classes of type- 
writer shop supplies are thousands of 
items, many of them in continual de- 
mand among typewriter dealers. Suc- 
cessful dealers all over the country sat- 
isfy this demand by availing themselves 
of Ames service. By concentrating their 
needs in one order, they save valuable 
time and much trouble and expense. 


Ames branch offices are located con- 
veniently for quick service. Orders for 
tools, platens and parts are shipped 
within twenty-four hours of time re- 
ceived. Our service is for the trade 
only; we leave the retail field entirely 
to our dealers. 


If you buy AMESCO platens, you know 
we give every order utmost attention; 
why not obtain the same service for 
typewriter parts and tools? Remem- 
ber that 





Ames Means Excetcent SERVICE 





Branch Office and Export Dept., 





AMES 


SUPPLY . 
COMPANY 


564-572 W. Randolph St., Chicago 


Branch Office, 
50 Lispenard St., New York 


Great Britain Office: Longs, Lid. 
79 and 80 Queen Street, London E. C. 4, England 


583 Market St., San Francisco 


The Field in Retrospect 


Paragraphic Bits About the Office Equip- 
ment and Supply Activities of the United 
States in Years Past 


[From The American Stationer, March, 1881—Absorbed by Office Appliances] 
Fifty Years Ago 

Wall Street was kicking up, and the Cincinnati corre- 
spondent asked a leading paper dealer what the effect 
The wholesaler replied that 
the valley was on a good foundation, and unaffected. 
Queried about the policy regarding retailers known to be 
playing in Wall Street, the paper man said, “We watch 
that. If we find a customer drinking too much, or 
on gambling, or dabbling in stocks, we cut him short.” 


would be on the Ohio valley. 





[From The American Stationer, March, 1906—Absorbed by Office Appliances] 
Twenty-five Years Ago 

The House of Eberhard Faber, 545-47 Pearl street, New 
York, N. Y., had planned to move its general offices and 
factory to Greenpoint avenue and West street, Brooklyn. 

The International Text Book Company, a subsidiary of 
the International Correspondence Schools, had made plans 
to manufacture a typewriter. This appeared on the market 
later as the Victor machine. 

The Adder Machine Company had moved from Detroit, 
Mich., to Kingston, a suburb of Wilkes-Barre, Penna. 

The Globe-Wernicke 
addition to its factory, Norwood, Cincinnati, Ohio. 

The A. A. Weeks-Hoskins Company had been chartered 
to New York to do a wholesale and retail stationery busi- 
ness. This included representation of the A. A. Weeks 
Manufacturing Company, the William H. Hoskins Com- 
pany, Philadelphia, and the C. H. Numan Company, New 
York. 


Company planned an extensive 


[From Office Appliances, March, 1916] 
Fifteen Years Ago 

\ symposium was presented by officers and directors on 
“The National Association—Its Benefits and Advantages.” 

The Wabash Cabinet Company was planning the erec- 
tion of a third building to house its factories at Wabash, 
Ind 

L. J. Conger had been appointed sales manager in charge 
of domestic sales by the Corona Typewriter Company, Inc. 

The J. H. Kistler Stationery Company, Denver, had 
bought a site on Champa street, between Sixteenth and 
Seventeenth, for a new building of steel and concrete 
construction, six stories high. The store at 1537 Lawrence 
street had been occupied about twenty-two years. 

Tredway Brothers had purchased the stationery store 
of S. F. Jones, Stockton, Calif. 


Ge 


The Trials of a Portable Typewriter 

In Fort Smith, Ark., not long ago, a gentleman was 
driving down Grand avenue with a portable typewriter on 
the running board of his car. Without permission, the 
typewriter left its insecure position on the running board 
to repose calmly on the hard, but unmoving pavement of 
the street. A lady, we are uncertain as to whether she 
was a pedestrian or another motorist, flagged the gentle- 
man and informed him that he had “dropped a package 
back there.” In an effort to retrieve the little machine, 
the gentleman began backing up. Another lady in a big 
car suddenly materialized and ran over the typewriter. 
Dark music and slow curtain.—D. C. B. 
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Now— 








ERE’S some real news 
for the dealer who is 

ooking for greater profits in 
steel cabinet sales. 
The “Popular’’ line of A-S-E 
steel storage and wardrobe 
cabinets is now being fur- 
nished in FULL 36-INCH 
WIDTHS—AT NO IN- 
CREASE IN PRICE. 
This increase in width from 34 
inches has been made after a 
careful investigation of cus- 
tomers’ needs and at the in- 
sistent demands of dealers in 
all parts of the country. 
These dealers reported that 
while there was a big market 
for sturdy, neat appearing 
cabinets at a moderate cost, 
their customers were insisting 
upon full 36-inch widths— 
that the 34-inch wide cabi- 
nets were not satisfactory. 
And since the A-S-E line is 
built to be sold through 
dealers, A-S-E acted and has 
given dealers even more than 
they asked. 
Not only have these cabinets 
been made larger in size, but 





These beautiful, modernistic, non- 
tarnishing handles add tremen- 
dously to the smart appearance of 
A-S-E “Popular” steel cabinets. 
Your customers will like this im- 
provement. it will help your 
salesmen SELL. 


In Full 36” Widths 


The Famous A-S-E “Popular Line 
At No Increase In Cost 











AVE 


ALL-STEEL-EQUIP COMPANY 


Incorporated 


600 Griffith Avenue 
AURORA, ILLINOIS 











they have been made more 
secure and far more attractive 
in appearance through the 
use of new chromium plated, 
vault type handles and a new 
chromium plated lock. 
This lock is of the latest de- 
sign—the same as those used 
on the higher priced auto- 
mobiles. It is neat in appear- 
ance—has a beautiful, non- 
tarnishing finish—and attaches 
to the INSIDE of the door. 
There are no unsightly bolt 
heads on the front—nothing 
is exposed except the neatly 
designed barrel. 
The colin are modern, artis- 
tically shaped and easily op- 
erated. The shiny appearance 
of the chromium plating be- 
comes brighter with use and 
contrasts handsomely with the 
dark green finish of the cab- 
inets. 
A special broadside is just 
off the press showing a large 
illustration of one of these 
new, improved cabinets and 
iving complete details. 
Write or your copy today. 





th 
the door, Nothing is ex 
except the neatly = 
Keys are numbered same 4s 
the lock for easy, quick replece- 
ment. 
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Challenge 


to men who are not satisfied 





Dipaday Desk Set— Pen 
adjustableto any posi- 
tien; socket adjustable; 
many beautiful styles 


ee with last month’s profits 


Days like these call for courage. They call for action. 


And they offer a reward—of greater sales and 


greater profits—for courageous action. 





Filapern Es ally de- . . 
signed for fillinafountain Profitable sales records are being made right now 
pens of all popular sizes 

pare Mow sem BB ae by Sengbusch dealers who have decided to take the 


ink supply always. 


No muss. necessary steps to get business. 


They know that they are dealing in commercial 





ote ieisard necessities. They know that, everyday, customers in 
fir-tight; non- 


aqponming: one. . their communities need office appliances to fill regu- 
ink to the pen. » 


Ideal Sanitary 
Moitstener For 
finger moisten 
ina and general 
office use; will 
lasta lifetime. 












lar requirements. And they have decided not to de- 


fault the business which can and should be theirs. 


These successful dealers are carrying well-rounded 
stocks because they know that bare shelves produce 


no profits. 


If you are dissatisfied with last month’s profits, 
fill out your stocks of the Sengbusch appliances want- 


ed and needed by your customers. 


How are your stocks of the Sengbusch items pic- 
tured on this page? Are you ready to sell them to the 


customers who need them? Today’s hard-won re- 





Kleradesk — A 
place for every 

paperand every 
paper in its place. 


Sengbusch 


SELF-CLOSING INKSTAND CO. 
315 Sengbusch Bldg. Milwaukee, Wis. 


wards go to the man who acts courageously, promptly. 


Why not send your complete-stock order now. 
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Trading Profits to Benevolent Fund 
British Stationer] The general secretary of The 
Association of Great Britain and Ireland has 


Sta 


tioners’ 
received the following pleasant communication: 

“Dear Mr. Marsh—We have been advertising our fifty- 
two page turnover calendar to a small extent in the press, 
with the result that we have received a few direct inquiries 
from the public. 

“As you are no doubt aware, it is our invariable custom 
to send to a retailer a credit note for the trade discount 
for any direct sales made to the public, but in the case 
of the calendars we are now referring to we have had 


some remittances from remote districts and from towns 


where we have no retailer with whom we are doing 
business. 

“With a view to carrying out our policy, we feel that 
the only way that we can clear our conscience, and at 
the same time give some advantage to the trade, is by 
enclosing you a cheque for Three Guineas for the Benevo- 
lent Fund [an association activity that aims to relieve 
distressed stationers] which we will ask you to pass on 


to the proper quarter for receiving subscriptions. 
“Yours sincerely, 
“G. Delgado, 
“(G. Delgado, Ltd.)” 

We have had very much pleasure in handing over to 
the chairman of the Benevolent Fund the cheque so kindly 
sent along by Mr. Delgado, and we are inclined to believe 
that Mr. Owen-Jones would wish us to vary the well 
known press notice by saying, “Will other firms please 
copy?” Whilst we know that there are many manufac- 
turers who are meticulously careful to safeguard the in- 
terests of their customers and to pass along inquiries or 
credit notes where possible, it is very pleasant to have 
practical evidence of this principle being carried out to the 
utmost limit. a 

Appliancers Aid Charity Drive 

The Council of Parents and Teachers, Dallas, Texas, con- 
ducted a drive some weeks ago to raise funds for caring 
for the underprivileged school children of Dallas. Old 
magazines and newspapers were collected, the proceeds 
from the sale aiding in financing the project. The junk 
paper was assembled at the public schools. Local transfer 
and teaming concerns hauled it to the central assembling 
point. 

As has been exemplified often in various parts of the 
country, stationers and local branches of manufacturers 
of office appliances loaned equipment to help expedite and 
systematize the work. The Burroughs Adding Machine 
Company supplied adding machines for tallying the 
weights of the junk paper delivered to campaign head- 
quarters. The Dayton Scale Company furnished the 
scales used. Remington Rand Business Service, Inc., pro- 
vided the typewriters. The Stewart Office Supply Com- 
pany loaned office furniture for campaign headquarters. 


a ae 
Old Timers Bob Up in McCormick Estate 
“How a $50,000,000 Estate Keeps House,” which was 
published by Chicago Commerce, narrates the details of 
the estate of Stanley McCormick, a direct descendant of 
Cyrus McCormick, founder of the International Harvester 
Company. The “portfolio” of securities and stock issues 
held by the estate includes “gilt edge” stocks and bonds, 
as well as some stocks classified as “desperate.” In the 
remote past Cyrus McCormick bought fifty shares of the 
Arithmograph Company, and twenty shares of Societe 
3eneficaire de la “Remington-Sholes Visible.” These items 
have a goodly company of shares representing municipal 
pride through investments in buildings, a newspaper, as 
well as some pretty paper indicating holdings in mining 
companies which did not pan out well. 





NY comparison made of today’s desk values re- 

veals at once the generosity of Hoosier value. 
We welcome comparison—thorough, point to point, 
dollar for dollar comparison; because we know it is 
partly responsible for our success. It is selling Hoosier 
products. 
Hoosier builds a diversified line of Suites and series 
covering every office requirement at a wide frice range, 
each being today’s greatest values at its price. No 
Hoosier product is ever cheapened to meet a price. 
All are worthy members of the “Built True Clear 
Thru” line. 


Our new catalog showing the com- 
plete Hoosier line and construction 


features will be sent upon request. 


HOOSIER DESK COMPANY 
JASPER, INDIANA 
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Mr. Dealer 
In 1931 


YOU WILL HARVEST THE 
CROP YOU SOW-WILL IT 
BE CABBAGE OR GOLD? 








Tue same soil may yield either 
a crop of cabbage, or a rich treasure of gold. 
Will you risk your labor in the relatively small 
returns to be expected from cabbage or will 
you dig more deeply into the merchandising 
soil for the gold profits which await you there? 


The stationery business offers both 
possibilities. Pitifully small profits from ordi- 
nary staples are striven for at tremendous 
competitive effort, while increasing volume and 
substantial gold profits are within your reach 


rr rr rr 


from the sale of quick turnover specialties . 


Such as 


SUNRUCO 


Sponge Rubber Chair Cushions 
Desk Pads 
Desk Guards 
Desk Shoes 
Finger Pads 
Moistener Cups 
Pin or Clip Trays 
Rubber Sponges, 


etc. 


v 


THE SUN 
RUBBER COMPANY 


BARBERTON, OHIO, U. S. A. 


Write today for illustrated and descriptive broadside 
with new 1931 prices on complete “SUNRUCO” 


line. 
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House Organ Philosophy 

Day dreaming is futile. Do your dreaming at night.— 
The Coach (published co-operatively by the Boorum & 
Pease Company, The Eagle Pencil Company, C. How- 
ard Hunt Pen Company and Sanford Manufacturing Com- 
pany). 

* * * 

Women are divided into two main classes—those who 
don’t believe everything their husbands tell them and those 
who haven’t any husbands.—Bramwords (The Bramwood 
Press). 

* * « 

Nowadays the electric switch makes things go. In the 
olden days they used the hickory switch—Smith-Corona 
Sales News (L. C. Smith & Corona Typewriters Inc.). 

* * * 

Pop says a joint bank account is one where he does the 
depositing and ma does the withdrawing.—lIt’s Said and 
Done (Dictaphone Sales Corporation). 

* 7 * 

Much can be learned from others, but nothing equals 
experience.—Uncle Dick in the Berloyalist (The Berger 
Manufacturing Company). 

* * * 

Give your Christmas cigars to the furnace and it will 
stop smoking.—The Office Cat (The Richmond & Backus 
Company). 

7 * * 

A sappy spine cannot support responsibility—The “Y 
and E” Idea (Yawman and Erbe Manufacturing Company). 
ea ee 
Los Angeles Typist Sets New Record for School 
Miss Genevieve Staley, a student at Woodbury College, 
Los Angeles, Calif., established a new record for speed 
at that institution February 4. The record Miss Staley 
had to surpass to win her championship was that of Miss 
Thelma Stein, who wrote at the rate of 101 words a minute 
several months ago. Both girls are students of Miss Ade- 
laide Heald, head of the typewriting drill department at 

Woodbury. 

The speed record at the college is held by Miss Frances 
Giblin, who three years ago wrote 133 net words a minute 
for fifteen minutes establishing a Pacific coast record 
which still stands. It is expected that Miss Staley will try 
to eclipse this mark. 

Miss Staley is the daughter of Mr. and Mrs. Leonard M. 
Staley, Culver City 

—— 
Investment Trust Includes Familiar Stocks 

Financial pages of daily newspapers have been discuss- 
ing the “portfolio” of the Reliance International Corpora- 
tion, an investment trust. This is classified by domestic 
bonds, foreign bonds, domestic and foreign preferred 
stocks, and domestic and foreign common stocks. Com- 
mon stocks held by the trust include some “blue chips” of 
the office equipment field. The list shows 1,153 shares 
Addressograph International Corporation, 700 shares In- 
ternational Business Machines Corporation, 1,000 shares 
The National Cash Register Company, 6,000 shares Rem- 
ington Rand Inc., 500 shares Underwood Elliott Fisher 


Company. 


a 
Aspen as a Commercial Wood 

The “Log of the Lab,” published by the United States 
Forest Products Laboratory, Madison, Wis., discussed the 
commercial possibilities of aspen. This tree is generally 
neglected as of no value. Experiments at the Laboratory 
show that it can be used for boxing and crating material, 
core stock, certain types of dimension stock, excelsior, 
pulpwood and other purposes fairly comparable to bass- 


wood and yellow poplar. 
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ROFIT DIGGER NO. 


ENVELOP ES help salesgirls make daily reports 
“on the Kun...” 





















CCURATE sales reports on bargain days aren't easy 
But use the nght kind of sales record envelopes .. 
and you cut out a lot of useless fumbling and red tape. 
And envelopes short-cut a lot of other big store de- 
tals wrap” small packages, bring checks back faster, 
cut down chances of error in repair departments 
If you have sales records to simplify, small products 
to package, bills to collect, your printer or stationer has 
envelopes to help you out. Ask him to show you some 


of the dozens of styles in his line of U.S. E. Envelopes. 


You'll find the maker's guarantee packed in every box. 
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an envelope for ever) purpose and a 
Wels Parte Gets OF 4 THAR! Photograph how 
the Elmendor{ Tearsng Tester, om 
haborator) imitramen he alee beck the 
quality of all the U.S E guaranteed envelepe, 
= by . 
Pa a | 
U.S. c RANTEED 
f A - 
; rye fre - ete ac Tome Covevers 
x > si oe. Make i easy for the 
be — caterer to semd rm ber check 


remind her prompi payment 
0 expeted. The Glumbian 
US BE Whee Cow wo the 
Mandard reimrn cavelope used 
6) many rmportant stores 


UNITED STATES ENVELOPE COMPANY 
SPRINGFIELD, MASS 


With thirteen manufacturing divissoms covering the country 

















SELLS 
FOUR ENVELOPES 
FOR YOU! 
































| HAVE 








Count your customers in each of these 

groups...and you have a live prospect 

list for the four envelopes pictured in 
the advertisement above... the second in the U.S. E. 
envelope general magazine series. 

And that’s not the end of the U. S. E. envelope 
story this month. There’s a lot more in the broadside 
we mailed you the other day . . . suggestions for sell- 
ing these four envelopes, a sample of one of them. 

If you didn’t get your copy, write us today for 
Broadside No. 2. If you did, send back the envelope 
for extra samples right away. We don’t want a single 
printer to miss out on the plans for earning more 
money on envelopes in 1931. 









+++» Customers who mail bills 


\ 


-+++» Customers who mail checks 


\ 


-++++ Customers who repair products 


\ 


-.+++ Customers who keep records 



































UNITED STATES ENVELOPE COMPANY, SPRINGFIELD, MASSACHUSETTS 


The world’s largest manufacturers of envelopes. With thirteen manufacturing divisions covering the country 
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“JONESTEEL” - HAS - SET - A: NEW - 
ey STANDARD - OF - 
- VALUES 


‘aa Metal Filing Equipment entered 

the field but a short time ago. The only 
chance to succeed was to give a better product for 
the money. Every item in our complete line there- 
fore is, in our honest opinion, the finest in design, 
construction and finish that engineering and pro- 
duction skill can devise. 


F 
c 


That's a broad statement. But it’s not exag- 
geration. We can back it up. And what's more, 
we can offer this complete line of Horizontal 
Units, High Line Units, Upright, Counter Height 
and Desk High Cabinets at prices which, as we 
stated above, SET A NEW STANDARD OF 
VALUES. 

Open-minded, progressive equipment dealers 
have been requesting our catalogs in increasing 
numbers. May we send you one . . . and the com- 
plete story? 


JIANTStreei- 


METAL DESKS 
AND 


FILE EQUIPMENT 








The “Junior Executive” JoneSteel desk, WHICH 
YOU CAN RETAIL AT $75 to $85 in beautiful 
grained mahogany or walnut, is a good example 
Jonestedl- of the exceptional value we offer. Colonial turned 
legs, advanced sectional construction, new bronze 
hardware, Micarta or Durolino top, concealed wir- 
ing . . . these are some of its features. Table and 
typewriter desk to match. Ask for FF-2760. 


Vertical Upright 
Cabinets have the 


Dust Proof Feature 





SHI 4HI SHI 


Jamestown Metal Desk Co. Inc. Jamestown, f.U. 
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Commerce Department Credit Survey 

Following the announcement from Washington that the 
Department of Commerce, in co-operation with the Na- 
tional Association of Credit Men, is shortly to begin a 
nation-wide survey of wholesale credit methods, practices 
and policies, Dr. Stephen I. Miller, executive manager of 
the association, has called upon credit executives through- 
out the country to supply all information that may be re- 
quested of them in the course of the survey. 

In a letter to 145 local credit associations affiliated with 
the national body, Dr. Miller said that the survey should 
be of direct benefit to wholesalers, manufacturers and com- 
mission houses, since it will furnish them with a vast fund 
of information, never before available, bearing on credit 
relations with retailers. 

“The survey will throw a revealing light on such prob- 
lems as the degree of lag in past due accounts, the extent 
of bad debt losses, the taking of unearned discounts and 
the attempts of buyers to dictate terms of sale,” he said. 

“Questionnaires to be used in the survey have been 
worked out with the greatest care by representatives of 
the Department of Commerce and the National Associa- 
tion of Credit Men. They are designed to elicit informa- 
tion of practical value. 

“Firms contributing information will be classified ac- 
cording to lines of business. When all the information has 
been tabulated, we will know the average bad debt loss 
in each principal division of business, the normal lag of 
past due accounts, and the extent to which terms grabbing 
and other credit evils exist in various lines of trade. 

“Each industry will have its particular credit problems 
brought out into the open. The individual credit manager 
will be provided with a yardstick which will enable him to 
measure the effectiveness of his credit methods against 
the average for his industry. 

“Since intelligent credit management is vital to sound 
merchandising, it is particularly fortunate that we are to 
have this basic inventory of our mercantile credit struc- 
ture at this time. The information gathered should give 
every credit manager a better approach to his daily prob- 
lems.” 

a er aes 
Foreign Trade Conference at New Orleans 

New Orleans will be host September 28-29 to a southern 
foreign trade conference, which will be a joint meeting of 
the southeastern and southwestern foreign trade groups. 

The conference will be the first southwide assemblage of 
this kind ever held. Combining of the two sectional meet- 
ings resulted from the work of John S. Goff, district 
manager of foreign and domestic trade bureau of the de- 
partment of commerce, New Orleans, and J. E. Addicks, 
southeastern district manager, Birmingham, Ala. 

Crawford Ellis, vice-president of the United Fruit Com- 
pany, was named honorary chairman of the conference, 
and G. S. Hensley, vice-president of the Whitney bank, 
will be the general chairman in charge of arrangements. 

More than 500 delegates from all of the states south and 
west of South Carolina through Texas are expected to 
attend the conference together with the entire consular 
corps of New Orleans. 

The date for the meeting was chosen because it is hoped 
that a large number of delegates from the Latin American 
countries en route to Washington for the fourth Pan- 
American commercial conference, October 5-9, will stop 
over for the meeting at New Orleans. 

Prominent speakers will deliver addresses at the con- 
ference and both political and economic affairs will be 
discussed with a view to increasing the free interchange 
of trade between the Southern states and foreign countries. 

It was decided to appoint committees for finance, pub- 
licity, program, entertainment and invitations. 
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Genuine 


“Challenge” 
Eyelets 


now sell to the 





Retailer 


at heretofore 


Jobbing 
Discounts 


If you haven’t received our 
latest schedule, (July 1, 1930) 
please send for it. 


Edw. L. Sibley Mfg. Co. 


Bennington Vermont 
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The 
INNE 


COLORED 
THIN LEAD 

































COLORS 


Red, Blue, Dark Green, Orange, Yellow, White, 
Black, Olive, Light Green, Violet, Light Brown, 
Dark Brown, Lemon or Zinc Yellow, Light 
Ochre, Stee! Blue, Light Blue, Ultramarine, 
Purple, Carmine, Pale Vermillion, Gold Ochre, 
Terre Cotte, Sepie, Gray. 
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Agenda of International Chamber Meeting 

Silas H. Strawn, chairman of the American committee 
of the International Chamber of Commerce, made public 
the agenda for the world business conference to be held 
in Washington, May 4-9, under the auspices of that 
organization. 

Business men from the forty-six countries represented 
in the International Chamber will attend the conference, 
the major feature of which will be a discussion of the 
causes of the present international trade depression and 
the possible remedies that can be applied to hasten full 
recovery. 

In a statement announcing the program for the con- 
ference, Mr. Strawn declared that the existing depression 
has served “to emphasize more than ever before the eco- 
nomic interdependence of all nations.” It is incumbent 
upon business leaders in all countries, he said, to get to- 
gether in a united effort to work out a solution of the 
present difficulties, without recourse to government action. 

“The American members of the International Chamber,” 
he continued, “fully realize the world-wide extent of the 
present depression and its effect on our national and 
financial structure. The decline in buying power has once 
more focused attention upon the shift which has taken 
place in the character of our exports over the past decade 
and the stabilizing influence of large foreign markets upon 
our basic industries. More than ever is apparent the de- 
pendence of Europe and of the other countries of the 
world upon the prosperity of the United States. 

Normal Buying By U. S. To Help 

“The conviction is held in many quarters abroad that 
the first step toward business recovery in Europe is the 
resumption of normal buying in the United States. Until 
our people, by the renewal of purchases abroad of both 
raw materials and finished products can reduce surplus 
stocks and bring about a stable price level in the more 
important countries, European business leaders see no 
probability of substantial improvement in the world eco- 
nomic situation. 

“Perhaps the most ominous cloud that over-hangs the 
whole economic world is the dumping on the world 
markets of large quantities of grain, raw materials and 
semi-finished products by Soviet Russia, at prices less 
than the normal costs of production. That is a factor 
in the situation the duration and extent of which cannot 
be measured accurately. 

“The Washington conference, which is the sixth con- 
gress of the International Chamber,” Mr. Strawn ex- 
plained, “will endeavor to investigate carefully the 
distinction between cause and effect in the present situa- 
tion, with a view to establishing to what extent remedies 
can be sought and the first steps of recovery hastened by 
co-ordinating sectional endeavor From this, as from 
previous economic depressions, there will be eventual and 
we hope speedy recovery. When that will come no one 
seems able to forecast. Certain it is that a recovery can 
only be brought by co-operative individual effort and not 
by governmental action.” 

Cause and Effect of Depression 

Consideration of the cause and effect of the present 
depression, Mr. Strawn announced, will take place Monday, 
May 4, at the first plenary session of the conference, which 
will be presided over by Georges Thenuis, former Premier 
of Belgium, and president of the International Chamber. 
A comprehensive picture of world trade will be presented 
by delegates from Europe, Latin America, the Far East 
and the United States. These reports of trade conditions 
will serve as a basis for a thorough and frank discussion 
of what should and can be done 

“Another important feature of the conference,” it was 
announced, “will be a consideration of the results of an 
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Only 574% Inches High . . . with Bottom Locking Guide Rod 












Automatic 
expansion 
lowersits 





agg 
n., making 
Soe this 67% in. 


high cabinet, 
by compari- 
gon only 56 
in. high. 










Lightly 
touch the - 
folder you 

want and smoothly— swiftly— 
easily, the contents part. A nine inch 
book-like opening magically appears at 
the point of reference—the papers you 
want instantly visible and available. 


AUTOMATIC COMPRESSION 
The same light touch closes the drawer— 
putting aa A py = 4 under constant 
form visible- — on eli ~~ —y 

y rs. in mina 
Tie comoreecin Seen og ereeee 
in! extra ca; 
city over Et pression. es 





and Ample Guide Tab Head Room! 


Read About the Sensational 


New 5-Drawer Automatic 


Think of a 5-drawer cabinet with all of the 
objectionable features removed...a cabinet 
you can recommend to your customers know- 
ing that they will “boost” Automatic to others 
... the new Automatic five drawer! 


The new Automatic 5-drawer cabinet is only 
57 \4 inches high. It has bottom locking guide 
rods—the only file of that height to offer 
them .. . and it gives ample head room in 
the drawers for the tabs. 


You know the value of these guide rods. You 
know that every file manufacturer gave them 
up in five drawer files only when forced to by 
impractical cabinet height. You know that 
bottom locking guide rods are essential in 
four drawer, counter and desk high units— 
and how much more important they are in the 
five drawer. 


Any of your customers who has had five 
drawer experience—who no doubt has noticed 
that when folders are removed from a filled 
drawer the contents “ride” or “balloon” up- 
ward, will appreciate the new Automatic. 


Of course—to make this the most convenient, 
accessible and with contents visible, these five 
drawer files offer the patented features of 
Automatic V-Expansion and Automatic com- 
pression. These two features will speed up fil- 
ing and finding by over 55%. 


5 Automatic Drawers are Equal in Capacity 
to 61 other Drawers 


Exclusive of the compression feature, the Automatic five drawer files will 
hold as many papers under ordinary conditions as six drawers of any other 
make—because a minimum of 4 to 6 inches of working space from the 
clear file space must be reserved in other files. 


In the case of a small file operator, the 9-inch compression relieves her of 
any tugging at folders. In the top drawer, she can either read the contents 
of the papers she wants or else easily remove the folder. The 9 inches of 
working room allow her ease—she need not release the follower block— 
nor does she have to lift a folder 9 inches above the other contents in order 
to clear the drawer. 


Cash in now on the tremendous popularity of the new Automatic five drawer 
file. Write today for further information. 


AUTOMATIC FILE AND INDEX Co. 


GENERAL SALES OFFICES: 427 W. RANDOLPH STREET, CHICAGO, ILL. 
Factory Displays at Chicago, New York and Detroit. Agencies in Principal Cities 
FACTORY AT GREEN BAY, WISCONSIN 


AuTOMAT|ic 








EXPANSION an COMPRESSION 


FD AT NW GAY WISCONSIN USA OA3—GRAY 
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ow Old Is Your Office? 


| Not as old as the one in the picture 


TODAY in a modern office you 
will find these electrical aids : 


Addressing Machines ; Dictating 
Machines; Adding Machines ; 
Multigraphs,,Check-writers, Cal- 
culating Machines ; Cash Regis- 
ters , Interior Telephones ; Card 
Recorders ; Card Sorters ; Time 
Recorders, Accounting Machines; 
Time Stamps; Clocks; Mailing 
Machines, Typewriters; Tele- 
gtaph Printers; Duplicators; Coin 
Counters and Wrappers; Photo- 
graph Machines; Fans; Mazpa 
Lamps, and many other electric 


devices 


This familiar mark 
appears on many 
ents products, 
including motors 
that drive time- 
and  labor-saving 
ofhce machines 





OUR FATHER probably 

will recall the days of high 
stools, eyeshades, and evenings 
overtime. 


But visit a modern office! A 
thousand letters to go out by 
four o’clock. A new price list to 
all customers in to-night’s mail, 
without fail. Enter electricity. 
Two or three people turn 
switches, and the finished letters 
come out of an ingenious ma- 
chine. Another motion and they 
are sealed and stamped. Only 
electricity could get that job 
done. 


Here’s a statistical job. The 
reports are in; thousands of 
figures to analyze. Looks like 
overtime for fifty clerks. “Cer- 
tainly not,” answers electricity, 
as a button starts the motor- 
driven sorters and tabulators. 


Yet you can find in it a dozen jobs that 
could be done more quickly and effectively 
by electricity—-and done so quietly as 
to be practically unnoticed. In fact, elec- 
tricity has completely revolutionized many 
office methods. 


ved Aches — 2 






Key cards are punched with 
lightning fingers. Electric sort- 
ers devour 24,000 cards an hour. 
Tabulators add quantities and 
amounts in jig time, and print 
the totals. 


Go to almost any bank today. 
Hand in your account book. 
Click, click, click, goes the elec- 
tric bookkeeping machine and 
back comes the book to you. 
Five operations performed in 
that brief moment. Everybody 
saves time—you, the clerk, the 
bank—when electricity is the 
bookkeeper. 


It is an unusual office that hasn't 
a dozen, jobs that electrical 
fingers should do. Why not 
spend a half an hour with an 
expert to see what electricity 
could do more cheaply and 
more efficiently for you. 
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GENERAL ELECTRIC | 


AND ENGINEERING SERVICE PRINCIPAL CITIES 
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inquiry under way by a special committee into the eco- 
nomic relations between the United States and Europe, 
both directly between the two continents and in other 
markets. This committee is now surveying the important 
shifts that have taken place in trade currents between the 
two areas and will report on the changes that have taken 
place in their relative positions. It will undertake to show 
for the first time authoritatively and impartially what 
direct and indirect economic activities of the two con- 
tinents have been mutually complementary and helpful, 
and what activities may be defined as directly or indirectly 
competitive. Such a survey, conducted on an international 
plane, should do much to correct present misconceptions 
and prejudices on both sides concerning present conditions. 


Reasons for Economic Progress 

“The work of this committee has also been directed 
towards a second object, that of showing how and why 
greater economic progress has been made on one or the 
other continent and how advantage might be taken of the 
methods and practices successful in the one area in order 
to permit adoption of similar or related methods by the 
other. Where such readjustments might involve a conflict 
of interests European-American co-operation in reorgan- 
ization would do much to minimize or eliminate inter- 
national friction. 

“The principal contrasting aspects of general economic 
practice in Europe and in the United States are being 
thoroughly examined; comparative production costs and 
the elements that enter into their determination: mass 
production as against small scale production; high versus 
low wages; the regularization of employment; modern 
distribution methods; these and other contrasting features 
of European and American practice are being subjected 
to a critical study, the results of which will be presented 
at the Washington meeting next May. 

“Dr. Alberto Pirelli, of Italy, chairman of the special 
committee making this inquiry, will initiate the discussion 
of the committee’s finding. Three plenary sessions will 
be devoted to the discussion. 

“One plenary session will deal with the vexatious ques- 
tion of international commercial policy. This will include 
discussion of tariff policies, of the most-favored-nation 
clause, of obstacles to trade in the nature of import and 
export licenses and restrictions, customs administration, 
and other questions of this character. 


Group Sessions 

“Group sessions will meet to continue in more detail 
the consideration of questions taken up in plenary session, 
and to deal with the reports and studies of the technical 
committees in the fields of transportation, finance and 
commerce. The methods of highway finance and the 
development of highway transportation throughout the 
world will be dealt with by the committee on highway 
transport. Following this meeting a joint committee of 
highway and rail transportation representatives will discuss 
the questions of taxation and competition which have 
arisen both in the United States and Europe between the 
railways and motor transport. Questions relating to 
aviation, to sea transport and other matters in this field 
will be covered on successive days. 

“The report of the committee on double taxation will 
give a basis for discussion of the question of allocation 
of profits of enterprises established abroad, and will outline 
the progress made in achieving bilateral treaties between 
the various industrial countries to eliminate multiple tax- 
ation. The work done in promoting acceptance of uniform 
commercial documentary credit regulations and the efforts 
made to bring about uniform laws with respect to bills 
of exchange and checks on the Continent will also receive 


attention 











It Paid This 


Stationer to Feature 


“APSCO” Automatic 


Pencil Sharpeners 


in his Window Display 





Sales, several gross above the 
average, resulted from the above 
display in a Los Angeles store and 
the co-operation of the outside 
salesmen. Attention centered on a 
mammoth replica of the Dexter in 
motion, with an attractive grouping 
of cartons, Dexters, pencils and 
shavings below. 

You, too, can increase 
your profits by your 
windows..... Stock all 
“APSCO” Models, equip 
neighboring offices and 
banks, and SELL every 


customer an “APSCO” 
Model for his own home. 





The unquestioned superiority of 
“APSCO” Automatic »Pencil- Sharpen- 
ers is due in a large measure to the 
WONDERFUL “APSCO” CUTTERS, 
——They don't scrape—THEY CUT——— 


Automatic Pencil Sharpener Co. 
CHICAGO ILLINOIS 
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“Similarly, group sessions will be held on matters of 
communications—postal, telegraph, cable and radio, and 
telephone—protection of patent copyright and trade mark 
rights, and other technical matters dealt with by the 
Chamber. 

“In the plenary sessions resolutions which have been 
presented by group sessions and have come forward from 
the resolutions committee will be discussed and voted 
upon by the Congress. 

“Since its creation in 1920 the International Chamber of 
Commerce has been making steady progress towards the 
realization of the major purposes for which it was formed, 
namely, to remove the economic causes of international 
conflict, to reduce the barriers which hamper the develop- 
ment of international trade, and to realize on a permanent 
basis the international co-operation necessitated by the 
growing economic interdependence of the modern world.” 

What catia 
a Cologne Branch of American Chamber Opened 

The third branch of the American Chamber of Com- 
merce in Germany was opened at Cologne January 26, 
in the red room of Cologne’s hugh exhibition halls. The 

ave list of speakers included Frederick M. Sackett, American 
ambassador to Germany; Dr. Konrad Adenauer, mayor of 
Cologne; Frederick W. King, president of the American 
”? Chamber of Commerce in Germany, and Geheimrat Louis 

? Hagen, president of the Cologne Trade Association. 
you oe The importance of American capital to Germany’s eco- 


nomic life was emphasized by the speakers, who pointed 








to American firms with branches in Germany as em- 
ployers of German labor and a source of considerable duty 
income to the German government 

Several hundred attended the banquet, among them 
members of the Chamber’s Berlin and Frankfort branches 
and Hamburg’s and Bremen’s advisory committees. Co- 
Illustrated here is the Canco logne’s group of sixty American active members and Ger- 
No. 82, 13% x 14%, fur- man associate members, of which Charles N. Powers is 


wished in green, walnut, oak the chairman, turned out in a body 
or mahogany. We have 
available also the small size 
corrugated basket No. 160, B. Groves, commercial attache; Mrs. Sackett, Mrs. King, 


Berlin’s American colony was represented by Laurence 


12% x 9% x 11%, also No. “ : ‘ : 1 
480, 1534 x 12% x 18, a larger Arthur E. Dunning, secretary of the Berlin Chamber, and 
corrugated basket. Both of Mrs. Dunning 
these baskets can be had in on ‘ = , 

The program included a visit to Dusseldorf in response 


either green or white. 
to an invitation extended by Mayor Lehr, where members 





went sightseeing and inspected various industrial plants. 


odin 
, ; “Everybody Knows Us” 
question like this often puts the The Honolulu Item (Mercantile Printing Company, 


Ltd.)] Just because a firm has been in business ten, 
- , . : twenty or even a hundred years is no reason why there 
But if he carries Canco metal office should be a feeling that everybody knows about it, knows 
safe in the what it sells or where it is. New people come to town, 
. ' ’ babies grow up to purchasing age, and tourists might be 
knowledge of the completeness of this attracted, provided they were informed concerning the 


dealer in a rather ticklish predicament. 


baskets, he'll welcome it 





goods for sale, or the service rendered. 

Don’t go blindly on, believing that everybody knows 
you. Also, don’t run away with the idea that everyone 
knows your location, because they don’t. We are living 
rich finishes of oak, walnut and mahog- | in an age when people have too much to think about to 
bother with you unless you have something that interests 


nationally known line. 


Canco office baskets are furnished in 


any; institutional baskets in white: others 
. them and will tell them so 


civilian 
Underwood Manager Heads K. C. Sales Club 


The Sales Managers’ Association of Kansas City, Mo., 


for more general use in green, corrugated 


or plain. There is a type and size for 


every use and need. has a total of 175 members, the latter controlling nearly 
6,000 salesmen. D. E. Conklin, manager at Kansas City 
Galvanized Ware Department for the Underwood Typewriter Company, is president of 


AMIERI CA WW CAN COM PAN the association. Originally the sales managers’ associa- 
Y tion was associated with the Advertising Club of Kansas 
TOLEDO, OHIO City, but interest lagged owing to the fact that member- 


City Park Avenue and Hamilton Street ship was not confined to sales managers. 
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THE BACON OR THE SHADOW? 
The dog thought his reflection in the 
water was another dog also carrying 
bacon. Snapping at the shadow of 
the meat — he lost his own bacon. 


ae: 
we 


© BRING HOME THE BACON 


Sd i Sinaia 


TODAY EVER 


lays of Business thrift, everyone must bring home the 
bacon—not just a shadow. The stationer, the office manager or 
> purchasing agent must be sure that every dollar he spends brings 
back 100 cents’ value in merchandise . . . PRICE is a shadow— 

clever sales talk another shadow. VALUE is the real bacon... The 

Ault & Wiborg line of typewriter ribbons and carbon papers, carbon 

rolls, writing inks, pastes, showcard and artists’ colors—has for 


> 


years delivered known VALUE. Today, with our new plant, new 
manufacturing equipment, and larger purchasing power, backed 
by the great resources of I. P. |.—there is greater VALUE than 
ever before in these products ...To the stationer, office manager 
or purchasing agent, the facts on the next page show how to bring 
home real bacon — not shadow. 





THE INTERNATIONAL PRINTING INK CORPORATION 


Manufacturers of AULT & WIBORG PRODUCTS 


75 Varick Street, New York + 26 branches in principal cities 
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How a STATIONER brought home 


the bacon for himself and his customers 


Said a successful stationer to himself— 


“Old Man Thrift is standing at everybody's shoulder these days, 
ready to reach over with his long shears and snip off everything 
that isn't a full dollar's worth. I'm going over my stock, study the 
brands carried, and snip out everything that isn't full of extra 
VALUE to my customers. 

“Take the Ault & Wiborg line, for example,” he meditated. 
“Their products have always been the real bacon. Now with the 
new backing of the International Printing Ink Corporation, they are 
better VALUE than ever. |. P. I. has put combined man-power, 


ee 
experience, research, capital, and equipment behind their manu- 





facture. | can depend upon constantly improved VALUE from them. 


: 
- THE INTERNATIONAL PRINTING INK CORPORATION 


Manufacturers of AULT & WIBORG PRODUCTS 


75 Varick Street, New York + 26 branches in principal cities 


| can bring home the bacon for myself—and for my customers— 





by concentrating on this line.” 
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Autopoint discovered this 
new filling mechanism 


that increases ink capacity. Now we’ve built 


this beautiful new pen to bring it to the public 






































rs 
ays, 
hing 
the 
xtra 
NOTE -—See how patented new-type filler causes complete 
deflation of sack. That means increased ink capacity! 
Also note how the filler self-locks so that bar is kept 
ited. from “riding” on the sack. That means long life! 
| the 
are 
wer, TRIUMPH-—dealers call the new Autopoint Pen! A revolution- 
ary new discovery in fountain pen manufacture, they agree. 
aaa Have you seen it? Send coupon immediately for a sample assortment. 
pom. More ink...the Autopoint Pen brings. As you know, the single 
— greatest criticism owners have of modern self-filling pens is their 
limited ink capacity. Now, this ingenious invention ends all that. 
Brings, for the first time, the full barrel people have wanted. Do 
you wonder that we’ve incorporated it in a fountain pen? 
ION Beautiful pyroxylin barrels in fashionable color combinations make 
T S the new Autopoint Pen truly “1931” merchandise. Autopoint Pen- 
cils, also in pyroxylin, permit handsome matched sets. Pen prices range 
‘ities from $4.50 to $7.50. Pencils from $2.50 to $3.50. 
Send coupon now for sample assortment or so Matched sets! 
that our salesman may show you this beautiful A new profit 
opportunity. 


new line of pens and pencils. 





AUTOPOINT CO. 

1801 Foster Avenue, Chicago, Illinois OA-3-31 
I want to see the new Autopoint Pen. Send sample assort- 

ment....... Have salesman call_.._... (Check which.) 








eee eeeonal 





The “Better Pencil” Made of Bakelite 


Autopoint Company, 1801-35 Foster Ave., Chicago Leocconsoneshastidnacmaiaaee 
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STEEL DESKS OF BEAUTY 
AND CHARACTER 





These Steelcase Desks give to the office an atmosphere of dignity and prestige 
that emphasizes progressiveness and the modern trend. Steelcase has brought a 
new efficiency and convenience as well as a new beauty to the steel desk. 

Here stands no ordinary desk. A carefully planned design, developed with 
painstaking thoroughness, has perfected every detail. Helpful drawer conven- 
iences, provisions for concealed wiring, an exclusive design of drawer suspension, 
silenced drawer operation—these are only a few of the “inside workings” that 
make Steelcase value so apparent. 


A COMPLETE LIN E- 
Literature on Request 


METAL OFFICE FURNITURE COMPANY 


A NEW VALUE 
4 











Grand Rapids Michigan 





FOUND WHERE BUSINESS SUCCEEDS 
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Review of Specialties Exports for 1930 

Commerce Reports published a review of exports of 
specialties from the United States in 1930. The special- 
ties division of the United States Department of Com- 
merce covers nineteen classifications. But four of these 
are of interest to our readers, so the following statistics 
cover only office appliances, office supplies, furniture of 
wood, and furniture of metal. The latter are not exclu- 
sively office items, as furniture of metal and furniture of 
wood include both office and household furniture. The 
two classifications covering point of installation are not 
segregated here. 

A review of the exports of the four specialties listed 
below for 1930 give a total value of $59,668,580, compared 
to a total value of $76,283,266 in 1929 and $68,931,929 in 
1928. 

While the total for 1930 shows a considerable drop from 
the 1929 total, there are some important facts which should 
be kept in mind when considering this loss. First of all, 
it is well known that price levels fell off considerably dur- 
ing 1930 and that consequently the volume of trade is 
likely to be greater than is indicated by the total value. 

A study of the following statistics will give an idea of 
the trend of exports during the past three years. 

Comparative Figures on Specialties 

Office appliances—(1928) $48,469,205; (1929) $53,754,331; 
(1930) $42,218,380. 

Office supplies—(1928) $8,451,591; (1929) $8,863,567; 
(1930) $7,536,619. 

Furniture of wood—(1928) $3,954,473; (1929) $4,878,254; 
(1930) $3,375,163. 

Furniture of metal—(1928) $8,056,660; (1929) $8,787,158; 
(1930) $6,538,418. 

Some exporters during the past year have spoken of 
their diminished orders as though this business had been 
taken away from them by their foreign competitors, but a 
brief glance at their trade shows that foreign competitors 
have also suffered recessions, and in many instances more 
severe than ours. It is, therefore, highly important for 
American manufacturers to keep in mind that the 1930 
setback was merely a world wide lag in buying. When 
resumption in buying begins, exporters must be well pre- 
pared to meet the requirements and demands of their 
foreign customers to cope with the keenest kind of foreign 
competition. 

This means that export markets must be given sus- 
tained and sympathetic attention and that agents be given 
the best possible support and encouragement in holding 
and expanding their markets. Any negligence on the 
part of American manufacturers or lack of courage will 
mean a definite future loss. Foreign competitors will be 
keenly alert to take advantage of any psychological weak- 
ness displayed by our exporting manufacturers, and to 
capitalize upon any neglect or false steps in their dealings 
with overseas agents and customers. The necessity for 
intensifying their efforts in the domestic markets must 
not become the cause or excuse for neglect of export out- 
lets. Despite depression in the world’s markets, despite 
waves of nationalism, despite growing industrialism, for- 
eign trade will resume its growth, and never before has 
it been more vitally important that the United States 
share should be maintained. 

Business Is on a Different Basis 

Curtailment of production in some instances may mean 
a certain indifference to orders coming in from abroad. 
This may be added to by uncertainty regarding the 
financial responsibility of foreign importing firms, to say 
nothing of doubts regarding economic and political con- 
ditions obtaining abroad. It is safe to assume that there 
was a certain amount of leftover stocks from 1929. On the 
other hand, the hand-to-mouth buying during the past year 
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AST month REGAL 
ROYAL = advertise- 
ments were placed before 
a vast audience of 6,000,- 
000—the readers of four- 
teen widely read maga- 
zines comprising the popu- 
lar All-Fiction Group. 
This advertising started 
in the March issues—all 
of which went on the 
news-stands in February. 
The REGAL-ROYAL 
advertising campaign 
opens upa vast new market 
for our dealers. REGAL- 
ROYAL advertising will 
be the means of selling 
thousands of REGAL- 
ROYALS, even to present users of typewriters. Inquiries are com 
ing in fast—every mail brings more. And every one of them are 
referred to REGAL-ROYAL dealers—no sales will be made direct. 
Therefore, every dollar of profit realized from the sale of REGAL- 
ROYALS to actual typewriter users goes to our dealers. 
But what are you doing to get your share of these profits? Be sure 
you have enough REGAL-ROYALS in stock to take care of your 
local demand promptly. 
The precision-rebuilt REGAL-ROYAL, guarantee for a full year, 
is the biggest rebuilt typewriter value on the market today. It 
sells easier and quicker than ordinary used typewriters and gives 
you a bigger profit per sale. The $61.50 price lifts it above the 
ordinary used machine and helps to build your reputation, as well 
as your business. 





Have you sent in your order? “‘Do it now” never meant more! 


REGAL TYPEWRITER CO., INC. 
524 Broadway, New York 





REGA 
ROYALF 


TYPEWRIT 


PRECISION REB 
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STEEL EQUIPMENT 
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No. 9606-17 
“Postur-Chair” 





No. 626-28-C 





Conserving energy in 
seores of occupations 


The adaptability of UHL equipment to the needs 
of so many varied lines of work, provides a great 
opportunity for dealer’s sales—so great in fact, 
that chances are sometimes overlooked simply 
because of the many different classes to be con- 
sidered. Stenographers, office clerks and ex- 
ecutives, cashiers in restaurants and cinema 
theaters, are all in better health and greater 


production when furnished with UHL ‘*Postur- 
Chairs.” “*Litthe Dandy” stands, typewriter 
cabinets, steel office tables, vault trucks are 
continually introduced into new time and 


energy conserving uses. 

UHL equipment can be sold only by alert, 
enterprising retailers, but for this type of man, 
Write us 


UHL equipment is highly profitable. 
for details. 


eT, 





No. 7800 TS 


The No. 50-56 Typewriter Stand 


File Stool 


THE 
TOLEDO METAL FURNITURE 
COMPANY 


1474 Hastings Street 
Toledo, Ohio, 
U. ® A. 


UFiL 
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OFFICE APPLIANCES 


is some evidence that present merchandise stocks are low. 
best to 1929 and 
rebuilding our export 


Under existing conditions it is forget 
establish 1930 sales as a basis tor 
markets. Indeed, there should be encouragement now 
that monthly transactions can be compared to the lean 
1930 figures instead of the inflated totals 
1929. The present should offer a splendid opportunity for 
a thorough survey of outlets and the establish- 


It is quite 


registered in 


foreign 
ment of closer contacts with foreign agents. 
easy to keep an agent in an enthusiastic state of mind in 
retain 
his confidence and optimism in time of depression. Quotas 
today, and American 


prosperous times, but it is another problem to 


set two mean nothing 


manufacturers of specialties will have to adjust their con- 


years ago 


tracts and policies to take care of this emergency period. 
Those who take this opportunity to plan a rebuilding of 
their export business on a sound basis will reap their re- 
ward in ensuing years, but any weak kneed policy and 
half hearted effort is likely to result in permanent loss. 


American Specialties Highly Regarded Abroad 

American specialties have not lost prestige abroad, po 
tential possibilities are as good as they were in the latter 
phases of other depressions. The same attitude should 
be maintained toward the rebuilding of our foreign trade 
as must be maintained in the rebuilding of our domestic 
business. Foreign consumers still want to buy American 
merchandise, and one has only to review recent issues of 
Office Appliances in the lists of business opportunities 
abroad gleaned from Commerce Reports to see that new 
made constantly for purchases and 


demands are being 


agencies for all classes of merchandise. It is only a ques- 
tion of time when specialties exporters will have regained 
the ground lost. 

After the war American manufacturers made a remark- 
able showing in extending the sale of their goods abroad. 
\ steady advance was made in the face of many handicaps 
which are practically nonexistent today, and since that 
have maintained an enviable position in the com- 
spe- 


time 


merce of the world. American manufacturers of 
cialties have now back of them these years of splendid 
experience. They have also vastly better facilities and 
more highly developed organizations for developing their 
foreign business, improved credit facilities through estab- 
lishment of branches of American banks abroad, improved 
transportation and communication services, and more effi- 
ciently trained sales staffs and executives, placing them in 
a much more favorable position than that encountered in 
those early days after the war. They are prepared to step 
in immediately and take advantage of every opportunity 
offered in the rebuilding of their foreign business and the 
further advancement of America’s position in the exports 


f specialties. 


a 
Cotton Fabric Used in Broadcasting 
The efforts of cotton mills to extend the use of their 


products through the adoption of cotton fabrics for letter- 
The 
radio speakers have been handicapped when using notes 
the crackle of the 
paper has gone on the air mixed up with their words. It 


heads, menus, etc., have found results in another field. 
while talking before the “mike” becaus« 


has been found that notes and manuscript written on cot- 
ton fabric are silent before the microphone. The speaker 
can use his notes as frequently as he desires, with the as- 


1.1 


surance that there will be no crackle to become confused 
with his voice. 
en 
Pens and Pencils from Petersburg 
The Southern Pen Company, Petersburg, Va., offers a 
line of fountain pens and mechanical pencils, including a 
combination pen and pencil. 
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Security 
Steel Products 


Safes 
Shelving 
Bookcases 
Filing Cabinets 
Desks and Tables 
Storage Cabinets 
Transfer Cases 
Waste Baskets 
Planned Equipment 





Send for 
General Catalog 
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Bank 
Equipment 
with a 





Complete SECURITY Bank Equipment Installation at the First National Bank & Trust 
Company, Ridgewood, New Jersey. Morgan French & Co., Inc., Architects, New York City 


Not merely a counter here . . . grille work there and a table over 
yonder . . . but planned by experts so the completed installation 
permits of maximum efficiency and dignified appearance. 
SECURITY bank equipment specialists work with the dealer and 
customer to insure a successful installation. This gives the SE- 
CURITY Dealer an advantage. His thoroughness of detail makes 
lasting friends. The SECURITY Franchise in your territory may 
be available. Just write... 


STEEL EQUIPMENT CORPORATION 
AVENEL, N. J. 
Branches: NEW YORK, NEWARK, BOSTON, CHICAGO, NEW HAVEN, PHILADELPHIA 





PLANNED EQUIPMENT 
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Vertex File Pocket Expanding Wallets 





your stock of these important items. 


The seasonable rush on this type of merchandise may 
have depleted your stock to such a point that the 
prompt service you would like your customers to have 
may not be possible. 


And 


when ordering 


REMEMBER 


that the Bushnell Red Rope line of flat and expanding wallets and “Vertex” 
File Pockets will continue to be, as in years past, regularly advertised in an 
extensive list of magazines with a nation-wide coverage. 


We invite correspondence with dealers everywhere. 


ALVAH BUSHNELL COMPANY 


Durable Filing Containers 
13TH AND WOOD STREETS PHILADELPHIA, PA. 
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John King Reckford Interviewed at Los Angeles 

John King Reckford, vice-president of the American 
Lead Pencil Company, visited Los Angeles several weeks 
ago. A reporter for the Los Angeles Times interviewed 
him at the Biltmore Hotel. Mr. Reckford told him that 
the lowly lead pencil points to better times. 

“Pencil business has been found to be a good barometer 
of general business,” said Reckford, “and we find that our 
trade is showing more vitality than it showed a year ago.” 

Mr. Reckford said the wooden pencil is coming back into 
its own. A few years ago, he commented, it was found 
necessary to increase markedly the production of mechan- 
ical pencils, but the trend is to the wooden variety now 

Mr. Reckford was enthusiastic over Los Angeles, over 
the weather, over Palm Springs, which he described as the 
nucleus of one of the finest resorts in the world, and over 
the traffic regulations here. But he doesn’t like Los 
Angeles traffic bells, particularly after midnight. 

— 
Catalogue of Columbia Steel Equipment 

The Coiumbia Steel Equipment Company, P. O. Box 
2244, Philadelphia, Penna., is circulating to the trade its 
new Catalogue No. 162. The current growth of this line 
is indicated by the expansion required to catalogue it. The 
former catalogue consisted of but sixty pages; the recent 
issue is 104 pages and cover. A convenient index sim- 
plifies reference to the specifications and illustrations of 
the many items shown. 

The company’s lines cover three grades. The Columbia 
grade is the highest quality; the “Atlas” non-suspension 
line gives remarkable quality of filing equipment without 
the suspension feature. The “Apex” is a progressive sus- 
pension line of lighter construction than the Columbia 
cabinets. The company lists a comprehensive array of 
units for cards, documents, letters, storage, roller shelf 
cabinets, wardrobes, etc. 

The catalogue illustrates some impressive installations 
of the company’s products. 

. _ = 

Tariff Reciprocity May Extend to Advertising 

The United States Post Office, Treasury 
and Department of State have initiated action seeking the 


Department 


establishment of arrangements between the United States 
and Canada on the customs charge covering catalogues 
and other advertising matter. The aim is reciprocal duty 
free entry of such matter sent by mail between the two 
countries 

In Section 320 of the United States Tariff Act of 1930 
administrative authorities of the United States are author- 
ized to conduct negotiations with foreign countries looking 
toward such an agreement. The act in itself failed to 
bring about any immediate change in the situation. 
concerns doing business in 


A number of American 


Canada are handicapped by the present duty of fifteen 


cents a pound on all advertising matter sent there 
———— 


J. A. White a Southern Sojourner 

J. A. White, manager at Chicago for the F. S. Webster 
Company, Inc., is taking his annual winter vacation in the 
South. He traveled from Chicago to Ocean Springs, Miss., 
by rail. There he put his car into commission—after hav- 
ing had it in storage since last winter—and drove to San 
Antonio, Texas. He took advantage of his presence in 
the Lone Star State to hold a meeting with Webster sales- 
men in the southwestern territory. Mr. White plans to 
drive back to Ocean Springs after his visit to San An- 
tonio. Ocean Springs offers him opportunities for Wal- 
tonian rites, as well as the study of ballistics according to 


the premises of St. Andrews. 
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WHAT PEN 
SHALL I USE? 











FOR THESE 
USES 


Accounting 


Addressing 
Envelopes 


Art Classes 


Bookkeeping 


Charts 


Correspondence 


Drawing and 
Lettering 


General Office 


Uses 


Lettering 


Marking 
Laundry 


Red Ink 


Schools 


Show Cards and 
Signs 


Signatures 


Visible Records 
and Index Cards 











REGULAR 
Esterbrook 
Pens 


322 


128 
123 


460 
461 


322 
788 


Drawlet 
Pens 


See 
“Account- 
ing” 
Drawlet 
Pens 
048 


314 


788 


128 


442 


Drawlet 
Pens 


818 
819 


825 
Lithographic 
048 
442 


See 
“Drawing” 


737 


343 


556 


1000 


453 


Drawlet 
Pens 


788 


048 
442 


322 
128 
239 





| 
| 
| 
| 
| 
| 





Esterbrook 
RADIO 
Pens 


922 


956 
923 


921 


922 
987 


920 


988 
968 


956 


942 


920 
968 
942 


968 
942 





Characteristics and 
Selling Points 


Fine, inflexible 


Fine, flexible 


Manifold, for carbon 
copies 


Oval points do not 
catch paper. 


For outlines, post- 
ers, lettering. 


Easy, natural to use. 


Falcon — very pop- 
ular — large ink ca- 
pacity. Relief —the 
smoothest, most 
popular stub. 


Oval-pointed, very 
smooth. Big, sturdy, 
oval-pointed. 


Fine, flexible, for 
shaded “penman’s” 
writing. 


Medium stub — big 
ink capacity. 


19 styles and sizes. 


For all fine -line 
drawing — different 
flexibilities and de- 
grees of fineness. 


Described above 


Non-corrosive — 
turned up point. 


Will not corrode. 


Especially adapted 
to Zaner system. 


Sageaseny adapted 
to Palmer method— 
upper grades. 


Begestalty adapted 
to Palmer method— 
for lower grades. 
(These three pens 
are used in most 
American schools 
today.) 


Easy to clean, rapid, 


adjustable, natural 
to use. 


For pen drawings. 





stertrook 


ESTERBROOK PEN CO., CAMDEN, N. J. 





a 
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Mahogany or Olive Green 


A Star Salesman 


who works 
for nothing 


YHE Wrenn Showblott is a star salesman. 
He displays your entire blotter stock all 
day, every day. He does it with a brilliant 
and colorful flourish that enlivens your 
whole store and never fails to get attention. 
He catches the eye of every customer who 
looks his way, inviting them to examine 
your blotters, subtly urging them to buy. 
He keeps your blotter stock clean, fresh, 
saleable. He eliminates loss through spoil- 
age because he keeps out dust, dirt, and 


careless fingers. 


Showblott is furnished to you at cost. 
Besides serving as a counter the Showblott 
actually sells blottings automatically. Write 
today for our special introductory offer 
which places the Showblott in your store 


with a complete blotter stock. 


The Wrenn Paper Co. 


Middletown, Ohio 
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Lippman Takes Gardner Agency for Chicago 

Charles S. Lippman, who has had twenty-six years of 
successful experience selling typewriters and accounting 
machines, was appointed Chicago district manager for the 
Gardner Company, effective the first of February. He has 
opened sales quarters at 718 W. Lake street. 

Mr. Lippman had his first office appliance experience 
with the Remington Typewriter Company. During fifteen 
years’ service with that organization he sold the full 
line, including the standard typewriter, billing machines 
and bookkeeping machines. He established an excellent 
record 

For one year he was with the American Can Company, 
selling their cash registers and adding machines. 

For the last ten years Mr. Lippman has been with the 





CHAS. 8S. LIPPMAN 


Victor Adding Machine Company, during which time he 
sold many thousands of Victors to concerns both large 
and small. Some of his customers purchased between 
three and four hundred machines. 

Most of Mr. Lippman’s sales were direct to users, but 
he advanced the idea of employing the services of dealers 
as a means of increasing the number of outlets for adding 
machines. 

Mr. Lippman is a salesman of unusual ability. He isa 
tireless worker. He expects to surround himself with a 
number of good men with whom he can build up a profit- 


able volume on the Gardner machine. 


pinnipiiiiiinanes 
Novel Card Tells Concern’s Growth 

The Stamp and Stationery Service, now established in 
a fine new business home at 35 West Thirty-second street, 
New York, N. Y., recently mailed a novel card to its cus- 
tomers and friends. On the card were printed three rec- 
tangles of different sizes. In the smallest rectangle was 
printed 1920, in the next size 1922, and in the largest one 
1931, graphically illustrating the growth of the company 
since its establishment in 1922. 

The primary message of the card was “In proportion as 
we serve—we grow!” In addition it carried the following 
“Visit our greater home for greater serving 
your greater trust.” Besides the New York store the 
company has a branch in Stamford, Conn. 


invitation: 


a 
Pickens-Hoffmann Company Formed in California 
Last December, the Pickens-Hoffman Company, 5917 
Pacific boulevard, Huntington Park, Calif., was organized 
by C. B. Pickens and G. S. Hoffmann. Mr. Pickens was 
formerly a resident of Houston, Texas, where he was en- 
gaged in the commercial stationery business for a num- 
ber of years. Mr. Hoffmann has been associated with the 
industry for about nine years. 
The new company plans to handle such well known lines 
as Irving-Pitt, Weis, Globe-Wernicke, Oxford filing sup- 
plies, and other popular items. 
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NNOUNCLNG the 


SAGER PEN 


SALES TESTS PROVE 
REMARKABLE SELLING ADVANTAGES 


HE Sager Pen, entirely new in principle, now & 


pany, 


h the 











offers the dealer five revolutionary selling 
features. Wherever the Sager Pen has been 
introduced for impartial sales tests, it has dom- 
inated pen sales. 


e he 
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Revolutionizes Pen Service 


The Sager Pen completely revolutionizes the 
basic principle of the fountain pen. Its direct 
vacuum principle does away with the rubber 
sack; it doubles the ink capacity and makes the 
ink supply visible! The Ink-“O”-Guard is the 
only device by which a pen can be made leak- 
proof! This remarkable feature is built exclu- 
sively into Sager Pens. 


Opens Vast, New Market 
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Owners of conventional type pens are quick to 


‘eet, = i 
ee pO rec.us.parorr “demand the advantages of this new and more 


ang serviceable pen. By its proven ability to sell 
ae SACKLESS: No troublesome rubber owners of all other types of pens, the Sager Pen 














iat sack. Saves repair costs. has re-opened a vast, new replacement market  ayoany capacity 
any DOUBLE INK CAPACITY: Fewer no dealer can afford to ignore. wt, it. 
fillings required. In beauty and in workmanship the Sager Pen is Ss Ue 
1 as VISIBLE INK SUPPLY: Tells when to unsurpassed. The uniform flow of ink adds to  _ Same Size—Same Price 
‘ing refill. Prevents “running dry” when its fine writing qualities. Six years of laboratory 
ing needed most. refinement has established the most exacting _ 
the VACUUM FILLING PRINCIPLE: precision possible in a fountain pen. SAGER PEN 
Fills and flushes the pen completely with HOLDS 
one downward stroke. Increase Your Pen Sales CAD 
i “a a“ - . = 
res INK- O -GUARD: Guarantees the Put in a display of Sager Pens now and cater to BARREL | 
ls pen “Leakproof. a larger market than any pen has ever given you. oF 
zed Get the details of our large and beautiful line, NITY 
om THE SAGER PEN IS prices, advertising and sales helps. Write today. nec.cenenors, 
3 UNCONDITIONALLY 
m- pry Per THE SAGER PEN COMPANY 
36 SOUTH STATE STREET CHICAGO, U.S. A. 
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THE WORLD'S MOST PRACTICAL PEN 
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Waste Baskets 
Mail Baskets 
Ticker Baskets 


For All of United States 
Except Where Specified | 











Representation 
East of Denver 


Crownolo Atlas 
/ Mig. Expanding 
J Co. | Envelope & 
VA | Novelty Co. 
rai Telephone Indexes | 
/ Crownolo Fasteners 
Index Strips | Red Rope 
Reinforcements | Expanding 
| Env 


A LINE THAT WILL PAY 


EVERY DEALER TO HANDLE Book Covers 
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A PERFECT LINE 
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Ribbons Carry Out Window Messages 
Intriguing to the eye is the window display of the H. & 
M. Ribbon & Carbon Company of Seattle, Wash. Samuel 
McElfatrick, head of this Seattle organization, which has 
moved to a new location on Fourth avenue, with a large 


amount of window space, has created an unusual display 
for bringing out features of his carbon papers and type- 
writer ribbons. 
The typewriter ribbons are partially unrolled as stream- 
ers to bring the points of the carbon papers in the back- 


ground to the forefront of the display. 

From a box of carbon paper in the window a reel of | 
typewriter ribbon is stretched to a card in the foreground 
which reads, “One to Twenty Copies,” indicating the num- 
ber of duplicates which may be clearly made by the carbon 
paper. 

On another card upon which the eye rests after follow- 
ing the ribbon from the box in the rear is “Non Smutting,” 


a second feature brought out. On other cards there are | 
such points as “Will Not Tree” (always of interest to the | 


neat stenographer), and “Fanfold,” brought close to the 
attention of the prospective customer.—C. M. L. 
a 
Parker Pen Company Distributes Big Sum in 
Dividends to Dealers 
The camera caught Russell Parker, vice-president of The 
Parker Pen Company, Janesville, Wisconsin, signing 


checks for the cash dividends which are paid yearly to 





RUSSELL PARKER SIGNS DEALER DIVIDEND CHECKS 


Parker Pen dealers whose sales exceed a given minimum. 
These checks are the 1930 dividend. 

Thousands of dealers participate in this annual sharing 
of profits. In the past five years more than one million 
dollars has been distributed this way. 

—— 
Mrs. Clegg Recovering from Operation 


Mrs. L. B. Clegg, wife of L. B. Clegg, president of The | 


Clegg Company, San Antonio, Tex., recently underwent 
a serious operation. The many friends of Mr. and Mrs. 
Clegg will rejoice to know that she is making satisfactory 
progress toward recovery. 
a 
Quality Park Sales Director in East 

E. E. Bates, sales director of the Quality Park Envelope 
Company, spent several weeks during February at Sulphur 
Springs, Va. Several trips were made to New York from 


that point. 
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SAVE Wttnt Stee 


CTER REL 
CABINETS 


Serve Everywhere 


Adaptable to storage requirements of all kinds. 
In construction and economy there is 
no better storage equipment than Terrell's. 





— 
Beara || | Terrell Cabinets for 


storage of office 
supplies, ste- 
tionery, samples, 
etc. Roscale 
adaptable for 
transferred records 
or surplus stock. 








Terrell Cupboards 
may combine 
wardrobe facilities 
with storage space. 
Ideal for the small 
or private office. 



































Terrell Wardrobes 
are dust-proof, fire- 
resisting, attractive, 
easily moved, 
economical. For 
use anywhere. 


























Ideal for use in 
Garage, Apart- 
ment, Basement, 
Attic, Hotel, 
Library, Store, 
Hospital, Ware- 
house, Club, Fac- 
tory, School— 
wherever storage 
space is required. 




















The most complete line of Steel Equipment 
is Terrell's. A size and style for every pos- 
sible requirement. 


TERRELL DIVISION 


METAL OFFICE FURNITURE COMPANY 
GRAND RAPIDS MICHIGAN 

















THE UNIVERSAL STAPLING MACHINE 


Here is a paper fastening machine that 
fits snugly into every office requirement. 
Appearance to grace the finest office inte- 
rior, chromium plated, a sure-fire fastening 
every shot, quiet, easy operation. It is in 
keeping with modern tendencies. Atttrac- 


tive and mechanically simple. 


The Acme Champion takes three hundred 
cohered staples at a load. It can be removed 
from its base in a ji#y and used as a tacker. 
Draftsmen, shipping clerks, stock keepers, 
etc., find this feature especially useful. 


The Acme group of stapling machines in- 
cludes a model for every stapling need from 
a heavy duty machine, to the improved 
Midget for light office stapling. Full de- 
tails of the entire line on request. 


Acme Staple Company 


1643 Haddon Ave. 
CAMDEN, N. J. 
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J. R. Armington in Charge of Moore Push-Pin Sales 
in New England 


The Moore Push-Pin Company, Philadelphia, Penna., 
has opened a New England district office at 111 Summer 
street, Boston, Mass., with James R. Armington in charge. 
Mr. Armington was for many years connected with the 
Dennison Manufacturing Company, Framingham, Mass. 

The new office was established to handle more efficiently 


the increase in the company’s business in New England 





J. R. ARMINGTON 


Distribution is through 
Mr. Arming- 


states during the past few years 
commercial stationers and hardware dealers. 
ton is well known to the stationery trade and has some 
acquaintance in the hardware field. He is well equipped to 
direct the extension of the Moore Push-Pin business in 
his territory. 

New Dealer Organization in Dallas 

Recently the Office Equipment Company, 1312-14 Young 
street, Dallas, Texas, was formed to handle, on an inde- 
pendent basis, the office supply, office furniture and me- 
chanical office equipment business formerly operated as a 
department of the Dallas Printing Company. The latter 
continues to function as a printing establishment. 

The new company has 10,000 square feet of floor space, 
which allows for expansion as larger stocks are needed to 
handle increased business. During the first month of its 
existence the business volume of the company was nearly 
three times greater than when the business was a depart- 
ment of the Dallas Printing Company. The increase was 
due largely to a better location and improved show-room 
facilities. 

— 
Mr. R. Alan Reed to Visit U. S. 

Mr. Robert Alan Reed, of Reed & Reed, Guayquil, Ecua- 
dor, plans a visit to the United States in the near future, 
during which he will visit the principal industrial centers, 
and endeavor to call upon all the principal factories rep- 
resented, especially at New York, Chicago and Detroit. 
This business is representative of a number of leading 
office appliance and equipment manufacturers, including 
the Acme Card System Company, Burroughs Adding Ma- 
chine Company, A. B. Dick Company, The Shaw-Walker 
Company and The Todd Company. 

Mibedwems 
Goes Displays at Gift and Art Show 

The Goes Lithographing Company, Chicago, IIl., con- 
ducted a display of lithographed items of interest to the 
gift and art shop operator at the annual Gift and Art 
Show, which occupied the second and the fifteenth floors 
of the Merchandise Mart in February. R. E. Nelson was 
in charge of this display. 
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KEEPING THE WHIPPLETREE EVEN 


AST month in this publication we 

reproduced an advertisement 

appearing nationally, entitled 
“Controlled Quality”. 


In that advertisement the emphasis 
was entirely upon BERLOY quality. 
But there is another feature of this 
organization which equally dis- 
tinguishes it, namely: cooperation 
with dealers, or teamwork. 


Only by manufacturer and dealer 
pulling together can such a hook- 
up result in fulfillment of the Berger 
dealer creed—marketing products 
that mean repeat business for you 


and us; advertising to lower sales 
resistance; working with your sales 
organization; helping establish 
market, at right prices. 


If you are interested we'd like to 
tell you about this creed known as 











Berger teamwork. It might mean a 
whole lot to you as it has to other 
dealers. 


The BERGER MANUFACTURING Co. 
Division of 
Republic Steel Corporation 
CANTON, OHIO 





THE BERGER MANUFACTURING CO. 
CANTON, OHIO 


All right, I'd like to hear the story. 
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Remington Portables 






Have 





Major 
Advantages 











l A streamline body that has color and beauty 
without sacrifice of strength or utility. 


Il Perfect Visibility ... typing is done on top of the 
roller. There’s nothing between the eye and 
what is being written. 


Ill. An easy-to-operate carriage return lever... one 
that saves a split second for every line of writing. 


IV A paper bail that holds the paper tight to the 
extreme bottom of the page. 


V_ A carriage lock that protects the machine from 
accident or misuse. 


VI Margin release key on the keyboard itself. 


VIL Paragraph key ...a feature not found on stand- 
ard size machine . . . makes indenting automatic 


eee neat. 

And the Remington Portable has further cient in every way, the Remington Portable 
advantages. The featherlight touch that never sells itself to your prospects. Investigate its sales 
tires the hand. A four-bank keyboard standard and profit possibilities today ... Don’t delay... 
not only in arrangement but in size as well. that means lost sales opportunities! 

The speed and quality of work of a big machine 
with only one-fourth its size and weight. So Portable Typewriter Division 


compact it tucks away in a desk drawer. So ie 
light it carries like a brief case. Remington Rand 


Compact ... good looking ... durable. . . effi- BUSI NESS naw SERVICE 
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Some Victor Adding Machine Appointments 

William Tonkin, field supervisor for the Victor Adding 
Machine Company, who covers practically the entire 
United States, visited Victor branches on the Pacific Coast 
during the latter part of January. 

J. T. Morris has been appointed divisional manager by 
the Victor Adding Machine Company with headquarters 
at 1158 South Hill street, Los Angeles. Mr. Morris will 
have supervision over Victor representatives in the South- 
ern half of California and all of the state of Arizona. 

J. M. Fieberg, formerly with the Burroughs Adding Ma- 
chine Company in Chicago, has accepted a selling position 
with the Victor Adding Machine Company, working out 
of their Los Angeles branch. 

C. L. Dometrius, formerly with the Sundstrand, has ac- 
cepted a selling position with the Victor Adding Machine 
Company, as special agent working out of the city of San 


Bernardino, Calif. 
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Pad 


BATES “READY INKED’ PADS REGISTER 
A THIRTY-ONE PER CENT SALES IN 
CREASE IN 1930.—This report from the 
Bates Manufacturing Company indicates that 
all was not gloom last year. Apparently 
numbering machine users are not restrained 
from buying by “‘business depression”’ if the 
merchandise offered is what they want 








Eberhard Faber Presents Rubber Exhibit in Newark 

Under the auspices of the Newark Chamber of Com- 
merce the Eberhard Faber Pencil Company recently made 
an interesting exhibit of the products of its rubber factory 
at the Robert Treat hotel. 

After Eberhard Faber established his Brooklyn pencil 
factory, he went to Newark in 1858 to organize the rubber 
division of the company. 

Last July the four story structure at 47 Golden street, 
Newark, was almost entirely remodeled and rebuilt. This 
plant in which Eberhard Faber erasers and rubber bands 
are now made is one of the most important and modern of 
its kind in the country. To it boatloads of raw material 
are brought from Brazil via New York and at the Newark 
plant more than 125 workers “masticate” or soften the ma- 
terial in large steel mills, compound it, mould it, pack it 
and ship it to all parts of the world. 

Carl P. Finck is general manager of the rubber plant. 
Hans W. Maucher is in charge of the rubber exhibit in 
Newark. 

ee 
E. T. Battey Recovers from Operation 

E. T. Battey, who covers the Chicago territory for the 
Boorum & Pease Company, has recovered from an opera- 
tion, and is again calling on the dealers. He was absent 
from the field about a month. 
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Bentley 
& Gerwig 
Desks 


THE REASONING CHOICE 


In the many sales of Bentley & 
Gerwig Desks, various details 
have contributed to the decision: 
Appearance perhaps first, type of 
construction and method of fin- 
ishing, price—all have been in- 
fluential. 


Probably most important is the de- 
sign and construction providing a 
better desk for the money. Bent- 
ley & Gerwig have held steadfast 
to the belief that a desk built for 
service will ultimately supersede 
all others. Each succeeding model 
produced has been originated and 
marketed because it gave a greater 
degree of service. The Bentley & 
Gerwig 43d catalog with prices 
will be sent on request. 


BENTLEY & GERWIG FURNITURE Co. 
Parkersburg, W. Va. 
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NEW C@pDco 
FLEXION 
CHAIN-BINDERS 








— 





THE “ARISTOCRAT”’’ 








—s No Sections Required oe 


FOR 
CURRENT RECORDS 











THE “BEACON’’ 








ae, Sections Added To Chain ayy 


THERE IS 
NO SUBSTITUTE 











THE “FUTURA’’ 








. Sections Added To Chain rie 


FOR GOOD SERVICE 
AND ECONOMY 


W. G. LLOYD COMPANY 


Accounting Devices Company Consolidated 


626 SOUTH CLARK STREET, CHICAGO, ILL. 
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Quinn Resigns from Gimbel Bros., New York 

Edward F. Quinn, executive and merchandise manager 
of the contract and hotel Gimbel Brothers, 
New York, tendered his resignation effective February 15. 
Mr. Quinn has been with the organization since 1910. It 
is stated that no successor to Mr. Quinn is to be appointed. 

Mr. Quinn has negotiated the sale and has purchased 
and supervised the installation of well over thirty million 
dollars worth of contracts for the partial and complete 
furnishing of hotels, clubs, steamships, hospitals, public 
institutions, schools, theatres and large corporations. He 
directed for Gimbel’s the refurnishing of the steamship 
Leviathan and completely equipped the Malolo and par- 
tially equipped the ships of the United States and other 
lines. He superintended the complete equipment of the 
Hotel Vanderbilt of New York and many other leading 
In addition, 


division of 


hotels and clubs, including the Level Club. 
he superintended the equipment of two of the outstanding 
hotels in Florida and more than a score of others. Mr. 
Quinn has to his credit the direction of many important 
installations in the institutional and hospital field, like- 
wise, for federal, state and municipal government depart- 
ments. 

During the World War Mr. Quinn 
tracted with the for many millions of dollars 
worth of supplies, not only this but for the 
Italian military commission and the Canadian government. 
Following the war, the held surplus 
property sales, he negotiated for Gimbel’s in the purchase 
He has rep- 


successfully con- 
government 
for country 


when government 
of a large amount of supplies and equipment. 
resented prominent persons at auctions in famous man- 
sions and hotels throughout the country. 

Mr. Quinn states that he is not yet ready to announce 
continue in the field with 
has had such a broad 


his future plans, but expects to 

which he is so familiar and where he 
experience 

> 

An Effective Folder 

Office Appliances has received from J 

& Supply Company, 

1 lot of interesting infor- 

mation on duplicators, the 

Excellograph, and the Two-Faced duplicator, with two 


P. Durkin of the 


Pittsburgh Typewriter Pittsburgh, 
Penna., a folder in colors giving 
reference to 


with particular 


printing surfaces. 

There is a new portable Excellograph out, which is also 
a rotary stencil duplicator. 

The Double Duty duplicator is a modern gelatine process 
machine, giving two duplicators in one. It is operated 
after the manner of a kodak, but the film winds around 
both top and bottom, giving two surfaces for master copies 
instead of one. 

There is also another Excellograph device for tracing 
outlines, pictures, etc., on stencils or paper. Various other 
devices are illustrated and described in this interesting 


folder 
a 
Bates Revises Trade-in Policy on Numbering 
Machines 


The Bates Manufacturing Company, Orange, N. J., re- 
announced a its numbering machine 
trade-in policy. The change involves a liberal allowance 
in addition to the It is similar to the 
company’s policy anent the new Bates stapler. 


cently revision of 


normal discount. 


setae 
Loomis Moves to Oakland 

Walter F. Loomis, East Bay representative of the San 

News distributors, an- 

nounces a change in his business address from Berkeley, 

Calif., to 1006 Webster street, Oakland, Calif., to which 


Francisco Company, wholesale 


address he requests orders and correspondence to be 


mailed hereafter. 
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Corry- AMESTOWN 


STEEL FURNITURE 

















BRONZE EASY OPERATING 
LABEL HOLDER POSITIVE LOCK 


\ 
COMPRESSOR 






HARDENED 


LERS 
CAST 
BRONZE 
PULL : 
BEARING ROLLER 
BRONZE ~ 
ROD KNOB 


TRIPLE HEAD / 


PROGRESSIVE ROLLER 
EXTENSION SUSPENSION 
DRAWER EASILY 
REMOVED 
JLL DEPTH SHELVES 
TWEEN ALL DRAWERS 


STUDY THESE IMPROVEMENTS 


HILE business is finding itself through readjustment, 

Corry-Jamestown has capitalized on a most success- 

ful career in the design and production of metal 
furniture. No pains or expense have been spared this past year 
to perfect the Corry-Jamestown Line . . . both special and 
stock items have been given new values. 

New “Excellence for the Price.’ This improved line also 
gives you a chance to improve your position in the metal furni- 
ture field. The Corry-Jamestown Line of stock cases shows re- 
finements of practical features that will enable you to enter all 
competition with surer profits. 


800 “STEEL AGE" Line 


NEW ELECTRO-PLATED 
SUSPENSION 


USPENSIONS that are painted or enameled tend to chip 
or otherwise offer resistance from friction. Electro-plating 
insures a metal surface that never changes . . . gives new 


ease of operation. 





With 8 Case-Hardened Rollers 
2 of Them Ball Bearing 


It is not enough that filing case drawers operate smoothly 
when empty. The design and material of suspension must give 





Safes for Competition positive and easier operation as drawer loads increase. The 
Asbestos lined for increased fire re- improved Corry-Jamestown suspension shows no appreciable 
sistance and for desired protection : s : 
They offer dealers a most practical ne wear . . . no decrease of efficiency under mechanical test with 
essity article that all business houses a : , 
ity article that al ae _ 50-lb. drawer load run, full open and closed, 200,000 times. 


can now afford 
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ORRY- | AMESTOWN 
C: RRY- J FURNITURE 











ORRY-JAMESTOWN has profited through its engineering abil- 
« ity in not over-designing but in developing the necessary 
designs to meet different requirements with surer savings for 
users. 

In filing cases, tio one. design or construction can satisfy 
varying needs. Appearanhcettan be maintained with simplifica- 
tion. Standard gauge maté@hal and workmanship can be main- 
tained with proper design and excellence in production meth- 
ods. The Corry-Jamestown Line enables the dealer to meet all 
requirements most economically for the user . . . and without 
sacrifice of profit. 


THE NEW 800 “STEEL AGE” LINE 
26'2 INCHES DEEP 


In addition to the new suspension, ends have been reduced 
from 7%” thickness to %" thickness. There is improved ap- 
pearance and saving for space in battery installations. And 
there are special new units for ledger cards, Xray films and 
papers oversize. New desk high units—letter and legal 
with linoleum top. 

5-Drawer Height—letter or legal—2814” deep, which means 
greater economy where floor space is expensive. The No. 
100 Line—24'%” deep, the No. 2900 Line—28'%” deep, and 
the No. 900 Counter Height—-28)%”" deep, are all of “Steel 
Age”’ quality—an unusually high-grade line of files at very 
low prices which include check files, cupboards, card index 
units, document units and roller shelf units. 


THE 700 “VIKING” LINE 
26'2 INCHES DEEP 





700 “VIKING” shown with 
is also improved and continued in all styles, the same as in the ee Se ee 
No. 800 Line—with thin ends and new suspension, generally 
improved in appearance and with a new line of hardware. 

This line is a little less expensive than the No. 800 “Steel Age”’ 
Line. 









New Desks—Greater Values 


Interchangeable drawers with letter file drawer on rollers 
Do not overlook catalog descriptions. Use the coupon 
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Corry- AMESTOWN 


STEEL FURNITURE 








“Z" BAR HEAVY CHANNELS 
REINFORCEMENT 









THE LEADING 
CASE FOR 
ALL 
COMPETITION 


Good Before—Now 
Greatly Improved 
With No Change 


In Price 


POSITIVE 
COMPRESSOR 





FRONT 
ROLLERS 


NCREASING demand for the “Armor” Line 
Daidone its value no matter what your other 
line of cases. 4 Rollers promote ease of operation 
Drawers remain horizontal when extended—not 
suspended by rear head, it is not necessary to lift 
drawer even slightly to close. Electrically-welded 
construction. Positive Locking Compressors. Solid 
Brass Trim. No extra finished End Panels. No in- 
crease in price. 

The “Armor” Line in- 
cludes 2-, 3-, 4-drawer 
files—letter or legal cap 
units. See catalog for 
complete description. 


A New Style—the 601 **Armor”’ 
4-Drawer Vertical Letter File, Olive Green, Mahogany, 
Oak, or Walnut Finish. 


Storage Cabinets and Wardrobes Send for Your New 
The 1100 Line Catalog 













These specialties are designed to save space You must see this book to fully 
without sacrifice of efficiency or appearance. — the changes and greater 
They are carefully designed and made by experi- values in the Corry-Jamestown Line. 
enced craftsmen and have grown out of many Our policy is one of trade protection 
P years of experience in special construction work “Excellence for the Price’’—care- 
dp» of steel furniture. Popularly priced to clinch ful control of stock for prompt 
a % appeal. service. 
a Ww 
4, {Y 
4% 4 
e* 7 
®% “? . e 
m %,%, Warehouse Stocks Carried in 
“es ott NEW YORK CHICAGO PHILADELPHIA 
fa, > % ST. LOUIS SEATTLE SAN FRANCISCO 
2% LOS ANGELES 
~~» % 
A, w& . 
4 ? 
AN CORRY-JAMESTOWN MFG. CORP. 
> 4 %, 
aM, % 
is CORRY, PENNA. 
Pa ol 
~% %, Cable Address: CORJAM 
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Now—next week—next fall 


When you say to your prospect that 
your product will be displayed at 
the next National Business Show, 
the prospect justly infers that it is a 
good product, up-to-date and wor- 
thy of his consideration. 


The generally accepted reason for 
exhibiting anything openly and 
publicly is that it is worthshowing. 


All year long thousands of good 
business people place their confi- 
dence in products which the makers 
know are worth showing—at the 


NATIONAL BUSINESS SHOW 


New York At the Grand Central Palace 
October 19th to 24th, 1931, inclusive 


Chicago At The Stevens Hotel 
November 9th to 14th, 1931, inclusive 


“Tt’s the personal contact that counts” 


NATIONAL BUSINESS SHOW COMPANY 


Incorporated 
Frank E. Tupper; President 


50 Church Street - NEW YORK 


Chicago: 417 S. Dearborn St. C. H. Hunter, Manager 
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NEW YORK: 
545 FIFTH AVE, 


CHICAGO: 
610 SO. MICHIGAN AVE, 
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OFFICES OF 
TOMORROW 


\\ VE EY 


Q ompany, 


GRAND RAPIDS, MICHIGAN 


WHERE NOT EXCLUSIVELY 
REPRESENTED WE ARE 
INTERESTED IN RESPONSI- 
BLE CONNECTIONS: 








=< 
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Coast Ribbon and Carbon Concern Takes New 
Quarters 

The Vick-Far Company, Inc., while retaining the same 
address at 406 South Main street, Los Angeles, has moved 
from its old rooms to new quarters in the same building. 
The company now occupies Rooms 331, 332, 333, 334 and 
335 in the San Fernando building. The new rooms give 
considerably more space and better lighting conditions. 
The offices are outside rooms on a front corner of the 
building. The additional space taken was made necessary 
by an increase in the company’s business brought about 
by readjustment of territories and the addition of three 
more salesmen. The company now has eight local sales 
men working in as many definite districts 

Conditions in the ribbon and carbon business in Southern 
California are very good. The company believes that the 
consumption of their products became greater as the so- 
called business depression became evident in other lines. 
Their theory is that when conditions started their down- 
ward trend, progressive firms immediately started their 
typewriters humming with sales letters, resulting in the 
use of more carbon paper and typewriter ribbons. This in- 
crease was very evident during the months of November 
and December last and in January of the present year. 

At this writing, President Dollard states conditions in 
most other lines show a decided upward trend, and he be- 
lieves that similar reports have come in from other sec- 
tions of California. 

The Vick-Far Company is the sales division of the 
Pacific Carbon & Ribbon Manufacturing Company of San 
Francisco, manufacturers of carbons and ribbons since 
1902. 

Mr. Dollard says that the San Francisco office, operated 
under the name of the Grand Prize Carbon Paper Com- 
pany, has also found it necessary to add more space. The 
factory of the Pacific Carbon & Ribbon Manufacturing 
Company being in San Francisco, it was found that it 
would be more convenient as well as more efficient to 
locate the office next to the factory. This was done the 
last of January, and as a result of this change, deliveries 
can be better taken care of and the added space will be 
put to immediate good use by an expanded shipping de- 
partment. 

Mr. Scoville, the San Francisco manager, reports that 
sales are showing a decidedly steady gain with many new 
accounts 

Mr. Robertson of the Los Angeles office, combining a 
honeymoon with busimess, is making an extensive and in- 
tensive selling trip through Arizona and New Mexico 
He reports good conditions and his orders bear out the 
report. He is well over his quota, with still another month 
to go 

The Vick-Far Company looks forward to a record-break- 
ing year in 1931. Mr. Dollard states that they can not 
stress their optimism too strongly. If times do get dull, 
they will work that much harder, resolved that sales shall 


not decrease. 


—— 
Portland Orders Oregon Desks for Municipal Use 

In order to help stimulate Oregon industry, the city of 
Portland, Ore., has adopted the plan of placing its orders 
for Oregon-made desks. The request to use still more of 
these desks was replied to by Stanhope S. Pier, Portland's 
commissioner of finance, who said that the city has been 
purchasing ninety-five per cent of its desks from an Ore 
gon desk manufacturing concern. —C. M. L. 


tillieeais 
Sedgeman Distributes “G-F Allsteel” at Oberlin 
The General Fireproofing Company, Youngstown, Ohio, 
has appointed George T. Sedgeman distributor of “G-F 
Allsteel” office equipment. 
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QUALITY 


for service and profit 


You know that trade goes 
where it is invited and stays 
where it is well treated. 
The kind of treatment a 
store renders its trade de- 
termines not only its serv- 
ice but to a great extent its 


success. 


Real service requires Qual- 
ity merchandise—mer- 
chandise backed by a guar- 
antee and by a name that 
stands for dependability 
and integrity. 


Rubber Typewriter Keys 
are known by the Maker, 
and Munson Keys are re- 
cognized the world over for 
Quality, the sound basis of 
sustained trade and con- 
tinuous profit. 


One Grade Key 
Only—The Best 


MUNSON SUPPLY 
COMPANY 


348 Hudson Street 
New York, N. Y. 


(Rabber Keys Since 1905) 
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Ls | Courtney Wall Establishes Offices in Kansas City 








No. 1667 Desk—The Canterbury 


MPERIAL Dealers en- 
joy two distinct ad- 
vantages. 


(HEIRS is the con- 
testes venience of supply- 
ing every desk need from one 
dependable source. 


HEIRS is the confidence 
that comes of selling a 
complete, diversified, well-known 
line, built for long service, styled for 
quick acceptance. 


N every grade—in every desk— 
design, workmanship, mate- 
rials, and price are combined to give 
IMPERIAL Dealers a bigger volume and 
more satisfactory profits. Inquiries for 


further information are welcomed. 











IMPERIAL DESK COMPANY 


EVANSVILLE** INDIANA 





| 


Courtney C. Wall, for the last eighteen years with the 
Irving-Pitt Manufacturing Company and the Wilson-Jones 
Company, on February 1 severed his connection with those 
companies and has established an office at 404 McMillen 
building, Kansas City, Mo. Mr. Wall now represents the 
Trussell Manufacturing Company in all of the southern 
states; the Reyburn Manufacturing Company of Philadel- 
phia, and the Bankers Box Company of Chicago in Kansas 


and Missouri, exclusive of St. Louis 











RIEDELLS ENJOY 
JANUARY.—Mr. and Mrs 
bask in sunshine of Havana 


CLIMATE IN 
Riedell 
Riedell, 


CUBAN 
John A 
Mr 
who is sales manager of the Weldon Roberts 


Rubber Company of Newark, N. J., called on 

dealers in Havana during January and re 

ports satisfactory results in view of condi 
tions in Cuba at the time of his visit 








Seattle House Expands 

The Gillam-Bird Stationery Company, 1109 Fourth ave- 
nue, Seattle, Wash., recently established store No. 2 in 
the new Exchange building, said to be the most modern 
and ornamental of Seattle’s office buildings. This build- 
ing contains many investment companies, financial offices, 
etc. The front of the new store is of glass, facing the 
elevators and as the crowds descend:to the main floor and 
lobby of the building, they discover the stock of the sta- 


tionery store temptingly displayed —C. M. L. 


Stationery Conditions in Canada Pronounced Good 

H. W. Nelson, secretary-treasurer of the Commercial 
Stationers Association of Toronto, Canada, in a recent 
letter to Office Appliances, states that conditions generally 
in the stationery trade of Toronto are good. Many mem- 
bers of the Commercial Stationers Association of that city 
say that the month of January was in excess of their an- 
ticipations and was better than the preceding January. 

A strong delegation went from Toronto to Montreal on 
February 16 to attend the regional meeting held in that 
city. 

Meetings of the 
Toronto 
the 
evincing much enthusiasm. 


Commercial Stationers Association of 
held regularly every Thursday, and 


the members 


have been 


association is progressing favorably, 


ae 
Stationers of Northern New Jersey to Dine 
The annual banquet of the Association 
Northern New Jersey will be held at the Elks club, New- 
ark, N. J., March 17. Reservations may be made with 
Martin Escoffier, care of Grover Brothers, Newark, N. J. 


Stationers of 
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Kor |urniture ot 
( ‘baracter, demand wooD 







..- large enough to be easily read. 
Available in two forms—as a 
booklet for use before individuals 
—as an easel (illustrated) for use 
before groups of prospects. 


UNDREDS of progressive dealers in wood 

office furniture are now using the merchan- 
dising aids prepared by W. O. F. A. They say 
that the booklet, “‘Planning the Modern Office in 
Wood,” creates goodwill, paves the way to sales 
... that the portfolio is an invaluable help to them 
in presenting the story of wood office furniture 
to groups of prospects. 


The portfolio and the booklet are only two 
steps in the great advertising and merchandising 
campaign sponsored by W. O. F. A.—Wood 
Office Furniture Associates, Inc. A new series of 
dynamic advertisements is now appearing in 
leading national magazines...consumer requests 
for “Planning the Modern Office in Wood” are 
being received daily...wood office furniture 
dealers everywhere are profiting by the coopera- 
tion offered by W. O. F. A. 


When you give your sales talk before a directors’ 
meeting, a committee, a group of any nature— 
use the portfolio. Stand it on the table. Read it 
aloud, adding your own comments. You’ll find 
it holds attention, commands the interest of your 


WOOD OFFICE FURNITURE 
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RE YOU USING 
THESE 
MERCHANDISING eeu tues 


with photographs ... 
this booklet tells com- 


AIDS pletely the story of 
wood office furniture... 


stimulates interest in 
better furnishing all 


bd : types of offices. 
to increase - 
Tuis Portro.io is small enough bd 
(11%, x 17%) to be convenient Your businesse 






listeners. Use the booklet, too. Give a copy to 
prospects to take home and read at their leisure. 
It will give them new insight into the exclusive 
qualities of wood office furniture. 


Tuts SYMBOL appears in each ad- 
vertisement and is stamped on 
iS ‘WATURALLY furniture made by members of 
BETTER W.O. F. A. If the furniture you 
sell bears this symbol, you will 
profit by the activities of 
W.0.F.A. 





Wood Office Furniture Associates, Inc. Dept. 36. 


420 Lexington Avenue, New York City 

Gentlemen: I am interested in obtaining__.___ copies 
copies of the booklet. 
Please let me know how I may secure them. 


of the portfolio, and 











Name 
ASSOCIATES, INC. eines 
#20 LEXINGTON AVENUE +: + + NEW YORK CITY City State 
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Big Royal Sales Contest On 


“The Royal Family” awards contest, which is said to be 


the Royal Typewriter Company's greatest prize award 
plan for dealers and salesmen, began on February 1 and 
will carry through until the end of May. Each person en- 
titled to participate in the contest received not only a cir- 


cular announcing it, but an attractive book of forty-eight 


- 


pages describing and illustrating all of the prizes to | 
given to the prize winners in the contest. The company 
desires every Royal dealer to share in the beautiful prizes 
offered. It is pointed out that this is an unusual contest 
because the contestants are competing with nothing but 
their own desires. Nobody's effort but the contestant’s 
own will restrict the amount and number of prizes re- 
ceived. W. J. Montgomery, dealer sales manager, says 
that Royal sales are again on the increase, proceeding to 
new records with the reviving business of the country. 

The booklet describing and illustrating the prizes is a 
handsome affair with a yellow and black cover on which 
appears the picture of a knight in full armor on horseback 
with a shield se a treasure chest, a crown and two 
typewriters as its coat of arms. The book is entitled “The 
Grand Quest for Royal Treasure.” There is a stirring 
introduction by Mr. Montgomery under the title, “Stand 
Forth, Gallant Knights of the Royal Family.” 

“The Grand Quest,” said he, “for the Royal .treasure, 
is now on for all standard and portable dealers in the 
United States and Canada 
during the next four months, dealers’ machine sales will 


Beginning February 1, and 


have a bonus value which may be credited toward any of 
the many and elaborate prizes in the Royal treasure chest. 
Over $7,000 worth of beautiful and useful prizes are of- 
fered for the pleasure of Royal knights and their ladies. 
Every dealer who tops his quota wins a prize. The num- 
ber of prizes is limited by the dealer's ability to sell Royal 
typewriters.” 

The rules of the contest provide that it is open to all 
Royal standard machine dealers, Royal portable distrib- 
utors and Royal portable special dealers in the United 
States and Canada. Each candidate will receive enclosed 
with invoices for machines purchased a Royal treasure 
warrant for every machine. For every Royal portable 
purchased, fifty-five points will be given and for every 
standard machine, one hundred ten points. Warrants are 
not transferable and are redeemable for prizes selected 
from the Royal treasure chest. All warrants must be re- 
deemed not later than thirty days after the conclusion of 
the contest. Each candidate will be allotted a quota in 
points according to a machine quota established. These 
quotas will be within easy reach of each contestant’s abil- 
ity to sell as based on past performance. No warrants 
are redeemable for merchandise until quota has been made. 
Each candidate will receive warrants on orders received, 
subject to immediate delivery and billed during the period 
of the contest, provided the candidate’s credit is satisfac- 
tory and within the limit established by the credit depart- 
ment. All orders not delivered during the last month of 
the contest due to no fault of the dealer or distributor, will 
receive credit. Point warrants may be redeemed at any 
time after quota has been obtained or may be held until 
the end of the contest to be cashed on one grand prize 
or a combination of prizes. Points may be split to cover 
several prizes. There are over 500 selections in the Royal 
treasure chest. 

Finally, a Quest Committee, consisting of A. E. Davis, 
comptroller; F. J. Carney, treasurer; W. A. Metzger, ad- 
vertising manager, and W. J. Montgomery, dealer sales 
manager, will pass on all matters pertaining to rules, 
quotas and award of prizes. 

The prizes include an amazing range of articles of util- 
ity and beauty from high-grade toy wagons for children 
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Sensational 
COLORED 
PENCIL VALUE 
nun 1931 
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SANE 
OTHELLO 


1931 should see an enormous increase 
in the sale of colored pencils. The country is 
getting colored-pencil conscious. Business houses, 
architects, artists, school children, stenographers, 
checking clerks—everybody!—is realizing the bene- 
fit of drawing or marking with pencils of different 
colors. 


Meet this demand with the Swan popular priced 
Othello sets. Othello pencils are of the finest 
quality, made of Cedar wood. The leads are 
smooth-writing. The colors are permanent. Perfect 
for school use, business offices, architects and 
artists. 


Each Othello box makes a vivid display, stopping 
the eye, opening the pocket-book! Each box is 
lithographed in a rainbow of colors. Each box con- 
tains twelve seven-inch pencils in assorted colors, 
each pencil pointed. 


Order your Swan Othello pencils NOW. 
List Price $9.00 per doz. sets 
Write for discounts 


SWAN PENCIL CO. 
221 FOURTH AVENUE 
NEW YORK, N. Y. 


Inc. 
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You Can’t 


From twenty to fifty times in a single- 
page letter you reach for the line 
space lever. Unless this lever is long 
enough to reach nearly to the key- 
board you have to look up and 
fumble for it. That wastes time and 
makes you lose your place if you are 


copying or transcribing. 


No other portable has such a con- 
veniently located line space lever as 
the Barr. You can find it without rais- 
ing your eyes. And it is long enough 
to give the ideal leverage. With it 
you can, when necessary, line space 
without moving the carriage. 


This is just one of the Barr's many 
superior features. 


Miss 
the BARR 
Line Spacer 











BARR-MORSE_ 


174 Fifth Ave. 


CORPORATION 


New York 


| 
' 
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to electric sewing machines, oriental rugs, brief cases, 
watches, grandfather clocks, desks, silverware, furs, golf 
clubs and accessories, cedar chests, vacuum cleaners, 
ladies’ hand bags, traveling bags, vases, dinette suites, twin 
beds, clocks, ironers, toasters, hosiery, floor lamps, gateleg 
tables and many other articles, forming, perhaps, the most 
attractive offerings ever presented in a prize contest. 
ee 
Adding Machine Man Joins Commercial Furniture 
Company 
Theodore (“Ted”) Stegall, who last fall joined the staff 
of the Commercial Furniture Company of Chicago, was for 
nearly a dozen years a member of the sales staff of the 
Burroughs Adding Machine Company. He joined that 
organization in Nebraska in 1918 under the Burroughs 
Omaha agency and was transferred to Chicago in Janu- 





“TED” STEGALL 


ary, 1919. Since that time he had been a member of the 
Burroughs All Star Club and a consistent producer. 

Early in 1929 he was transferred into the chain store de- 
partment of the Burroughs Company, handling national 
chain accounts, and was very successful in securing an 
unusual volume of business from the accounts which he 
handled. 

8 
Eberhard Faber Describes Making of Pencils and 
Erasers 

Despite the fact that hundreds of thousands of booklets 
and folders describing how pencils are made have been dis- 
tributed, the demand for this information continues as 
strong as ever. School teachers, students and libraries find 
this data useful and in response to many requests Eber- 
hard Faber has published a sheet which not only explains 
how pencils, are made, but how erasers are made, and the 
correct technique for obtaining the best results from 
Mongol colored indelible pencils the markings of which 
when gone over with a brush moistened with water pro- 
duce “wash” effects. This sheet will be sent free on re- 
quest to any one interested who writes for it to the Eber- 
hard Faber Pencil Co., 37 Greenpoint avenue, Brooklyn, 
N. Y 

—— 
Bill Takes Thaddeus Davids Line 

H. J. Bill has taken over the New England territory for 
the Thaddeus Davids Ink Company’s inks, adhesives and 
sealing wax. He succeeds O. V. Tabor, who is no longer 
with the company. 

Mr. Bill is a man of long experience in the field and is 
widely known in the stationery trade, particularly in New 
England. He has a very fine record of service. 

The Thaddeus Davids Ink Company, Inc., located at 
95-97 Vandam street, New York, is one of the pioneer ink 
manufacturing houses of the United States. The present 


general manager is H. L. Bueno, Ph.D. 
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When your prospect 
goes sightseeing... 












. when he looks around for new equipment . .. 
hatural that he is impressed with an organization, nationél, is 
‘scope. He is quick to realize the advantages it affords . . . ex 
perience . . . expert advice ...a complete line... a satis 
factory job! He wants these things and knows that a national organiza 
tion exists by giving them. 


You, as a Globe-Wernicke Authorized Dealer, would be trained in 
modern methods and equipment. You would be qualified to solve . 


your prospect's most difficult problem . . . to make definite recommendations for equipment a 
best suited to requirements. 


d methods 


NOW . . . is an opportune time to ask about Globe-Wernicke Authorized Dealer FrancHise in your 
teritory . . . to learn the advantages of one complete source of supply such as G-W is prefared to offer. 
Give'your stenographer a note right now to write for details and literature. No obligation, of course. 
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A complete Globe-Wernicke Steel Office Equipment Installation made recently 
in a large mid-western railroad office. 


The Globe-Wernicke Co. 


Cincinnati 
Canadian Representatives, Preston-Noelting, Ltd. 
Stratford, Ontario, Canada 


Globe-Wernicke 
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a DESK SAFE 


providing accessibility 


with protection 


The Diebold Record Desk Safe makes 
records easily referred to, without ex- 
posing them to undue fire risk. It elim- 
inates the necessity of storing records in 
constant use in a vault, and prevents 
loss through carelessness. In the case 
of a daytime fire—and such cases are not 


few—the mere closing of the perfectly 
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balanced door secures, with 
one operation, immediate pro- 


tection. 


A posting shelf on rollers, 
running the entire length of 
the safe, is convenient for 
either machine or hand post- 
ing. Since there are no swing- 
ing doors to the safe, no floor space is 
lost. 


The Diebold line of vault doors and 
fire-resistive safes provides protection 
for any degree of risk. You are never 
faced with the unpleasant duty of telling 
a customer you can’t give him what he 
wants. 


DIKBOLD SAFE AND LOCK COMPANY. Canton, O. 
SEVENTY YEARS OF BANK SERVICE 
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Seattle Dealer Inaugurates Intensive Sales 
Campaign 
A. E. Fransen Stationery and Printing Company of Se 
attle has expanded its crew of outside salesmen and is con- 
centrating since the opening of the new year on an intensive 
sales campaign to win new customers among the business 
houses and offices of the city. Among the newcomers to 
the Fransen staff are R. G. Stillman, formerly with Trick 
& Murray, and an outside salesman of considerable expe- 
rience: Herbert Smith, who for the past year has been 
operating his own stationery business in the Crary build 
ing, known as the Pacific Stationery Company, which he is 
now discontinuing, and Arthur Schott, who is a newcomer 
in the stationery field in Seattle. New members of the out- 
side staff are augmenting the volume of business secured 
from many offices, stores and business houses in Seattle. 
C. M. L 
— 
Stenno Company Retires from Retail Field 
George L. Koehn of the Stenno Ribbon & Carbon Manu- 
facturing Company of Portland, Ore., has announced that 
that company has retired from the retail field and will 
hereafter devote its efforts to its wholesale business. Here 
tofore the Stenno Ribbon & Carbon Manufacturing Com- 
pany has been active both as a wholesaler and retailer. 
Owing to the rapid growth of its business, the company 
has decided to confine its efforts to wholesaling only. 
~aenidiiiindiaues 
New Aurora Metal Cabinet Price List in Mail 


The Aurora Metal Cabinet Company, Aurora, IIl., is 
mailing its new price list C 31 A, which supersedes price 
list C 31 that has been in effect up to this time. The new 
price list applies, just as the old one did, to the merchandise 
listed in catalogue C 31. 

A feature of the new price list is a scale of standard in- 
sert prices which enables dealers to quote on special com- 
bination cabinets not listed in the catalogue without re- 
ferring to the factory for special quotation, thus avoiding 
delay and improving his service to his customer. For in- 
stance, should the user require two double three by five 
card drawers and a document insert in place of two of the 
correspondence drawers in a four-drawer file, this new 
price list enables the dealer to make an accurate quota- 
tion at once. Those who have not already received the 
new list will be supplied promptly upon application. 

penseetieitiiliniiaiamal 
Sales Tax Proposed by North Carolina 

The general assembly of North Carolina is considering 
legislation providing for a sales tax on a variety of me- 
chanical appliances, including typewriters, adding ma- 
chines, billing machines and numerous mechanical 
household appliances. Each dealer is to be taxed $100 
annually, with a further payment of one per cent of the 
gross sales 

— ee 
Oxford Out with New Price List 

The Oxford Filing Supply Company, 500 Driggs avenue, 
Brooklyn, N. Y., has recently issued a new catalogue 
which consolidates under one cover the progress the com- 
pany has made in the last two years. The catalogue is an 
attractive affair and contains information which will be 
of value to all dealers handling Oxford filing supplies. 

~~. 
Klein Takes Position with Y and E 

Roy Klein, who for the last eight months has been con- 
nected with the Stewart Office Supply Company at Dallas, 
Tex., as sales manager, recently resigned to accept a posi- 
tion with his old firm, the Yawman and Erbe Manufac- 
turing Company, covering southern territory east of the 
Mississippi river. 
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The 
Best Buy 
for 1931 


The Crusader! 


WILL OVERCOME COMPETITION 
INCREASE YOUR SALES 
GIVE YOU A BIGGER MARGIN 
OF PROFIT 





Our RENTAL GRADE is here- 
by discontinued and we are 
replacing it with THE CRU- 
SADER, a much superior grade. 





Not the same as a 


100% Rebuilt Underwood 
but 
looks and works like one. 


We are able to supply The 
Crusader in all K-2 Model 
Underwoods 





A SAMPLE 
WILL CONVINCE YOU 
WRITE TODAY FOR OUR 
LATEST PRICE LIST 


SHIPMAN-WARD 
MFG. CO. 


1775 Shipman Bldg., 
4401 Ravenswood Ave. 


Chicago, 
ail. 
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Wagemaker Co., Pat. July 30, 1918, No. 1273960 


NEW PROCESS 
IMPROVES THE 
BEST CELLULOID 


ANGLE TAB 


A Positive Angle (Visibility). 


Free Insert Channel between two 
layers of celluloid (Easiest to 
change). 


Clear Celluloid Window (Colors 
do not reduce visibility). 


All Colors (Including black). 


No Right Angles, Eyelets or Loose 
Celluloid (To tear or catch 
papers). 


Wide Insert for Large, Bold Type. 
Neat, Goodlooking and Everlast- 
ing. 


Special Introductory Sample Set of 25 
division letter-size guides, in attractive dis- 
play box, $2.90 list. 50 with blank inserts, 
$6.25 list, prepaid. 


“The Line of Least Resistance’”’ 


GRAND RAPIDS, MICHIGAN 
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(Meetings and Dinners—Continued from a forward 
section) 
Wholesale Stationers Meet at Atlantic City 

The Wholesale Stationers Association of America held 
its sixteenth annual session at the Hotel Seaside, Atlantic 
City, N. J., beginning on Thursday, February 12. The 
meeting, with more than two hundred delegates in attend- 
ance, continued through Saturday. The meeting was pre- 
sided over by W. E. Plumer of Loring, Short & Harmon, 
Portland, Me., president of the association, who said that 
the very nature of the wholesale business makes distribu- 
tion their principal problem. He said that within the last 
decade or so the wholesale trade has allowed too many 
unethical outlets to interfere with distribution. 

There has been a decided over-extension of credit to 
those who should such limited. 
Credit has been extended, where it was neither deserved 
such conditions can be 


have accommodation 


nor appreciated. Correction of 
brought about if responsible members of the industry in- 
sist on it. 

In his annual report, H. C. Whittemore of New York, 
executive secretary and treasurer of the association, urged 
the continuation of contact committees for the develop- 
ment of friendly manufacturers and 
wholesalers. 

Plans for assisting the independent retailer; action to 
band Canadian and United States members more closely 
together, and a proposed nation-wide advertising cam- 


relations between 


paign, formed the principal topics of discussion. 

David Manley of New York, editor of Modern Retail- 
ing, recommended the adoption of the cafeteria plan of 
display for stationery retailers. He said that the adoption 
of the plan would increase stationery sales from fifteen to 
forty-five per cent. The stationery industry realizes that 
a more effective system of display must be adopted. The 
progress of chain stores has been largely due to the 
manner in which they are displaying their merchandise. 
Wholesale stationers will find greatly stimulated sales if 
they can prevail upon their retail dealers to pay more at- 
tention to this phase of distribution. 

Se ee 
Northeastern Pennsylvania Stationers Elect Officers 

The annual meeting of the Northeastern Pennsylvania 
and the fol- 
Presi- 


Stationers Association was held January 13, 
lowing officers were elected for the ensuing year: 
dent, John Reynolds, Reynolds Bros., Scranton, 
vice-president, Robert Rader of the Office Appliance Com- 
pany of Kingston, Penna.; secretary, Oscar A. Shield of 
Reynolds Bros., Scranton, Penna.; treasurer, Herman De- 
witt, Deemer & Company, Wilkes-Barre, Penna. 

was a general discussion with re- 


Penna.; 


At the meeting there 
gard to the regional convention to be held in Wilkes-Barre, 
Penna., on March 30 and 31. Charles Honeywell of 
Deemer & Company, Wilkes-Barre, regional governor of 
the third district, is in charge of the convention. Walter 
Kressly of Wilkes-Barre was appointed chairman of the 
Edwin made 


Fiske was 


It is hoped 


entertainment committee, and 
chairman of the registration hotel committee. 
that this will be one of the best conventions which the 
district has ever held. A meeting will be held on March 4 
to complete the necessary arrangements. 
— 
New York Office Appliance Managers Complete 
Program for Year 

The New York Office Appliance Managers Association 
has announced a program of events for the year beginning 
with January 26, with Roy Jackson of Jackson-Babbitt, 
Inc., as the speaker. February 9 there was a discussion on 
“Man Power.” On February 23 the association listened 
to an outside speaker. On March 9 the members will dis- 
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Vertical 


Strength 


Columbia filing cabinets have astonish- 
ing vertical strength. Consider these im- 
pressive facts: 


1. Heavily loaded Columbia cabinets 
frequently are stacked as high as the ceil- 
ing permits—with perfect safety. 


2. A New York publisher writes: “In 
the letter size files we have been carrying 
as much as 500 Ibs. in each drawer, and 
in your jumbo files we have been carrying 
a load of about 800 to 900 Ibs. in each 
drawer.” 
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ae 
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3. In the test here illustrated, over 325 
Ibs. of brass parts were placed in each of 
the four drawers while pig iron bars weigh- 
ing 3030 Ibs. were piled on top of the 
file—a total load of 4330 Ibs., or well over 
two tons. 


Under these severe conditions there is 
no apparent buckling or swaying in any 
part of a Columbia cabinet. Such perform- 
ance demonstrates in the most conclusive 


way the phenomenal vertical strength of 
Columbia files. 


This strength is the result of unique fea- 
tures of construction which are described 
in the large Columbia catalog. The cata- 
log presents a very wide variety of filing 
cabinets in the most convenient and at- 
tractive way. It is a real aid in selling steel 
filing equipment. 


A copy of the catalog with price lists 
and full information will be sent to any 
office equipment dealer or salesman inter- 
ested in Columbia products. 





This cut was made from an unretouched photograph 


Columbia Steel Equipment Company 


Office and Shewroom P. 0. Box 2244 
Chestnut Street at 18th Philadelphia, Pa. 


COLUMBIA 


The Super-Qualityg Line of Office Equipment 
WE ALSO MANUFACTURE THE “ATLAS” AND “APEX” LOW-PRICED LINES. 











1 tse Bee SS BoP SRSA AMMAN aaa ee ee eee ees 





142 OFFICE APPLIANCES 


if YOU CAN'T GET IT 
FROM YOUR REGULAR 
WHOLESALER, WRITE US 





YT? 
THIN PAPER, ESPECIALLY DESIGNED 
FOR SAMPLES AND PRICES. FOR CARBON COPIES AND OFFICE FORMS 
ww 
- 


BROWNVILLE PAPER COMPANY e¢ 1 WATER STREET, BROWNVILLE, N. Y. 
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cuss “Education and Training,” with an outside speaker 
two weeks later. 

“Supervision” will be the subject of the first April meet- 
ing with an outside speaker at the second meeting. On 
May 4 members will discuss “Vacations and Welfare.” On 
May 18 there will be an outside speaker. On June 1, “Cov- 
erage” will be discussed and there will be an outside 
speaker on June 15. 

June 29 is the tentative date set for the golf outing. 
There will be no meetings in July and August, but on Sep- 
tember 14 the subjects of “Contests” and “Fall Plans” will 
be taken up. An outside speaker will address the meeting 
on September 28 and on October 12 the subject “Effects 
of Mergers on Sales Management in Our Industry” will be 
taken up. An outside speaker will talk on October 26. On 
November 9 “Sales Esprit de Corps” will be the topic of 
discussion. November 23, an outside speaker. 

On December 7, the subject, “Capitalizing Advertising,” 
will be covered, and on December 21 the annual meeting 
will be held. 

On January 13, 1932, the annual dinner will be given at 
a place to be announced in due time. 

At the meeting on January 26 above referred to, Roy 
Jackson gave an edifying talk on “Sales Management.” 
His remarks harmonized well with the suggested program 
outlined by the president for the ensuing year. Asa result 
of the meeting a lively interest has been created among 
the members, and the officers of the association are looking 
forward to practically a one hundred per cent attendance 
for the balance of this year. 

Se 
Illinois Stationers and Booksellers Arrange for 
Interesting Meeting 

The sixteenth annual convention of the Illinois Book- 
sellers and Stationers Association will be held at the Hotel 
Wolford, Danville, Ill. May 5 and 6. This year’s conven- 
tion, its sponsors predict, will surpass any meeting the 
association has heretofore held. A capital program has 
been arranged, together with a fine entertainment and every 
effort will be made to attract the book dealers and sta- 
tioners of the state. Special invitations will be sent to 
adjacent Indiana dealers to attend the sessions. 

The merchandise display feature, which has been such a 
successful part of the convention for the last ten years, 
will again be a prominent attraction at the convention. 
Last year there were displays of fifty-two manufacturers 
and jobbers and there will be about an equal number this 
year. The ballroom of the hotel will be used for the ex- 
hibits, and it will be decorated through the courtesy of 
the Dennison Manufacturing Company. 

The business sessions of the convention will be held in 
a room adjoining the exhibit room, so that it will be im- 
possible for anyone attending to miss the exhibits. The 
space allotted to each exhibit will be a table about three by 
ten feet or equivalent floor space, should the exhibitor 
prefer to use any special racks, cases or display, show fur- 
niture, files, etc. The price for space is $10, which is very 
low, to encourage this feature of the convention. 

wuinpsisidiiailiamama 

Tex-Okla Travelers to Hold Annual Meeting 

The annual meeting of the Tex-Okla Travelers will be 
held on March 18 at the Adolphus hotel, Dallas, Tex., a 
day before the meeting of the Ninth Regional District of 
the N. S. A., to be held in Dallas on March 19 and 20. 
The Travelers will elect officers at this meeting and will 
remain the following two days to attend the regional meet- 
ing under the direction of Lee Coleman, regional governor. 

Mr. Coleman and his committees are preparing a partic- 
ularly interesting program for the regional meeting. 
Among the National Association officials who will attend 
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Do These 
Celluloid Salesmen 


Sell for You? 


HEY should. They're profitable 
little fellows—these Peerless Eraser 
Shields that come to you—free—with 
Peerless Rubber Typewriter Keys to 





stimulate sales—increase goodwill— 
and send your profits up! 

Handy, helpful, useful—typists treas- 
ure these efficient typing aids. When 
office supplies are needed they naturally 
patronize the dealer whose imprinted 
name and address they have become 
familiar with through daily association. 
You'd pay a human salesman a lot to 
make the contacts, the friends, the 
sales these celluloid salesmen bring to 
you—for nothing! 

Write Peerless now—and let these 
business building Eraser Shields do as 
good a selling job for you as they are 
doing for others. 


PEERLESS 


KEY CO.. Inc. 


176 Fulton Street New York City 


PEERLESS KEY COMPANY, Inc. 
176 Fulton Street, New York City 

Kindly send us, without obligation, details of your 
profit-building plan for dealers, together with sample 
Peerless Key dealer helps. 
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the meeting wis pe President Clif Wilson and General 
Manager Garvin, who have some matters of particular in- 
terest to present. 

The Travelers have arranged a fine entertainment, and 
golfers are advised to bring their clubs. 


STIMULATOR 
NO e 10 a 2. 2 Pacific Coast Stamp Men to Meet in April 


Members of the Pacific Northwest Stamp Club are bend- 
ing their efforts towards bringing about a successful and 
interesting Pacific Coast meeting of the International 
Stamp Manufacturers Association to be held in Seattle on 
April 10and 11. A good attendance from all points west of 
the Rocky Mountains is expected, and those in charge of 
the event anticipate that officers of the International As- 








sociation from the East will be present 

Additional particulars may be had from C. H. Jordan, 
president of the Portland, Ore., Stamp Club, who is asso- 
ciated with the Kilham Stationery & Printing Company of 
that city. 

a 
Philadelphia Stationers Association Holds Meeting 

The Philadelphia Stationers Association held its regular 
monthly meeting on Thursday, February 12, at the Belle- 
vue Stratford hotel, Philadelphia. With their credit de- 
partments well represented, twenty-two stationers assem- 
bled for a 6:30 dinner and about an hour later the business 
session was under way. 

President Connell of the Philadelphia Association read 
some correspondence between himself and E. Clif. Wilson, 
president of the National Association, in which Mr. Wilson 
accepted Mr. Connell’s invitation to be present at some 
meeting of the Philadelphia Association during the year. 

The resignation of Sidney J. Burgoyne & Sons as auxil- 
iary members among the allied trades was accepted with 
much regret. Mr. Burgoyne was one of the founders of 




















the association and served many years as its first secretary. 
A letter was read from Walter G. Stringer, president of 


MAKE FRIENDS the Penn-Mar-Va Club, stating that the club purposes to 
arrange a fine show at the Wilkes-Barre regional conven- 
S h the File Cle k / tion, March 30 and 31. Mr. Stringer urged that a strong 

wit rf Y ° delegation be sent from Philadelphia. 


Walter G. Crap, chairman of the educational committee, 
requested suggestions from members as to any topic or 


MANY a Filing Supplies need would be activity that would create interest in meetings. He stated 
discovered if you could sell to the Filing Clerk di- that the March meeting would be in charge of the allied 
rectly instead of through the man in the outer of- seniine coamnitonn 
fice. The person who really uses the supplies is the Russell A. Ogden, apropos of the subject to be discussed 
one to cultivate whenever you get the opportunity. during the evening, suggested that a standard letter head 


bearing some such heading as “The Stationers Credit Bu- 
reau,” if used by all the members, would influence the col- 
lection of delinquent accounts. He called attention to the 


The friendship should be mutually profitable, for 
you can help the Filing Clerk solve her problems 
with Wabash Supreme Quality Supplies because 
of your specialized knowledge of filing materials and 
methods. Such helpful service will mean many 
more sales for you in the months to come. Try it! 


presence in the city of wandering vendors who by securing 
cheap storage room and évading store rent and taxes are 
selling at any price to clean up. 

William Henry Brooks, Jr., regional lieutenant governor 
for Philadelphia for the third district, quoted a letter from 


THE 4 x Regional Governor Honeywell, appointing him chairman 
of the transportation committee to assemble a strong Phil- 

(J (1S adelphia delegation to attend the regional meeting. Every 

effort is being made to make the meeting one of a most 


WABASH ~ INDIANA helpful character as well as enjoyable and interesting. The 


registration fee of $5 will cover lunches, banquet and en- 





i - ; ; . : 
a tertainment. Addresses will be given and discussions on 

THE WABASH CABINET CO., e ° . . . 
Wabash, Indiana at least five subjects which are stated in another item re- 
Please send us samples of your Sales Stimulators and porting activities of the third district. Mr. Brooks pointed 
copies of your literature out that the upstate men have always cooperated heartily 
Name in previous regional conferences and that it behooves Phil- 





adelphia to support them in every way, especially by good 


Firm 


attendance. 


Bete ee President Connell stated that the association has created 








a credit association for the confidential interchange of in- 
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With The Roberts ‘‘49” 


--With the majority of your customers 

preferring this popular, low priced, most 

efficient numbering machine .. . 

--With sales soaring, business humming, 

profits swarming .. . 

Y ou’ll be as busy as a bee meeting this steady de- 
mand for Roberts ‘‘49’s’’. More of these popu- 
lar numbering machines are made —and sold— 


than any other model. That’s the reason why 
Roberts can afford to keep their quality so high 





and their price so low, to give you such large 
and consistent profits. 

The only way to know how tempting number- 
ing machine profits really can be is to make 
them! Drop a line to Roberts now—and learn 
the details about numbering machine selling 


THE ROBERTS 
NUMBERING 
MACHINE Co. 


TlOvamaicaa 
BROOKLYN wy 









that every progressive dealer ought to know! 





THE ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Ave. BROOKLYN, N. Y. 
Western Distributors LOUIS MELIND COMPANY 
362-64 West Chicago Ave. Chicago, IIl. 


593 Market St. San Francisco, Cal. 


> 7 


ar¢ lline. Lowest Priced. 
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come quickly because o IN | HE LINE 
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SMALL INVESTMENT 
OLICK TLRNOVER 


GREATEST DISCOUNTS 





INRESTRICTED SELECTION O} 


VG 


No is the time to put WORKERS on 
your shelves, not shirkers! The Rob- 
erts “Biz 8 Line’ of numbering machines 
assures you of bigger profits from proved 
selling leaders --leaders which you can pick 
yourseif if you wish, on a basis of sales 
performance which time has already 
proved to you, right in your own store! 

Don’t Gamble on stock or sales; don't tie up 
capital in shirkers—in shelt-warming items. You 
ire unrestricted in the way you stock Roberts 


Numbering Machines. All you need do is select 


from these eizht, any models you want, In any . 
ar f you were writing a numbering machine prop- 
quantity. You need only buy in lots of half na 
osition yourself, you couldn’t make it fairer or 
dozen, dozen or more to 


more profitable. The reason it is this way, is be- 


cause Wwe consulted hundreds ot dealers before 


Get The Greatest Discounts ane der eet 
Ever Offered on Any Line Write Roberts NOW, for your beginning in 
of Numbering Machines good numbering machine profits! 


THE ROBERTS NUMBERING MACHINE COMPANY 
694-710 Jamaica Ave. Brooklyn, N. Y. 


Western Distributors LOUIS MELIND CO. 362-64 West Chicago Ave Chicago, Ill. 
593 Market Street, San Francisco, Cal. 


ROBERTS NUMBERING MACHINE CO 
694-710 Jamaica Ave Brooklyn, N. Y. 


Kindly send your “Lowest Discount 
Schedule” upon the profit producing 
ROBERTS BIG EIGHT. 


NAME 
ADDRESS 
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e ° . + As Others See U Ss . . . . Among the prominent firms whose 

_ . . : endorsements of Columbia Merchan- 

This advertisement is No. 7 in a series of testimonials from leading dealers. dise and sales cooperation have al- 

ready appeared in this series, are 

FARNHAM PRINTING & STA- 
TIONERY CO., Minneapolis 


WILSON STATIONERY AND 


. _ <— =i ¥ Mo ’ PRINTING CO., Houston 



















vit 


- JOHN WARD & SON, New York 
E. L. WHITE & CO., Fort Worth 


SCHWABACHER-FREY STA- 
TIONERY CO., Los Angeles and 
San Francisco 












“Under your Sales Plan we are doing 





three times as much business as we 


Spacious, up to date in- 
aa " 99 terior of The Field Sta- 
were befor e. —ALFRED STEITZ, FIELD STATIONERY COMPANY, TULSA, OKLA. fionery Co., Tulsa, Okla. 


RIPLE the carbon and ribbon business they were doing before! No wonder Mr. Steitz of 
the Field Stationery Company, one of Oklahoma’s most progressive dealers, is enthusiastic about 
the Columbia Cooperative Sales Plan that made such profits possible! 

Yet Mr. Steitz does not rest here. Further in his letter he predicts, “Our business is growing con- 
stantly. We believe it will be only a short time until we can say our volume will be four times 
what it was!” 

“The proof of the Plan is the profit.”” The commendation which Mr. Steitz—and other prom- 
inent dealers have so unreservedly given, proves that Columbia Ribbons and Carbons and Colum- 
bia’s Cooperative Sales Plan click when bigger business is the goal. 


Isn't this Sales Plan that has earned nothing but praise from its very inception, worth a try? 





Of coure it is! Columbia is waiting to hear from you! 


fe 


COLUMBIA RIBBON & CARBON MFG.CO., Inc. 
Main Office and Factory, Glen Cove, L. I., N. Y. 





Branches and agencies in all principal cities of the United 
States; also Toronto, Mexico City, London, Madrid and 
Milan. 


COLUMBIA nb carson papers 


THERE [US <A’ DIFFERENCE IN TYPEWRITER RIBBONS AND CARBON PAPERS 




















Leading Dealers Everywhere Will Tell You! 
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As sure as Fate, you'll profit with these 
3 grades of index cards—Broadway, Jefferson 
and Oxford. A\lll are the product of specialists, 
each to fill some definite need of use or price. 


BROADWAY GRADE INDEX CARDS are for \t— 
price and the utmost in quality possible at the price. 
Excellent value, blue-white stock in 3 sizes, plain 
and ruled, and 3 colors in the 3x5 size. 


\\ 


JEFFERSON GRADE is a better quality, full weight \ 
card, carried in white and 7 colors, 6 rulings, 5 sizes \{ 
and 3 weights. A most popular grade and most popular \ 
prices. 


OXFORD GRADE INDEX CARDS are made of high \ pede 
quality rag content stock for records of a permanent nature \ —t 
and in a large range of items. An excellent value for the \\\=\— 
discriminating user. ' 


ALL ARE ROTARY CUT, ACCURATE TO 
1/10000 OF AN INCH 


Make up your own assortment order for attractive quantity dis- \ 
‘ount. Buy them as you sell them. Include printed forms. 


There are no fixed case lots—no strings tied to the Oxford propo- \= ae 


sition. Send for samples and prices to 








\\ 








\ 


OXFORD FILING 


‘o> <0) dp ok skate, 3 ise es 
500 Driggs Avenue 
SUPPLY SPECIALISTS Brooklyn, N. Y. 
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(Passed Away—Continued from Page 66) 


Emry Davis 


Emry Davis, inventor of the Davis automatic inkstand, 
was killed in an accident at Roosevelt Field, Long Island, 


while attempting to make a test flight with a glider he 
had invented. Mr. Davis, who was seventy-four years old, 
was dead before the hospital was reached. 

As early as 1901, Mr. Davis was interested in aero- 
nautics. In that year he had an airplane on exhibition 
at the first New York Automobile Show in the old Madison 
Square Garden. This plane had no power plant and did 





THE LATE EMRY 

BAVIS (From a 

photograph taken sev- 
eral years ago.) 


not fly. When the Wright brothers demonstrated that 
flying a heavier than air machine was feasible, Mr. Davis 
seemed to lose interest in aviation. Until the World war, 
and for some time thereafter he devoted his energy to the 
manufacture and sale of the Davis automatic inkstand 
and Davis ink. He entered the service of the United 
States government in the aviation department for the dur 
ation of the war. Five years ago he began experimenting 
with aeronautics again for himself. For the past three 
vears he was engaged in secret work on the glider in 
which he lost his hic 

Mr. Davis is survived by his wile, Mrs. Chloe Davis, 
his son and two grandchildren, Emry Davis IV and John 
Howard Davis 

ole ok 


Henry C. Dechant 


Henry C. Dechant, president of the Health Products 
Company of Newark, N. J., passed away on the night of 
February 9 at the Presbyterian hospital in New York City 
Funeral services were held on Wednesday, February 11, at 
eight o’clock in the evening at the Colonial home of the 
deceased, on Harrison street, East Orange, N. J. Burial 
occurred on Friday morning, February 13 

Mr. Dechant was a former vice-president of the Monroe 
Calculating Machine Company of Orange, and was at one 
time connected with the Western Electric Company of 
Newark. He was graduated from Princeton in 1901. 

Surviving are his wife, a sister and two brothers. 

.» mm 


4 4 om 
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Mrs. R. H. Baxter 


The passing of Mrs. Clara Louise Baxter on February 
10 caused profound sorrow and regret among her imme- 
diate circle of friends as well as among those in the whole- 
sale and retail stationery fields who knew her as active 
in social affairs at conventions, which she frequently at- 
tended with her husband, Robert H. Baxter of the R. H. 
Baxter Sales Corporation, 52 Franklin street, New York. 

Mr. and Mrs. Baxter came to Detroit last October with 
the intention of participating in the activities of the con- 
vention of the National Stationers Association, but en 
route from New York Mrs. Baxter was taken suddenly 
ill and on arrival in Detroit a few hours later Mr. Baxter 










Wuart an im- 


provement making 
copies the Standard way! 
Gone are puttering prep- 
arations—and all the slow 
inefficiency of previous meth- 
ods. Instead, there’s business- 
like snap and precision—a mat- 
ter of seconds to place the “orig- 
inal”—then a stream of cleancut 
copies, at the rate of 50 a minute, 
neatly stacked, absolutely flat (not 
curled), every copy in perfect registra- 
tion. It is no longer necessary to use 
coated paper; the Standard uses bond pa- 
per for both the “original” and the copies. 


Special Features 


Over 200 clear, sharp copies from one orig- 
inal—either typed, written or drawn. Four 
colors reproduced in one operation. Gelatin 
films instantly interchangeable—films can be 
used over and over again, hence the ex- 
tremely low cost. 

May we send complete information appli- 
cable to your own duplicating requirements. 


Write for complete information 


Handard 


MAILING MACHINES COMPANY 


Revere Boulevard Everett, Mass. 


Offices in Principal Cities 
Service Extended Everywhere 
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jED 


EVER 
FASTENER 


S REGISTERED U. S. PAT. OFF. 


PERPETUALLY 
GUARANTEED 


W! knou Speed Fasteners 
are mechanically sound, 
that they stand the use and 
abuse of that 


they have distinct and exclusive 
advantages in design and utility 





everyday wear. 





and so do your customers 
who are ISiINng tne! WwW e know 
they a 1 they carry 
perp. : 


The new No. 9 Spee 1 Fastener in 
short time it 
market has es 
a ready seller. 


the comparatively 
nas been on the 
tablished itself as 
Users appreciate this largest ca 
pacity machine on the market 
stapling to a depth of six inches 
and carrying 250 staples at one 

either permanent or tem 
fastening. 


loading 


porary 


The No. 5 Speed Fastener is ons 
of the most popular stapling ma 
chines on the market today. It is 
ideal for desk use with eithe: 
permanent or temporary fastening 
Loads 100 point-sharpened staples 
It is always on the job. 





The No. 13 Speed Fastener, 
that sturdy exponent of me 





chanical precision chara “ . 
teristic of all Speed Babe $3.00 — 
Fasteners, carries 100 $3.50 west of Mississippi. 
staples with a_ half inch 


shank for heavy duty. 


The “Babe” is still THI 
LIGHTEST and LOWEST 
PRICED stapler on the 
market and is the favorite 


with many users, 


are not selling this famous 
Speed Fastener line you are overlook- 


If you 


u "vite j ” the u h le 


ing real profit. 


; ; sy / 
ry today! 


oO 


¢PARROT 


SPEED FASTENER 
CORPORATION 
388 Broadway, NEW YORK 











OFFICE APPLIAN( 
took her to the Ford hospital, where she was obliged t 
remain throughout the convention. From this illness she 


never fully recovered. 


The sincere sympathy of the members of the 
husband and 


stationery 


and allied trades goes out to her bereaved 
her daughter, Mrs. Chapin Marcus of Montclair, N. J 
Mrs. 


and ready at 


Baxter was of charming presence, genial, 


all times with the right word and the helping 


hand. Her passing is a loss to all who knew het 
services held in the Fairchil 


Brooklyn, on February 12 


Funeral were 


Lefferts place, 


rl rT rls 
Donald Bain 
Donald Bain, who has been spoken of as the dean of the 
stationery trade in Toronto, passed away late in January. 
He was well known and highly respected in the city wher 
he resided so many years. 
rls rl rls 
Mrs. Louis J. Melind 
Friends of Louis J. Melind will sorrow to learn of the 
passing of his wife, Mrs. Hattie Melind, at the family 
home, 693 Sheridan road, Wilmette, III Interment was 
at Memorial Park cemetery, Chicago, February 24. Sur 
viving in addition to the husband are Mrs. David B. St 


a daughter; Roy J. Melind, a son; Mrs. A. J. Reis 


Miss 


rette, 


Elizabeth Schmidt, sisters 


¥ ¥ ¥ 
m4 be p< 
rs - - 


Mrs. Lena E. Hauser-Hollweg 


hard and 


Mrs. Lena E. Hauser-Hollweg, founder of the Ace Mail 
\dvertising, Inc., 61 Whitehall street, New York, N. Y.., 
died February 17, 1931 Mrs. Hauser-Hollweg’s company 
was a constant exhibitor in the National Business Shows 
Through this medium she became well known to mat 
iffice equipment manufacturers and busir executives 
who visited the shows 

rs re rls 
Mrs. Zac P. Smith 

Mrs. Zac FP. Smith, widow of the late Zac P. Si 
founder of the stationery concern that bears his nam 
died recently at her home in Birmingham, Ala. Mr. Smit! 
founded the company in Birmingham in 1882 and engaged 
in business until his death in 1929 when | son took over 


the business -(; H W. 


> 
Newlands Becomes Assistant Sales Manager for 
Royal 
[Typewriter Company, Inc., New York, N. \ 
Newlands as 


n under the 


The Royal 
has announced the appointment of A. J 
let divisi 


assistant sales manager in the dea 


direction of W. J. Montgomery. This 


garded as a just reward for Mr. Newlands’ excellent work 


advancement is re 


in the Company’s service. He has been connected with the 
Royal Typewriter Company for more than five years, start 
ing at Montreal under W. J. Montgomery, now dealer 
sales manager of the company After rising to the posi 


Montreal, Mr. Newlands was called t 
introduction 
that 


northeastern states His 


tion of manager in 
New York to 
able typewriter in 


as district manager covering the 


assist in the 


f the Royal port- 
1926. } 


Since time he has served 


‘ 


one, his most recent achieve- 
being the winning of the president’s cup offered by 


district 


record has been an enviabl 
ment 
the Royal Company to the leading portabl 
last fall 


man- 


ager 
broaden his 


Newlands will 


In his new 
dealer contacts and expects from time to time to cover the 
whole United States 
tion of the Royal Typewriter Company whereby the deal- 
ers’ department under Mr. Montgomery 
dealers’ sales, makes Mr. Newlands’ appointment particu- 


larly timely in view of his broad experience in the sale of 


capacity, Mr 


The recent change in the organiza- 


supervises all 


both Royal standard and Royal portable typewriters 














ae 


A new GE product and 
a new selling idea for 
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50-inch Transcriber-Typewriter Desk 

No. 1450-T. F. B., suitable for either 

Ediphone or Dictaphone. Cylinder 

container in desk. Stationery trays 

and convenience tray compactly ar- 
ranged in drawers. 





ALL-METAL EQUIPMENT 


HERE is the latest addition to the 
line of desks and accessories re- 
cently announced for use with dic- 
tating and transcribing machines 
—the new GF Transcriber-Type- 
writer Desk. Convenience, com- 
pactness and efficiency are all 
combined in this one unit. 

This new GF Transcriber-Type- 
writer Desk offers you additional 
opportunity to create more GF desk 
business in your market. But stop 
a minute. With this new and 
exclusive desk we also offer this 
selling idea for getting the atten- 
tion of the executive whom you 
must see to get his “Yes” and land 
his signature on the dotted line. 

Point out to this executive how 
important his office is. Tell him it 
is the focal point in his business, 
the place which correlates the effort 
of plant and salesmen, the point 
where profit and loss are controlled. 


Good tools are as important as 
the factory worker himself. Ade- 
quate selling data is as important 
as the salesmen. It is the logical 
way to look on the whole GF line 
of Office Equipment — as good 
tools by means of which good work 
may be performed. 

Many dealers are quick to see 
the advantage of such a selling 
idea — not merely selling filing 
cabinets, or desks, or shelving, but 
of selling them as a part of a com- 
plete service which is based on 
“Good Tools — as important as 
good workmen.” Additional infor- 
mation about the GF Transcriber- 
Typewriter Desk on request. The 
General Fireproofing Co., 
Youngstown, Ohio, and Toronto, 
Ontario. 


> ALLSTEEL PRODUCTS 
Desks, Shelving, Safes, Storage cabinets, 
Files, Display fixtures, Filing supplies 
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We invite you 
to visit our new 
matched suite 
display—eleven 
such rooms as 


these. 





You will find 
real sales inspi- 
ration here and 
if you bring a 
prospect he will 
depart a cuSs- 


tomer. 





The John Jay Suite 


Sikes-Cutler Desk Corporation 
Buftalo, New York 


FURNITURE cMAKERS TO ‘BUSINESS, PROFESSIONAL cAND INSTITUTIONAL cAMERICA 
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Royal Advertises a New Improvement 


In the new machines and devices section of the present 
issue is a description of the new Royal segment shift 
a feature of the newest models of Royal typewriters. This 
new Royal machine is being extensively advertised in The 
Saturday Evening Post and other publications under the 
heading “Announcing Shift Freedom—And A New Royal 
[vpewriter Without Carriage Shift.” The advertisement 
is of an attractive character, showing enthusiastic oper- 
ators surrounding a giant shift key and discussing the 


features of the new machine. Twenty prizes for business 


announced in this advertising. 


girls are 

From March 12 to March 20 is National Demonstration 
Week for the new Royal standard typewriter and the 
carriage shift. Every Royal branch office and Royal type 
writer dealer will welcome trials of the new machine and 
provide blank forms for the writing of a brief opinion 
on “shift freedom.” No literary skill is required. All 


stenographers and typists are eligible. 
Royal portable typewriters equipped with the 
face " Vi 
awarded for the twenty 
submitted to any of the 
representatives before the end of the week.” 

Such the the announced in the 
Royal Typewriter Company’s most recent advertising. 
Standard, Manager William 
machine and 


‘Twenty 


popular type gue, for personal correspondence, 


will be most interesting comments 


Royal Typewriter Company’s 


are terms ol contest as 
\dvertising 
the new 
also that in addition to 
Post, Collier’s 


and much display material 


In the Royal 
\. Metzger 
contest. 
The Saturday Ey 


newspapers 


article on 


rte d 


ening 


presents al 


on the It is ne adver- 
tising in and Time, 
for dealers 


Every unit 


daily 
campaign. 
tags used on demon 


will also be part of the advertising 
in this campaign down to the 
stration typewriters has been carefully planned and exe- 
the Royal Typewriter 


Shift Freedom, 


very 


intention of 


the sl 


cuted. It is the 


Company to play ut gan, for many 


months to come 
All Royal’s early introductory 
National Dem: yn Week and dealers and their sales- 


urged to make 


advertising centers around 


mnstrati 


full use of the ammunition which 


Dealers and salesmen ar« 


men are 


Royal has given them. advised 


to fully distribute contest folders and posters, and to 

make the maximum number of office demonstrations 
The company has gotten out in its house organ a day | 

to-day program of events This day-to-day program 


covers dates from February 25 to and including March 20. 


\ feature of the tremendous advertising campaign which 


includes three of the leading popular weeklies, newspaper | 
announcements, rotogravure announcements and direct-by- | 
mail material are the Royal radio messages which will be 


oadcast to the nation before and during National Demon- 


stration Week over the international network of the 
Columbia Broadcasting system 
| 

New Office Specialties | Store at Binghamton 

On January 1, James T. Garritt opened an office spe- 

cialties establishment, selling a complete line of office sup- 

plies direct to the trade Mr. Garritt’s place of business 

is at 58 Grand boulevard, Binghamton, N. Y. He is fea- 

turing Shipman-Ward rebuilt Underwoods and Regal re- 

built Royals. He will cover the territory of southern New 

York and northern Pennsylvania, which he formerly cov- 


Underwood Typewriter Company. 


a 
Jack Linsky Goes Abroad 
on the new giant Europa, 
Germany February 16, Mr. 
of the Jaclin Stationery Company, 


ered for the 


the Soe 
which sailed for 
Mrs. Jack Linsky 
York City 

The Linskys plan to visit the 
well oints of interest on the European Con- 


Among passengers 
and 


New 


on were 


Fair as 


Leipzig Trade 


as other Pp 


tinent. 


BRAND 
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THE INDEX KIT 





BY GUSSCO 





HE great number of uses suggested by the 
privileged few who have seen the new Index Kit 
on display have exceeded our fondest hopes. 
The Index Kit can be used anywhere a light, port- 
able, low capacity index file is required—ticklers, 
recipes, address records, phone numbers, to men- 
tion a few of the applications. In two styles. 


NO. 1 KIT 


Made of tough fibre red rope stock with 
strong cloth reinforcement. Compact 
attractive unique cabinet base. Tucks 
away easily in any desk drawer or shelf 
space. Flexible and light. An easy comfortable handful. 
Furnished with 100 3x5 ruled cards and 20 division alpha- 
betical index. Retails 25 cents complete. 


NO. 2 KIT 


An year | of No. 1 Cortese for 
greatest possible compactness, simplicity 
as and portability. It is collapsible and 
automatically adjusts itself to any quantity 
of cards carried. Made of high grade tough fibre red rope 
stock with cloth reinforcement at points of greatest stress 
and weer. Complete with 75 3x5 ruled cards and 15 
division alphabetical index at 20 cents retail. 
You will have to examine the new Index Kit to appreciate 
its remarkable adaptability and salability. The low price 
insures a rapid turnover and our discount, profits. Write 
now for complete information and discounts. 











GUIDE SYSTEM & SUPPLY CO. 








335 CNAAL STREET, 
NEW YORK, N. Y. 








In the Gussco Catalog you will find 
a complete line of index cards, 
folders, and guides with metal or 
celluloid tabs as well as the plain. 


“THE HOUSE 
THAT STICKS 
TO THE TRADE" 








your opinion 
as one 
typewriter man 
to another 
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U. S. TYPEWRITER 
PARTS & SUPPLIES CO., Inc. 


6 MURRAY ST., NEW YORK, N. Y 
CHARLES H. AMES, President 


NEW! 





A brand newline 


f typewriter ribbons 


@ has just been perfected. We are ex- 
sht to try them! 
We carry a nplete line of parts, tools and supplies. 
Yo an hank r harlie Ame ervice. Our au ality is 
siweay ara eea 
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Fountain Pen Trophies for Rose Tournament 


The city f Pasadena, Calif., he Ids at irnament <¢ 

+ 1] ; hi } ‘ty TT ? tevr } 1 11) 

ses annualiyv, nw cn cil zens ¢ rcte I 1 rs in 
the decoration of floats whicl parade t Lhis vea 
vas the forty-second tournament that the tv has held 
Gorgeously de rated autor! biles in the line f the grand 
promer l offered a difficult isk tft tl ag The 
had to select the most artistic and ha I S end 





TYPEWRITER COMPANY 


WINDOW 


DISPLAY BY THE ANDERSON 


SHOWING PRIZES AWARDED AT THE FORTY-SECOND TOURNAMENT 
OF ROSES AT PASADENA, CALI} The large trophy with two pens 
and sockets and clock, was the grand sweepstakes prize It was more 
elaborate than the other prizes, all of which included a silver cup with 
1 fountain pen inted on the base 

f natural flowers, ferns, grasses and smilax which graced 
the prosaic lines of the vehicles in the pr enade 

| rty trophies wert awarded to the winners pr cured 


! the Anders n Cvpewriter { ompanyv trom the W \ 
Sheaffer Pet mpany The Anderson Typewriter Com 
pany s ved fine salesmanship in convincing the prize 

mmittee that the trophies selected would do honor to 
the contestants 

~~ 
Appointments by Woodstock Reni agr ones 

The sales organization of the Ws [ypewrite: 
Company has advanced G. W Swichart, former manager 
f the Cieveland branch office, who has been transferred 
to the Michigan territory as district manager 

H. J. Sorenson has been appointed manager of the 
branch at Minneapolis. He had been connected with an- 
ther typewriter manufacturer at Cleveland before join- 


ng the Woodstock organization. W. N. Long, who had 
been manager at Minneapolis, has been promoted to the 
post of manager of the Cleveland branch. 

M. E. Bailey has taken charge of the branch at Pitts 
urgh, after a long and successful connection with another 


typewriter manufacturer. 
D. E. O’Hern 


branch 


Mil- 


typewriter 


has be en 


He 


ious 


appoint 
has had a fine rec: 
connection 

> 
Ernest Dalton Tarries in Chicago 


field in a prev 


Ernest Dalt of the Union Ribbon & Carbon Com- 
pany, Philadelphia, Pa., spent several days in Chicago 
last month, calling on dealers. He was on his way home 
from a semi-annual trip which takes him to the Pacific 
Coast and intermediate points 
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| - e« +e Keeps everybody's interest at 


the “buying point” 
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$1200 IN PRIZES 
Vie) Nelo Ma elmee tai: 


EBERHARD FABER 
<> 





Large-sized easel-back reproduc- 
tions of Saturday Evening Post 
advertising . . . Streamers .. . 
Unique bank-check folders 

. these make sales for you. 
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Make these active prospects buy from you 
Use this special contest material 


VERYBODY is taking amazing inter- maker for the winners of the monthly 
E est in the Eberhard Faber Mongol prizes. . . and for you. 

Colored Indelible Prize Contest. Hundreds 

of entries .. . hundreds of letters praising Cash in on this contest. Send for and use 
the Mongol Colored Indelibleand Mongol our special contest display material and 
Black Pencils prove it. folders. | Make your store local head- 


quarters for the contestants. 
Advertisements every month in the Satur- 


day Evening Post, two $50 monthly cash Winners for January and for February will 
prizes . . . insure continuous interest be announced in the near future. (Contests 


throughout the year. Here’s a money continue throughout 1931. 


EBERHARD FABER 


EBERHARD FABER PENCIL CO., Dept. OA 31-3, 37 Greenpoint Ave., Brooklyn, N. Y. 


The Mongol Colored Indelible ; ; 
Please send me your special contest display material and folders so thatI can tie-in my store with 
.. . highly profitable with . . 
the Mongol Colored Indelible Pencil Contest. 
unusual features. . Has a thin 
lead that will NOT break in Name 
normal use..and you can paint 
with it using only the pencil, brush EE ELT Re Ps hE SR EER Te 
and WATER! 


City State 
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THE LEADER-—IN TEN MONTHS 


& New AND RADICALLY DIFFERENT 


The Bates Stapler 
is the dealer's own. 
It is neither can- 
vassed, nor sold 
under any other 


name than Bates. 


STAPLER 


“MAKES ITS OWN STAPLES” 

















Y BATES 








The Bates Stapler has caught on. There's no doubt 

of it—orders, re-orders and more re-orders prove 
that dealers and their customers like its efficient, eco- 
nomical operation. 

Its handsome olive green finish, its rust-proof 
staples, made from a continuous spool of fine quality 
brass wire, its simplicity and durability are points that 
make this Stapler practically sell itself. 

With liberal and profitable discounts, with sales 
helps in the form of 3-color display cards, imprinted 
envelope stuffers, gummed stickers; and imprinted return 
post-cards, here is an item the trade has recognized as 
“right.” There's a new 50-50 trade-in plan, too. Write 


for particulars. 


THE BATES MANUFACTURING CO. 


Orange, New Jersey New York Office: 20 Vesey Street 
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formation. This credit organization is ready to function, 
but thus far only two members have utilized it. 

The president then introduced John E. Norvell, director 
of the Credit Interchange Department of the Philadelphia 
Association of Credit Men, as the speaker of the evening. 

Mr. Norvell said that the contact of his association is 
not with individuals; while the credit association as organ- 
ized by the Philadelphia Stationers is confined to past due 
accounts. The work of the two associations is therefore 
different. He presented a short history of the National 
Association of Credit Men, which started as a fraternal 
organization when the thought of service was taken up. 
Now the National Association renders service to one hun- 
dred and forty like organizations, receiving interchange 
from three hundred reporting agencies to arrange adjust- 
ments, prevent fraud, discover concealed assets and prose- 
cute offenders. The association had secured over eight 
hundred convictions and recovered over $1,600,000 of con- 
cealed assets, resulting in a decidedly deterrent effect on 
wrongdoers, especially in New York City. 

He then gave other interesting figures regarding the Na- 
tional Association. He described its activities, the sending 
out of questionnaires on all questions of credit, such as 
time in payments, contentions and cancellations, etc. The 
National now has sixty-seven bureaus reporting to central 
at St. Louis with its file of 2,000,000 names. The Phila- 
delphia Bureau covers New Jersey south of Trenton, Dela- 
ware and Southeastern Pennsylvania. 

The speaker said that he had very little faith in ratings, 
as they are at least four months out of date before the 
book is published and longer than that before the ratings 
are used. He suggested that the Stationers Credit Asso- 
ciation broaden its activities and get the whole picture. 
They ought to get into the work of credit associations in 
other fields and cooperate. The stationers’ problems are 
better handled by broadening the contact of the associa- 
tion to include credit associations in other fields. He said 
that the credit association of Philadelphia would render 
every assistance possible. 

At the conclusion of Mr. Norvell’s remarks, he received 
the thanks of the president and a rising vote of thanks by 
the members.—C. H. 

——— 
Seattle Typewriter Dealers Association Doing 
Good Work 

January, 1931, marked another stepping-stone to prog- 
ress, cooperation, and harmony by the Typewriter Dealers 
Association of Seattle. New officers took the reins Janu- 
ary 6, the first weekly meeting of the year and, after a 
lapse of a little over a month, a great deal has been accom- 
plished. 

The organization approved a plan to extend associate 
membership privileges to all typewriter, adding machine, 
and carbon and ribbon dealers in the State of Washington 
with a membership fee of 50 cents a month to cover ex- 
pense of keeping them posted on association activities and 
pawn machine serial numbers registered in Seattle and San 
Francisco. 

H. O. Harvey of the Wholesale Typewriter Company 
and E. L. Goss of the University Bookstore were ap- 
pointed as committee chairmen on membership, attend- 
ance, and entertainment. Mr. Harvey reported receiving 
$3 from J. W. Warren of the Valley Typewriter Exchange, 
Auburn, Wash., to cover six months’ dues. A number of 
other dealers in the state have signified a desire to join. 

Local dues, commencing Jan. 1, 1931, of 25 cents per 
month per member were approved by the association. 

Some time ago, the state legislature of Washington en- 
acted a law requiring all industries operating shops in 
which motor-driven machines are used to carry state lia- 
bility insurance or industrial insurance on all shop em- 
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‘Featuring 
EVERSHARP 


gave us a healthy increase 


in 1930 Pen Sales” 


So says one of America’s 
Largest Office Outfitters— 


And “ditto”? say 12,126 other progres- 
sive pen dealers. Eversharp’s 14 inter- 
changeable points are the greatest 
improvement in fountain pens. A 
personal-point for every style of hand- 
writing—instantly assembled, by the 
dealer, with any style Eversharp holder. 
Gives customers wider selection—easy to 
please the fussiest. Gives dealers greater 
assortment—with !/14 inventory. Saves 
clerk time. Eliminates “‘service.”’ Frees 
capital for other merchandise. Speeds 
turnover. Increases net profit. Backed 
by only dealer-protective guarantee. 
Newest tapered models; new exclusive 
colors. Propel-repel-expel Eversharp 
pencils to match. See the Eversharp 
salesman for more profits in 1931. 


PUSH RED TOP — THE ONLY 
PENCIL-FITTED LEADS 


Eversharp alone manufactures its 
own lead—diamond-die cut to exact 
diameter. Pencil-fitting, super- 
waxed Red Top Lead can’t jam, 
clog or break—sells better, repeats 
faster, makes bigger profits. 


THE WAHL Co. 
1800 Roscoe Street, Chicago 








HAND 
FITTED INSTANTLY TO ANY HOLDER 


A POINT FOR EVERY 





i 





EVERSHARP 


(pesonal- ount- 
FOUNTAIN PENS 
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This Modern Factory 
insures 


Old Comn Quality 





You would naturally expect an up-to- 
date factory like Old Town to produce 
modern quality. It is here that the Old 
Town Hermetic typewriter ribbons are 
made. 


Hermetic ribbons are sealed as they 


come from the machines — vacuum 
packed to insure factory freshness, 
anywhere, any time. There is no 


deterioration from age. 


Old Town Hermetic ribbons yield sharp, 
clean, uniform impressions; they are 
non-type filling and self reinking. They 
are the supreme fulfillment of a quality 
ribbon. 

There is an Old Town ribbon for every 
need, 


The quality is sealed 
in. A turn of the key 
gives factory fresh- 


ress. 





{ d 
x im, WAYS Frese y 


Ors Cown 


RIBBON & CARBON CO., INC. 


176 Johnson Street . . 


Brooklyn, N. Y. 
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For some unknown reason, this has not been en- 
During January a 


ploy es. 
forced in typewriter establishments. 
representative of the Department of Labor and Industry 
called upon the typewriter dealers in Seattle and demanded 
that they be covered immediately by this insurance. 

They were at first classified as machine shops, which 
carry a high rate entirely out of proportion to the risk 
entailed in operating the small mechanical devices used in 
typewriter shops. Through concerted effort on the part of 
the Washington Typewriter Dealers Association, the Su- 
pervisor of Labor and Industry at Olympia was prevailed 
upon to change the original classification to the manufac- 
turing jewelers’ or printing classification, which carries a 
minimum rate. For instance, insurance under the original 
classification, covering a man drawing a salary of $40 per 
week would have cost his employer approximately $23.10 
annually, instead of approximately $8.20, which he will 
have to pay under the present classification. Nearly all the 
dealers in Seattle have already signed up and this induce- 
ment and other benefits have been offered dealers through- 
out the state. 

At a recent weekly meeting a letter from P. E. Kinnisten, 
secretary of the National Association of Typewriter Deal- 
ers, was read in answer to an inquiry relative to the local 
association becoming members of the National Association 
as a group. 

Mr. Kinnisten declared that an effort had been made to 
arrange for group membership with annual dues of $5 for 
each member; but too much opposition was raised by indi- 
vidual members paying $10. 

During the month considerable discussion was held rela- 
tive to the practice of some of the new machine companies 
establishing agencies for portable machines in stores not 
confined to the sale of office appliances. It was suggested 
that the matter be taken up with the National Association 
for consideration at the next convention. 

The practice of extending to business colleges the deal- 
er’s discount on machines purchased was discussed, but no 
action taken. 

A letter from H. J. Hastings, president of the San Fran- 
cisco Typewriter Dealers Association, was read in answer 
to a letter relative to the interchange of pawned machine 
numbers, in which he declared the San Francisco body 
would be glad to cooperate and enclosed a list of numbers 
dating back three months. A similar list was compiled by 
the Seattle association and forwarded to Mr. Hastings. 

The pawned machine record has been extremely valuable 
to Seattle typewriter dealers, more than thirty machines 
having been recovered in a period of eight months. 

—J. C. J. M. 
a 
New York Stationers Meet 

The regular February meeting of the Stationers Asso- 
ciation of New York was held at the Drug and Chemical 
Club, 85 John street, on Monday, February 16. Dinner 
was served at 6:30 P.M. The speaker of the evening was 
H. V. Roelse of the Federal Reserve Bank, who spoke on 
Banking and Business Conditions. His remarks had to do 
with the working of the Federal Reserve System and how 
it acts as a balance-wheel to business. Mr. Roelse pro- 
duced figures of past years to illustrate his statement that 
there would be a gradual increase in business which will 
eventually reach a higher peak than the last one. 

+ oe 
New Official Staff of Connecticut Valley Stationers 

The Connecticut Valley Stationers Association, the re- 
port of whose annual banquet on February 11 appears in 
another column, has elected the following as their officers 
for the ensuing year: 

President, Gilbert F. Mulford, Kilbourn New 
Haven, Conn.; vice-president for the southern district, 


Bros., 
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A “CLEMCO” York Suite in the private office of Mr. W. B. Robinson of Frueauff, Robinson 
and Sloan, New York City. Installation made by Flint & Horner Company, Inc., New York City. 


Executives in Every Community 
Are Looking Forward to a Fine Office 


“(> HERE are many fine office sales to be made in your 
territory. Your strong promotion of the idea that 
“CLEMCO” Fine Offices are sound business investments 
will result in most satisfying profits. The new “CLEMCO” 
Book of Reproductions of fine office suites is a great sales 


aid. 


THE CLEMETSEN CO. 


Makers of a Complete and Exceptional Line of Desks and Fine Office Suites 
for Business, Bank and Professional Use 


AS 
3403 Division Street TOTS Sis Member. ot the Wood 
CHICAGO, ILLINOIS Office Associates, Inc. 















The 1931 
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PRESS-TO 


(PRONOUNCED 
PRESTO!) 






‘Trussell Jensation. 


Compared with the new, patented 1931 PRESS-TO 
Single Trigger Ring Binder, all two-booster binders 
now on the market are as obsolete as 1921 cars. 


It takes a lot of ‘‘thumb-grease” to open the two- 
booster binder, but it's just like touching a button to 


click open the rings of PRESS-TO, the new Trussell 


sensation. 


Through a single magic trigger, PRESS-TO puts brute 
strength under control of your little finger. When the 
tings are closed, they're as tight as a Scotchman’s fist. 


If you believe that the visible typewriter was a great 
improvement over the old blind machine—if you be- 
lieve that metal files are more modern than wooden 
ones, and if you believe that a check-protector is better 
than a rubber-stamp—then, BY EVERY PROCESS OF 
REASONING, your own good judgment will tell you 
that the two-booster binder will soon be a thing of the 


past. 


The early bird catches the worm—the late ones go 
hungry. Be the first to introduce PRESS-TO to your 
customers. Don't let competition get the jump on you. 
As a successful 1931 dealer, stock 1931 merchandise. 
Be a leader—like PRESS-TO, the FIRST and ONLY 


One-Trigger Ring Binder. 


PRESS-TO is not only a wizard in performance, but 
is the aristocrat of all ring binders in appearance and 
strength. 


You can't afford to pass up this opportunity. Sooner 
or later you will stock PRESS-TO. Why wait two or 
three years for an imitation? The sooner the better— 
so why not NOW? Use PRESS-TO as the opening 
wedge to a big 1931—a self-starter to speed up the 
wheels of progress, and get back 1930's loss. WE'VE 
already started—Come along with us. 


AND NOW COMES THE BIG SURPRISE. PRESS- 


TO prices are THE SAME as binders made obsolete by 
this NEW Trussell milestone in ring-book history. 


TRUSSELL MANUFACTURING CO. p22 Cotes: Ny’ 
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Sidney W. Challenger, Frank Fargo Company, Bridgeport,| 
Conn.; vice-president for the central district, Otto A. 
Cavanaugh, Plimpton Manufacturing Company, Hartford,| 
Conn.; vice-president for the northern district, Arthur L.| 
Johnson, Johnson’s Book Store, Springfield, Mass.; treas- 
urer, Thure Bengston, Adkins Printing Company, New 
Britain; auditor, Edward Granfield, Tuttle, Morehouse &| 
Taylor Company, New Haven; secretary, A. C. Eddy, 84 
Lincoln street, Hudson, Mass. 
be ees 
Cleveland Typewriter and Adding Machine Dealers 
Association 
The annual meeting of the Cleveland Typewriter and| 


Adding Machine Dealers Association was held on Janu-} 





ary 28. 
Rental prices and price cutting generally were discussed.| 
Typewriters are now being rented for three months for 


$5.00. The association is making vigorous efforts to dis- 








ADLER 


L. W 


cover a plan that will make the dealer realize that his cost} 


must determine his selling price in order that he may mak 
a justifiable profit. 

The following officers were elected for the ensuing year 
President, Leo W. Adler, Cleveland Calculating Company; 
vice-president, Luie Pierce, Central Typewriter Company, 
and secretary-treasurer, Albert Schlecht, Typewriter and 
Supply Company. 

~_ 


Atlanta O. A. A. Holds Dinner Dance 

The Atlanta Office Appliance Association held its annual 
dinner dance at the Eastlake Country Club on Saturday 
evening, February 14. Among those present were Mr. 
and Mrs. F. R. Wood; Mr. and Mrs. E. L. Elliot; Edwin 
H. Denny and Miss Gower; Mr. and Mrs. D. R. Driscoll; 
Mr. and Mrs. E. F. Valentine; E. G. Jackson; J. A. Davilla, 
Jr.; Mr. Mrs. E. N Mr. Mrs. C. A.} 


Bergstrom and E. Guy Cheek 





and Brown: and 


p> — 


Third Annual Meeting of New England Travelers 

The New England Travelers Club held its third annual| 
at 2:00 P.M. in the Chamber of} 
Twenty-five members were} 


meeting on February 9 
Commerce building, Boston. 
present. 

The following officers were elected for the ensuing year:| 
President, Frank Horie; vice-presidents, Robert W. Myers| 
and Frank N. Fisher; secretary, Malcolm Dresser; cus- 
todian, Harry R. Bennett. Executive committee for one 
year: Herbert M. Blizard, William Driscoll, Paul Cheney] 
and Guy W. Hart. Executive committee for two years:| 
James Hobart, Courtland Worth and Lee Paddock. 

The following were voted into active membership in| 


the organization: Wallace Taylor, representing The} 
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MUNSON 
STAMPPAD 


= \ 


—_ 


_ 


OPENS WITH A TOUCH OF THE FINGER 


YOUR ANSWER 


VOLUME SALES—BIG PROFITS 
—REPEAT ORDERS 





One New York dealer sold 
over 1,000 Munson Pads in 
December—our first month 


VOLUME SALES 


in business. 


BIG PROFITS Over $1 net profit to the 


dealer on a sale of one pad 
and a can of ink. 


900 dealers on our books 
after 60 days in business— 


REPEAT ORDERS 
the majority of these have 
re-ordered many times. 


Write for samples and sales 
suggestions. 





MUNSON STAMP PAD CO. 
147 FULTON STREET = NEW YORK,N. Y. 
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Complete Confidence 


and a Complete Line 


BENEFIT THE 
SIKES DEALER 


HE name Sikes is nationally known... 
favorably known. To the business man 
it means the utmost in comfort, quality, 


construction and design. 


The Sikes Line is a complete line including 
chairs for any purpose and offering a wide 


range of prices. 


This confidence, and this completeness are 
sales factors of the utmost importance at 
any time. Factors that particularly prove 


their value in a buyer's market. 


THE SIKES COMPANY 
» PHILADELPHIA « 
for 70 Years 


Chairmakers 


PHILADELPH 


A complete line of matched office suites and 
commercial desks is manufactured by the Sikes- 


Cutler Desk Corporation at Buffalo, New York. 
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Carter’s Ink Company, Belmont, Mass.; Julian White, 
representing Moore Pen Company, Wakefield, Mass.; 
Chester Cummings, representing Moore Pen Company, 


Everett, Mass.; A. B. Coelln, Wilson-Jones Company, New 
York, N. Y.; James R. Armington, Moore Push Pin Com- 
pany, Allston, Mass. 
—— 
Office Appliance Managers Association of 
Pittsburgh Adds New Members 

Ed. Jones, a hard-working typewriter man of Pittsburgh, 
is given credit as chairman of the membership committee 
for being instrumental in bringing in the following new 
members of the O. A. M. A. of Pittsburgh: M. E. Bailey, 
| Woodstock Typewriter Company; Roy S. Davis, Miller- 
sryant-Pierce Company; E. H. Josephi, Egry Register 
Company; J. M. Hughes, Jr., Remington Rand Business 
Service; N. A. Pellham, Gardner Company; J. 
McBee Binder Company; G. E. Montague, Remington 
Rand Business Service; L. M. Remington, F. S. Webster 
| Company; Leonard Wiener, Victor Adding Machine Com- 
| pany; Herman Whipple, National Cash Register Company; 
| W. J. Porter, Marchant Calculating Machine Company; G. 
R. Windsor, General Office Equipment Corporation. 

Other old timers who deserve credit for increased en- 
thusiasm in the club include such men as H. J. Maloy, 
president; T. T. Miller, secretary-treasurer; Ed. H. Jones; 
George L. Cooper, Fred H. Barteaux, Philip Jr.. 
Joseph P. Arthurs. 


K. Begga, 





> 
cese, 


—>—_— 
Rochester Office Equipment Dealers to Organize 
| There is a movement under way among the office equip- 
ment dealers of Rochester, N. Y., having as its purpose 
the formation of a local association. Several informal 
| meetings have been held with the idea that the prospective 
| members will become acquainted and build a better rela- 
|tionship among the trade. Practically all the important 
| representatives in the field in Rochester have attended 
these meetings, and subjects such as publicity, organized 
|and individual cooperation, finance, returned goods and 
other topics of interest to the local trade have been dis- 
|}cussed. It is hoped that a permanent organization will 


be effected and that more will be heard of it later. 


The Laramie Printing Company, Laramie, Wyo., have 
| just completed a commercial stationery department that 
Gottschalk. 

* * * 


| ———_—<——__—_— 
| A Few Notes from the Mountain States 
| 


| will be managed by R. P. 


William Mason of The Out West Printing & Stationery 
Company, Colorado Springs, Colo., attended the governors’ 
meeting of the National Stationers Association at Wash- 
ington 

* . * 

Mr. and Mrs. Frank Winfield of Winfield’s, Grand Junc- 

are spending the winter in California. 
* * * 


tion, Colo . 


W. H. Haines of Haines Book Store, Pueblo, Colo., is 


back at work again after a short illness. 
* * * 





Jack Corbridge of The Wyoming Stationery Company, 
Casper, Wyo., has taken over the stock of The Casper 
Stationery Company and will enlarge his present store to 
take care of this additional business. 

* * * 


Among the out of town stationers looking over the 


| Various greeting card lines shown in Denver the week of 
| February 1 were George Horn of The Horn Book Store, 
| Greeley, Colo.; Walter Piker of The Wyoming Printing 
& Stationery Company, Cheyenne, Wyo.; Fred Robinson 
of Robinson’s, Golden, Colo.; Harold Bowen of Bowen’s, 
Fort Collins, Colo., and Edna Levine of Crow Norris, Colo- 


rado Springs. 
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No. 6034 T—In Olive Green, Mahogany or Wal- No. 4534—Olive Green, Mahogany or No. 6034—In Olive Green, Mahogany or Wal- 
nut. Three lengths, 66”, 60” or 55”. Width 34”, Walnut. Single pedestal, for salesmen nut. Three lengths, 66”, 60” or 55”. Width 34”. 


or clerical workers. Length 45”, width 
34”. Also furnished with drophead 
typewriter a stock No. 4534 


Typewriter Desk with three drawers 
in right hand pedestal. 








This suggests the extent of 
the famous Shaw-Walker 
line of Skyscraper Desks. 
Dealers throughout the 
country have had sensational 
success in selling this Desk 
to all lines of business. Write 
us for catalogs and our prop- 4 

osition. 





























No. 6034 PLH—Olive Green, Mahogany or Wal- 
No. 5534 DH—Olive Green, Mahogany or Wal- nut. No. 6034 PRH has typewriter attachment 
in right-hand pedestal. Length 60”, width 34”. 


nut. Length 55”, width 34”. Center drophead 
typewriter attachment. GHAW-WALKER 

















To: The Shaw-Walker Company 
Muskegon, Michigan 


Send us your proposition. We are interested in selling Skyscraper Desks. 





NAME 





CITY. 





STATE 
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Accepted because they are guaran- 
teed against deterioration for three 


years; there is no depreciation. 


Accepted by dealers from Maine to 
California because of the universal 


satisfaction, and profit, they give. 


And, we believe, if you will investi- 
gate Fibroin stencils, you will accept 
them. Along with Fibroin paper, inks 
and supplies, they will help you to 


build a profitable, permanent dupli- 


cating supplies business. 


FIRS 


$TENCIL$ 


(Non-Cellulose) 





OFFICE APPLIANCES 





FIBROIN STENCILS ARE 





ACCEPTED FOR THEIR 





SUPERIOR QUALITIES 





Accepted because laboratory tests 
show that Fibroin stencils do not con- 
tain oils or acids to injure typewriter 
rollers, nor wax or other ingredients to 


gum the keys while cutting. 


Accepted because of the clear, strong 
copies they produce and because of 
the saving of 40% or more in ink. 
O's, e's and other loop letters posi- 


tively will not punch out. 


Accepted because for large runs, Fi- 
broin stencils seem to have no limit— 
10,000 copies or more from a single 
stencil, the last copy of the run just 


as letter perfect as the first one. 





SEND FOR FREE TEST SAMPLES 





FIBROIN, INC. 





224 N. DES PLAINES ST., CHICAGO 
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A Profitable Part 


of every dollar you make 
on filing supplies 


—will be Acco Fasteners—those swift selling, live 
repeaters that business men and file clerks buy all year 
round to impart filing safety to ordinary manila folders. 
Every type of folder you sell needs an Acco Fastener to bind con- 
tents tightly and safely. Fastener-bound contents cannot mix 
or slip out—filing inaccuracy and loss become impossible. As 
many Fastener-bound papers can be accumulated as desired. 


When ready for transfer they can be filed away intact, just as they 


are—a complete, indexed record of every business transaction 
File clerks desire the certain filing safety Acco Fasteners give. 
As they buy—you profit—and since Acco Fasteners are filed away 
with the papers they fasten, there's always a fresh and steady 
demand. Acco's business building dealer helps, counter displays 
and advertising literature make these swifter, steadier profits 
even easier to collect. 

A 2c stamp will show you how to reap many an Acco Fastener 
dollar. Write Acco—NOW. 


ACCO PRODUCTS, Inc. 
(American Clip Company) 
39th Ave. & 24th St. Long Island City, N. Y. 





CANADA: 


Acco Canadian Co Ltd. 
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DEALERS! 


You can make big profits, 
and eliminate “direct” sell- 
ing competitors, by making 
your own binder-folders 
with specially designed 
Acco Fasteners, manila 
folders from your own 
stock, and the Acco Fas- 
tener Machine. Write for 
onfidential information 








454 King Street, W 


7 oronto 


EUROPE: 
Acco Company, Ltd. 
18 Whitefriars St 

London, E. C. 4 


ARGENTINA: 
Fred Berg & Co. 


448 Sarmiento 
Buenos Aires 














ACCO FASTENERS 





It’s Easy..... 
to Staple 30 Sheets With a 


HOGESTAPLER 


“BLUE KNOB” No. 3 


It is just as simple to staple thirty 
sheets, with a Hoge as it is two. 
Penetrates wood or fibre with the 
same ease. Press the plunger 
gently, or strike it a quick blow, 
the results are perfect. It meets 
every requirement of the most 
critical organization. Operates 
smoothly and quickly, without 
clogging. Hoge’s written guaran- 
tee is enclosed with each machine. 
What more can a stationer want to 
hold his customers? 


Order a sample—see this sturdily built 
Hoge in action—if it doesn’t fulfill all your 
expectations, send it back. 


Your jobber can supply you. If not, write us. 
THE HOGE MANUFACTURING CO. 


23-25 EAST 21ST STREET, NEW YORK 
USE COUPON BELOW 


THE HOGE MANUFACTURING CO., M 

23-25 East 21st St., New York. 

Please send me a Hoge Stapler No. 3 for trial, with privilege of 
return, if not acceptable. 














Gat atae at, 


Profit Makin 


Leaders... 


EXCLUSIVE FEATURES— 


In addition t general line of Binders and |} 


enable Cesco D » develop and hold new business 


Here are a few exXa 
VISIBLE RECORD EQUIPMENT 


he Prong const 
Over fift stax fort Send for Catalog N 181 


NEW FIBRE LINE 


Two grades ne 


Ledger 
Fibre Cover 
worth while with nta 


NEW LINE OF PRONG BINDERS 


ictible Somethir 
Send for Booklet No. 1 


Five different Grades, from 4%” capacity to 4” 
without Metal Hinges. Fibre, Fabrikoid and Canvas Bind- 
ng Send for B t 1328 


AUTOMATIC TRANSFER BINDERS 
Self Locking Post f the 


Booklet N 17 


Exclusive Agencies Available. We have a very at- 
tractive exclusive agency proposition for active dealers 


in open territory. Send for details. 


The C. E. SHEPPARD CO. 


271 Van Alst Ave., Long Island City, N. Y. 








nstallations—the other f 
e+ . 


Post Binders and Prong Binders with Vulcanized 


With and 


ermanent filing of completed 
Converts loose sheets into bound volume Send for 
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Rand Angle Tab Folders Defy Time and Use 

A record of eleven years of active service has been 
established by Rand Visible Name folders in the files of 
the Schwabacher-Frey Company, San Francisco. 

In a recent letter to The Victor Safe & Equipment Com- 
pany, J. D. Schwabacher, president of Schwabacher-Frey, 
states: “This Rand folder was taken from our files where 
it has been in continuous use for eleven years, and gives 
every indication of being good for eleven more.” 

Although showing unmistakable signs of having seen 
active service, their unusual age has in no way injured 
the efficiency of these folders The celluloid tabs still 
hold their angular form, giving perfect visibility in the 
files and the body of the folders, while of inferior stock 


CUT YOUR FOLDER COST 


changeable visible names 


Capacity | to 300 letter« 


low cost of using 


examine 
ine if urself 





RAND ANGLE VISIBLE NAME FOLDERS IN 
USE ELEVEN YEARS 

to the jute stock now being used in the construction of 
Rand Visible Name folders, is firm and unharmed by the 
rigors of over a decade of active service 

The card pictured, with one of these actual eleven-year- 
old folders displayed upon it, is part of a window and 
counter display unit being distributed free to dealers order- 
ing Rand Visible Name guides and folders, by The Victor 
Safe & Equipment Company The folder bears Mr. 
Schwabacher’s statement, and the card is embossed in 
colors, with a brief summary of the folder’s exceptional 
selling points. Many dealers are using this display with 
success, the folder creating unusual interest wherever it 
is shown 

— oo — 


A Booklet on Pen Merchandising 


The Esterbrook Steel Pen Manufacturing Company of 
Camden, N. J., has just issued a booklet entitled “Pen 
Merchandising.” The little brochure is just large enough 
for the upper vest pocket and consists of clever ideas 
suggested by stationers for increasing pen business profit- 
ably. The book is made up of prize winning suggestions 
in the Esterbrook merchandising contest for stationers 
which closed November 15, 1930. Other good ideas have 
been added to these. The company will be glad to furnish 
extra copies of this booklet to any dealer who cares to 
apply for them 

The contributors include Elliott D. Haddon, Los Angeles, 
Calif., first prize; J. Chester Molyneux, Jamestown, N. Y., 
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The beautiful new Milwaukee Chair Catalog offers you 
excellent sales help 


THE MILWAUKEE CHAIR 
COMPANY 


For Over Half a Century Makers of Fine Chairs 
Executive Offices and Factory 
MILWAUKEE, WISCONSIN 


Member of the Wood Furniture Associates, Inc., whose 
work it is to promote better offices through the use of wood 
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Eye Appeal Is Interestingly 
Evident In All Milwaukee 


Office Chairs 


The gracious beauty of precious woods, from which 
Milwaukee Fine Office Chairs are fashioned, have 
an eye appeal to the chair buyer that in itself 
creates a strong desire for possession. 


Eye appeal is further enhanced through the master- 
ful designs richly expressed in the handiwork of 
skilled craftsmen whose daily pride is the excel- 
lence of the chairs they build. 


Whatever the business chair need — for banks, 
public utilities, manufacturing and service institu- 
tions, schools or government buildings—through 
their eye appeal there is a distinct preference for 


Milwaukee Chairs. 


29614W 


A beautiful new 
chair of exceptional 
balance and pro- 
portion. Comfort 
is a dominant note 
due to the deep 
scooping of the 
seat. 








BUY YOUR CHAIRS UPSIDE DOWN 





168 





OFFICE APPLIANCES 


Cash in on the 


sJtleliiamel-tislelale Mic) s 














G L ‘@) B E S Globes of the World as 


Everyone now uses 


never before, for tracing current 
events—to add a touch of individuality 
to the home library, or to adorn a modern 
office. Attractive Globes of the World have be- 
come in great demand. 
Progressive stationers and office supply dealers can cash in 
on a market already created for them by properly and promi- 
nently displaying a few of the modern, beautiful Weber 
Costello Company models. 
For nearly a half century we have been making Globes of the World 
for Schools, Homes, Libraries and Offices. They are attractive, 
authentic and priced to yield you a handsome profit. 


Let us show you how you can turn over your money quickly by mak- 
ing a small investment. Send now for our Free Booklet “Globes of 
the World.” It shows many new designs—and gives profit-making 
details. 









The Pomfret is an attractive 
model for home, library or office. 
Designed to fit into any decorative 


@ Weber Costello Co. , —. 


hicago Heights, Ill. Here’s Another Profitable 
Address Dept. G-348 Item—Framed Blackboards 
and Bulletin Boards 


Makers of Framed Blackboards and Bulletin 

GLOBES, MAPS, BLACKBOARDS, ERASERS AND Boards always enjoy a ready sale 
You have but to stock and show them 

CRAYON FOR NEARLY HALF A CENTURY to sell them. Get our descriptive 


literature and prices. 















NOTE BOOKS 


Qualities—rulings—bindings—sizes 
to meet all requirements 


STOCK BOOKS— 6x9 and 42x9 
60 or 80 leaf—full count 


SPECIAL sizes—bindings—imprints 
—promptly to order 


May we submit prices and send catalog showing all grades and rulings? 


ROCKWELL-BARNES COMPANY 


1511 WEST 38TH STREET CHICAGO, ILLINOIS 
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second prize winner; Edward Harmer, Rouyn, Quebec; 
Howard B. Lambert, Philadelphia, Penna.; True Shattuck, 
Leominster, Mass., and S. E. Haraldson, Eugene, Ore., 
all third prize winners, and I. W. Shockley, Kansas City, 
Mo.; Harry F. Sanner, Erie, Penna.; S. Gunn, Honolulu, 
T. H.; Harry C. Dick, Cincinnati, Ohio; Miss Alma Au, 
Honolulu; A. H. Miller, Medford, Ore.; Dora M. Raithel, 
Los Angeles, Calif.; Charles W. Beam, Hollywood, Calif. 
and W. B. Spicer, Lexington, Ky., all fourth prize winners. 
Oe 
Evansville Desk Company Catalogue Features New 
Type of Desks 

Office Appliances has received from the Evansville Desk 
Company a new and interesting catalogue of office desks. 
This catalogue is No. 28 of the Edco line of desks for 
offices. The frontispiece pictures the company’s factory 
at Evansville, Ind., in an airplane view. 

The desks, some of which are illustrated in natural colors 
and all of which are pictured and described in the catalogue, 
include the 4000 series in keeping with the trend of modern 
business toward finer offices and better office furniture. 
The 4000 line is in walnut and is very attractive in design 
as well as in price. Another desk is the No. 4066, also 
the No. 4060. Other members of the 4000 series include 
telephone cabinet, table, waste basket and costumer. 

The Edco 3500 series line is built in its solid parts of 
genuine American walnut. The tops are striped walnut, 
1% inches thick, 5-ply, built-up construction with molded 


edges. Outside panels are 3-ply walnut veneered, with 
certain exceptions. Drawer fronts are solid walnut with 
raised panel effects. Drawer sides are of hardwood 


framed in on all four sides and dovetailed front and back. 
Bottoms are of three-ply construction. The finish is 
American walnut, hand rubbed. It is stated that the new 
lacquer finish which is used is heavy and durable, bring- 
ing out the natural beauty of the wood. This line includes 
office desks, typewriter desks, tables, etc. 

Other lines described and illustrated include the Edco 
3000 series; 2500 series; 2100 series and the 1900 series. 

Other desks are also described and illustrated, also 
tables, typewriter tables, bookkeepers’ desks and an at- 
tractive line of office chairs for every use. 

The catalogue is a valuable adjunct to the library of the 
dealer’s office furniture department. The information is 
complete and to the point. 

The catalogue contains thirty-two pages, bound within 
attractive, ornamental covers. It is now ready for mail- 
ing, and the Evansville Desk Company will appreciate and 
promptly respond to all requests for it. 

——E—— 
Globe-Wernicke Secures Hospital Contract 

The Globe-Wernicke Company of Cincinnati has been 
awarded contract for metal cabinet work and bucks, in- 
cluding installation, for the new Allegheny General Hos- 
pital, Pittsburgh, Pa. 

General contractor on this hospital is James L. Stuart, 
constructing engineer, of Pittsburgh, and the architects are 
York & Sawyer, of New York City. 

It is said that this contract runs somewhere in the neigh- 
borhood of $50,000.00. 

The expansion program of The Globe-Wernicke Com- 
pany in the general contracting field has been noticeable 
during the past year or two, and the Pittsburgh hospital is 
another of the many large contracts closed with the new 


year. 
———_>___ 


Rogers Moves to Atlanta 
W. D. Rogers is now connected with the Atlanta, Ga., 
office of the General Office Equipment Corporation. He 
was formerly employed by the same company in Flint, 


Mich. 


| 


| 
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RLAC 


artrourees a 


NEW Line of 
Duplicating 
Equipment 
and 
Duplicator 
Supplies 








DEALERS 


For further information 


write immediately 


— 








ARLAC 


STENCIL CORPORATION 
418 Fourth Avenue 
PITTSBURGH PENNSYLVANIA 














Share the Success of 
this OUTSTANDING 
IMPROVEMENT in 


typewriter operation 


























“The Recognized Typewriter Pad” 


Every advantage of previous inventions for the purpose be- 
sides several advantages that no other typewriter pad ever 
possessed distinguish this device, offering an unusual oppor- 
tunity to typewriter men everywhere. Lifetime durability 
results from the use of felt cushion (avoiding the deterioration 
of rubber) and the overall metal top which distributes 
weight and shocks of operation evenly over 175 inches of 
surface—more than forty times that of other pads. This 
metal top also is easily kept clean, free from dirt and oil; no 
dust particles can accumulate, to be discharged into the air 
by operation of the typewriter, eliminating wear in moving 
parts and throat and sinus troubles of the typist thru this 
cause. Wear on ribbons and platens is reduced; speed and 
quality of work are improved. Another advantage par- 
ticularly important to office managers and stenographers is 
that SANO cannot interfere with backspacer or other mecha- 
nism moving below the frame, as do ordinary felts. 


SANO fits every style of desk and every standard typewriter. 
Especial SANO Pads are supplied for the Noiseless type- 


writer. 
Typewriter Men 


In your study and practical experience in this field, have you 
ever encountered any appliance that even approached the 
benefits and advantages of this remarkable device? There 
is no other proposition that offers you nearly so great oppor- 
Why not send for our proposi- 


tunity for prestige and profit. 
It is ready for 


tion right now—before you turn the page. 








you, RIGHT NOW. 


Sano Typewriter Pad Co. 


Second National Bank Bidg. 
Wilkes-Barre, Penna. 





| 


| 
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(New Machines and Devices.—Continued from page 33.) 
in the bracket, with index tabs as required, the latter 
mounted on the frame to assure the positive horizontal 
alignment of the indices. The 
supported that they are always free to swing. 
stallation includes the of 
bracket, Lock-On index tabs and a supply of “Flexoline” 
on which the names in the directory are written on the 
The “Flexoline” is made up in sheets, scored 
for separation after the been typewritten. 
Changes in listings are made readily at any time. 
———_ ~<- - - —- 


Jasper Seating Company Shows Posture Chair Line 
Jasper, Ind., an- 
While retaining 
with office 


frames are so 
An in- 


frames, 


individual 


complete equipment 


typewriter. 


items have 


The Jasper Seating Company, has 
nounced a new line of posture chairs. 
in general the appearance long 


chairs, the new Jasper chairs induce correct sitting posture 


associated 





BY JASPER SEATING 
COMPANY 


POSTURE CHAIR MADE 


and consequently minimize fatigue. The seat design of 
the chairs is patented. 

The company’s 1931 catalogue and price list, illustrat- 
ing and describing the new posture chair line in detail, 
are now ready for distribution. Copies are available to 
dealers on request. 

a 


Reading Stand for Study or Bedroom 


The Chicago Tool & Engineering Company, Inc., 8389 
South Chicago Chicago, Ill., manufactures the 
“Roby” reading stand. This is adapted to use for study, 
while sitting in a chair, or can be employed for convenience 
while reading in bed. It is provided with an all-metal 
extension, which has a reach of twenty-four inches. The 
base of the stand has a large spread, affording insurance 
against tipping accidentally; the stand can be provided 
with casters, or without, as desired. The stand is adjust- 
able for height, from thirty-eight to fifty inches. The 
book holder, which is supported by the all-metal extension, 
Books can 


avenue, 


is made of wood, finished in walnut tones. 
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How the 
ONE-PIECE CABINET 
is Built 


TRUCTURAL steel beams are rigidly welded to- 
S gether forming an interior skeleton of remark- 
able strength. This structure carries all locking 

and operating mechanism independent of the case. 








Sides and back of one-piece construction does away 
with all vertical seams and case welding. This pro- 
vides an unmarred surface for a finish of unprece- 
dented quality and beauty. The interior structure is 
locked into the one-piece cabinet and is secured by the 
top and bottom locking panels. 


The action of the progressive drawer suspension is 
timed to precision. Eight sets of substantial ball-bear- 
ings on each suspension operate on sound, heavy 
channels. All drawers are portable. The follower is 
the most compact and most convenient built. 


€ No. 1000 Line -) 


Built in Five, Four, Three and Two-Drawer Heights 





Interior structure 
carries all locking 
and operating mech 
anism. 





The arms This line enables you to fill every special drawer size 
FIVE becker e ONE- need for checks, ledger sheets, cards, bills, tabulating 
Drawer pee oo Oe records, etc. Every resourceful office equipment house 
Fil ry equip 
le Distinctive will profit by the quality and practically unlimited 
Wes facilities of this line—and the price is right! ORDER 
Paik SAMPLES FOR YOUR DISPLAY. 
Four Heights 
eames 
INVINCIBLE METAL FURNITURE CO. 
2600 Franklin Street Manitowoc, Wis. 
NEW YORK CHICAGO LOS ANGELES 


RESTOCK NOW With NEW Cae 
SSS SS A A aa ee ae TE Ee 
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«| AN IMPORTANT ANNOUNCEMENT 
Ss 


a8 To Every Buyer of 
as FINE UPHOLSTERY LEATHER 








fed | 

| 
oS me | 
eo WE have developed a dyed finish on Top Grain Leather which is both sunproof and water- 
oe proof. This leather is known as LACKAWANNA TOP GRAIN FRENCH FINISH. 
er | It is paint and pigment which makes the ordinary upholstery leather so cold and hard. In the 
3 | case of LACKAWANNA TOP GRAIN FRENCH FINISH, there is no particle of paint 
GS or pigment used, and it is for this reason this leather is so soft and warm. 
CZ 
v5 We believe this TOP GRAIN FRENCH FINISH to be superior to any upholstery leather 
od produced today, whether from cattle hides, Goatskins, or Vealskins. 
<5 | 
ae | SAMPLES AND PRICES SENT UPON REQUEST 


«| THE LACKAWANNA LEATHER COMPANY 





Q 
VW | 
3 850 GRAND AVENUE HACKETTSTOWN, N. J. 
Gs | — ADE —_—e ge . ’ , —— 
+9 NEW YORK OFFICE CANADIAN OFFICE ~ 
ome themed siete 220 KING ST. WEST CHICAGO OFFICE 
01 PARK AVENUE TORONTO, ONTARIO 705 S. DEARBORN ST. 
ASHLAND 5041 ELGIN 0971 HARRISON 2941 


“Look for the Haircell—It is your guarantee of full Top Grain Leather” 





BES 














GS | 
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Indispensable 


to Executives and 
Department Heads 


STANDARD 


B&P 
Sales 


Record 


(for Six Years) 





HIS book is of inestimable value to the manager of sales or to any department head. It has 
ruled and printed forms containing daily, monthly and yearly sales, cash, credit and total 


NO. 1414 


Bound in dark green : t 
cloth, size 10%" x9", monthly and yearly purchases, inventory, assets and liabilities, profits or losses and miscellaneous 


Se trie Ghose expense, with extra space for allowances, net sales and yearly record at bottom of each page. 


each Has pages for six years’ Record. 
It will pay you to stock this book! 
NEW VOEs cane P. O. Box 272, City Hall Station, New York City Pe Sy ng hy 
349 Broadway CHICAGO, ILL. BOSTON, MASS. 
OF Hecden Acenes 500-532 So. Throop St. at Harrison 29 Otis Street 


84 Hudson Avenue 
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be set at any comfortable position for reading. The book 
holder can be adapted for use as a writing stand, or tray 
holder for patients. 

An adjustable electric light is included with this reading 
stand. A long shade of slight diameter gives proper light 
distribution, throwing a generous illumination on the book 
holder, without introducing a glare which might strain 
the eyes. The shade is finished in nickel, but may be se- 


cured with silk finish if desired. A magazine rack, made 





“ROBY” READING STAND 


of wood, is fastened to the base of the stand. It is finished 
in walnut tones. An ash tray is mounted on the top of the 
stand for convenience; an electric cigar or cigarette lighter 
is mounted on the extension. 

The “Roby” reading stand is finished in walnut, ma- 
hogany, cream-and-gold or green-and-gold. Each is packed 
in an individual shipping carton; shipping weight, twenty 
pounds. The retail price is $22.50, f. o. b. Chicago. 


—_——<>—____—_ 
Clear Indexing for Rubber Stamp Mount 


The Louis Melind Company, 362-64 West Chicago ave- 
nue, Chicago, Ill, has received a patent on its celluloid 





MELIND CELLULOID TOP INDEXED MOUNT 


top rubber stamp mount. This affords a permanently in- 
dexed stamp, the impression being protected by a perma- 
nent cover of celluloid. The patent covers a novel means 
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VALUE 


Value is computed on the basis of Quality. Regardless 
of price Quality, not Quantity, is the true gauge. 

Our special offer on the Tybon Ribboner Machine is an 
exceptional Value in Quality Typewriter Ribbons. 

This new and better method brings you:—Reduced 
Cost, better service. Increases Sales through superior 
and Greater Efficiency through elimination of super- 


uous stock. 


READ THE FOLLOWING UNSOLICITED 
TESTIMONIAL. 








Knox County's Only Typewriter Shep 


UNIVERSAL TYPEWRITER EXCHANGE 
N. E Cor. Main and Gambier Streets 
Second Floor. Peterman Building Phone 674 Bive 
Raymond J. Iden, Mer. 


Mount Vernon. Ohio June ®, 1950, 


Tybon Corporetioa, 
1026-28 Pilbert St., 
Philedelohia, Pa. 


Gentlemen :- 


Tt is with pleasure that we edvise you of the 
receipt of our order for 1 (one) Tybon Ribboner Machine 
and other supplies es ordered. They were in good conditias 
and we are very much pleased with the Ribboner - in fect 
it was much better than we expected at such « bargein price. 
The ribbons look mighty good to us «- but will await with 
interest the reports we receive from our many customers as 
to how they like your ribbons. 


the eyelet pliers are much better made then ve 
expected too, as we paid $5.00 for « similar peir some five 
years ago - that you can give such a bargain offer is quite 
@ surprise end should be taken advantage of by ev type- 
writer dealer and too, the dealers in ribbons as wala. 


Just how you can put out such a bargaia is beyond 
us, but the fact that you are doing it ~- is all that is 
necessary and as said before, every dealer that sells type- 
writer ribbons is passing up « wonderful money maki 
opportunity if they do not take edvantage of your offer. 


Wishing you al) the success in the world, we are 


Sincerely, 


“Iii 





Everything For the Office 








On July 26th, Mr. Idem writes: — 
“We are well pleased with the report of your ribbons 
and back it up with the enclosed check and order.” 
TYBON PRODUCTS PRODUCE AND 
REPEAT! 


Send for Our latest booklet, 
“YOUR OPPORTUNITY,” 
and OUR NEW SPECIAL 
OFFER NOW. 







TYBON CORPORATION 
1026 Filbert St. Philadelphia, Pa. 


“Be sure to mention Office Appliances when answering this ad” 
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EXTRA DISCOUNTS’ 


AND SATISFIED CUSTOMERS 
When You Concentrate Your Buying on 
the Complete 


AMERICAN 


OUTSTANDING FOR 
Quality 
AMERICAN VISIBLE 


The big, exclusive feature of Visibility 
puts the American Model 41 head and 
shoulders above all others in demand. 
Only one model to stock; a big in- 
crease in turnover and in profit. Chi- 
nese Red Handle, rich lustre frame. 
Three movements: Repeat, Consecu- 
tive, Duplicate. 

Retails for $12.00. 6 5 4 3 ) 1 
Slightly higher in ond 
Canada 


OUTSTANDING FOR 


Value 
“5 IN 1”? 


Five Movements: Repeat, Con- 
secutive, Duplicate, Triplicate 
and Quadruplicate, yet retails 
for only $7.50! 

The 5 movements take care of 
practically 95% of all hand 
numbering requirements. The 
‘5-in-1”’ is built strong, in- 
cluding steel wheels and drop 
ciphers for hard work and the 
price is Low! 


RETAIL $°750 


PRICE..... 






1 234 Wheels 
2349 $9.50 


Fac-Simile Impression 


OUTSTANDING FOR 


Ut ility NOV18"34 


Fac-Simile Impression 


S92 9 The all-metal dating machine. 
t(D) aale Compact, attractively finished 
in Green or Red DUCO. Self-inking. ' Dates 
run for 12 years and sharp printing all-metal 
wheels insure a long useful life. A big seller 
with a man-size profit in every sale. Retails 
for only $2.95 

, are allowed on 


‘Extra quantity discounts 767k oxi yee 


chased, regardless of assortment you select. Send for 1931 
"rice Sheets. 


American Numbering Machine Co. 
224 Shepherd Ave. BROOKLYN, N. Y. 
BRANCHES — CHICAGO — LOS ANGELES — LONDON 




















OFFICE APPLIANCES 


of securing the celluloid cover in place after the specimen 
impression has been cemented to the mount. Each stamp 
made under this patent is indexed clearly and completely. 
This eliminates the possibility of using the wrong stamp 
on a document, and facilitates the rapid use of any one of 
a series of stamps. If several stamps of similar wording, 
with changes of any nature, are in use it is easy to select 
the proper stamp for a given use without delay. 

The mounts, as supplied to rubber stamp manufacturers 
by the Louis Melind Company, are made in the customary 
widths, in 18-inch strips. The mounts are shipped com- 
plete with label stock and celluloid top. After the die has 
been completed the mount is sawed to the correct length, 
an impression made for the label, and the mount drilled 
for its handle. Mount, label and celluloid are cut at a 
single operation, assuring uniformity of size and good 
workmanship. Thereafter the label is cemented to the 
top, the celluloid protecting strip slipped into place, and 
the handle secured to the mount. 

Patent No. 1,788,681 covers an indexing mount for rub- 
ber stamps, protected by a strip of celluloid. This is held 
in place by means of curved edges of the celluloid fitting 
under tension in narrow slots formed in the side of the 
mount. The celluloid strip will not spring from its fas- 
tening even when the stamp is used at a rapid rate. If 
soiled, the celluloid is readily cleansed. 


ee 


Tell City Desk Company Offers the “Provincial” 
Suite 


\ new matched office furniture suite called the “Pro- 
vincial” has been announced by the Tell City Desk Com- 
pany, Tell City, Ind. The suite consists of a double pedes- 
tal desk measuring sixty by thirty-four inches, a single 





SINGLE PEDESTAL DROP HEAD TYPEWRITER DESK OF THE NEW 
‘PROVINCIAL” SUITE MADE BY THE TELL CITY DESK COMPANY 


pedestal desk measuring forty-two by thirty-two, a single 
pedestal drop head typewriter desk (illustrated) meas- 
uring thirty-eight by thirty, a fifty by twenty-six table, 
a thirty-eight by twenty-six table, a cellarette measuring 
twenty by fourteen and three-quarters, a twelve and a 
half by eighteen and a half-inch waste basket, and two 
chairs—a swivel and a side arm. 

The “Provincial” is made in combination walnut, fin- 
ished in dull lacquer. Tops, panels and fronts are of wal- 
nut. The tops and fronts are of a selected, cross-figured 
walnut. The graceful design of each member of the suite 
is augmented by substantial construction. 

During January the “Provincial” suite was displayed 
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Woldon Rovers Ghabwus 


Wor.p’s QUALITY STANDARD “88 STYLES” 





WELDON ROBERTS RUBBER CO. NEWARK. NEW JERSEY, U.S.A. 





























A SURE WAY TO INCREASE YOUR 1931 SALES 
SELL 


AURORA 800 LINE 


SUSPENSION SLIDE 
FILING CABINETS 


The Aurora 800 Line of files is in constant 
demand and combines a “well groomed” 
appeerance with a general utility at a medium 
price. 


This medium priced file is furnished in two, 
three, four and five drawer heights with 
various combinations of card and document 
inserts. 


Also we stock a complete line of high and 
low priced filing cabinets, transfer cases, card, 
Blue Print, storage and wardrobe cabinets. 





Write for full DETAILS AND PRICES 








CABINET 
CO. 


AURORA 
METAL 





Letter and Card 





> 
YAURORAJILL USA. ~ 


Four Drawer 


Letter Size 435 Woodlawn Ave. AURORA, ILL. nen 
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THIS SALES-PRODUCING DISPLAY FREE TO DEALERS 
WRITE FOR PARTICULARS ON THIS AND 


OTHER SALES HELPS 


COMPLETELY ASSEMBLED DAY OR NIGHT DISPLAY 
WITH NEVA-CLOG CAN BE ELECTRICALLY 


STAPLING PLIERS iit LIGHTED AND USED 


AND STAPLES WITH OR WITHOUT 
Nayealite 











FLASHER 


NEVA- NO-RING 
CLOG LOOSE- 
STAPLING LEAF 
PLIERS fad 
AND BOOKS 
STAPLES tone 
BINDERS 


STAPLING PLIERS 


NEVA-CLOG PRODUCTS CORP. 
BRIDGEPORT, CONN. 
























The line broad enough to 
meet every need, of out- 
standing merit, obtainable 
at low price will do it. 


Your ribbon and carbon 
business CAN be increased. 


Users are eager for the best. 





—_ _ L 
ty AT. 


r Biscay 
CORDS eETEF 


“THE COMPLETE LINE” 


Clean-Cut Impressions, Neater Work 


STORMS’ Ribbons and Carbons are sold throughout the world; increased 
sales prove their ability to meet all competition. 

STORMS’ HEKTOGRAPH CARBON PAPER PRODUCES MAXI- 
MUM NUMBER OF COPIES OF GREAT COLOR STRENGTH AND 
LEGIBILITY. Ask for samples. 

STORMS’ Carbon Rolls are made with greatest care, and in such variety 
as to meet every demand. Try Stormbest Rolls for Underwood-Elliott- 
Fisher Machines. 


H. 4. Storms Company 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 Grand Avenue, 
Brooklyn, N. Y. 
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at the American Furniture Mart, Chicago, and received 
favorable attention. Based on this indication of popu- 
larity, factory production has been speeded up to insure 
prompt service on dealer orders. 
a 

Typo Trading Announces Additions to Line 

The Typo Trading Company, 65-67 Duane street, New 
York, N. Y., is offering two new items, one an attractive 
monogram calendar top plate that permits the dealer to 
initial a calendar for his customer’s personal use, and the 
other a calendar diary called the Ever Ready “Daily 
Recorder.” 

The monogram plates are made with extra deep etching 
and a raised center panel with space provided thereon for 
three initials. The plates are made in two sizes and are 





TWO NEW TYPO 
ITEMS.—Above is an 
Ever Ready calendar 
equipped with a mono- 
gram plate. Below is 
the Ever Ready “Daily 
Recorder.’’ 





interchangeable on each style loose leaf calendar or memo 
pad in their respective sizes. They are made up in kits con- 
taining both four inch and five inch plates and an ample 
quantity of initials to meet average requirements. The 
kits are arranged for counter display. 

Simplicity of construction is the keynote of the Ever 
Ready “Daily Recorder.” Each page is retained and serves 
as an excellent means for refreshing the memory. The 
stand is rigidly built with a heavy gauge metal base and 
polished brass trimmings. There are no parts to assemble 
and no adjustments to make. 

pital 
New Acco Machine Makes Binder Folders of 
Ordinary Folders 


Arco Products, Inc. (The American Clip Company), 
Long Island City, New York, makers of Acco filing aids, 
have announced a new and interesting machine which will 
make a binder out of any type of folder. The Acco fas- 
tener machine, as it will be known, makes filing safe by 
means of a firm, strong binding compression that features 
every Acco fastener put into any type of filing folder. 

The machine impales and permanently attaches specially 
designed Acco fasteners to the stock of the folder itself. 


177 











Die 


JUNIOR 
and 


SENIOR 


Speed up Distribution 
Prevent Mislaying 

of Papers 

Capacity of Five 

or More Desk Trays 
Quickly Assembled 


Assembled without 
Bolts, Nuts or Screws 


Additional C 
ments as N 


Solid Bottom with 
1-inch Adjustments 
Open or Closed Back 
Label Holders 


on Both Sides 
This attractive desk accessory, because of its greater capacity 
and accessibility is cheaper and much more efficient than 
desk trays. The Junior model is 6 inches wide and the Senior 
10 inches. Adjustable partitions in 4-inch and 8-inch heights 
are easily fitted in the base slots which are placed 1 inch apart. 


Ideal for use as a distributing file. Baked enamel and lacquer 
finish in Green, Mahogany and Walnut. 


PRESSTEEL 


VERTICAL and VISIBLE 
INTER-LOCKING FILES 


Pressteel Interlocking Units will 
bring increased profits to you. 
A simple and efficient inter- 
locking method permits easy 
expansion into many combina- 
tions of like and different sizes. 
Units can be purchased as 
needed and added to other 
units to make rigid and com- 
pact cabinets. Each unit sold 
means others to follow. 





Double Drawer Assembly 


Pressteel Visibles are also 
interlocking and can be 
easily and economically 
expanded as records in- 
crease. Provides a con- 
venient, accurate and 
highly efficient file which 
will handle more cards in 
less space. The 17” depth 
permits placing on desks 
and storage in any stand- 
ard safe for fire protection. 





Write at Once for This New 1931 Catalog No. 10 
Showing Complete Pressteel Line 


THE PRESS PRODUCTS COMPANY 
DERBY, CONNECTICUT 























The Last Word in 
Foolproof Paper Fasteners 


OR 40 years Hotchkiss has enjoyed 


the confidence of business. Hotch- 
kiss Paper Fasteners have been leaders 

pioneers in developing, improving, 
perfecting the finest machines and 
staples it is possible to produce. 


But Hotchkiss is never satisfied with 
success alone. Progress demands con- 
stant experiment, invention, improve- 
ment. And Hotchkiss has always met 
that ideal of progress. This year it is a 
new feature that makes Hotchkiss Wire 
Stapling Machines absolutely foolproof. 


With this new improvement Hotchkiss 
Stapling Machines can't clog—inexpe- 
rienced operators can't get them out of 
order. In perfection, in satisfaction, in 
long life, in economy, in service Hotch- 
kiss 1A and 2A Wire Stapling Machines 
thus maintain their leadership. If you 
haven't yet placed your order for the 
new models do it now! 


Always stress to your customers the importance 
of using genuine Hotchkiss Staples 


Made by the world's oldest and largest manu- 
g 


facturers of Stapling Machines and Staples 


THE HOTCHKISS SALES COMPANY 
CONNECTICUT, U. S. A. 


NORWALK, 


Sole Domestic and Foreign Distributors 


HOTCHKISS 


MACHINES | structed in such a way that the removal of end books is 


PAPER FASTENING 
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The fasteners can not slip out of the folder when the com- 
pressor plate is removed. Thus the “play,” tilting and 


looseness of fit that frequently result when prong fasteners 


New 1931 Model— are placed in round holes is wholly eliminated. Two teeth 


on the base of the Acco fastener not only bite firmly into 
the folder to prevent such play and eliminate loose adjust- 
ment, but bend over and reinforce the folder at its weak- 


est point, its backbone. The Acco fastener machine thus 


makes any ordinary folder a snug, easily handled book-like 
binder folder. 
[The company states that the very moderate rental 


charged for the machine is insignificant when compared to 
the value of business records it helps to protect. Acco 
Products, Inc., services all machines free of charge, al- 
though the sturdy construction of the machines makes me- 
chanical difficulties rare. The company 
demand for this service and extends to dealers the privi- 


expects a lively 


lege of placing machines with large folder-using customers 

if they see fit. 
Additional 

Products, Inc., 


information may be obtained from Acco 


Long Island City, N. Y. 


aicaaniniisiamsai 
Welty Brings Out Pen and Pencil Sets 

The Welty Pen Company, 36 South State street, Chi- 
cago, Ill., has completed a new line of pen and pencil sets. 
six sizes and six colors. The sizes 
furnished are Nos. 14, 14-s, 14-sr, 16, 16-s and 18. The 
trim of both pencils and pens is uniform, comprising two 
gold bands, clutch clips. The barrels have 
rounded tops of graceful lines. The sets retail at $3.50, 


[These are made in 


and type 
$5.00 and $6.00 

The colors available are black-and-gold, black-and-white, 
jade green, onyx, blue-and-gold, green-pearl-black. 


———___—~>-—__-- 
Berloy Book Shelf Units 
New book shelf units offered by the Berger Manufactur- 
ing Company, Canton, Ohio, will accommodate a maxi- 
mum number of books for the space occupied and are sold 
at a reasonable price due to large scale production. 
Each unit is provided with six shelves adjustable on 


l-inch centers, and easily fitted into uprights. The shelves 





“BERLOY” STEEL BOOK SHELF 


are designed to prevent accidental removal, although their 


rearrangement is easily accomplished by simply sliding 


them into the slots of the uprights. Uprights are con- 
not obstructed. 


These units are similar in appearance and in construc- 
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What are the reasons for the great 
increase in the popularity of Semi-Hex 
pencils? Perhaps it is their hand- 
some appearance —or their rounded 
edges (comfort) — or their super-smooth 
leads (speed)—o- the advertising. 
Probably it is all these combined — plus 


a@ generous profit to the stationer. 





POSS SSSSSSSSSSSSSSSSSSSESSSSSSSSHSSSOSCSSOSHSOSHSSCHOOSSOOOOSO 


We will gladly send you the complete 


‘““Semi-Hex story’’ with samples. 


THE GENERAL PENCIL CO., JERSEY CITY, N. J 


POSS SSSSSSSSSSSSSSSSHSSSSSSSSSSSHSSOSCSOSOCSHOSSOSHSOOOOOS 





LIVE ON TOP OF THE 
WORLD...IN NEW YORK 


Stop at New York’s 
largest and tallest hotel...2500 
rooms...43 stories high...every 
room has radio; both tub and 
shower; Servidor; circulating 
ice-water; full-length mirror; 
bed-head reading lamps. Four 
popularrestaurants.Tunnelcon- 
nection toPennsylvaniaStation. 


HOTEL NEW YORKER 
Manhattan‘’s Largest Hotel 
34th STREET AT 8th AVENUE, NEW YORK 


Ralph Hitz + Managing Director 





+ 














time and effort in office work, is built into 
these desks. To do justice to the Western 
line one must consider the wide variety of sizes 
and styles in both period and commercial de- 
signs. Fully illustrated catalog with specifications 
awaits your request. 


Western Furniture Company 


Blair Ave. and Palm St. 
(a NR SS ek AAT MRE 
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FiberstoK 


RED 


> . 


Brief 


Covers 


Brown 








Pearl Gray—Blue 


Orange—Slate 


Attractive, more durable, with improved gusset-type back 
to — expansion of one-half inch. For sheets 11 x 84% 
inches, punched to accommodate standard loose-leaf paper. 
They are in constant demand for binding 
Sales Manual or Prospectus 
Office Reports, Audits and Statements 
Contractors’ Specifications 
Student Themes 
Packed fifty of one color in convenient shelf box 
To Retail at 10 cents Each 
Ask for sample set! 


NATIONAL FisperstoK ENVELOPE Co. 


429-447 Moyer Street Philadelphia, Pa. 
Chicago Warehouse New York Office 
54 W. Lake St. 150 Nassau St. 





Talk and Show 


WESTERN DESKS 


The Sells 


Demonstration 








For the sales attack, noth- 
ing is so good as equipment 
that speaks for itself and yet 
leaves many points of excellence 
to be dilated in demonstration. 
All the requirements of good crafts- 
manship in size of parts and method 
of fitting are strictly attended. Every 










convenience known for saving motion, 


ST. LOUIS, MO. 
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DAVIDS’ 





FOR FOUNTAIN PEN 
AND GENERAL USE 


A free flowing, non-corrosive, permanent 
ink, filling the demand for quality which 
brings repeat orders. 


Write for Catalogue and Prices 


Thaddeus Davids Ink Co., Inc. 
Makers of Fine Sealing Wax—Inks—Adhesives 


95-97 VANDAM ST., NEW YORK, U. S. A. 
ESTABLISHED IN 1825 
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PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all 
sizes, mail and tape baskets, space baskets, 
built up trays, locker baskets, PEERLESS 
paper burners, wire globe guards, office 
partitions, wire guards, etc. SPECIAL 
WIRE GOODS MADE TO ORDER. 


WN PEERLESS 
& fm 86 WIRE 
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The Best and Cheapest 
Transfer Binder 


The F. B. Loose Leaf Holder is a distinct convenience and 
economy for small firms and the convenience and economy 
increase with the size of the business. For the small firm, 
F. B. is a useful office implement; for the large firm, F. B. 
is practically a necessity. F. B. is adjustable to size of 
records and distance of centers. The capacity is regulated 
by interchangeable posts. 
Retails at $3.50 per dozen sets, F. O. B. New York. 
Ask for samples. 


The F. B. Mig. Company 


New York, N. Y. 


Looseleaf 
|= (©) BD) pe 


1228 Intervale Avenue 


Mek B, 




















what CERTIFIED 


REG. U. S. PAT. OFF. 


means to an Accountant 


Across a check, CERTIFIED is the 
guarantee of the bank. On a carton of 
adding machine rolls it is a pledge of 
quality paper, full length, unbroken 
and free from lint. There is a staple, 
steady demand for adding machine 
rolls in every business locality. Lead 
it to your door. If you don’t carry 
CERTIFIED (Trade Mark Reg. U. S. 
Pat. Off.) now, write us for samples 
and prices. 


U.S.LACE PAPER WORKS 


INCORPORATED 


163 UNION AVE. BROOKLYN, N. Y. 
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tion to the standard library stack and can be used to ad- | 
schools, libraries, universities— 
Shelf units are shipped set up— 


vantage in law offices, 
wherever books are kept. 
with or without ends finished with end panels, only one 
pair of end panels being required for the exposed ends of | 
each group of units. 

The standard finishes are olive green, 


Descriptive literature will be supplied by the manufacturer, 


grey or brown. 


upon request. 


a 
Device for Keeping the Desk Free 
“Tidy-Desk” Junior and Senior is the descriptive no- 
menclature of a distributor device in two sizes gotten out by 
Corporation of Derby, Conn 
is declared 





Pressteel Engineering 
a cut of which is shown herewith, 


the 
This device, 





ONE OF THE “TIDY-DESK” DEVICES 


to speed up distribution of mail and other papers, mini- 
mizes the mislaying of documents and to have other ad- 
vantages, including greater capacity than a desk tray. The 
device is quickly assembled, without bolts, nuts or screws 

The Junior model is six inches wide and the Senior 
model ten inches. Adjustable partitions in four-inch and 
eight-inch heights are easily fitted into the base slots which 
are placed one inch apart. 


. ° 
Power Driven Corporate Seal 
Preliminary announcement was made some months ago 


by the American Seal & Stamp Company, 120 South Clark 
street, Ill., seal. 
This device has been perfected, 


of its power driven corporate 
and will be in production 


Chicago, 





POWER DRIVEN CORPORATE SEAL 
The mechanism is shown within the reproduction of 
the impression of the seal. 


AMERICAN 


was designed to simplify the 
stock shares, diplomas and 
quantity. Such be done 
executing fifteen copies per minute 
Many 


before long. This device 


work of issuing corporate 
other documents in 
quickly and neatly, 


when sheets are fed to the seal individually. 


work can 





seals 
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HERE 1S THE NEW 


UNIVERSAL 
SLIP-SHEETER 





ROTARY 
STENCIL 


How Many 


Duplicators in Your 


Territory? 


A very large number no doubt and most of them in con- 
tinual use. Also most of them have not been equipped 
with slip-sheeters because there has been no practical de- 
vice available until the Universal was produced. Thus the 
Universal Slip-Sheeter presents a profitable sales oppor- 
tunity. 


The Universal Slip-Sheeter is extremely simple and very 


| sturdy in construction. It is absolutely positive in action. 


Operates automatically with any speed of machine. Easy 
running and quiet. Can be attached or detached like a 
receiving tray in a jiffy. Enables Mimeograph to do clean 
work on any kind of paper. 


DEALERS — AGENTS 


Dealers and agents: There is a general need for Universal 
Slip-Sheeters in your territory. Dont delay to get full 
information about this unusual opportunity at once. Write 
today. 


MODERN MAIL 
EQUIPMENT CO 


240 Broadway NEW YORK 
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\{ [STEEL ruRnrTURE 





A Complete Line of 
QUALITY STEEL 


—DESKS— 


1002 Flat Top 
Double Pedestal Desk 





Modern business accepts no excuses—cannot 
tolerate them. 
To the slogan, “Get results at lower costs.” 


Today successful businesses, 


1000 
Flat Top 


Single 
Pedestal 
Desk 





and men who march in the swift moving 
parade of progress are ever on the alert for 
men, plans, ideas and equipment that delivers 
results at profitable costs. 


1006 Flat Top 
Secretarial Typewriter Desk 





The Steel Furniture Desk Line has a quiet air 
of distinguished taste together with new con- 
struction features moulded in steel by master- 
craftsmen. 





DEALERS: Write us today as there may be an 
exclusive franchise open in your territory. Ask 
for descriptive literature, Prices and discounts. 

















STEEL FURNITURE | 


BALDWIN PARK, CALIF. 
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permit multiple impressions, and when this is the case 
thirty-five impressions per minute are possible, present- 
ing two or more documents to the seal at one time. 

The American power driven seal is 6% inches wide and 
fifteen inches long. There are no exposed parts, and the 
mechanism is proof against manipulation or damage. The 
designer points out as advantages that perfect impressions 
of the seal are made at a speed compatible with the re- 
quirements of the work in hand. 


en 

Two Handy Devices 

The J. E. Mergott Company of Newark, N. J. is ener- 
getically pushing the Jemco pocket file for appointments, 
addresses, notes, etc. This file measures 44x84 inches 
and fits inside the coat pocket. Its weight is three ounces. 


On the inside cover is a pocket for letters, etc. The file 








JEMCO POCKET SECRETARY 


contains an index for appointments with a removable card 
for each day in the month. Also a permanent index for 
names to be listed alphabetically with space for address. 

Another new device is the Jemco desk secretary, a handy 
desk pad with a fool-proof perpetual calendar and a 
genuine Remington Rand index for telephone numbers and 
business addresses. 

The J. E. Mergott Company will be happy to give fur- 


ther and fuller particulars. 


ceiecintiaitttipesinmns 
Improved “Automatic” Five-Drawer File 

The Automatic File & Index Company, 427 West Ran- 
dolph street, Chicago, Ill., has announced its new five- 
drawer filing cabinet, which is but 57% inches high, com- 
plete with bottom locking guide rods and ample clearance 
This assurance of ready visibility is amplified by 
V-expansion” feature. 


for tabs. 
the workings of the company’s 
When the drawer is expanded at front and back as it is 


“ 


opened there is a half “V” angle of forty-five degrees. 
angle of nine inches in the 
from the ver- 


This forms a complete “V” 
drawer, the contents falling into the “V” 
tical (or compressed) position, dropping 1% 
Thus the contents in the top drawer unexpanded 
When the drawer is ex- 


inches in 
height. 
are 5534 inches from the floor. 
panded the contents are only 54% inches high 

In the case of a file clerk of small stature the nine-inch 
“V" expansion relieves her of any tugging at the folders. 
In the top drawer she can read easily the contents of the 
papers she seeks, or can remove the folder without effort 
The nine inches of working space allow her ease—she need 
not release the follower block—nor does she have to lift 
the folder nine inches above the remaining contents of the 


drawer in order to clear them. 


————— 
Ingenious and Practical Index Kits 
The Guide System and Supply Company, 335 Canal 
street, New York, N. Y., has brought out two styles of 


index kits having valuable features of utility. The Number 














MARCH, 1931 


HOLD A 
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for stapling machines until you have seen the new 


KRANITZ STAPLER 


16 ACTUAL SIZE 


Price 


$6.00 


West of Rockies, $6.50 


For a Good Salesman 





A. PB. LITTLE, INC. 


ROCHESTER, N. Y. 


New York Office: Bible House, Astor Place 


Krantz steps out ahead of the industry with a brand new 
Compression Stapler, differing both in principle and design 
from the well known types now on the market. 


The Krantz Stapler represents a distinct advance in con- 
struction, introducing new features, improvements and ad- 
vantages never before obtainable in any stapler. 


Lever action—same pressure for one or 40 sheets. Rotating 


Anvil—two types of stapling. Neat, compact and sturdy. 
Finished in gun metal. Nickel trimming. Rubber feet. 
Weight 2 pounds. Guaranteed not to clog or jam. 


Manufactured by 


KRANTZ MANUFACTURING CO. 
35 East Wacker Drive 
Chicago, Illinois, U.S. A. 


























ON THE 
BEST 







one. 





No. 2412-6 LBS 


S. K. PIERCE & SON CO. 
GARDNER, MASSACHUSETTS 
BROOKLYN 





















Ask for New Cata- 
logue No. 55 if you 
have not received 








BOSTON SAN FRANCISCO PHILADELPHIA 
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anderatt 
esks 








Known and acknowledged for forty years as substantial furni- 
ture, up to date with the needs and aspirations of American 
business desks of our manufacture are in the future to be iden- 
tified by the above mark. 

Woodcraft Desks are made in the various styles and sizes pre- 
ferred by business men today, from the simple, commercial de- 
signs to the beautifully formed executive suites which include 
chairs, tables, costumer, waste basket, etc. All Woodcraft 


Desks are illustrated and described in detail in our new catalogue 
sent on request. 


O. C. S. OLSEN COMPANY 


2527 Moffat Street 


CHICAGO 
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ILPACO 





The New lipaco Stencil is 
packed in a most attrac- 
tive, substantial box. 





eM len | Al) mele] eles) 





Iipaco No. 1400 — Intensely 
black, free flowing; the finest 
ink for fountain duplicators. 
Medium consistency, dries 
quickly Guaranteed not to 
harden on the pad. 


SUPPLIES 


A LINE THAT STAYS SOLD 


Tre dealer who handles Ilpaco duplicating inks and dry stencils 
has the advantage of selling a line which is built to overcome 
sales resistance. The stencils and inks both are of the highest quality. 
They are put up in beautiful packages which attract the eye of the 
customer. This first impression helps to establish new accounts, and 
the quality of the merchandise serves to make this new business 
permanent. 
The prices and discounts are attractive. 
Complete information upon request. 


ILLINOIS PAPER CO. 


516 W. Jackson Boulevard CHICAGO 











These two quick-fire sellers are 
typical of the Art Steel Line 


This new era of conserva- 
tive buying you must have 
confidence in every item 
on your shelves. That's 
why so many dealers are 
turning to Art Steel. 


Art Steel Office equip- 
ment is made right—of the 
best furniture steel—elec- 
trically welded—stanchly 
designed—beautifully 
and lastingly finished. 


And every article in the 
line is there because it is 
@ quick steady seller — 
quality at a popular price. 




























San for the Asco catalog 
showing « complete line of card 
cabinets and boxes—cash and 
trong boxes—box files—filing 
cabinets—waste baskets, etc. A 
triel order will convince you of the 
advantage in dealing with Asco. 


Write at once for complete 
information. 


ART 
STEEL CO., Inc. 


300 East 145th St. 
New York, N. Y. 











The Perfection Daily Reminder has been simplified and is now 
very reasonably priced. It is made in three sizes: 4x634 inches, 
5x8 inches, 64%4x10 inches, and can be had in five finishes: Black 
Enamel, Olive Green, Mahogany, Statuary Bronze, and Brush 
Brass. The bases are made of steel and equipped with rubber 
plugs at the four corners which prevent the metal from scratch- 
ing the desk. The pads are printed on a high grade 16 Ib. bond 
paper. At the top of each sheet appears the past, the present and 
the coming month. 

The Perfection Daily Reminder can also be used as an adver 
tising medium by imprinting the plate. Imprint prices and fur 
ther details on request. 


“The House of Service’ 





“DEFIANCE © 


SALES CORPORATION 


| Si 


Stationers’ Glassware, Hardware and Specialties 


72-78 SPRING STREET NEW YORK, N. Y. 
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One kit, for the desk, contains 100 three by five ruled cards 
and a twenty-division alphabetical index. It is made of 
tough fibre red rope stock with strong cloth reinforcement, 
and has a compact and attractive cabinet base. It is light 
and flexible and fits in any desk drawer or shelf space. 

Kit Number Two is a pocket-style device—an adaptation 
of the Number One style. It is simple, portable and col- 
lapsible, adjusting itself to varying quantities of cards. It 
is made of high-grade tough fibre red rope stock, with 














“GUSSCO” INDEXED KITS 
cloth reinforcement at points of greatest stress and wear. 
It is supplied complete with 75 three by five ruled cards 
and fifteen-division alphabetical index. 
Both styles are offered at low prices, ensuring dealers a 
rapid turn-over. The company will supply information, 


discount terms, etc., immediately on request. 








A-S-E UTILITY RACK.—tThis new 
rack, made by the All-Steel-Equip 
Company, Aurora, Ill., was de- 
scribed in the New Machines and 
Devices section of the February is- 
sue of Office Appliances on page 43 
The illustration was received too 
late for use last month 











The Perfection Daily Reminder Calendar Improved 

The Defiance Sales Corporation, 72 Spring street, New 
York, N. Y., announces an improved and simplified Perfec- 
tion Daily Reminder calendar pad. It is made in three 


sizes as follows: 4x63 inches, 5x8 inches, and 6% x10 
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The finest Platen made 
is identified by .. . 


A RED LINING!! 











E firmly believe the “Invincible” 
W) Non-Hardenine Platen to be the fin- 


est made. Its Red Lining positively iden- 
tifies it as a platen without equal 
and for a host of reasons. 


It is not susceptible to climatic changes. 
It varies in density barely three points in 
a year. It contains no free sulphur . 
the cause of blooming. It maintains the 
same paper-gripping qualities and resili- 
ency after twelve months or more of con- 
stant use. And, most of all, the “ Jnvinci- 
ble’ will not harden. 


A RE-COVERED PLATEN 
FREE OF CHARGE! 


To better acquaint every typewriter dealer 
with the quality of our products and the 
standard of our platen re-covering serv- 
ice, we should like to send you a booklet 
that covers many important details about 
platens and their manufacture. And, in 
addition, we will tell you how to secure a 
re-covered platen free of charge. 


MAIL THE COUPON... 
TODAY! 


AMERICAN WRITING MACHINE Co. 
374 BROADWAY NEW YORK 


Offices in all Principal Cities 


AMERICAN WritiInG MACHINE COMPANY, 
374 Broadway, New York City. 


Gentlemen: Kindly tell me how I may receive a re-covered 
platen without cost to me. Also, send me your new booklet 
which contains detailed information about platens and 
their manufacture. 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 1. 614 inch blade. No. 4. 12% inch blade. 
No. 2. 81% inch blade. No. 5. 15 inch blade. 
No. 3. 10'% inch blade. No. 54. 18 inch blade. 


24 inch blade. 


No. 6. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 











The Papers Were There But 
the INK Had Faded Awa Ly 


| 
| | AD 











a 









Thats Why Important 
Records are Usually 
Written with y 


SANFORD'S 


@uf PREMIUM WRITING FLUID 
‘The Ink That Has Defied Time for 70 Years’ 








OFFICE APPLIANCES 


inches. The finishes offered are black enamel, olive green, 
mahogany, statuary bronze and brushed brass. Rubber 
plugs at each corner of the steel base prevent the metal 
from scratching the desk top. The pads are of 16 Ib. bond 





REMINDER CALENDAR PAD 


PERFECTION DAILY 


THE NEW 
paper, with mottled edges. At the top of each sheet is 
printed the date, and the current month flanked on the 
left by the past month and on the right by the next month. 
The metal cover plate at the top of the pad may be im- 
printed, if desired, so that the calendar can be used as an 
advertising specialty. 

SS 
Bates Offers Letter-Slug Holder for Numbering 
Machines 

The Bates Manufacturing Company, Orange, N. J., has 
announced a letter-slug holder which can be used in any 
Bates numbering machine in place of a letter wheel where 


Ae 


{ A \\ 
/ “ G 
(f \J_ 
|| BA ‘ CD 
vA 
p ) 
LETTER-SLUG HOLDER FOR 
BATES NUMBERING MA- 
CHINES 
more than twelve letters (the maximum on a wheel) are 
required. Letter slugs can be inserted and removed easily 
by means of a pair of tweezers, when the letter-slug holder 
is used, making it possible to use any letter of the alpha- 
bet. The holder is made only for Bates machines. 
a 
W. J. Schaffer Back in Typewriter Business 
Thirty years ago Walter J. Schaffer established the El 
Paso Typewriter Company in El A few 
years ago he closed up his shop and entered other fields. 
Recently he made an extended visit to the principal 
typewriter factories in the East for the purpose of getting 
better posted on the mechanical end of the business. He 
has now re-opened his business using the same name un- 
der which he operated before, specializing on a plan of 
monthly inspection of typewriters. He also carries a full 
line of rebuilts, both for sale and for rent, portable type- 
writers, adding machines, check writers and Mimeographs. 
The new business, which includes a general line of office 
supplies, is in the First National Bank building, El Paso. 
The selling end of the El Paso Typewriter Company 
business is handled by Homer L. Dale, a well known type- 
writer man. 


Paso, Texas. 


writer and check 
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STRAIGHT CUT Mi | “Pelouze” Postal Scales 


TABBED and "s HEY tell automatically the exact amount 
c of or in —. required ~ all mail 

matter, including parcel post rates by zones. 

G U | D : H E | G H T Warranted accurate. Beautifully finished in 


French gray or gold bronze enamel. 


L D Zl n = Made in Several Styles 
_ Intended for 


individual 
desk, library, 
office or ship- 
ping room. 


re 


(ax axtvax 





# Guide Height 
 &@ folders are the new- 
# est addition to our 
# Folder line. In 


- fo 7 keeping with our Dealers Supplied by 
He policy to supply : 
Leading Jobbers 





the best at reason- 




















| g 
A , — able prices, these © 
f fF folders are manu- {| 
| S—4 factured of the finest stock ASK FOR 
: and priced lower than anyon jf PELOUZE SCALES 
i eee ae the market. Special features & 
ee — are—uniform quality, clearer > National 
a. oe : scoring and — corner. is i 
Free Samples and price list To be had in 6, % % and  Pelouze Manufacturing Co. 
sent upon request. % cuts. i 7 , 
| 232-242 East Ohio Street, Chicago, Ill. 
The Wa rshaw Mig. Co., Ine. s Original Manufacturers Reliable Automatic Postal Sales 
35 York St. Brooklyn, N. Y. i “The Best Scales to Use Are Made by Pelouze” 
oy 








The use of 
Genuine Woods in Manufacture 
is a strong advantage in selling 


ORPIN 


200 GRADE 





Guna is a simple word; practically everyone understands 
it. An article of furniture constructed of combination woods 
and finished to simulate something else is not nearly so de- 


They always come back for more 


“ ° ” “oe > ” 
sirable as “genuine mahogany” — genuine walnut. Who ever heard of a Vul-Cot user changing his ‘‘brand’’ when 
There are so many degrees of quality in substitutions that the he needs more wastebaskets? And what dealer ever switched to 
actual worth of such a product is difficult to establish. With oy oe By wef in — of be rang It om isn’t — — 
. . . " . as e its sellers an its uyers for over thirty years 

the genuine, it Is Not so. The word is a pledge of value and cause it is all that a wastebasket should be—good-looking, dur- 
it makes the Orpin 200 Grade outstanding. Metal knobs or able, efficient and profitable. 

wood pulls are regular equipment There is all over harmony National Vulcanized Fibre Co. 


of design. The delivered price compares favorably. ly 
These are powerful advantages. Why not check up our Wilmington, Delaware 


‘ORPIN DESK COMPANY VUI-COor 


121 MEDFORD ST.--- CHARLESTOWN, MASS. a 
-the national wastebasket 
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A PRACTICAL NEW YEAR’S PRESENT! 





Your Customer Will Want to Give His 
Desk the Time and Worry-Saving— 


BR PP 


DI a 


VERY SALE means a good profit. Every sale 
means a pleased customer, with whom desk- 
chaos changes to desk-order. 
Keeps papers near at hand but uncrumpled and 
neatly segregated. Eight to twelve times the ca- 
pacity of trays for the same desk space. Made in 


four sizes. 


“Order Out of Chaos” 
Stanley R. Bristow West Orange, N. J. 


| Graffco_ : 



















GRAFFCO products aren't just supplies! They're 
rugged, well made time-savers that able business 


executives welcome in a year of intensive sales 
effort. GRAFFCO Map Tacks have a solid alumi- 












num head with a sharp, needle-like point. Suggest 
their use for’a* hundred and one things; locating 
warehouses, power plants, salesmen’s routes, 


sales, etc. Made in a wide range of 20 vivid 
colors and hundreds of combinations that instantly 
attract attention. 

GRAFFCO Vise Signals project for use with card 
index systems and Viz Signals are non-projecting 
for visible systems. Made in 12 brilliant colors 
and many styles for all kinds of follow-up work. 


In the Orange and Black Container 


if you do not already stock 
this line, send us your name 
and address. We'll be more 
than gled to tell you about 
the superior qualities that 
have created a world-wide 
demand. 





You'll like the new orange 
and bleck containers for the 
GRAFFCO line. Their uni- 
form attractiveness and the 
word GRAFFCO is your 
assurance of @ good product, 
reasonably priced. 


GEORGE B. GRAFF COMPAN 


\ ] | » 
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Include Sainberg Accessories 


with your desk displays 


The desk equipped for use 
is far more convincing and 
desirable than the plain walnut 
or mahogany surface. Equipping 
the desk helps sell both the desk and 
the equipment. 
SAINBERG specializes in matching office 
furniture with desk pads, leather covered 
waste baskets, letter trays, calendar stands, 
rocker blotters, correspondence folders, etc 
those items that promote comfort and efficiency in 
office detail. 


Ask for a copy of 
Sainberg & Company, Inc. 
37-45 W. 26th SL, New York, SY. 


Desk Pads Office 


““Beautifying the Office” 


Manufacturers of and Accessories 

















Familiarize 


Yourself —“~ 
with these 
Convenient and Profitable New Features of 


Waterwell Jars of WHITE PASTE, 


. 2 (Photo Mounter) and 
HIGGINS’ prawine coarp 
and LIBRARY PASTE 
The Cap: Aluminum—will not rust nor corrode. 
No seams nor joints, preventing evaporation. Flat 
topped dome facilitates display and storage. 


The Contents: New formula, warranted proof 
to mould and to darkening in color. Absence of 
necessity for protective layer of paraffin improves 
appearance and renders adhesives ready for imme- 
diate use. 

Higgins’ White Paste (Photo Mounter) is ideal for all home, office and 
library use for mounting photographs, etc. Higgins’ Drawing Board 


and Library Paste, for repairing and labelling books and for use by 
artists and draftsmen, will adhere more quickly and tenaciously than any 


other adhesive. 
Send for New Price List 


CHAS. M. HIGGINS & CO., Inc. 
271 Ninth Street BROOKLYN, N. Y. 
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PENS AWD PENCIES 


Atlanta, Ga.—The Scripto Pencil Company plans the erection of a 
$100,000 plant, to be ready for occupancy about May 1. 

Chicago, W1.—Hal Johnson, formerly advertising manager for The Wahl 
Company, has become director of sales and advertising for the French 
Lick Springs Hotel Company, French Lick, Ill. 

Cincinnati, Ohio.—Fire February 11 in the plant of the Pick Pen Com- 
pany endangered employees and did considerable damage to the plant 
Fortunately no one was affected seriously, as three exits permitted all 
to get out safely before the fire made much progress. 

Fort Madison, lowa.—-Fritz Pohle, commercial traveler in Latin America 
for the W. A. Sheaffer Pen Company, returned in February from a trip 
into Mexico, Central America, South America and the West Indies 
Business conditions were better than might have been expected 

New York, N. Y¥.—The Swan Pencil Company, Inc., has enlarged its 
show rooms at 221 Fourth avenue. 

New York, N. Y.—The Perfect Fountain Pen Company has moved to 
4168 Broadway. This business owned by Harry Wolf, specializes on 
fountain pen repairs for dealers 

New York, N. Y.—Mark W. Peters has joined The Eagle Pencil Com- 
pany as manager of the fountain pen and mechanical pencil department 
He had been with the Grieshaber Pen Company, Chicago, nineteen years 

San Francisco, Calif.— Oliver Pierce, Pacific coast manager for the 
Conklin Pen Company, 101 Post street, has returned from the sales 
conference at Toledo, highly elated over the new sackless pen that he is 





now introducing to the Western trade 

San Francisco, Calif.—It was the twenty-sixth of January that L. O 
McCoy of the McCoy Pen-Pencil Service, 313 Phelan Building, celebrated 
his twenty-first business birthday, all in the pen business. He is official 
service-man for LeBoeuf and Moore fountain pens and pencils 

San Francisco, Calif.—The representative of the John Holland pen and 
pencil line, C. M. Kimmel, has returned from a good business trip 
through the Sacramento valley. A marine green pen and pencil set, 
a “‘Chic’’ set in leather case, and desk sets in vari-colored opal have 
been favorites 

eH — 
“Trade Routes and Costs in Latin America” 


The Latin American division of the United States Department of Com- 
merce has compiled ‘‘Travel Routes and Costs in Latin America.’’ This 
is No. 100 in the Trade Promotion Series, and can be obtained for fifteen 
cents from the branch offices of the department, or from the Superintend- 
ent of Public Documents, Washington, D. C. 

The bulletin includes steamship and rail connections, cost of hotel ac- 
commodations, and brief outlines of conditions at the chief commercial 
centers. No. 11 supplants the Commercial Travelers’ Guide to Latin 
America which had been issued heretofore by the bureau 

This publication is arranged according to the order of countries which 
would be visited in making a complete tour of Latin America from the 
United States. It begins with the West Indies, then covers Central Amer- 
ica, northern South America, the West Coast, the River Platte region, and 
finishes in Brazil. 

ee 
“Cuban Adjustment to Current Economic Forces” 

A new study of economic trends in Cuba has been prepared by the 
United States Department of Commerce. This is Trade Information Bul- 
letin No. 725, which can be secured for ten cents from the branches of the 
department, or from the Superintendent of Documents, Government Print- 
ing Office, Washington, D. C 

The economic structure of Cuba has felt drastic changes because of the 
drop in the price of sugar. While Cuban imports from the United States 
during recent years have declined, the republic is still our third best 
market in Latin America. The bulletin discusses the sugar industry of 
the island, and shows how the changed situation has forced the country 
into new activities, and what progress has been made in its new economic 
development. 


———— 
Helpful Book on Internal House Organs 

“Employee Magazines” is a recent issue by the policyholders service 
bureau of the Metropolitan Life Insurance Company, 1 Madison avenue, 
New York, N. Y. This presents the results of a study of the principles 
and practices on which are based the successful publishing of internal 
house organs. The booklet can be of assistance to organizations embark- 
ing on the publication of a ‘‘family’’ house organ, as well as to those 
now issuing a periodical for circulation within the ranks. More than 200 
such publications were studie@. The book is fully illustrated with examples 
of covers and layouts. Various matters of policy are discussed, and help- 
ful suggestions offered 

——— 
Commercial Courses in Continuation School 

The Board of Education of Chicago is offering its Commercial Con- 
tinuation School at 607 Plymouth Court as an opportunity to high school 
graduates, unemployed, to utilize their spare time in preparing themselves 
for commercial positions The following instruction is available to men 
and women of all ages Shorthand, beginning and advanced; Dictation, 
all systems, all speeds; Business letter writing; Machine calculation ; 
Business arithmetic; Secretarial course; Public speaking; Filing; Sales- 
manship ; Mimeographing ; Multigraphing ; Dictaphone ; Accounting ; Type- 
writing; Penmanship; also special courses for adults in dressmaking, 
millinery, remodeling, weaving, cooking, nutrition, special diet planning, 
and other practical courses for the homemaker 


Stenciling for Walnut Shipments to France 


Commerce Reports] Walnuts and walnut meats are prohibited entry 
into France unless the packing cases, cartons or bags in which they are 
shipped bear in conspicuous indelible letters the full name of the country 
of origin. The proper marking of such shipments from the United States 
would be “Etats Unis d’Amerique.”’ Stenciling is accepted as a satisfac- 
tory method of marking. The letters must be of sufficient size to be easily 
apparent 
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The interchangeable, right and left side shelves on Sherman-Manson 
Tubular Steel Stands hold what you want where you want it. 


The patented Foot Locking Device holds the stand firmly on the 
floor or raises it onto its easy rolling casters for quick movement 







SHERMAN-MANSON MEG. CO. 


621-31 S. Kolmar Ave., Chicago 


Please send folder with full information regarding your new, lower prices. 











Save time, trouble with 


“THE BUYER'S GUIDE’ 


Handy data on 
PENS 
PENHOLDERS 
COMPASSES 
BALL-BEARING CLIPS 


(in color, for signal and control systems) 


DRAWLET PENS 
(for drawing, letiering, addressing packages) 


DRAWLET INK 
This book is FREE. Ask us for it! 


EsTERBROOK PEN Co., 86 Cooper STREET, CAMDEN, N. J. 
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: FURNAS 


Costumers, of many styles 
| to harmonize with com- 
mercial designs and with 
the period furniture now 

im vogue. 


Designed and made up particularly 
for the commercial stationer and office 
urniture dealer, Furnas furniture is 
of the grades and styles in popular 
demand It offers the retailer es- 





profit Besides costumers, a good 

rrack of wardrobes cabinets and 

| mall tables are shown in the Furnas 
catalog, sent on request 


Furnas Furniture Co. 
Indianapolis, Indiana 


pecial opportunity for service and In 








Where space 
is very 
valuable 


it will pay the office 
equipment dealer to 
display these light du- 
rable stools and stands 
and it pays the user to 
buy them. 


Furnished with rubber 
tips, steel caps or cast- 
ers. Descriptive mat- 
ter and prices on 
request. 





Searles Electric Welding Works 


Manufacturers 


1850 Fulton Street Chicago 
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Chicago, I!!..-Theodore Stegall has joined the sales organization of 
the Commercial Furniture Company He had been with the Burroughs 





Adding Machine Company many years 

Chicago, t1!1.—The Popular Price Office Equipment Company, an estab- 
lished business at 204-06 West Lake street, has been chartered; capital 
stock, $5,000; incorporators—J. Fitzpatrick, H. E. Siebert and R. E 
Siebert 

Chicago, Itl.—-Gerber, Inc., 619-21 South Wabash avenue, has been 
chartered to deal in office furniture; capital stock, $10,000; incorporators 

Edward Gerber, John Schrank, Charles W. Bidwill and Herbert V. 
Preston 

Chicago, I11..-The Kohlhaas Company, formerly at 183 North Dearborn 
street, has moved to 204 North Dearborn street The building previously 
occupied has been vacated by the various tenants prior to wrecking it, 
to provide parking space for the automobiles used by business men of 
the vicinity 

Dallas, Texas.—The Office Equipment Company, 1312-14 Young street, 
has been organized to take over the office equipment business of the 
Dallas Printing Company, on an independent basis 

Franklin, Ind.—-The Franklin Desk Company, Inc., has been chartered 
to manufacture and sell desks, tables and chairs; capital stock, 1,250 
shares no par value; incorporators—-E. V. Knight, Dudley Cox and R 
Ray Banker 

Jamaica, L. 1., N. Y.—-Nestler’s Redding Shops has been chartered to 
deal in household and office furniture ; capital stock, $5,000; C. A. King, 
charter representative, Jamaica 

Newark, N. J.—Stag, Inc., has been chartered to deal in office equip 
ment; capital stock, $100,000; Herrigel, Lindabury & Herrigel, charter 
representatives, Newark 

New York, N. Y¥.—The Orthwine Manufacturing Company, 438 West 
Thirty-seventh street, has joined The Merchants’ Association of New 
York 

New York, N. Y.—-The New York Store & Office Fixture Company 
has been chartered; capital stock, $10,000; H. Brenner, 231 Hewes 
street, Brooklyn, charter representative 

Oberlin, Ohio..George T. Sedgeman has been appointed “G-F Allsteel”’ 
distributor here by The General Fireproofing Company 


Philadelphia, Penna.—-F. Hughes Company, office furniture, Eleventh 
mmon pleas court 


and Buttonwood streets, has been registered in the 
by Francis K. Hughes, 5322 Saul street 

Philadelphia, Penna.—-The Atlas Office Furniture Company, 905 Wal- 
nut street, has been registered in the common pleas court as a com 
mercial title by Samuel M. Cohen, 6643 North Eighteenth street 

San Diego, Calif..-_Walter W. Austin, of the Austin Safe & Desk Com 
pany, is a candidate for mayor at the spring election 

Toledo, Ohio.—-The Commercial Equipment Corporation has been char 
tered; capital stock, 250 shares no par value; incorporators—Leon J 
Douglass, R. K. Morgan and Harry Levison, 951 Spitzer building 
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Chicago, Ilil.-E. T. Battey, of the Boorum & Pease Company, has 
returned to his territorial duties, following an operation which prevented 





his calling on the trade for a month 

Kansas City, Mo.—Courtney Wall has opened an office at 404 McMillen 
building. He will represent the Trussell Manufacturing Company, cover- 
ing all of the southern states; the Reyburn Manufacturing Company, 
Philadelphia, and the Bankers Box Company, Chicago, covering the entire 
state of Missouri for the two latter, except St. Louis 

San Francisco, Calif.—Jack Polster, formerly representative here for 
the Wilson-Jones Company has become.manager of the wholesale sta- 
tionery business organized by A. Carlisle & Company, Upham & Rut- 


ledge, Inc 


MARKING DEVICES 


Chicago, ttl.—The Davenport-Taylor Manufacturing Company has 
amended its corporate charter increasing the capital stock from 4,000 
shares no par value to $150,000 and 50,000 shares no par value 

Elizabeth, N. J.—The Fulton Specialty Company has resumed sched- 
uled production in its plant, which was damaged early in the year by fire 

New York, N. Y.—The Stamp & Stationery Service has taken in- 
creased space on the second floor of the Publishers building, 35 West 
Thirty-second street and 34 West Thirty-third street 














a 
Customs Classifications Proposed by Argentina 
Commerce Reports] The Argentine customs authorities are preparing 
schedules covering a number of import items which have not been men- 
tioned heretofore in the Argentine tariff. For the most part these items 
have been dutiable on their c. i. f. value at port of entry. When the list 
is given official standing, the rate of duty will be assigned Included in 
the list of manufactures to receive specific duties are typewriter ribbons, 
iron check perforating machines and porcelain inkwells 
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For INDIVIDUAL Service 


IMPERIAL 
STEEL 


The office manager who selects the best methods for 
his operations and obtains equipment to provide for 
those methods will have the most efficient office. Fre- 








quently stock equipment comes only near enough to 
the requirement to indicate the need for equipment 
made exactly for the purpose and that is the oppor- 
tunity for IMPERIAL and for the IMPERIAL dealer. 
Supplied at a cost rivalling stock lines and supported 
by a co-operative sales policy providing plans and sug- 
gestions that aid the dealer in working with architect 
and owner, IMPERIAL offers marked advantages to 
the progressive dealer. Put your problem up to us. 


IMPERIAL STEEL CABINET CO. 


2150-2152 Fulton Street, CHICAGO 


























They Sell 
and 
They Stay 
Sold 


Announcing the New Tell City Provincial Suite 


Shown at the Chicago January market for the first time, this new group ‘ 

attracted more than usual attention and interest; we expect it to be- I ll * t Bx St 
come one of our most popular suites. While it is of graceful, intricate e l y 

exterior, the construction is fully as staunch and sturdy as many of the 

heavier, more massive models. The Provincial suite is made only in 

combination walnut, dull lacquer finish, and includes besides the No. Desk Com an 
834 desk illustrated, a single pedestal flat top and single pedestal type- p y 
writer desk, tables in two sizes, cellarette, waste basket, swivel chair and 


side arm chair. All of them are in stock now, ready for shipment. I//us- Tell City Indiana 


trations of the entire suite with specifications and prices on request. 
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How you can 
quicken profits 


EVERY stationery dealer who displays one or more of 
our small counter or table display cases immediately 
benefits by our continuous national advertising. Prove 
it yourself, 


Moore Push-Pins 


Glass Heads, Steel Points 
MOORE 
Push-less Hangers 


The Hanger with the Twist 
To Hang-up-Things 










Your Jobber can send 
you these displays:— 


STYLE “G”—48 10c 
Packets, Push-Pins 
only. 

STYLE “F”—42 10c 


Packets, Push-Pins 
and Push-less Hang- 














Our cae Style “G” 
MOORE PUSH-PIN COMPANY 
Philadelphia, Pa. 


Wayne Junction 
Established 1900 
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DIP! 


THEN WRITE 
FREELY—NO 
WASTED INK 
—NO SOILED 
FINGERS OR BLOTS WITH 

ECLIPSE Pneumatic INK WELLS 


You'll find absolute relief from all the ordinary 
inkwell troubles when you change to Eclipse 
Inkwells. Not only that—but there is a stately 
beauty to them that will enhance the good appear- 
ance of any desk. Banks by the thousands have 
made them standard equipment—as have other 
large users. The saving in ink more than pays for 
the cost of the Inkwells. You may have them in 
any one of a variety of patterns. 








Write for Dealer Proposal. 


(#. GENERAL ECLIPSE CO. 
fr Dept. A 

Danielson Conn. 
PES a 












To Get New Business 


is the only way you can increase your 
sales and profits during these times! 


PHILCO 
PATENTED 
PRODUCTS 


Will Do It! 


It is not likely that your present customers will buy more. 
You must have NEW customers. You can get them with 


TAB-EDGE CARBON 
PHILCO HUMIDOR PACKED RIBBONS 
LINE-O-GRAPH 
THE ERASER-PLACER 
CARBO-GRAPH 
HANDY PACK CARBON 
ETC. 


Send for samples, prices, etc., and be prepared to over- 
come the keen competition that will no doubt exist during 
at least the first part of 1931. 


Phillips Ribbon & Carbon Co., inc. 


ROCHESTER, N. Y. 








Mr. AUDITOR 


Here is a sorting device that will sort any series of 
tooo checks into 10’s in one sorting. 

Sent prepaid upon request. 30 day trial. 
tion. 


No obliga- 





Space required for sorter 6x18 inches. 

Windows and doors may be kept open and fan going. 
Made in any size and indexed to fit your needs. 
Write for Catalog and full details. 


THE KOHLHAAS CO. 
Manufacturers of 
Instant Reference Files 


204 N. Dearborn St. Chicago, Il. 
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TYPEWRELTE RS 


Binghamton, N. Y.—James T. Garritt has opened an office machine and 
supply business, also handling Shipman-Ward rebuilt Underwood type 





writers and Regal rebuilt Royals 

Bluefield, W. Va.—Nicholas P. Perkins, who operates also at Prince 
ton, has become a distributor for the Woodstock Typewriter Company 

Buffalo, N. Y.—C. K. Woodbridge has become vice president of the 
Remington Rand Business Service Company, Inc., in charge of sales 

Chicago, !1.—C. Y. Grayston, Underwood Noiseless specialist, and 
C. T. Mullan, of the supplies division of the Underwood Typewriter Com 
pany, visited the Chicago branch in February 

Chicago, Il!.—-The Chicago sales branch of the Woodstock Typewriter 
Company, located a number of years at 35 North Dearborn street, has 
moved to fine offices at 6 North Michigan avenue 

Chicago, Ill.—A. W. Barlow, western sales manager for the Royal 
Typewriter Company, Inc., left in February on a trip which will include 
the Pacific coast branches. He went west through the southwestern 
states 

Chicago, Il1.—W. B. Larsen, of the Royal Typewriter Company, Inc., 
has been doing special work in Chicago during recent months.—W. J 
Montgomery, of the dealer sales department, spent a day at the Chicago 


branch in February 

Cleveland, Ohio.—-George W. Swickert, formerly manager here for the 
Woodstock Typewriter Company, has been transferred to the Michigan 
territory as branch manager W. N. Long succeeds Mr. Swickert as 
local manager 

Duluth, Minn.—J. B. Meyer has returned to the service of the Wood 
stock branch here 

Elgin, ttl.—Clyde Pierce, distributor for the Woodstock Typewriter 
Company, has moved to 23 South Spring street. 

Eureka, Calif.-Wallace A. Brown, formerly with the sales department 
of the Underwood organization, has opened offices here, where he is 
handling the Underwood, Elliott-Fisher and Sundstrand lines 

Jacksonville, Fla.—A. L. Armstrong has organized the Woodstock Type- 
writer Sales Company, distributing the Woodstock typewriter in this city 

Lansing, Mich.—The Underwood Typewriter Company has taken addi 
tional space in the Capital National Bank building 

Los Angeles, Calif.—-The Eastern, Broadway at Ninth street, has 
opened a typewriter department on the tenth floor. This department will 
handle standard and portable typewriters of popular makes 

Los Angeles, Calif.—Jack Killian is operating in the financial district 
for the local branch of the Woodstock Typewriter Company He had 
been a star salesman at Kansas City recently.—W. D. Foster, formerly 
with the Minneapolis branch, is competing with Mr. Killian for honors 
in sales in this city R. G. Daniel, an experienced Woodstock sales 
man, has joined the local branch Of late he has been enlightening 
Denver on the merits of the Woodstock 

Madison, Wis.—George Beil has acquired the interests of C. W. Stein- 
forth in the Beil Typewriter Company, 523 State street Mr. Steinforth 
continues with the business as a salesman. 

Milwaukee, Wis.—-D. E. O’Hern, formerly with another typewriter man- 
ufacturer, has taken charge of the Woodstock Typewriter Company branch 
here 

Minneapolis, Minn.—H. J. Sorenson has become manager of the local 
branch of the Woodstock Typewriter Company. He had been selling at 
Cleveland for another typewriter manufacturer. 

Newport News, Va.—-The Epes Stationery Company has acquired local 
distribution of the Woodstock typewriter. This concern clears its busi 
ness through the Typewriter Sales & Service Company, Norfolk 

New York, N. Y.—The Morse Typewriter Company has been chartered ; 
capital stock, $50,000; I. M. Katz, charter representative, 280 Broadway 

New York, N. Y.—The local territories of the Woodstock Typewriter 
Company have been reorganized The territory has been divided into 
six districts, with the best producers in charge. They direct the efforts 
of the newer men. Jack Donnelly, Frank McCrossen and Bill Morris are 
in the Wall street end of the island, and Russ Morrow and Bill Prinz 
the uptown territories. Bill Klein presides over the destinies of the New 
Jersey territories 

Pittsburgh, Penna.—M. E. Bailey has been appointed manager of the 
Woodstock Typewriter Company's branch here 

Portsmouth, Ohio.—-The Brushart-Fuller Company has been estab 
lished at 814 Chillicothe street, handling typewriters and other office ap- 
pliances and equipment, and rendering mechanical service. John Brushart 
is the head of this business; Gilbert Fuller has charge of the office, and 
John Carroll takes care of service work. 

Pueblo, Colo._-The Pueblo Typewriter Exchange has been purchased 
by Fred Baer from Mike Keating 

Salt Lake City, Utah..-A. W. Morrison, Jr., has joined the Woodstock 
Typewriter Sales Company, selling typewriters. 

San Diego, Calif..-The Portable Typewriter Company has been estab- 
lished at 1066 Broadway by Cecil Lewinson. He had been engaged in 
the typewriter fleld here eighteen years before the present venture 

San Francisco, Calif.—William Reinheimer has become manager of the 
San Francisco branch of the American Writing Machine Company, 522 

(Continued on Page 194) 
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THE GUNN FURNITURE CO. 


Grand Rapids 
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Gunn 
Early Colonial 


CHARACTER 
STYLE 
REAL DESK COMFORT 


Wood or! Lino Tops 








Michigan 








Catalog on Request 











Standard of the 
Market 


VERTLKLIP card 
holders are practi- 
cal, enduring, and 


attractive. Differ- SS, ACTUAL 
ent sizes — nickel 
plated or mahogany 
finish. Spring clip 
is of clock spring 
steel. 


AIL-IN- 
ONE pa- 
per clasps 
have three at- 
tractive finishes and N»mber 15 

are made in three sizes. Free samples. 


gfe FRickER CORPORATION 
“10814 Berea Road, Cleveland,O 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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RIBBONS AND CARBONS 











COOK’S FILE SIGNALS 


Made by THE H. C. COOK CO. 
ANSONIA, CONN. 

















THE color | | 
tells instant- A 
ly. Let each color 
mean something || | 
and Cook’s Sig- | i Cook’s Siq- 
nals will make | | sals are 
Name your records || | heavily 
5 quick and easy i} 
: = | enameled on 
Address / to use—“How to ' , 
T $ 7 Stone!” sent on | stainless 
rm Signa ; 
s = ! steel. Twelve 
request, | ‘ 
bright colors 
a “ and a style 
The No. 20 Series “stays put : 
for ewery 


on visible indexes i} 

l purpose. 
Write for 
samples and 


color card. 


¥ 





























Webster Com- 
He will re- 


Chicago, Ili.—J. A. White, manager here for the F. S 
Inc., made his annual pilgrimage south in February 
turn when Chicago is assured of permanence of spring 
Chicago, Ili.—-Ernest Dalton, of the Union Ribbon & Carbon Company, 
Philadelphia, Penna., He 
returning to headquarters after his semi-annual tour of the Pacific coast 


pany, 


visited with Chicago dealers in February was 
and intervening territory 
Los Angeles, Calif.—The 


street, has moved to Rooms 


406 South Main 


The former 


Vick-Far 


331-35 to secure increased space 


Company, Inc., 


offices in the same building have become inadequate 


Louisville, Ky.—T. Dufficy Walker has been re-appointed manager of 


the ‘Old Dutch’’ department of the Commercial Stationery Company, 128 
South Fourth street 

New York, N. Y.—-A. B. Holmes, vice president and treasurer of the 
Columbia Ribbon & Carbon Company is touring Europe with Mrs. Holmes. 


a combined pleasure and business trip 
The Ribbon & Carbon 
and will confine itself to the wholesale trade 
Robert S. Leete, President of R. S. Leete & Co., 
paper dealers of Chicago, month 
Francisco, is returning to his 
The Eriksen Ribbon & Carbon Company 
incorporators 


This is 
Portland, Ore. 
from the retail field, 
San Francisco, Calif. 
and carbon 


Stenno Company has retired 


independent ribbon after a 


of vacation in San home 


Toledo, Ohio. 
tered ; capital stock, 300 shares no par value ; 


has been char- 
Leif Eriksen, 


Edwin Eriksen and Arnold Eriksen; Heitt, Wall & Effier, charter repre- 
sentatives, 710 Home building 


— ae 
(Typewriters—Continued from Page 193) 
Market street He was with the Remington Company several years, after 
having had previous experience Reports business for February steadily 


increasing 
San Francisco, Calif..-F. G. Fink, the 
office of the Underwood Typewriter Company, is rejoicing over the new 


manager of San Francisco 


portable models received They have made their first showing to the 
trade Dealers have been elated over the wonderful refinement of finish, 
color and outline, and have immediately ordered more than the com- 
pany can supply out of the first shipment So some have tried to run 
off with their samples 

Terre Haute, Ind.—-The Woodstock Typewriter Sales Company, estab- 
lished here by Edward Youman, has become distributor here for the 
Woodstock Typewriter Company. 

Wilmington, Del.—-The Victor Typewriter Company has been chartered 
to deal in typewriters and stenographic machines; capital stock, 30,000 


shares no par value; ©. S. Peabbles, charter representative, Wilmington. 














ADDING MACHINES 





Chicago, t1.—The Marchant Calculating Machine Company, formerly 
on the fourth floor at 330 South Wells street, has taken space on the 
thirteenth floor, where more room has been secured 


Chicago, I!!.—Charles S. Lippman, 718 West Lake street, has been ap- 
pointed Chicago district manager by The Gardner Company Mr. Lippman 
has had a wide and successful experience in the office appliance business 

Portland, Ore.—-L. G 
the for 


Darling of the Sunset Typewriter Company, has 


Oregon agency the Wales adding machine 








MACHINES 


foreign manager of The 
direct mail advertising 





George V. Carter, assistant 
Sales Company, discussed 
the Traffic Export club 


Akron, Ohio. 
American Multigraph 


before a meeting of 


Baltimore, Md.—Louis Fuss has joined the Dictaphone Sales Corpora- 
tion as a new salesman 

Bridgeport, Conn.—The Office Appliance Company, 172 State street, 
has filed schedules in bankruptcy ; assets, $8,676.53 ; liabilities, $21,817.36 

Cincinnati, Ohio.—The Jacobs Office Appliance Corporation has been 


chartered ; capital stock, 200 shares no par value and $20,000 preferred 
stock ; Edward J. Peters, J. G. DeFosset and H. H 
Niberding 

Fort Worth, Texas.—A. C 


incorporators 


Shoemaker, formerly in charge at Houston 


for the Dictaphone Sales Corporation, has been transferred to the local 
branch 
Houston, Texas.—-C. E. Terry has been placed in charge of the local 
Dictaphone office 
—-- ——~G— 
Man wisely thinks ten times as often as he wisely acts.—-The Coach 
(published co-operatively by the Boorum & Pease Company, the Eagle 


Pencil Company, C. Howard Hunt Pen Company and Sanford Manufactur- 


ing Company.) 
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“6 Ru PAPER 


FASTENER Company 
No. 2 Paper 


La Crosse, Wis., U.S.A. 
Fastener and 


round hole 
punch. . .$3.50 













The New No. 3 
Super-Model 
Ties from 2 to 16 sheets Bond 
am) Faper—Binds 
Heavier Pieces 
>. 


Bump Serves 
All Over the 
World. Satisfied /) 
Users reveal Re- 
liability and 
Economy. The 
Bump fastens 
important papers 
for mailing and 
filing. 


Dealer’s 
information 
on request. 









Always 
Ready 
Insures 
Flat Filing 

No Staples, 

Pins or Clips 

to Rust or Catch 


















VAHERROL 
ADDING MACHINE 
PAPER 











250 
FEET 


Guaranteed 


More — 
Value 


These rolls are not 
wound from job lots 
or mill ends. They are 

standard grades, clean 
cut edges. All rolls full 
3% in. diameter with 
standard wooden core. 
Every roll brushed to elimi- 
nate lint. Order some today. 


YANKEE PAPERX.: 
SPECIALTY CO. wisce 
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Inviting Comparisons~. 
‘TAKEN model by This much can mod- 
model, no better sharp- estly be stated. Fur- 
| ener than BOSTON can ther, we ask nothing | 
be obtained in a similar better than your min- 
price range. ute examination of the | 
Their keen solid-steel edly superior. 
cutters, handsome ap- Durability is reflected 
pearance and simple but in the growing insistence 
efficient parts, easily on BOSTONS in the 
removed and replaced, schools—where sharpen- 
quickly convince one ers necessarily receive 
that BOSTON is decid- hard usage. 
This low-price machine 
accepting all sizes of pen- 
cils, is typical of BOSTON 
value. 
C. HOWARD HUNT PEN CO. 
CAMDEN, N. J. 
iia ee 




















YOU CAN EASILY SELL 
PARSUL AND RYCO SEALERS 


wherever sealing is done 
Every shipping clerk—every retail store 
and office clerk needs one. That is why 
these items offer the best possibilities for 
rapid turnover. 


Either sealer takes standard rolls of tape. Paper 
will not stick to the plate because of the “roller 
bearing surface.” Large water reservoirs elim- 
inate the necessity for frequent refilling. 









Parsul Sealer 
. ++ for retail stores 
.+. takes tape up to 114” 
.+. olive green base 


Ryco Sealer 
... for shipping rooms 
. +. takes tape up to 3” 
-+. Olive green base 





Write for further information 


THE SEYMOUR PRODUCTS COMPANY 
General Offices and Factory 
SEYMOUR, CONN. 
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OFFICE APPLIANCES 























{The Cavalier by De Andreis 
(Size30x24) 
FRAMED PICTURES OF 
DISTINCTION 
Adapted for Office Furnishing 





Write for full information 
EMERY BLUM, INC. 
Fine Art Publishers and Importers 


225 Fifth Ave. New York, N. Y. 
Suites 418-420-422-424-426 
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NEW DESKS... NEW GRADES 
AN ENTIRE NEW LINE 


grades covering the entire 
in both turned 











Five new 
moderate priced market 
leg and square leg desks. 


We will be glad to tell you about this new 
line that gives the dealer the utmost in 
value—with service that astounds. 


ENGLEWOOD DESK COMPANY 


58th and Lowe Avenue 
CHICAGO 


























1410 S. Wabash Ave. 





STEEL FOLDING 
CHAIRS 


in All Finishes 
Wood or Upholstered Seats 


WARK-BEACON 
STEEL FURNITURE CO. 























CHICAGO 
ciate, 














CROWN PRODUCTS, for more than a 
quarter century, have been making ‘*Good 
Impressions”’ and afford: 


: Exceptional durability. 


: Excellent opportunity for energetic and 
capable distributors. 


: A large percentage of repeat orders. 


They are backed by nearly thirty years 
of manufacturing experience. Samples 
and exclusive sales proposition upon 
request. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U. S. A. 
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STATION SE &# 


Bronx, Manhattan, N. Y.—Jacob Schapiro has incorporated a station- 
ery business; capital stock, 500 shares common; A. Palmer, charter rep- 
resentative, 2 LaFayette street, New York. 

Calexico, Calif.—The stationery stock of the Continental Stationers 
Corporation has been sold at auction to satisfy creditors’ claims. It was 
purchased by Lew Philley, of the Office Supply Company, El Centro, 
Calif. 

Chicago, I1!.—Sidney-Morris & Company, 103 South Wells street, has 
been petitioned into involuntary bankruptcy. 

Chicago, ttl.—The Greenlee Manufacturing Company, Inc., 360 East 
Grand avenue, has been chartered to deal in school and office supplies; 
capital stock, $3,000; incorporators—Charles H., Walter R., James T. 
and George A. Greenlee, and J. J. O’Connell. 

Chicago, !!.—Horder’s, Inc., has leased the store and basement at 
107-111 West Adams street. This will be opened about May 1. The store 
will serve customers now dealing with the establishment on the north 
side of Adams street, in the Home Insurance building. The latter is 
to be demolished soon, making way for a large skyscraper 

Cleveland, Ohio.—The F. W. Roberts Company has sold its printing 
department and equipment located at 419 High avenue to The Federal 
Printing Company, 113 St. Clair avenue, N. E. 

Cumberland, Md.—John A. Fulton & Company, 37 Baltimore street, 
has been acquired by Frank H. Barley, who has been connected with the 
business many years. It is now known as Frank H. Barley & Company. 
Mr. Fulton has retired from active business after spending fifty years in 
the mercantile fleld here 

Dover, Del.—Talens School Products, Inc., has been chartered to deal 
in school supplies; capital stock, 1,000 shares no par value; M. 8S. Cook, 





charter representative, Dover. 

Los Angeles, Calif.—The Western Wholesale Stationers, Ltd., has added 
to its lines the Josephsen vertical file pockets and other paper specialties. 

Los Angeles, Calif.—-The Los Angeles Office Supply Company has been 
established at 426 West Eighth street by L. A. Markowitz. George Slater, 
formerly in the stationery business at 442 South Spring street, is in 
charge of the new store 

Manhattan, N. Y.—-The Eastman-Gaines Organization has been char- 
tered to deal in stationery; capital stock, $200,000; V. D. Stearns, char- 
ter representative, Beacon 

Menasha, Wis.—The School Stationery Corporation has plans for the 
erection of a new building 

Milwaukee, Wis.—A. F. Oeder & Company has been chartered to deal 
in stationery, office supplies, etc.; capital stock, 150 shares common no 
par value; incorporators—-W. Loeber, A. Loeber and A. Oeder. 

Monroe, La.—The Ferd Levi Stationery Company, heretofore at 209 
DeSiard street, has moved to 107 DeSiard street, where increased space 
is occupied. 

Newark, N. J.—The Gem Stationery Company has been chartered; cap- 
ital stock, 100 shares common; Irving J. Rosenberg, charter representa- 
tive, Newark. 

New York, N. Y.—Louis Sugarman has incorporated a stationery busi- 
ness; capital stock, $3,000; R. A. Sugarman, charter representative, 225 
Broadway. 

New York, N. Y.—The Beray Stationery & Printing Company has been 
chartered; capital stock, $10,000; N. Schwartz, charter representative, 
1440 Broadway 

New York, N. Y.—Alfred Patrick, Jr., has incorporated a stationery 
business; capital stock, $15,000; F. Steinberg, charter representative, 
1440 Broadway. 

Philadelphia, Penna.—-George Moore has leased the store and basement 
at 1352 West Girard avenue for a stationery store and printing office 
This location is a part of the building at the southeast corner of Broad 
and Girard avenue 

Sacramento, Calif.—McArthur’s Stationery & Printing Shop is a new 
establishment at 1010 J street Vv. N. McArthur, the owner, was for 
twenty years connected with the printing plant of The H. 8S. Crocker 
Company. The new store carries a complete stationery line and special- 
izes on fine printing 

Santa Barbara, Calif.—Miss S. E. Morris, owner of the stationery store 
at 1219 State street, has given a statement to the press in celebration 
of her tenth year in the business. She pioneered in her business loca- 
tion, and now has one of the leading stores, carrying art, stationery and 
office supplies, architects’ supplies, and some allied lines. She pronounces 
business and prospects good. 

San Francisco, Calif.—Sam V. Carlisle and wife, of the Carlisle-Thomp- 
son stationery company, Santa Monica, spent the first week of February 
visiting in San Francisco. They have opened a new branch at 1427 
Third street, Santa Monica. 

San Francisco, Calif.—-Charies R. Barry Company announces a stock 
of OK fasteners to be supplied from the warehouse for the Western trade 
The Barry Company represents the Oakville-American pin division of the 
Scoville Manufacturing Company. The OK fasteners are one of the 
products acquired by that company when they recently purchased the 
assets, dies, machinery, patent rights, trade mame, and good will of the 
OK Manufacturing Company. 


quality. Repeat orders 
follow as a matter of 
deserving choice. The 
sheets are pen ruled 
with standard head- 
ings, on white bond 
paper. Heavy press- 
board covers give firm- 
ness and protect the 
pages. Duplicating and 
triplicating styles. 








The American Line Includes: 


Notes Srenegraghere Note Books 
Drafts eaf or 
Rent Receipts beand, = flexible or 
Package Receipts stilt covers 
Money Receipts Repeating Goda: Becks 
Envelopes = acad Gillees) 
—— Paper Bookkeeping Blanks 
rice s Drawing Tablets 
Tally Books Plain Pads 
Time Books Perforated Pads 
Counter Order Books Petty Cash Pads 
Memo Books Columnar Pads 
(bound—loose leaf) Legal Pads 
Music Books (blank) Bridge & soo Pads 


These items are described and illustrated in our catalog, 
which will be sent to rated commercial stationers on request. 


Kalamazoo Stationery Company 


Kalamazoo, Mich. 
Division of Western Tablet and Stationery Corp. 








| The Extra Quality 
Makes Extra Sales 
AMERICAN repeat- 
ing order books are 
== >: 3 known for their extra 
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ie SATELLITE? , 
SELLS 






Model 2 EXT. 


A truly adjustable 
typewriter Stand 
with a sliding base- 
board and an elevat- 
ed check table. The 
top is of highly fin- 
ished oak, mahogany 
or walnut and is six- 
teen inches square. 
The check table is 
14”x17%”" and the 
baseboard is 18%” x 
14”. The check table 
is 2” higher than 
the top and can be 
dropped when de- 
sired. 


The strength and durability of the “Satellite” is 
recognized at a glance. The prospective customer 
judges it to be a superior office stand and his judg- 
ment is vindicated when he puts the “Satellite” to use. 
An opportunity to make a profit and to build a friend- 
ly clientele is offered by “Satellite.” Ask for particulars. 


Adjustable Table Company 


Grand Rapids, Michigan 
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Send for catalogue showing sizes 
and details of construction. 


Let us estimate on your requirements 
MFG. EQUIP. & ENG. CO. 


Framingham, Mass. 











+> 




















7 


A. 


a 





ce 








“BUILT LIKE A STONE WALL” 





Rugged only in the sense of honest quality, 
Jackson Desks are built by workmen sin- 
cere in purpose. And they are truly rep- 
resentative of those sterling qualities one 
might expect associated with the name, 
}ACKSON. For a maximum of satis- 
factory service, sell JACKSON DESKS. 





(l 


Jasper Office Furniture Co. 








Jasper, Ind. 


OFFICE APPLIANCES 


Seattie, Wash.—The Gillam-Bird Stationery Company has opened a 
branch store in the new Exchange building 

Traverse City, Mich.—The Arnold Office Supply Company has been 
established at 106 East Front street Clayton Arnold, the owner, had 
been a traveler for the W. A. Sheaffer Pen Company before embarking 
in business for himself 

Union City, N. J.—-The North Hudson Printing & Stationery Company, 
842 Bergenline avenue, has been filed as a commercial title by Abraham 
Henshaw, 15 Seventh street, Weehawken 

Watsonville, Calif.—W. W. Goodrich, of Goodrich & Spencer, 449 Main 
street, has purchased the interest of his partner, and will conduct the 
business alone 

Yonkers, N. Y.—The Yonkers-City Hall Stationery Company has been 
incorporated ; capital stock, $10,000; U. S. Adler, charter representative, 
Yonkers 








CATALOGUE §S 





Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 


Manufacturer 

The Globe-Wernicke Company, Cincinnati, Ohio, has published a new 
catalogue of ninety-four pages, devoted to steel filing equipment 

From the Chicago Tool & Engineering Company, 8389 South Chicago 
Avenue, Chicago, Ill., comes a folder descriptive of the “‘Roby” reading 
stand. This is adapted to use while sitting in a chair or reclining in 
bed, and is provided with a magazine rack, electric cigar lighter, ash 
tray and reading light 

From the Columbia Steel Equipment Company, P. 0. Box 2244, Phila- 
delphia, Penna., comes its new catalogue No. 162. This is a preten- 
tious publication of 104 pages and cover. It gives complete information 
regarding the three Columbia lines of steel filing equipment—Columbia, 
highest grades; ‘‘Atlas’’ non-suspension line; and the ‘‘Apex’’ low price 
suspension line 

Direct Mail—Dealer 

The Franklin, 232 Huron street, Toledo, Ohio, utilized a novel idea 
to advertise its annual February furniture sale. It simulated a desk 
calendar pad for the month, each day revealing some item in the sale 
stock that should interest some business house. The reverse of each leaf 
told of various merchandise items on sale in the usual departments 

Accessory Advertising Matter 

The Welty Pen Co., 36 South State street, Chicago, Ill., is supplying 
its dealers with an attractive card for window or counter use showing 
that the store is an agency for fountain pen and mechanical pencil re- 
pairs done by the Welty shop. The display card is done attractively in 
two colors, and aids dealers in securing repair business, and to get an 
edge on future purchases of pens and pencils 

Price Revisions 

Chas. M. Higgins & Company, Inc., 271 Ninth street, Brooklyn, N. Y., 
has distributed its current price list, dated January 2, 1931, to dealers 
This list includes Higgins’ sealing wax, a recent addition to the line 
Dealers are enabled to secure increased quality discounts through com- 
bining sealing wax with orders for inks and adhesives 

Absorbing Advertising 

The February blotter of the Lester Book & Stationery Company, Atlanta, 
Ga., featured some jokes as a support for the slogan, ‘‘Everything for 
the office.’”’ 

Curtis 1000 Inc., St. Paul, Minn., advertises its envelope service with 
a die cut blotter in two colors, the circular trade mark bleeding off at 
the left. This outline appears to endow the trade mark with motion. 








SAP ORT S 


Typewriters 


United States exports of typewriters by countries during November, 1930 
In exports under this classification where the machine is driven by an 
electric motor, the value of the motor is included with the machine. By 
the Division of Statistics, United States Department of Commerce. 








Standard, New Portable, New Used & Rebuilt Parts of 

Countries No No No 
Austria ..... ‘ 134 $10,051 153 $6,076 338 $8,002 $1,174 
Azores and 

Madeira Is. .. 2 ae sees shee sess veers eees 
Belgium .. . 250 16,409 115 3,906 104 3,563 1,303 
Bulgaria ... : 5 302 5 BSh eceec anna 49 
Czechoslovakia ‘ 524 36,420 345 14,327 61 2,285 568 
Denmark ......... 106 6,310 86 3,339 37 1,466 261 
Estonia .... oa 5 aa aie 
Finland . , 54 3,780 80 TT , 66 
France ...... .-- 1,729 131,296 1,282 233 7,272 2,549 
Germany ... ° 185 2,860 405 396 10,776 1,661 
Gibraltar ..... ‘ 2 Bae eves 3 135 ° 
Greece ....... : 126 9,846 51 14 126 42 
Hungary . ‘ 76 4,643 160 155 4,002 30 
DET sctevseetccns UE 22,564 320 55 1,582 354 
DO seeeseeesce 10 800 .. 96 
Lithuania aves oece 6 
Malta, Gozo, 

and Cyprus .... 2 140 25 900 .... nese oess 
Netherlands ..... 202 14,699 137 5,382 374 7,632 888 
Norway ....... ‘ 87 5,301 57 2,065 22 870 145 
Poland and 

Danzig ‘ 76 6,270 20 694 68 1,977 45 
PORES cccccece 56 4,052 42 1,890 oun een 
Rumania ..... ‘ 36 2,372 60 2,024 7 305 
Soviet Russia 

in Europe .... 413 eee eae epee — TT 
Spain ....... .. 226 26,481 248 9,353 203 6,364 239 
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“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(PATENTS PENDING) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatso- 
ever.) 

For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 

95% of filing cabinet drawer slides in United States 
and Canada operate on “Kilian” unground bear- 
ings. 

Samples made to your specifications. 

KILIAN MANUFACTURING CORPORATION 


107 North Franklin Street Syracuse, New York 
































Comfort is necessary ~ 


in correct posture 


ERE is a posture back 

typewriter chair that is 
also exceedingly comfortable 
and good looking as well. It 
is constructed according to the 
finest standards, insuring its 
durability and continued use- 
fulness over a long period. 
In this chair we are offering 
our dealers many added talk- 
ing points plus an increase 
in the actual dollar value. 
Write for particulars. 


In Four Finishes 
Quartered Oak 
(light oak finish) 


American Pecan 


(walnut finish) 
Hard Maple 


(mahogany 


finish) 
Quartered Oak 


(steel green 


finish) 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, N. C. 





No. 8314 
Walnut Finish 
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Re-Stock! 


Time to 











Now is the replacement season of the year, when 
offices are getting rid of old, out-of-date equipment, 
Sanymetal Steel Costumers meet all the modern re- 
quirements for beauty and wearability—non-tipping 
design; cross-locked and welded base construction; 
attractive, dignified appearance; baked enamel fin- 
ishes in a choice of colors or wood grain effects to 
harmonize with any office ensemble. 

Be sure you are well stocked to supply the demand 
for these popular costumers. Write for the Sanymetal 
folder and prices today. 


The Sanymetal Products Co. 
1695 Urbana Road, Cleveland, O. 














COSTUMER 


Opportunity comes in without 
knocking when 
POLAR ITEMS 


are put on Display 

















No. 80 Desk Pad 


eee’ to your lines this year. Buyers are more 
careful than ever. They are demanding more 
for their money—better values. 

Polar always has rendered a full hundred cents value 
for every dollar—and dealers may be sure the policy 
will be continued. Polar office specialties are in daily 
use everywhere and consequently offer real opportu- 
nity for progressive dealers. If you haven’t a copy of 
the latest catalog write for one today. 


POLAR MANUFACTURING CO. 
401 N. Broad St. Philadelphia Penna. 











| seeeenenestiemennidinthiinnnimeallll 

















DANDY ENE: 


PRICE $12. Rent In The 


“SAVES TIME WHEN MOST NEEDED” 
THE DANDY SEALER is a practical, efficient and 
economical machine which business houses, public 
offices, colleges, labor unions, fraternal organizations, 
letter shops and similar organizations buy readily 
when brought to their attention. 


We co-operate by furnishing free, attractive circulars 
and order blanks which help to get the business. 


Liberal proposition to established dealers. 


THE OFFICE APPLIANCE CO. 


191-195 Devonshire St. Boston, Mass. 
(Sele Selling Agents Dandy Sealer Corp.) 





OFFICE APPLIANCES 











Backed by 40 years’ experience in 
the making of highest grade cus- 
pidors, each Metal-Bilt Cuspidor 
has a quality built into it that in- 
sures maximum service and absolute 
customer satisfaction. 


METAL-BILT 


CUSPIDORS 


Send for Catalog Dept. 12-8 


DETROIT METAL SPECIALTY CORP. 
DETROIT 








x | GOOD BUSINESS 


























It's good business to buy 


|| | ROCHESTER 
Hil CARBONS and RIBBONS 


They are fully guaranteed. 
We do not compete with 
you by selling direct to 
users. Wholesale only is 
our policy. Our efforts 
are directed toward help- 
ing you profitably increase 
your Carbon Paper and 
Typewriter Ribbon bus- 








mnc>y> Am w 


| 
| iness. 

| WRITE NOW! 

| il Rochester Ribbon & Carbon Co. 


40 Browns Race 
| ROCHESTER,N.Y. U.S.A. 














You Can't Find One Office in a 1000 
That is not a prospect for the Sale of a 


Costumer 
Telephone Table 
Wardrobe 
Bookcase 
Reception Room Table 
Magazine Stand 
Hat and Coat Rack 
Umbrella Rack 
Check Desks 
Long Narrow Tables 


That will pave the way for a Sale of 
Suite Furniture 
Commercial Desks 
Directors & Conference Tables 


A golden opportunity for Creative Sales 


The Quigley Furniture Company 
WHITESBORO, N. Y. 
New York Office, 130 W. 42nd St., Room 414 


Member of the Wood Office Furniture Associates. 
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Standard, New Portable, New Used & Rebuilt Parts of 
No 


Countries No No 
SE aececcesce 447 27,249 658 27,300 94 3,288 1,396 
Switzerland ...... 102 7,979 314 11,704 50 1,631 1,701 


United Kingdom... 2,934 206,014 1,521 56,137 1,103 24,918 30,228 
Yugoslavia 


and Albania ... 68 4,877 79 ft orerr eT 75 
Canada ..... : 170 11,404 116 4,373 330 8,932 33,619 
—— Honduras.. . ‘ 1 54 2 140 oes 

Costa Rica ... 2 182 anes 1 22 25 
Guatemala 7 560 -_ - wees oven 
Honduras ..... 12 1,009 il 405 1 18 28 
Nicaragua 7 475 15 40 2 
DE abescecen 47 322 18 718 2 95 575 
Salvador ... il 605 15 63 , 

British East Afric. a a) 357 . 
Union of 

South Africa ... 246 17,947 15 675 . 715 

Gold Coast . . 8 iso. : , 
Nigeria ... oe 8 619 58 3s er 60 
Other British 

West Africa .... 1 Sens ons seee see 
Egypt ... 11 760 er ouee 88 
Algeria and Tunisia 129 9,830 110 3,960 .. 135 
Other French Africa 6 137 9 344 ose 
DD sche ceese 43 2,620 87 3,162 
Mozambique ..... 18 1,331 11 430 59 
Other Port. Africa 36 2,327 20 720 ; 

Canary Islands 8 554 27 972 5 44 
Other Spanish Africa 5 400 9 390 
Total.... 10,626 $751,103 8,355 $321,662 4,013 $108,419 $88,363 
Shipments from the United States to: 
Hawaii . ; 117 $7,912 36 $1,299 27 $990 ne 
Porto Rico . . 27 1,855 10 360 l 25 $63 


Adding—Calculating—Billing—Tabulating 
Machine Exports 


United States exports of adding, calculating, bookkeeping and billing 
machines, etc., by countries, in November, 1930. In exports under this 
classification where the machine is driven by an electric motor the value 
of the motor is included with the machine. Parts of adding and calculat- 
ing machines are not shown separately. They are included under a general 
classification, “‘Other machinery and parts of,’’ which is not segregated 
for publication By the Division of Statistics, U. 8S. Department of Com- 


merce, 

Listing- Typewriter, 

adding bookkeeping Non.-listing Listing 

bookkeeping billing adding adding 

machines. machines, machines, machines, 
Countries No N No No 
Austria ..... a. $2,532 3 S3.5838 .. a cael 48 $3,588 
Belgium ..... » 2 1,632 l 470... aes 77 7,620 
Bulgaria .. * of oes l 672 ° eees 
Czechoslovakia ae as pikes 4 2,188 23 2,050 
Denmark emo Me 1,116 1 135 ke ‘eee 57 5,744 
DEED caceccccese 3 2,448 2 440... jena 40 4,860 
DT iapieivdeeed 21 21,405 83  ! a — 151 16,939 
DT <exsnovnnd 7 6,642 2 1,058 2 $107 127 11,507 
DED scceseces oe 4,224 seen 08 ene ones oone 
Hungary ..... soe. oe bace @ ante at ovens 3 150 
Dy seedeesssoenes - noes 2 866 .. se6e 104 9,412 
BEER. stsereee ee. 0 iene. as ae. s6 sees 2 150 
Netherlands pees be ‘oon 3.001 .. veces 64 5,020 
Norway ...... ° oe ence 1 3,877 .. 37 3,220 
Poland and Danzig. .. er l 366 35 3,850 11 1,368 
Portugal ..... a 9606 62 ness 8 ase 2 153 
DOU cccccccece se enne 8 se os rT 1 75 
Sov. Rus. in Europe .. seen. 62 it - - 20 3,943 
ED wesnsececese 5 4,971 3 RIBBED oc — 17 1,710 
DE sdcasoneeee l 1,0 6 ae. «s sane 304 22.065 
Switzerland ....... .. 3 2.487 .. wins 4 89 12,051 
U. Kingdom . 12 11,784 133 61,746 — 172 34,011 
Yugo. and Albania. ie 2 +t ‘ ‘ 27 2,731 
Canada .... — 2,539 7 2,466 sees 19 1,643 
SED. evcceves ‘ — cae oe — 3 72 
SOE «coccccces «8 sam l 385 .. pene l 218 
Nicaragua ..... ee «4 sche (66 . . a) 495 
Panama ..........-+ ae : sine? 4 aes 7 545 
De. seesccnnaee 3 2,744 l 921 2 350 22 1,364 
Newf. and Labrador .. , : “eae l 50 
DOCGIUERD ccccccces l 75 
Jamaica ...... 10 1,095 
Other B. W Indies. ie oes 1 125 
CRD. 0cceecenceces 2 1,963 1 300 11 1 371 
Neth. W. Indies.... : aclpeahel 1 400 
Haiti, Rep. of...... be _ — 2 120 
Argentina ......... se seee 5 2,317 94 5,875 
GREED scccecs , pees 2 300 
Colombia i : . a . - *" 5 418 
DT castessese 6 er : sand “en _— 21 1,890 
B. Guiana .. aa aa : coon: ee eon l 60 
DUE cseccesves ar pete. e cen 6 345 
Uruguay ...... : - i ae nee 12 900 
Venezuela ..... —s seve oaee ee aeee 1 100 
BD. BRERA ccccccccee ae a 3,093 .. a 7 810 
B. Malaya ...... —— audi. tu (ae eae 9 561 
Java and Madura.. .. . 7 J 5 ae saws 18 1,149 
F. Indo-China ..... .. cove ee cove v8 eves 5 333 
Palestine ........-. oe cose Os pewe , cans 3 270 
Philippine Islands. . 5 375 
Turkey .......+++. 2 82 
Australia ........- 8 8106 
New Zealand . 4 ** ae cons 13 1,012 
Union of So. Africa 4 3,357 1 431 12 2,460 
Morocco ....-esess anes 4 aene 2 526 
Other 8S. Africa.... 4 154 
Belgian Congo 3 297 

ae 70 $68,368 304 $152,353 39 $4,307 1,693 $175,226 

Shipments from the United States to: 
Hawall ...ccccccces - aces 1 $300 1 $150 11 $1,498 
Porto Rico .......- —_ eT aa eeoe ve pees 17 1,013 
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Letter Trays 
Letter Baskets 
Waste Baskets 

Mail Baskets 

Filing Hooks 


No. 62 Letter Tray 


Worcester Wire Novelty Co., Inc. 
540 Hearst Tower Bldg., 


Baltimore, Md. 








Baskets and 
Trays retinned 
after making. 


All Trays come 
with rubber 
feet attached. 


Write 
for Catalogue 























FILEX 
Mr. Dealer: - 


What have you to 
offer your customers in FILING 
FOLDERS that has a soothing the 
on the eyes, does not show dirt 
and finger prints readily, will not 
““dog-ear™ easily, but still has 
strength, wearing ability and is 
reasonable in price for quality and 
service rendered? Nothing, 
unless you carry, and show 


KRAFTEX 


That Superior Filing Folder 


MAIL COUPON for samples of KRAFTEX folders 


THE DUNLEAVY co. 


167 OLIVER ST. BOSTON, MASS. 
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Another Well Made 
SUPERIOR Desk Pad | 


that lies flat on desk at all times. Write for spe- 
cial price on our new 19x24 stiff desk pads made 
with genuine leather padded corners of assorted 
colors. Yes! We make flexible desk pads also. 
Have you received our new catalogue and price 
list? Many new items. Mail coupon today for 
more profits. 
Superior Office Specialty ¢ 0. 
Manafacturers of Desk Pads, Lincleum Tops and Chair Cushions 
544 W. Lake St., Chicago, Il. 








See ee ee eer - 
SUPERIOR OFFICE SPECIALTY CO. | 
544 W. Lake St., Chicago, Il. | 
Gentlemen: | 

Kindly mail us your new catalogue and price list. Thank you. | 
Dt shlt. lis sedidichd congeadnGaenees 9660060000000es000000086 ; 
I tettnl ieee da sds indeénnébsbenmeeonteshtent i 

DT ng cbseebedeesaseesescccencsdeet iy yy Perr eT 

Ce aeneins 





Lear DEVICE 








Better Binders... Better Profits 
Satisfied Customers 


Grand Rapids Binders utilize to fullest advantage 
the Loose Leaf Principle. Priced to give you 
a satisfactory profit. Customer satisfaction as- 
sured. Write us your needs, and get samples, 
suggestions, prices. 


Grand Rapids Loose Leaf Binder Co. 


Grand Rapids Michigan 











OFFICE APPLIANCES 


Card 
punching, sorting Other 
Calculating and tabulating including used 
machines. machines, and rebuilt 

Countries No No No 
Belgium , 91 $12,817 oa one 23 $1,676 
Czechoslovakia ‘ >» ae 8,080 5 $4,000 oe wae 
Denmark ... say “ : pias 2 592 
Dt! whtes-«vsevane nae el 1,400 2 6,000 . weinis 
France ...... ‘ | 23,685 36 5,765 55 4,446 
Germany . sees 5 6,156 33 11,572 2 623 
Greece ..... : ‘ a ae 500 ™ nike’ 
Hungary . . . dee sates 7 5,520 mA — 
Italy .... ~ cee . & 300 5 4,000 27 1,864 
Netherl: ands wale , . ‘ eee hoe 8 5,270 31 3,531 
i Sede ané shomens . «s TT oe beau 3 lll 
Portugal : ‘ sa 2 385 ‘ . 2 286 
Rumania : es 4 eeee 2 2,000 eo , 
Spain ...... ; ‘ - eeus ae rT 8 Til 
Sweden ‘ sacle 1,000 12 6,200 32 1,812 
Switzerland ........ —s 6,046 3 1,120 34 1,550 
U. Kingdom . o we 16,309 1 1,000 l 40 
Yugo. and Albania 1¢ 810 4 3,200 - sien 
Canada ...... 13 3,714 Ss 1,501 21 o4 
Guatemala , wo 8 667 =a — i “ 
Honduras , ws j l 50 
Nicaragua 2 y 36 ee send { 319 
Panama 1 270 _ . ae eens 
Mexico 33 6,481 6 7,125 4 189 
DE. sescthasees l 55 , “nee 6 1,530 
Dom. Republic 1 500 oe ee 
Argentina 35 6,052 8 2,400 me 
Chile 82 19,221 2 1,085 , 
Ecuador j ve 196 l 800 : — 
Paraguay ...... caseed on ‘een . ‘ons l 104 
Uruguay ae re ccee oe ore 2 2,000 ee ees 
B. India. 1 176 , oe 
B. Malaya 8 885 
China 4 1,628 “se —— 
Java and Madura. : l 302 12 19,300 
Other Neth. E. Indies ee oee< l 500 
MD 6600000066064 ; amas 12 10,961 
Philippine Islands.......... 8 1,400 - or << . 
New Zealand ...... : 3 ae : ate nee 12 84 
ah Si cceceedsacceee Me 1,310 ae oon awee 
Other B. 8S. Africa ‘ e oe ‘ <a rr 24 348 
PEE 490060606606 wate oO 385 vat ee seer 

Mees caceses ; -681 $120,266 170 $101,319 293 $19,960 

Shipments from the ee States to: 

Hawaii neewee ee $6,94 : -_ ve cece 
Porto Rico . e Te TTT TT l 398 e¢ cece l $270 


—_——~>— 
Guatemala Tariff Change 
Commerce Reports] A revision of the customs tariff of Guatemala went 
into effect December 30, 1930. Steel and iron chairs, of any finish, pay 
0.15 quetzals per gross kilo. 
—_—— g@—__ 
Metal Office Furniture Exports 


United States exports of metal furniture by countries during November, 
1930. By the Division of Statistics, Department of Commerce: 


Safes and Bank and 
cabinets, safety Other 
fire deposit office 
and vaults furni Other 
burglar and ture metal 
Filing cases. proof equip- and fix furni- 
Countries No No ment tures. ture. 
Belgium conse | 6 $477 2 227 vied $170 
Czechoslovakia . rrr jen ones eens 60 nena 
Denmark coca Ee 6.539 ... ; 140 $268 
Estonia 3 257 , eben 
Finland — 28 ih 3a ; 1,443 1,005 
France bene 40 1,228 6 125 570 3,154 128 
Germany owes 28 1,501 1,745 335 
Greece . 108 3,602 2 359 : ° 372 592 
Hungary . 9 656 ... sees cane 60 eas 
Italy ... ‘ 14 ae ‘ese hones ie 395 143 
Netherlands se an 4,375 im) 781 nebe 3,980 1,055 
arr 95 3,299 10 1,148 wee 197 321 
Portugal . ee 15 See ses owes eee 15 
Rumania ....... 33 Lae se peee een 38 
Spain : 14 792 802 
SD “esescces 85 5,978 ... cove ease 700 998 
Switzerland , 1 me ees noes err 1,197 96 
U. Kingdom..... 558 19,813 14 1,860 157 5,774 7,284 
Yugo. & Albania. .. seen 686 - eaee 50 — 
Canada ........-. T64 16,676 87 5,404 179 5,27 24,093 
B. Honduras..... .. nas eee sence noes ines 13 
Costa Rica... 20 1,275 ee one 135 20) 
Guatemala ..... 12 425 2 346 seas 125 os 
Honduras l 37 1 241 est 301 367 
Nicaragua 22 792 ae ee" 1,323 300 
Panama 83 3,737 12 491 een 485 997 
Salvador l 24 eee ewee 485 52 
Mexico .. 125 3,238 16 1,740 2.494 3,356 
Newf. & Lab.. 4 a bes wa na 163 
Bermudas .. 2 87 1 65 wens 90 892 
Barbados .... 1 — ete : K rer cean 
Jamaica : , 2 51 9 132 124 47 12 
Trin. & Tobago 1 130 , e e oes ates 6 
Other B.W.Indies 2 37 ‘ aaae hes 202 
GU ccccencoees 100 2,462 i 685 on 926 1,521 
Dom. Republic 2 OD ccs TT 799 216 
Neth. W. Indies. 4 71 1 591 60 22 1,565 
F. W. Indies 3 Bee ses 179 eae cane 
Haiti, Rep. of... 7 176 1 203 oeae 195 137 
Argentina ...... 148 6.7BB cee , : 744 1,999 
Bolivia 6 es 6ese anes suet 62 
Brazil 149 . eer nie . 1,330 1,831 
Chile co aan 4,761 1 250 ‘ 853 663 
Colombia 43 2,438 19 1,219 seen 230 820 
Ecuador ooes 7 451 a 26 41 
































MARCH, 1931 


203 














IR LOK 


STORAGE 
Collapsible FILE 
QUIK- LOK is the safe, economical storage file. And 


saves 90% over steel files without loss 
of efficiency or convenience. 

QUIK-LOK files are collapsible and consequently 
take up little room. Customers can 
easily carry a few extra on hand and 
set them up when needed. 

QUIK-LOK has an exclusive automatic lock that pre- 
vents accidental opening of the file. The 
steel re-inforcement, 3-ply bottom, handy 
pull strap, sag-proof lid, bulge-proof ends 
and smooth surfaces, both inside and 
out, make Quik-Lok ideal for storage. 

QUIK-LOK is unconditionally guaranteed—satisfac- 
tion or money back. That's the way you 
sell them and we back you up. 


KAY-DEE COMPANY LINCOLN, NEB 








The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





LEVER SEALS 


Lui? 


WAX SEALS 


POCKET SEALS SPECIMEN IMPRESSION 





Cooke Self - Inking 
Rotary Dater Rubber Stamps 


meme 





NAME PLATES = 
BADGES METAL CHECKS 





MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 

















TYPEWRITER 
RIBBONS 


CARBON 
PAPERS 


An Opportunity 


for Stationers 


One of the functions marking a leading 
stationer is the exclusive merchandising of 
quality lines. More than a mere symbol 
of position, such arrangement is evidence 
of recognition by the manufacturer and is 
frequently an aid to greater profits. 

Bucki supreme typewriter ribbons and 
carbon paper have been sold thru dealers 
for over thirty years—always high grade, 
produced by processes developed in life- 
long study of available materials and of 
business requirements—conceded by com- 
petent authorities to be among the best 
upon the market. 

In certain cities Bucki ribbons and car- 
bons are now handled by the leading 
dealer on an exclusive basis. If you are 
interested in establishing a Carbon and 
Ribbon department, specializing in the sale 
of these products, and building a profit- 
able business, better write us; we may 
have a proposition to offer in your terri- 
tory. 


The BUCKEYE 
RIBBON & CARBON CO. 


1458-1468 East 55th Street Cleveland, Ohio 



























VA 


PAPER CLIPS 





Make 
A Real 
Demonstration 


Get the 
Attractive 
Counter Display 


This new Luxon Paper Clip excites interest wherever 
shown. It slides so easily on and off the papers yet the 
papers cannot slide out of the clip. Actually something 
new in paper clip performance. Size and shape makes 
convenient handling—new cadmium, rustproof finish. 
Packed 100 in modernistic, blue and yellow boxes. 


Order the attractive counter display 
or send for prices and dealer discounts 


ART WIRE & STAMPING CO. 


16-20 BOYDEN PLACE 
NEWARK, N. J. 






















eee 
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OFFICE APPLIANCES 





The talk of the coun- 
try. Combining fea- 
tures found in no 
other make. Any one 
can work it. Simple 
as A. B.C. Several 
(patents applied) 
features, taking the 
bother and guess 
work out of Gold- 
stam ping. 










A New and 
Better Goldstamping Machine 
—THE GOLDPRESS 


Will Imprint on Large Variety of Articles 

Monograms, emblems, trade-marks, or letters up to one inch in height, four 
lines of type at one time, may be imprinted on leather, imitation leather, 
celluloid, hard rubber, wood, paper, silks, etc. Books, suitcases, handbags, 
pens and pencils and thousands of other articles. 

A Money Maker 
Unsurpassed for window display. Very productive as an advertising medium, 
unequaled for sales power in the store; sells goods regardless of brand or 
price ; moves slow sellers; stamps a variety of articles; stimulates the gift 
vuying habit; offers non-competitive service; earns a cash revenue daily: 
establishes prestige for the merchant and pays for itself in a very short time. 

Lowest Price Machine 

Machine complete, with pen holder, squaring device, clamp spring, heater 
cord, two heating units, one full font of bard special type for leather work, 
one font of the finest BRASS type for pens and pencils, 10 sheets of real 
23 karat gold 3%" x4". nothing else to buy, all for $79.50. 
A lifetime guarantee. Write for our catalog, fully describing machine. 


The Goldpress Company. 


Bellaire, Ohio. Cable Address—Goldpress 








Need the Support of 


SALES LETTERS 
' SALES LETTERHEADS 





Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. In appearance, it ought 
to be on a par with your best dressed 
salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 


We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 








American Embossing Company 
192-96 SENECA ST. BuFFALO, N. Y. 
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TRINER AIR MAIL SCALE 


Selected on Competitive Bids by U. S. 
Post Office Department Using 
30,000 No. 9 Scales 








EQUIPPING THE 
SERVICE WITH THIS 
SCALE IS THE GOVERNMENT'S 


MARK OF APPROVAL AND JUDGMENT 
It ie entirely built of steel, with a brass beam and poise. 
E half ounce is clearly cut in beam with deep “V" shape 
notch—attaining easy and accurate weight. 


Price moderate for FAST SELLING. Write your 
Triner Ne. 9 Air Mail Seale. pear Soman See 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street Chicago, III. 



















We also manufacture Parcel Post and Mail 


Automatic Scales used by the Post Office Service | 














CHECK WRITER 
MEN? 
Have you seen SPEEDRITE? 


Anyway, it’s just the figure, set-up ma- 
chine you have been waiting for. In- 
deed, it makes the whole world VIR- 
GIN territory again! 







Striking colors—unquestionably the 
most beautiful device in whole ap- 
pliance field. Two color imprint with 
ink reservoirs. Novel payee name pro- 
tection. Sturdy construction, easy 
quiet action. 


AND, for all its quality, beauty and 
value, SPEEDRITE carries the LOW- 
EST distributor cost! 










A collect wire from any REAL check 
writer man will bring mighty interest- 
ing details. 


HALL-WELTER COMPANY 


INCORPORATED 
Rochester, N. Y. 
















i Oi A i iy i i i 
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Safes and Bank and 


cabinets, safety Other 
fire deposit office 
and vaults furni- Other 
burglar and ture metal 
Filing cases proof. equif and fix furni- 
Countries N No ment tures ture 
B. Guiana , 5 60 : — ewaa _ 
Pn ausaseeonns 20 631 6 261 eee 266 15 
Uruguay : sa 16 st pie ‘ 12 os 
Venezuela bees 14 572 70 3,861 971 1,155 3.990 
B. India 8 a eee — seer 258 1,750 
B. Malaya : 21 72 oe sees sees 112 65 
Ceylon .. aie : = aie ‘ saan 15 
Chime .... 35 1,395 4 1,391 30,319 1,474 77 
Java & Madura 110 2.951 297 78 
Other Neth. E 
Indies —— 2 me aed alien i nae 314 
Hong Kong , 7 1,079 2,200 48 week 
oe! sscees sone — . 458 
Japan ‘ 101 1,767 - — 383 281 
Palestine , 26 759 l 40) son , 1,655 
Phili. Is 103 3,096 54 2,338 599 880 1,782 
Siam paws , l 68 : puss pees — 
New Zealand . 5 285 , oon 21 7 
Ethiopia ‘ ae ‘ l 94 
Belgian Congo... .... ‘ wk nade eae 27 
B. E. Africa.... S aa oe — 151 
Union of So 
Africa ~- 234 3,877 , seen Te 595 559 
Egypt .... , 73 1,890 . reese seas : 327 
Alg. & Tunisia.. 29 aaa an weet 22 ode 
PY <sccenee @ ‘ , seen : : 9 76 
Mozambique .... 9 288 : wens eae - 391 
Other P. Africa. 14 647 see aaee sown 50 sae 
TOME ccias 3,789 $123,881 347 $25,682 36,157 $41,350 $62,327 
Shipments from the United States to: 
Hawaii . 203 $6,428 i) $427 5,632 $2,378 $9,067 
Porto Rico...... 69 1,975 3 67 coon 1,893 6,151 


Writing Instrument Exports 


United States exports of writing instruments during November, 1930. By 
the Division of Statistics, United States Department of Commerce 


tefilla ble 
pencils and Metallic pens, 
refill Other pencils except gold Fountain pens 
Countries leads Dozer Gross Dozen 
Austria ... .. $2,166 1,744 $280 aioe aéea 247 $2,987 
Belgium .. 786 nave = ite ‘ 211 316 
Bulgaria see 12 ’ ube eéee 152 258 
Czechoslovakia ‘ 545 ‘ er : 264 1,120 
Denmark ... tae 296 8,374 
Finland ....... : 193 ‘ eama saws cece nes 2608 
France ... 15,345 180 70 50 $25 719 9,764 
Germany ........ 709 156 85 990 500 86333 2,800 
Greece sa — : . pale 7 182 
Hungary ..... ‘ at) i ane seek ieae 8 262 
Iceland ..... eke 27 : aves snes 12 314 
BEEN scccecece ‘a 676 er nine Cane er 32 1,009 
Malta, Gozo & 

CREED. coccccss 17 . ion 1 33 
Netherlands 2,989 sabe _— : 334 1,822 
Norway ... 183 cove cece eoee esse cece 
Poland & Danzig. 62 sees ee sass 14 126 
Portugal ... 25 osee pees seee eees e6es osen 
Rumania , ; cease oeee sees 42 500 
Spain ..... 9006s 681 192 32 seee eeue 78 1,881 
Sweden .. 7 263 2.676 609 neds er 64 522 
Switzerland . : 1,082 : eens 250 125 70 1,034 
U. Kingdom . 21,387 17,549 4,028 33,050 16,000 2,395 41,563 
Yugo. & Albania 185 ‘ waa . , 164 335 
Canada , . 15,770 66,189 14,643 1,201 939 69 460 
B. Honduras ion 2 356 8&8 noes oeen 2 41 
Costa Rica ; 41 1,297 331 36 21 20 124 
Guatemala ... +e 278 768 95 saat snes 45 986 
Honduras ..... 5 3,996 564 76 85 28 134 
Nicaragua ... . 230 6,938 538 450 169 19 689 
Panama ... , 303 2,429 670 21 11 133 2,409 
Salvador .... . 60 186 100 : 3 121 
Mexico ...... . 6,697 150,339 16,228 343 252 188 11,710 
Newf. & Labrador 93 234 57 re . 1 144 
Bermudas : shes vane case 62 SE wes« sess 
Barbados ........ ; ; ‘ ; aeee nen 1 21 
Jamaica ..... . 195 696 a0 pies ; 1 20 
Trin. & Tob : arene 288 80 100 68 18 40 
Other B. W. Indies —- nestit ee waite 1 7 
Ce acnes on 924 137,740 13,274 264 191 42 945 
Dominican Rep bus 1,212 183 50 30 4 15 
Neth. W. Indies... 83 120 60 be ee ene 10 372 
F. W. Indies..... 27 . = cae 4 115 
Haiti, Rep. of.... 54 900 333 200 114 15 332 
Argentina ........ 1,080 12,236 4,577 sone ence 202 5,082 
Bolivia ..... sece 53 5,898 377 eene 0666 ohn 2608 
PEE wacuecosscs 654 1,301 266 —— ‘ens 131 1,134 
GEO ccccces owe 525 15,672 702 sana ‘ie 57 2,082 
Colombia ........ 924 15,138 1,419 497 328 68 1,795 
Beuador ..cccccee er 303 100 55 36 2 91 
PE 604 46se0es0% 112 2,352 681 eeee eee 2 30 
Uruguay ; 151 1,494 341 seed o6se 79 1,045 
Venezuela ....... 140 7,520 1,033 Wee hao a 10 373 
BER cccesssee 51 , cease eewe nese 2 89 
Arabia ..... con oes : pees cece esce 6 230 
B. India ea 6,000 708 bese abe 261 6,442 
B. Malaya $59 — —e ae 501 3,531 
Ceylon ; ; in) ones 7 27 
CHEMO <ccce - 1,269 15,252 4,086 375 232 315 5.535 
Java and Madura. 1,045 330 74 er aeae 76 2.512 
Other Neth 

., BUGS -ccccce 107 ecee cose eece 18 455 
Hong Kong ...... ons 2,932 230 esse ecce 133 606 
Iraq eeeesecesees l4 eeee ‘ 
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NATIONAL 


LEATHER GOODS 


Smart—Serviceable—Salable 





Here is a profitable line for stationery dealers—equipment to sell the 
student, the lawyer, the traveling accountant, the salesman, etc. The 
National Brief Case illustrated is available in walrus or seal and is 
equipped with the nationally advertised talon zipper. It is distinctly 
high grade both in appearance and inherent quality. The National 
line includes a wide variety of insurance, catalog and brief cases, with 
meny new, ingenious, practical features. Catalog on request. 


NATIONAL BRIEF CASE 
MFeé. CO. 


512-532 S. Peoria St. CHICAGO, ILL. 





























The 


DIGNITY 


of your 


BUSINESS 


Are your letters in keeping with 
the dignity, prestige and distinc- 
tion of your business? 


What is there to distinguish 
them from millions of other let- 
ters and businesses? 


With the Varityper —the exec- 
utive’s typewriter—you can give 
to your letters an exclusively dif- 
ferent appearance unobtainable 
by any other means. 








Varityper Incorporated, 
2 Lafayette St., New York 


Without obligation may I see a 
demonstration of the Varityper Idea? 


ee ey Rg ae SE ‘de 
ee 6 acc euhenneh sss «+ eneeeeee pcatathdaon 
ot fee OE Tre He ada 
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inches. 


Feature the clear, lasting impressions 


VICTORY STAMP PADS 


Your trade will appreciate the extra quality in 
Victory Stamp Pads. Made of high grade, long 
wearing materials, inks of brilliant hue and fast 
color. Six sizes, from 2 x 334 inches to 4x9 








tionery items: 
STAMP PADS 
PASTE 





YOUR OWN BRAND 


can be used to play up your rubber stamp de - 
ment and to advertise your entire business. All our 
items can be put up under your imprint. Our 
price-list (sent om request) includes many sta- 


INKS MUCILAGE 
SEALING WAX 








55-57 EAST PARK ST. 





Luther Ink and Stamp Pad Co. 


NEWARK, NEW JERSEY 











envelopes, b Ox 


tails on request. 








John F. Diemer Co. 
519 Broadway 
New York 





DIEMER cooperates with the sta- 
tioner in serving the heavy envelope 
requirements of his trade, enabling 
the dealer to reduce stock invest- 
ment to a minimum and maintain 
a high grade service. Red rope and 
jute envelopes in flat and expand- 
ing styles, panel and compartment 
envelopes, file 
folders, etc., in all standard sizes 
always ready for shipment. Special 
imprinting if desired and at mod- 
erate cost. Catalog with full de- 





Weare par- 
ticularly well 
equipped to make 
special items in 
either large or 
small quantities. 








Refillable 


pencils and 


OFFICE APPLIANCES 


Metallic pens, 


refill Other pencils. except gold 

Countries leads Dozen Gross 
2. cslgseckees 52 11,461 1,385 sees eees 
Phil. Islands ‘ 393 22,585 5,414 100 150 
Siam : , a ties 1,200 150 : a 
Syria . , 17 ee 
cieeeense 18 nee obec 
er 304 9,966 1,077 
F. Oceania ooes 210 30 
New Zealand ‘ 100 208 25 
Belgian Congo , . baka 
Br. E. Africa. , lll eT rr , ‘ 
Union of 8. Africa 271 5,383 1,024 378 231 
Other B. W. Africa 30 206 er 
Egypt jeu 62 . aoe 
Liberia see« : 48 12 
Mozambique ..... 72 
Other P. Africa... 119 

Total . $83,194 533,674 $76,149 38,848 $19,548 

Shipments from the United States to: 

a, aa $909 10,321 3,75: 698 $415 
Porto Rico sees 381 8,246 1,004 247 149 


8, 


Fountain pens 


Jozen 


505 


377 


198 


‘173 
125 
$129,447 


$5,815 
1,861 


Carbons—Ribbons—Filing Supplies Exports 


United States exports of carbon paper, typewriter ribbons, filing folders, 


index cards and other office forms in November, 1930 


Statistics, United States Department of Commerce : 


Filing 


Countries forms 
Austria ...... : . , . see ses 
Dn nassesne Johebeeaeee $20 
Czechoslovakia ...........«++. eee 
Denmark oi 51 
A 66 0cceeees om 
Finland 32 
France 244 
Germany 1,527 
Greece bconee 353 
Hungary ........ 170 
Irish Free State 32 
i —seecgcecneos ,eeneees 27 
Netherlands , 1,166 
Norway ........- ‘ 148 
Poland and Danzig ' 
PEE: sccuvepescesneesevess 212 
Spain ..... 577 
Sweden ..... 389 
Switzerland 40 
United Kingdom ....... 2,332 
Yugoslavia and Albania eae 
Canada ....... Speusa 10,547 
British Honduras .... 17 
Costa Rica .... 33 
Guatemala 414 
Honduras seeueneees 2,779 
SEC ee 196 
Panama 2,378 
Saivador .. 324 
DED <«nsseceecencecseséesees 1,068 
Newfoundland and Labrador... 154 
Bermudas ....... 256 
SURREER scccccecccecses , 987 
Trinidad and Tobago.... 87 
Other British West Indies oeee 
GE cnccdaboueseess 1,910 
Dominican Republic §09 
Netherland West Indies . 300 
Haiti, Republic of..... 315 
Virgin Islands of U. S 14 
Argentina 727 
Bolivia 155 
Brazil 523 
Chile 338 
Colombia 3,578 
Ecuador 
Paraguay a 
Peru 1,235 
Uruguay . 5 
Venezuela 962 
British India . 296 
British Malaya 27 
Ceylon ..... - 34 
CHEB cccecs eer 440 
Java and Madurs : 401 
Other Netherland East Indies.. ‘ 
Hong Kong .... 377 
SE ccecs - 591 
Palestine eons 112 
Philippine Islands 731 
Turkey ‘ 101 
Australia ..... 16 
French Oceania 23 
New Zealand ... sen 
British East Africa .... 372 
Union of South Africa 517 
Egypt - 
Liberia ..... sane 
Mozambique 116 
Other Portuguese Africa 133 
Comey BME cccccccccccs 27 

ME an cccecceesesseeuesss $41,745 


Hawall 
Porto Rico 


Shipments fr 


8,529 


folders, index 
cards and 
other office 


Carbon 
paper 
Pounds 
1,417 $540 
585 387 
1,528 


2 630 


1,445 
2,931 
1,603 
16,625 
5,368 
"46 
158 
94 
24 
1,703 
66 
3,104 
10 


1 " 0 0 6 


—— 7) 


w 
_ 


i) 
> 
—_ 
mr) 


83 
074 


1,246 
109 
21 
736 


“784 


,620 


— 


RS 


75,006 $58,045 


442 
511 


om the United States to: 
.$11,038 


$600 
459 


ay 


~< 


_ 


to 


By the Division of 


Typewriter 
ribbons 


ren 
170 
260 
58 
185 
20 


190 


049 
408 


$471 
676 
212 
469 
49 
514 
2,543 


4.3138 


ae 


491 
662 
O16 
170 
g8 


261 


395 
1,765 


154 


“715 
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For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 


in its field. 


If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 


6816-6824 Arsenal St. ST. LOUIS, MO. 





MONEY 


or the appearance of it always has its attractions 
for the investor. It is likewise axiomatic that 
the production of securities should be surround- 
ed with the same safeguards that surround the 
production of currency. Cheaper production of 
high class securities of this type is made possi- 
ble by the use of “K B” BLANKS, a series of 
blank forms printed from steel engraved plates 
inbanknote style after the same manner in which 
United States Bank Notes are produced. These 
forms when overpriated have the appearance of 
high-grade securities and a currency look and 
feel about them that is irresistible to the dealer 
and the investor, hence an unusually good source 
of profit for the printer. Numerous designs in 
six colors cover an infinite variety of financial 
and commercial requirements 





SAMPLES ON REQUEST 





KIHN BROTHERS, Bank Note Engravers 
205-209 WEST 19th STREET 
NEW YORK CITY 























TYPEWRITERS 


ADDING MACHINES 
ALL MAKES 


also all other office machines 


SELECT ROUGH SUPER REBUILT 
WHOLESALE EXPORT 
LARGE STOCK LOW PRICES 


TYPEWRITER CIRCLE CO. 


359 Broadway New York, U.S. A. 
CABLE: TYPECIRCLE, N. Y. 








Have You 


a Friend—., business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with 

our compliments. 


THE OFFICE APPLIANCE COMPANY 
417 S. DEARBORN STREET, CHICAGO, U. S. A. 


Oss 
OT Dt Ee ss sss 


VENUES EERE aeee 


EE 











QUICK AS A FLASH! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Meilicke ready-made answers to routine problems cut calculat- 
ing time in half for Western Union, Western Electric and many 
other users. Any employee can use Meilicke Systems without 
training. There are no keys to punch, no levers to pull. Just 
turn the card and copy the answer. 


The Meilicke line consists 
of the following devices: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 
Pay Roll Calculators 
Bonus Calculators 
Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 
Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
Price Checkers 
Vertical Cataloging 
Phone Indexes 
The Dictaform for letters, 
paragraphs and all data. 


Meilicke Systems meet every need, and special Calculators can 
be supplied to meet any special requirements. Let us show you 
without obligation how Meilicke systems can save money for your 
business. Dealers, send for our new catalog. 


Meilicke Systems, 


INCORPORATED 


3471 No. Clark St. Chicago, Illinois 























OFFICE APPLIANCES 





RIBBONS 


Sansom at Tenth Street 


U. S. TYPEWRITER RIBBON MEG. Co. 






ESTABLISHED 1895 


Dealers Inquiries Solicited 


CARBONS 


Philadelphia, Penna. 




















FREE HAND 


Reg. U. S. Pat. O 


It Can't Slip Out Until You 
Release It. That's the Free 
Hand binder—a handy little 
device, requiring only one 
hand. Papers are held securely 
until wanted, then released at 
a touch. The Free Hand is 
thoroughly practical and 
needed in every office. Ask for 
descriptive price list and stock 





FREE HAND BINDER COMPANY 
74-76 BEEKMAN STREET NEW YORK, N. Y. 

















Rapid Service ~~," 
UFR TINY) 


DESK RACK 


Holds all city telephone direct- 
ortes; numerous other uses— 
books, folders, catalogs, sheet 
music, ete. Lacquered wood 
base, seven bronse finished 
steel supports. Price in olive 


green, $1.50; in mahogany or 4 











walout’$1.75.; Dealers; Write 
for discounts. 


IMPROVED 
FILE & RACK 


COMPANY 
86 Park Pl., New York 





TM™ZOLlomema 









































BE Qtetsesasananaeas 


SILICATE BLACK BOARDS 


Made of the best material thoroughly 
seasoned—Framed or Unframed—All 
Frames are Oak Finished. U. S. Gov- 
ernment Contracts and New York City 
Board of Education Specifications for 







40 Years. 
CORK BULLETIN BOARDS 


Dealers write for catalogue 


N. Y. SILICATE BOOK SLATE CO. 


20 VESEY STREET NEW YORK CITY 





OAKVILLE -AMERICAN 





ry a tas 
NE Fy %e, 
z 5 
OAKVILLE-AMERICAN PIN DIVISION %& ra 


Pup, co 


Scovill Manufacturing Company esaunee ome. 


WATERBURY, CONNECTICUT 





NEW YORK CHICAGO SAN FRANCISCO 


OAKVILLE ‘** The Yellow Box Line” 
Pins, Clips, Fasteners, Thumb-tacks, Tak-a-pins, etc. 


Oakville 





‘Louis Melind Co. 


362 W. Chicago Ave., CHICAGO 
593 Market St., SAN FRANCISCO 
— 


Quality Dating and Numbering 

Stamps 

Advance Self-Inking Stamps 

Standard and Justrite Inks 
and Pads 

Economo Time Stamps 
Superb Rubber Type 
Melco Cushion and Melco 
Moulding Stamps 
Numbering Machines, Ete. 


v 


| | And Many More Popular Brands of High-grade 
| Me ‘tal and Rubber Stamps 














XTRA—Just out! 
NEW WHOLESALE CATALOG 
AND REFERENCE BOOK No. 700 


50 pages of information including illustrations of all types of office ma- 
chines—specimens of typewriter type +A to test adding machines for 
accuracy, etc.—at a nominal price of only 2 


Send for your copy today! 





‘All That the Name Implies" 
_,303 W. Monroe Street, Chicago, Ill. 











/ 
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SIMONSON 


For Vertical Letter Files, Ledger 
Check Files, Are 


NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. 










Manufacturers 122S. Michigan yore Chicago 


PATENTED 

METAL TIP (3UIDES 
Posting Trays, Card Systems and 
Indestructible 


Send for Free Semote and 
ers’ Discount 














Quick Sellers— Big Money Makers 


ORN ‘Instant’ Desk 


and Handy Files 
Pocket pages keep papers in or- 
der but instantly accessible. in- 
dexed A to Z, 1 to 31, or specially 
classified by celluloid covered re- 
movable index tabs. 
Idea Books 
with pasteless pocket pages for 
news clippings, striking advts.. 
etc., instantly accessible. 
Albums for Every Purpose 
Autograph, Camera, Portrait, 
Posteard, Disc Record, Greeting 
Card, Memory. Address Books. 
Handsomely illustrated School 
Girl Diaries. 

Backgammon, Scrap Books, 
Games, Double Dummy Bridge 
Boards 

Write for Prices and Special Discounts. 


W. C. Horn Bro. & Co., ist 200 5th Ave., New York 

















Templar — 


The Aristocrat of Pencils 


'O) nO on IHERN RED CEDAR 


Ulam eeleltic iam (citeloame) am aire 
RELIANCE LINE 


OF PENCILS, PENHOLDERS AND ERASERS 


RELIANCE PENCIL CO. 
FACTORY (GENERAL OFFICES 
Mr. Vernon. N. Y. 777-779 Broadway, New Yo 





MAR KILO 


CELLULOID 
L ENVELOPES 


have the welded 
reinforced flexible 
edge seams. Ex- 
tra strong and 
finished in appear- 
ance. (Patented 
processes.) 
























MARKILO Enavelo are made in all 

— INDE ER S Strip _- = ple on reat 
ransparent signals, card cases, etc. on request. 

The Dosen System vs. Decimals, Booklet Mathamerica 2 


MarkiloCo., Mfts.,936c W. 63rd St., Chicago, U. S. ‘A. 





COIT’S IMPROVED LETTERING PENS 
DEALERS—Send for our Counter Display of 
12 Pens on 30 Days’ TRIAL at Our Expense 





For School —* 
Students of 
ARTISTS Satisfied 
Salesmen Shen 
Real Estate 
Agents 
Draughts- Easy to 
men Make 
Architects with Coit 
and Pen 





Storekeepers 


Manufactured by 
THE BRIDGEPORT PEN CO. 
BRIDGEPORT, CONN., U. S. A. 














AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are mak- 
ing typewriting easier for thousands 
of users. Sales, both new and re- 
placement, are large. Write for prices 
and discounts. 






AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


Above Below 
THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 


PAT. DECEMBER 21, 1915 





STOP evertastinc NOISE 





Made for L. C. Smith, Remington, Royal and Underwood 
typewriters. 

When ordering state make of machine. 

Saves repair calls, does away — desk drumming, makes 
typewriter more quiet and snapp 

The typewriter is quickly =—_ automatically attached and 
as quickly removed, without tools, from the de 

Sold at all offices ‘of The L. C. Smith & Corona Typewriters, 
Inc. Ask for trial. 

Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 





























TO BE SUCCESSFUL 
IN THE NEW YORK MARKET 


WAREHOUSE HERE 


We will save you real money handling and distributing 
Pool cars, LCL and Car Load Lots of merchandise for 
dealers, Banks, Hotels, Libraries, etc. We uncrate, 
unpack and instal! at minimum cost with real efficiency 
Our werehouse has the lowest possible insurance rates, 
modern sprinkled service, and night guard patrol. 


WRITE FOR THE WHOLE STORY 


METROPOLITAN FURNITURE SERVICE 


611-627 W. 43rd St. New York 
THE LINK BETWEEN SHIPPER AND RECEIVER 














OFFICE APPLIANCES 


MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
In the supreme test of use, Union 


demand. 
Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 


Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 





DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co. Inc., 
29 Columbus Place 
Brooklyn N. Y. 








WE SUPPLY THE TRADE 
Domestic and Export 


WHEN YOU NEED COPIES USE THE 
GRAPHIC SUPERFINE HEKTOGRAPH 














H | esse 
EKTOGRAPH GELATINE ROLLS 


£E 
OTE sae’ LETTER ‘size CAP SIZE 


QUICK. CLEAN AND el. 
why Noa,t 
Ns 0 





For All Duplicators 


HEKTOGRAPHS 
Various Styles and Sizes 


REFILL IN TINS 
GELATINE SHEETS 
HEKTOGRAPH 
CLEANING PASTE 


Graphic i sa Co. 
ette 


=P’) new Vouk, LY. 



































**Steel-Strong”’ 
The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags—Coin Storage Trays 


Coin Bag Seals - Seal Presses 
Manual Coin Counters 
Currency Racks — Tellers Moisteners 
Handy Wrapper Cabinets 


N advertised in Leading Bank Journals. 
d exclusively through dealers 
Write for Catalog and Salesman’s Sample Case 


The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 





SELL HARTER 


HANDISTANDS 


for greater efficiency with all 
office machines. They pro- 
vide extra desk space when 
and where it is needed. 


THE HARTER CORPORATION 
STURGIS, MICH. 





[ y O N @ Full cabinet line 


@ Wide price range 
OFFERS— @Q) Variety of finishes 


(@) Known toconsumers 
(5) Small dealer stock 
© Good profit margin 


For complete information write 


Lyon — Products, Incorporated 
Aurora, Illinois 














| STEEL CABINETS 





LYON 











5,000 Staples in 
(1) Loading 


N° wobbly tin gadget, 
this Eveready Stapler. 
No, sir! It’s built to 
work right, and finished 
to do credit to any desk. 
Makes its own staples — 
cannot clog or jam. In 
attractive enamel Olive 
Green finish. 


“The Result of Long 
Experience and Knowl- 
edge of Requirements” 


EVEREADY MFG. CO. of BOSTON 


34 Southbridge Street, Worcester, Mass. 
GENERAL SALES OFFICE: 50 Church Street, New York, N. Y. 
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BALTIMORE INDEX MFG. CO. 


(Specialists in Metal Tab Guides) 
AN ASSORTMENT OF FIVE COLORS 


BLUE - ORANGE - GREEN - 


Your Name Can be Stamped in the Metal Tab 





BLACK 














WRITE FOR 
PARTICULARS 


Vis-A-Memo 
GLASS 


DESK PAD 
for 


charts, data, 

maps display. 
Every user 
face to face 
with facts. 





Ravenswood Office Specialties Co. 
1800 Newport Ave., Chicago 


anise 112-114 S. Calvert St., 
Baltimore, Md. 























ell This 


A bathroom or health scale 
that can be sold for $12. At- 
tractive, with appealing 
lines. Colors:  six-spring 
mechanism—250 lbs. capac- 
ity. This scale cannot tip. 
& Write for prices on this 
popular item. 


Hanson Scale Co. 


525 N. Ada St., Chicago 














99 Non-Inflammable 


ROSCO Desk Necessities 
“NUTYPE” vixreveite 


No brush or cloth required. Just apply dauber and type are clean. 
Dries instantly. Dealers sell ‘‘Nutype.'' 50c and $1.00 sizes. Unusual 
liberal discount on small orders. Every bottle guaranteed against 
evaporation. 


Build yourself a repeat business with “NUTYPE.” We 











will imprint your name on the labels in orders of one gross Al 
or more if desired. ° 


Walter G. Gies 
Company 
3 Commerce St. 


BALTIMORE 
MARYLAND 














A Distinctive Line 
that will hold your trade 
TURNER & HARRISON 
STANDARD, SILVER-ALLOY 
and GOLD-PLATE PENS 


Smoothest, slickest pens made 


Catalog on request 


TURNER & HARRISON PEN MFG. CO., Inc. 


Established 1876 
PHILADELPHIA, PA. 


IMPRINT PENS A SPECIALTY 









ave 


soo N2736r. 


TURNER & HARKISON 
PYOLADE! PrHA.US A. 








LISTO Choice of a Million Users 
.... The Friendly BUSINESS PENCIL 
for Every Pocket—for Every Desk 


[IN the Listo exclusive center-turn with the locked-in mech- 
anism—here is perfect balance. Its slender, aristocratic 
barrel of non-metallic material, such as fine fountain pens are 
made of, Gaon weight. The “‘easy-grip” of its knurled 
lower barrel completes positive assurance of the ut- 

most comfort and relaxation—greater writing ease PRICED 
than can be obtained in any other mechanical pencil. LOWAT 
Made in a variety of colors and color combinations. 50c 
Leads all colors. Address Dept. G. 


LISTO PENCIL CORPORATION 
ALAMEDA, CALIFORNIA 


Eastern Distributor: C. P. Willems, 202 S. State St., 
Chicago, Ill 


EASY-GRIP - - - - CENTER-TURN 



















BOEHNER 


Improved 


CARD HOLDER 


Stationers and printers 


use it to build up their 
volume on business and 
personal! cards. It takes 
the regular loose cards, 
holds them firm, keeps 
them clean. Holds 


one as securely as a 
full case Imported morocco binding—metal parts highly 
nickeled—28 different sizes. 
We manufacture leather novelties only—we do not compete 
with engravers or printers. Please mention size in asking 
for prices. 

Address, Department OA, 


Improved Boehner Binder Co. 


142-1 Fox Street Aurora, Illinois 
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STURGIS 


POSTURE CHAIRS 


Speedy adjustments. 
Genuine Leather 


and DuPont Duco 


Sold exclusively through Office 
Furniture Dealers 





Sturgis Posture Chair Co. 
STURGIS, MICH. 





From A to Zz 


See the slit between each character of 


AIGNER’S PATENT CUT 
INDEX TABS 





Tabs all together. Quickly attached. A-Z, 
Months, Numerical, Geographical and Sub- 
divided. Leather, Celluloid and Canvas. 


G. J. AIGNER CO. 


Indexers for over 20 years 


s Manufacturers of 
Binders and Loose Leaf Specialties 


503 S. Jefferson, Canal Station, Chicago 























OWA 


say O.K.A,. 


Progress with Progress 


Traditions grow, traditions die. That is one of the 
truths of life, and a natural accompaniment of progress 

we can fly through the air, telegraph, telephone and 
television, whilst, some are dreaming of trips to Mars. 
Hold Fast the Good, Reach For the New 


The feet of progress trample on experience and break 


traditions. 
O. K. A. 





2 ounce An unbeatable combination, cleans typewriter type in- 
stantly and adds a = to the rubber roller. No 
bottle muss, no mess—special dealer’s discount. 
- 





50c eo. K. A. COMPANY 


Monadnock Building San Francisco, Calif. 





























Loose Leaf Rings 





No Large , Brass 
Joint to Tear Nickel Plated 
Paper FIVE SIZES 
Inside Diameters 
° \%"—1.35 Per 100 
Open Easily, y"—150 “ “ 
Close 1"—1.75 “ 
7 14%"—2.65 “ “ 
Securely 2”"—3.50 “ “ 
For loose leaf books, binding reports, blueprints, etc. 








Write for information T oose Leaf Metals 
The E. W. Carpenter Mfg. Ce. 
Bridgeport, Conn. 
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SILVERGLO LAMPS are stand- 
ard equipment in some of the 
largest business offices in the 
country. 

Establish your accounts and 
watch for repeat orders. 

The booklet “Light by Silverglo” sug- 
gests proper light at point of use. 
Vrite for it now. 

A very profitable line with small in- 
vestment for you. 


SILVERGLO LAMPS, Inc. 
300 E. Federal St. Baltimore, Md. 


T een USTNS. wea nereamtenr over) : 
(} “A0vusTI N°2 REG U.S PATENT OFFICE 4 


eg PRONG FASTENER 






























In U.S.A 
REG. U.S PATENT 











This inexpensive device for binding papers 
consists of a base with 2 prongs and a lock 
compressor. A slight slip to the side causes 
the prongs to fasten and hold the papers 
securely. Nickel finish. Prongs are 1 % inches 
long with distance between of 2% inches. 


Write for prices. 


THE ADJUSTIT DISPLAY SPECIALTY CO. 


438 W. 37th St. R.ORTHWINE NEW YORK, N. Y. 
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ELF I NKING 
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STAMP PA 


NK RN PAO PST 
UR ONLY SOLO NK ON} 


Recommend SOLO for perfect rubber stamp impressions at 
all times Cannot become flooded—insures first-class service 
from rubber stamps under any atmospheric conditions, Not 
a felt pad—the secret is in the self-inking ribbon. 


PEERLESS CARBON & RIBBON MFG. CO. 
476-478 Broome Street, N. Y. 


Tee Sa eae RPS RES RSREHRRRR RRR SRR ER 8 SSS 
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Consumer demand for DATERS | 
and STAMP PADS is greatest 
in the first three months of the 
year. Send in your orders now 
and cash in on this demand. 


‘“ SERVICE 99 The world’s fin- 


est dater. In in- 
dividual boxes. Duralumin non-skid- 
ding wheels. 


‘6 99 Unusuall d 

FULTON to meet i 
mand for a lower priced dater. Excel- 
lent! profits. 


FULTON SPECIALTY CO. 
ELIZABETH, N. J. 
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| THE COLYTT “REDI-ROLL” | |] First Aid for Offices 


TELEPHONE MEMO 
A neat, compact writing shelf, g se 
with paper roll, for attaching 7 
to the telephone stand——for ( ad fi f De er. 
memorandums. fle Ste y Pro ts jor al s 
Has continuous writing sur- f' Clarotype jumps over many items carried by up-to-date stationers 
and typewriter dealers when it comes to profits and repeat sales. 











face for standard paper roll. 7 

Sharp cutting edge for tear- Hundreds of thousands of stenographers use Clarotype. It is the 

ing off. modern type cleaner—a necessary aid to typewriters and every 
othce meckine with type on it. Over 3,000 careful- buying dealers 

Takes up small space Ce stock Clarotype Fy after year. Why not you? Cut out this 

Ts rip on Lak ‘ advertisement. Just send it to us With your letterhead and we 


phone. 


Easily attached. PRICE 


Nickel and black $1.00 
finish. 


cLAR-O-Type 


THE MODERN TYPE CLEANER 
will send you a brochure with all details. Then you can act 


THE COLYTT LABORATORIES sés w. Washington St. with certainty. You will find this product one of the busiest 


SSeniees ) Chic ll sellers om your counters or shelves. Address CLaroryPe Co., 
ngineering icago, Ill. 16-C Hudson St., New York, N. Y. 


CMOmy 


Steel card boxes and cabinets 
are made in olive green, 
grained mahogany and walnut 
finishes, to meet every filing 
requirement. Also a complete 
line of cash, bond, office boxes, 
files, transfer cases, 
waste baskets, etc. 
Large stock carried to 
insure prompt service. 


Dealers Write for Discounts 

























NEW AUTOMATIC PENCILS 
One a Combination Pencil 
(Beautiful Colors) land Letter Opener 








Write for catalog and 


Pens — Penholden in Steel Ink Erasers price list. 


MILLER BROS. PEN CO. 


305 Broadway, NEW YORK CITY MERIDEN, CONN, 


COLE STEEL EQUIPMENT CO, 


33 Crescent Street Long Island City, N. Y. 


ee eee ee ee ec ne 











Gardner’s Pull Tab Leather Lines 


Card Cases, Bill Folds, RE P U 4 L T 


Playing Card and Cig- 
wane 2 be sggr “4 I al E C G R A Pp H & 


clean. Easy to get at. 





Every Mimeograph we rebuild is 











GARDNER’S HOT absolutely guaranteed. In our 
GOLD LETTERING twenty-six years of experience we 
MACHINES have learned how. All models 
; completely rebuilt. Investigate 
Write aa - —~ poe and now ! 
P. A. GARDNER MIMEO SERVICE BUREAU 
LEATHER WORKS 132 Nassau Street NEW YORK, N. Y. 
ne. 


709 Pine St. St. Louis, Mo. 
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LOOK TIP TOP 


bo TRADE- —— 


—the guide to qual- 


ity in paper clips NO.O 4 


::: Precision made Aa 
brass or nickel finish. oy i 
? 


NO.1 4 









Better Protect 


EILIN: 


Generally acknowledged as the 
mark of Quality Protection. 












Universally recognized as Better 
Protection. 


The Meilink Steel Safe Co. 


Toledo, Ohio 


Your Jobber 
or direct from 
Jactory. 


ee ee ee eee Ss Se ee 





THE TIP TOP MBFG. CO., Inc., Syracuse, N. Y. 
Canadian Agents: Brown Bros., Ltd., Toronto 


a 2 tt re Pe I EEE 
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The New Year Will Bring 
NEW PROFIT and INCREASED SALES 


swwith= 
“The Combination” 












The New Steel Desk 
with a Wood Top 


Top is genuine oak, mahogany or walnut. 
Every one who has seen it is enthusiastic. 
A wonderful product at an exceptionally 
low price. It ships knocked down at a 
great saving in freight and may be as- 
sembled in a few minutes without tools. 
Absolutely rigid when assembled. Write 
for descriptive circular and prices. You 
Table and Side Pedestal cannot afford to miss the opportunity this 


Typewriter Desk te Match affords. 



















THE STEEL FIXTURE MFG. CO. 
TOPEKA, KANSAS 






















More Business for You 
In the British Empire 


An executive subscription circulation amongst similar firms in the British 
covering a large percentage of the up- Dominions and Colonies (except Can- | 
to-date firms in the United Kingdom, ada), including high spots in European | 
plus a valuable subscription circulation business centres. 


BUSINESS 
w A 
THE JOURNAL OF MODERN METHODS & MANAGEMENT 
(Estab. in England in 1907 as SYSTEM, The Magazine of Business) 








AN IDEAL MEDIUM FOR 


A Testing the Britishand RR Backing up a British (“ Direct Mail Order re- 
Imperial Market Branch or Agency sults 


A report on general business conditions or specifically on opportunities for specific equipment or services 
will be sent free without obligation on application to:— 


yy 1 6,C ‘lite Street, London, 
Advertisement Manager Ht U ~ | | N EK of % 6,¢ mene 3 C4 ss 
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The Tine of Lowest Ultimate Cost 


























An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 


Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


@ | T YPE \ Manufacturers 
Burlington, N. J., U. S. A. 


pe 
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“Vy B 99 To us “M. B” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for you! 
American goods are extremely popular in France and much needed, too. This 
especially applies to office furniture and all modern business appliances. 
To sell your goods in France, you should advertise in the 
right French medium. Now, this right medium is M. B. 
because it is the progressive business publication “par 

MON excellence.’” As a matter of fact, M. B. was the first to 
BURE AU advocate highly efficient business methods in France and 
LE MAGAZINE DE LORGANISATION was the pioneer of modern office equipment in this country. 
— So it is no wonder that it is read all over France, Belgium, 
aces Switzerland, Spain, Italy and Rumania, by the most 
progressive firms, that is by the firm that is likely to be 
interested in your goods. 


a 










Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public you 
are anxious to get at. 

Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. His depart- 


ment will write ads that pull for you or translate your copy into 
French just as you like. 


“MON BUREAU,” 19, rutourest-sarin, PARIS, xime Ant. (FRANCE) 


MUNUUSUNALLAUL 0410181110 01041000 WMDULUQVUUUVULUULUULU LUCE L000 TATOO 
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The leading 


trade paper 


for the 
Office Equipment Industry 
in 


Germany 





BB 






“Biiro-Bedarf-Rundschau 


(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 
$4 per year $6 for 2 years 
Specimen copy free 


Biiro-Bedarf-Rundschau 
Berlin-Charlottenburg 5 
Germany 
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THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE 4 POST FREE 


The most valuable money- 
making volume ever placed 
before the Stationer Trade— 
Contains nearly 200 hints in 
connection with every depart- 
ment of your business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business that he may be 
interested in at the time. The subjects run all the way from 
account books to window dressing and are written in such a 
way that the volume is an excellent reference book. 


—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome. —The British Printer. 


A good idea in itself and admirably carried out. 
— The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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As pioneer desk makers of New No. 800 Series Chairs in 
Jasper, Indiana, we can offer Solid American Walnut: A 
you the best in high quality 


desks, time tried and quality Pleasing Design, with a Deep, 


tested for fifty-two years. Rich, Durable Finish. 
The JASPER ond The JASPER 
DESK CO. CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inqusries. 


JASPER, INDIANA 








JOHN W. MESSIMORE, Chicago Representative, Telephone Longbeach 4821, 1467 Catalpa Avenue, CHICAGO, ILL 











mms OY Departmental Files 
and Growing Businesses 


BENTSON 
Add-A-Unit SECTIONS 


These add-a-unit sections are especially 
convenient for various department files in 
large business and public institutions and for 
smaller firms whose filing space need not be 
large but must provide for many different 
sizes and shapes of records. 





Legal blank, card and letter file sections are 
shown as well as storage section, top and base. 
Sections are also provided for check files and 
documents, filling out an extensive, adaptable 
line. The sections are neatly constructed with 
acetylene welded corners and the same drawer 
suspension as in our commercial grade vertical 


iles. The 
BENTSON MFG. (> Price List with full 


information and dis- 


counts to dealers on 


A. H. Denny, Inc., 356 Broadway, near Leonard St., New York, Eastern Wholesale Distributor request. 
Fred C. Funke, P. O. Box 244, Detroit, Michigan and Ohio Representative 
Vernon J. Selfridge, 800 No. Spring St., Los Angeles, Calif., Western Representative 





Showing how perfectly the 
sections stack 








Showing — or 
Sections stac an ow . . 
they may be rearranged. Aurora Illinois 
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Accounting Machine 


Multiplies Directly 


and prints the result of each extension by the 
depression of a single key. 


Typewrites 
all names and descriptions from the ordinary 
typewriter keyboard. 


Adds and Subtracts 
posts ledger, statement and proof journal (or 
other combinations of records) as one operation. 


Aeccumulates Totals 
for distributions and proof of postings. Prints 
totals by the depression of one key. 


Burroughs Accounting Machine is the only machine giving you all ) 
of these advantages. Ask for a demonstration on your own work. j 


BURROUGHS ADDING MACHINE COMPANY 
6413 SECOND BOULEVARD + + DETROIT, MICHIGAN 


ADDING - BOOKKEEPING - CALCULATING AND _ BILLING MACHINES 








A\ppressocRAPH’s many uses 


for keeping and writing records 


effect UNUSUAL ECONOMIES 


Keepinc and writing records is an essential operation in every business, 
large or small. Accuracy is vital. Speed is important. Economy is absolutely neces- 
sary. How is this important work being ~3a3 m& handled in your business? 


laborious hand methods? 


Small —s wraphs ope rrale al speeds fre 
500 to rf ne i ressions an hour. Print thrn — 
aribbo $20 to $ 6 


element’’’ ? With yp Se 





Are mistakes creeping in due to the ‘Shuman 
records of customers, prospects, employees and products—descriptions and speci- 


fications—can be produced 10... 20... 50 times faster—without error. Work gets 
“=F 





fashion. In every } 


economies in the keeping and writing of fundamental 
\) lic Addre sogr pages ay’ mg” pm ort bhon— 
Dp ds fr m3 0 to 12 000 impr ms an hour. Elecir achines 

595 ‘to $12 750,f.0 ri "Fe actory. 


every-day business records. The aiiuaenaee representative in your locality will 


to effect unusual | 


gladly demonstrate the application of this modern recording method to the writing of 
statements, ledger sheets, orders, invoices, payroll lists and checks, factory forms, 


letters, envelopes, innumerable other forms. A post card or phone call will bring him. 


ADDRESSOGRAPH COMPANY 


General Offices: 901 West Van Buren Street, Chicago, U.S.A. 


Canadian General Offices: European General Offices: 
Addressograph Co., Limited, Toronto, Ontario Addressograph, Limited, London N.W. 10 


Speedaumat Manufacturing Co., Chicago 


Divisions of 


Addressograph International Corporation 
Factories: Chicago, Toronto, London, Berlin, Paris | eSS '@) o ye | e 


Sales and service agencies in the principal cities 


of the world 
PRINTS FROM TYPE 


Copyright 1931, Addressograph Co, 

















THE NEW 


PORTABLE UNDERWOOD 


T’S SMART in its new lines...sparkling in its 
I new colors...quiet as you never expected any 
portable could be. And there's an array of new 
features that will carry an appeal to everyone 
who has ever used a personal typing machine... 
and to everyone who hasn't, too. 

A new carriage return that is QUIET...that does 
not give forth a discordant R-A-S-P as it is moved 
across the machine. 

A generally subdued key action that will let 
you burn midnight oil using this new portable 
without depriving anyone else of a precious wink. 

The ribbon reverse is automatic. The ribbon 
spools are covered. The variable line spacer is new 
and easily accessible. There's a new split paper 
table to make it easier to feed paper to the machine. 


It’s NEW, this Portable Underwood...geared to 


New Features 
--- New Colors 


New QUIET carriage return 
...no discordant R-A-8-P, to 
disturb a precious thought, 
as the carriage is moved 
across the machine. 

oe - -~ 
New Qutmet and easier key 
action, due to change in the 
position of the star wheel 
escapement. 

7 -~ =: 
New guter shift key mech- 


New and easily accessible 
variable line spacer. 
ee - -~ 


Automatic ribbon reverse 
that permits ribbon to feed 
back ward and forward auto- 


matically. 
o- 


Generally improved and 
more pleasing lines...a more 
compact, more symmetrical 
portable typewriting unit 
than has ever before been 
offered to the public. 
- - - 

New colors—The New Por- 
table Underwood is offered 
in Mandarin Red, Mahog- 
anv. Walnut. Jade Green. 
Colonial Blue, French Gray 
—and Black. 


and, in addition, all of the 
basic features that are ex- 
clusively Underwood...that 
have helped to make the 
Underwood the preferred 
typewriter throughout the 
world. 


SS HERE?! 


the last clock tick in mechanical perfection... 
tuned right up to the moment in color and design. 
Yet the New Portable Underwood sells for no 
more than other portables...$60, or $6.50 monthly 
on the Underwood convenient payment plan. 

We urge dealers everywhere who are alive to 
the sales possibilities of a new portable by Under- 
wood to write or wire Underwood Headquarters 
for details...or to telephone directly to the nearest 
Underwood Branch. No time should be lost in pre- 
senting this new Portable to the waiting public. 


, - ~ -_ - 
UNDERWOOD 
4 4 
Standard, Noiseless and Portable Typewriters —Bookkeeping Machines 
PRODUCT OF UNDERWOOD ELLIOTT FISHER COMPANY 
Marketed by Underwood Typewriter Company 
342 Madison Avenue, New York, N. Y. 
Sales and Service Everywhere 


Underwood, Elliott-Fisher, Sundstrand — Speed the World's Business” 


—_ ~S ‘r ats 
7 POl5 err renran? ; 
j 6 Fe, pet 











